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for modern methods 


IDE-AWAKE stationers everywhere are 


( VE of the advertisements taking advantage of MultiKopy and Star 
of the covies, showing how Brand national advertising. This advertising 


MultiKopy and Star 
Brand are being advertised in 
he Saturday Evening Post 


sells the use of the right carbon paper for each 
particular job—the modern method of using 


Sunset Magazine, and Gregg carbon. And then it sells MultiKopy as the mod- 
Writer. Rotarian and other ern carbon paper for use in the modern way. 
mangas Thousands of carbon paper customers are 


writing in for Webster’s Little Handbook that 
tells them quickly just which kind, weight and 
finish of MultiKopy Carbon Paper to use in 
simplifying their work. 

The missionary work—the hardest part of 
the selling job—is done for you. Have Multi- 
Kopy Carbon Paper and Star Brand Ribbons 
in stock, and finish the job by selling your cus- 
tomers the type they need. No time wasted, 
satisfied customers, and more profits for you. 


F. S. WEBSTER COMPANY, Incorporated 
338 CONGRESS STREET, BOSTON, MASS. 
TRADE 


-\M Ti OPY 


MARK 
Carbon Papers 


A hind for every purpose 
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= F. S. Webster Company, Incorporated, : 
338 Congress Street, Boston, Mass. / 


Gentlemen: Kindly tell me about the Webster Way : 
and the Definite Selling Plan. : 
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§¥ OFFICE APPLIANCES 
is anews and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable 
special articles upon sub- 
jects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial stationery 
dealers and many of the 
largest corporations in the 
United States. It also 
reaches some dealers in 
fifty-four other countries 
who deal in American office 
equipment. 


§ SUBSCRIPTION RATES 
payable in advance, in the 
United States and its pos- 
sessions and Mexico— one 
year, $2.00;two years, $3.00. 
Canada — one year, $2.50; 
two years, $4.00. Foreign, 
all countries in the Postal 
Union, the equivalent of 
$3.00 American gold for one 
year and $5.00 for two years. 
Remittances may be made 
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Published on 
of Every 





the First Day 
Month by 


THE OFFICE APPLIANCE Co. 


417 S. Dearborn St., Chicago 


EVAN SOROS Seas 


Cc. F. MALHOIT, Treasurer 


N A. GILBERT, Secretar 


J 
C. H. EVERLY, V. President 


D. C. MILLER, V. President 





H.W. MARTIN, Assoc. Ed. 
J. A. PALMER, Cir. Mgr. 


OTTO KNEY, Asst. Ed. 
B. C. WALLSTEN, Mgr. Copy Dept. 


G.C. WHEELER, Manager Service Bureau 





C. H. EVERLY, Eastern Mgr. 


D. N. BRIGGS, Asst. Mgr. 


1601 Pershing Square Building, 100 East 42nd Street, New York 
Phone Ashland 8319 








by personal checks, drafts 
on New York or Chicago, 
Postoffice or Express Money 
Orders, or in American Post- 
age Stamps or currency, if 
sent by registered mail. 


{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. In order- 
ing such changes it is neces- 
sary that both old and new 
addresses be given. 


{No person, firm or cor- 
poration, either directly or 
indirectly connected with 
theindustry the journal rep- 
resents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best 
interests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 


fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to ald it with 
inquiries and suggestions, to 
which it will give prompt 
and earnest consideration. 


§ CONTRIBUTIONS are 
invited upon any topics of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 


{ ADVERTISING RATES 
upon application — only 
articles of office equipment 
or directly related products 
eligible. 


§ Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 


{ “Office Appliances” is reg- 
istered in the United States 
Patent Office, Washington, 
D.C. 


{ COPYRIGHT. Contents 
covered by Copyright, 1929, 
by The Office Appliance 


Company. 
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ASSOCIATION : CLASSIFIED Texas Concern Specializes on 
National Association News 64 Adding Machines is . .209 eo er re Pts © 73 
(See also Meetings—Dinners Business Opportunities. . as. oe Fitzgerald Is Considered for 
—Conventions, 50) Catalogues ......... na sae Oe we gee ery 73 
DEPARTMENTS Exports ...217, 218, 221, 222, 225 Caten@are for 1088 ...6ciciciscce 0 
Birthdays 46 PUIOMED as anes 50% osedh gehen Fire in “Y and E” New York 
Editorial 12 PUG WOUND. .. civescsccusyt 214 RD bcs 0 6seenrhenkhiien take 82 
Ixecuse Us, Please! { 7 . AT 210 Evans Joins Maverick-Clarke 
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Meetings Dinners — Conven— Patents .....<. Rs E. W. Harris Traveling in Far 
tions . as ae Pens and Pencils. TTT MERGE. ct lee rvcvssedececusc¥s 2 
Mintings—The Page of Progress 11 Ribbons and Carbons.........210 January Furniture Market at 
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News and Miscellany........... 42 Stationery ow’ . 193 E. R. Underwoods Leave on 
Other Lands. In. ee Typewriters ; . 206 WOES SOU cons ccdcctonsaenns 108 
Passed Away 161. 179 [244] Take Stock—Reprinted from the 
Salmagundi 89 Illinois Booksellers’ and Sta- 
Weddings 16 thomers” NOWD -sicssceccssnceca 111 
FEATURES Finding Your Customer's Defi syompeen Purchases Fox ieee 
N. C. R. Official Optimistic Over nite Needs—By Roy George. 26 I cher-tenph- ee A eek ed eee hae 
Future—By John F. Toedt. Price, Volume, Overhead—Re- Eberhard Faber Introduces Mer- 
man “ee npemreseedeadite We printed from The Coach...... 27 chandising Plan ........ aA 12 
The Commercial Value. of Ad File Valuable—By G H. J. Mehsele Appointed “‘Y and 
Beauty — Extracts from an Keeney PRA. i RE 2 28 _E Traveler shee} hdeee 60c60 900 112 
yAddress by Glen Buck....... 17 NEWS AND MISCELLANY ee ee OP 
ate oO 4 S ty ; 7 : . 4 BD -seeeéeesesessites - 
ae li ur Step—By M. L - Dick y Patent Held “Valid and Automatic File & Index Moves 
—_ ners == nl tees . : Inf: inged ie« hehe >éaaaee 12 Chicago Branch ......6.-sse6- 120 
tO} SPIE¢ E Sikes Company Buys Cutler Louisville Typewriter Dealer 
_Lieorge F Malcom eT 12 es Ge ng 4c ta tee ake 42 NG eink a nlci arenes 125 
k U RNI I L RE OFFI ‘E Underwood Buys Neidich Proc- Stationery Slogan Contest...... 126 
The Private Office of the Mod- on6: Gem _n.. Hu aved ut baa 43 Mayer & Thalheimer Open a 
ern Executive Reprinted Officers Elected by The Parker ee. SE dans cds aviten 133 
from “Foreign Trade.”” Pub Pen Company = sis cat 0 od 3 George E. Fox on Pacific Coast 
re gel the American Cham- George Ed. Smith Receives a (; Seen ae 133 
ber of ( “ommerce in France.. 22 Trophy ‘ Weir r ee 45 Sheaffer's ‘j j int a *" Con- 
— ee :, ;, Lynn B. Emery, Inc., Succeeds vention . b. sass : arenes ais - 18 
ompensation for the Salesman Hilton, Hart & Garrett....... 7 orde s ousewar . 
in the Retail Store—By E Zant Jecomes Vietor Sales ~ > = é oat - ee ‘ Ba, 38 
aS Bullard wee tee es esos 18 Manager ..... wre eee 47 Rotaprint Reorganizes in Can- 
The Art of Selling Typewriters 20 R. S. Moore Buys Into Colum- QO ccscc cbbanOedecuketaste 162 
Pictures to Train Salesmen... 24 I ee 48 Bogalusa Stationer Moves..... 165 
How Is Your State of Mind?— A. A. Davis Rejoins ‘‘G-F’’.... 71 Equipment Display at Address— 
By L. E. Spiece, Reprinted Graphic Showing of Lyon Ex- ograph Convention ... 174 
from The Royal Standard.... 25 Re pea i. Sal 71 U. 3S. Review of 1928 Business. .192 
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Accounting Devices Ce 152 Readeasy 231 
Acme Card System (« 149 © Regal Typewriter CC 227 
Acme Staple C¢ 236 Reiner’s Rotaprint, Inc¢ 164 
Add-A-Unit Partition Co..216 Reliable Tpr. & A. M. Co..228 
Addressograph Co 9 Remington Rand Bus. Serv. 56 
Adjustable Table Co 211 Remington Typewriter Co. 56 
Aigner. G. J & Cr 234 Roberts Num. Mach. Co..191 
Ajax Time Stamp C O08 Th : _ Roberts. Weldon, Rub. Co. 58 

: . es c » > " 

Aladdin Dry Stenctl Corp 226 a S asetetements pre sent the prod- Rockwell- Barnes Co .181 
Allen & Co 10 ; ucts of the leading manufacturers in each Rotospeed Co 215 
All-Steel Equip. Co 232 , division ot the industry. 3ecause of the Royal Metal Mfg. Co — 
Alma Furniture Co 204 ground for honest differences of opinion Royal Typewriter Co 177 
American Clip "Co 157, 8 the publishers dbviously cannot under- Ss 
American Electr Cc 224 ake rin: - ate . . ee 

oe pd hossing C 200 take to guarantee transactions between Sainbere & Ci Ine 232 
Sieciiener Sand Wamelt Gb... % ‘ advertisers and customers. They do, Sanford Mfg. C 203 
Amer. Multieranh 8. C 87 ‘ however, offer their service in resolving Sanymetal Products Co 200 
American No. Machine Co. 20 ‘ any disagreements between advertisers — ~~ a - se —4 

2 . - Scripto y co ¢ so. 

Amer. Writ. Macl (o.62, 159 2 and customers, which result from rela- a , * r— Wel . Wk een 

. Sn Pad ‘nwvoelonse * 9 4 > _ . M - $ea es “ied el S..666 
fon : — is : rege Lo. tions established through the journal. Seneca Falls Rl. & Blk. Co.217 

é eS Sup ’ eo 

: . On Sengbusch S-Cl. Inkstand.109 

Argus Mfg. Co oat . ° . . on? 
Arlac Dry Stencil Corp 9208 Service Steel Prod Corp aes 
Art Metal Construction Co.171 pone —4 ond = ' ' a. 
Atlas Staty. Corp 186 ant — . P a 91 
Ault & Wibore Co.. The 101 - " 4 affer : \. € n Co a 
Aurora Metal Cabinet Wks.189 - 234 — - RET, Si Bian LD. 00s» > « OES 
Auto. File & Index Co 150 a A : —~ Lamb, Geo. L 221 Sherman-Manson Mfg. Co. .207 
Auto Pencil Sharpener Co. 82 Fabet Eberhard i] Leopold Desk Co . 139, 40 Shipman-Ward Mfg. Co... 99 
Aut ates Co , 209 Faries Mfg. Co ; 216 Lewis Ball-Bearing Inkwell Sikes Co 170 

oe - Ms Faultless Caster Co........167 nos tie bu iatidatio. 208 Silverglo Lamps, In¢ 66 

Azora Rubber Co 231 ‘ : - ‘ . oe peat “alee ~ hg 

F-B Mfg. Co... via 196 Lincoln Rubber Key Co....206 Simonson, R. A., & Co 229 
B Featheredge Rubber Co...207 Listo Pencil Corp....... 230 Smith Noise & Shock Elim.230 

ta) Ind M ‘ 999 Featherwt. Eyeshade Co...233 Lioyd, W. G.. C@..cccce ..152 Smith-—Premier Tw 159 
Balto — . fs Co — Fifth Avenue Bldg sdonte Loose Leaf Metals Co......215 Smith Tw. Sales Corp..... 76 
Banke as : Box . - 178 Filing Equipment Bureau.110 Luther Ink & Stp. Pad Co.223 Speed Key Mfg. Co.... .232 
age oe re at Force, Wm. A., & Co 114 Lyon Metal Products, Inc.113 Staedtler, J. S., Inc. . 233 
Beach Publishing Co 235 Fox, Geo. E., & Co 73 Standard Filing Box Co. .197 
Bentle y & “erwis 134 Free Hand Binder Co. 218 M Standard Mailing Mach. Co.107 
Bentson Mfg O 133 Fritz-Cross Co., The 93 Macey Co.. The..........-; 72 Star Paper Fastener Co....174 
Beton "Oe t Mtge. + Furnas Furniture Co......211 MacLeod Mfg. Co., The....153 Stationers’ Loose Leaf Co.145 

sttcher Stp. & Mfg. C 23 ao “ — ‘ ~ : >» = + Cn § 
=< a ny . P x ro Co 138 G Manifold Supplies Co. Fe Staty. Export & Import Cp.219 

00 ‘ can 0 < : . e & Shs sole 9 Steel Bound Box Co .. 224 
Bridgeport Pen Co., The 203 Gardner, P. A., Lthr. Wks.230 Marbl dl Shattuck.. =~ Ste el Equipment Corp o5 
Bristow. Stanley R 235 General Eclipse Co..... 219 Markilo Co.......-....-. saad 7 ~ ‘tale 
Britis} St ry my a "999 General Firpr. Co 116, 17 McGill Paper Prod., Inc.. .225 seawant, B.A. & OB.....- 50 

renee ange “¥ . . ater ‘oa. 106 Mcleod Furniture Co 212 St. Johns Table Co 77 

Browne-Morse Co 130, 1 General Office Equip. Co..100 M lick nan ‘ , °11 Storms, H M Co 196 

Buckeye Rib. & Carb. Co.. 98 General Pencil Co 144 MeMICKe Systems....... 211 : He . we 
Meilink Steel Safe C 106 Stylograph Co . + 229 

Bump Paper Fastener Co. .227 General Typewr. Exch. 212 Meilink Steel Sate Co.....100 Sundstrand AGA Mach 100 
Buro-Bedarf-Rundschau 238 Globe-Wernicke Co......103, 4 Metal Oni -d wae. Wes: a Sun Rubb r Co The 102 
Burroughs Add. Mach. Co.242 Goes Lithographing Co....181 Meyer & Wenthe......... — Sy ani Binder ; “ape : "012 

; : . . " ‘ ete Miller Bros. Pen Co........23 System sindery, ne ee. 

Bushnell Alvah, Co 190 Graff, George B., Co......216 - - = ecg“ Sty “ 

Bushnell Mfe. Co 233 iriffith Hope Co 182 Milwaukee ». hair Co...:.. 97 T 

Gulmo Co 199 Mittag & Volger, Inc...... Tell City Desk Co ..166 

c Gunlocke, W. H., Chair Co.222 Mohler, A. Terrell’s Equip. Co — 

Canode Ink & Off. Sup. Co.201 Gunn Furniture Co., The. .137 we Bur au itl Sh Thayer Telkee Corp......112 

Carpenter, E. W., Mfg. Co..23 Guth, Henry L., Assoc. 169 Monroe Calc, Mach. Co., Inc. Theta Dry Stencil Corp... .232 
arpenter, E , Mfg 231 Moore Push-Pin Co 23300 om T : 

Central Paper Co 201 H Multip at Cc owese one Thompson Time Stamp Co.230 

0 ‘ ry on : . 9 

Clarotype Co., The 235 Hahn, Arthur W 2320 a ie in. "sen | nD top Mig. Co..- +++ +229 

Clemetsen Co., The 63 Hanson Bros. Scale Co 33 Sectechler Eee. Go nea Co. The. -161 
Cleveland Calculating Co 214 Harter Corp., The ..231 Murtie D ‘k C Dewees 128 Toledo Metal Furniture Co.111 
Collier-Keyworth Co 237 Harvey, Fred W., Co ..230 . ; , , ints friner Sales Co 230 
Colonial Chair Co .211 Hellesoe, Hans H . 228 N rriner Scale & Mfg. Co 223 
Columbia Rib. & Carb. Co.162 Heyer Duplicator Co., Inc. 94 — 3 s _— ‘ russe ll Mfg. Co 
Columbia Steel Equip Co 92 Heywood-Wakefield 202 Na . Business Show a o..240 Turner & Harrison Pen €Co.233 
Colytt Laboratories, The. .231 Higgins, Chas. M., & Co..188 ap ge acer —_ a Typo Trading Co 
Conrades Mfg. Co 209 Hoffman, L 228 aap ‘ —_ _ . : : 

: " . ‘ Natl. Vule. Fibre Co ..166 U 
Cook. ¢ \ Co 2°0 Hoge Mfg. Co 193. 4 “ Pe . a 3 : . 

“4 . Neidich Process Co... 39 Underwood Typewriter Co 
Cook _—. es Co g9 Hoosier Desk Co 19¢ - - ge t . , 
Cc He, . oe “poe w.c_R . al Neva-Clog Prod., Inc..105, 216 Back Cover 

——e eee +o AES mens 9 EEO. & L0...609 —N. Y. Silicate Bk. Slate Co. 23 Union Ribbon & Carb. Co. .233 
Corona Adding Mach 141 Hotchkiss Sales Co : 119 , 1 S. Envelope Co 224 
Corry-Jamestown Mfg. Co.223 Hunt, C. Howard, Pen Co.186 ° U. S. Lace Paper Wks... .221 
Crocker Chair Co .. 205 Hutcheon Bros 202 . etal . oe 
Crown Ribbon & Carb. Co.207 O. K. Mfg. Co... a 231 U. S. Pencil Co . 224 
Curt J! Mt . Cc : 205 ' Old Town Rib. & Carb. Co.178 U. S. Tw. Ribbon Mfg. Co. 228 

salah MIs 0 <V9 I. D. L. Mfg. Corp... 220 Onken, The Oscar, Co 293 Universal Fixture Corp 220 
Ideal Linoleum Top Co 142 Or ’ Fay eeerr > 
rpin Desk Co wee 
an 2 ‘ Ideal School Supply Co 198 yd . rs R 929 . a 

Davenport-Taylor Mfg. Co.208 Imperial Desk Co 182 SSEIWERG, Bbeeeses 0080s Van Dorn Iron Works 143 
+ —— Sales Corp 214 Imperial Mfg. Co 013 Oxford Filing Supply Co. .146 Van Valkenburg is. Bris Co. 230 

erby, I & Co., Ine .108 Imperial Methods Co.. 174 p Vernon, Ss. E. & M. . 60 
Detroit Metal Spec. Co....179 Imperial Steel Cabinet Co.204 Victor Adding Machine Co.123 
Dick. A. B.. Co 65 ry “ p aa tgs Pacific Carb. & Rib. Co 125 Victor Safe Eap. Co 75. 6 

, . Impvd. Boehner Binder Co.232 . . . ne . be “I 175, 

Diebold Safe & Lock Co.121, 2 Indiana Desk Co ge Parrot Speed Fastener Co.172 Vidaver Letter Opener Co.225 
Diemer, John F., Co bcoue Ink . ut Mfe Co 7? 91 Peerless Carb. & Rib Co..22 Volger. B. G.. Mfe. Co 180 
Dietz, The J. F., Co 126 Invine ible Metal Furn. Co 154 Peerless Ink Corp. Ww 
Downey, The C. L., Co 231 Irving-Pitt Mfg. C 13 Peerless Key Co., Inc . ' ; - 

S-Fitt Mig 0 , Peerless Wire Goods Co. .200 Wabash (¢ abinet Co 78 
E J Pelouze Mfg. Co 209 Wage maker ¢ o o4 

Eaton, Crane & Pik 91g Jamestown Metal Desk Co. 80 Phillips Rib. & Carb. Co..129 Wark-Beacon Steel Fur. Co.219 
Economy Seat Co 224 Jamest’n Metal Equip. Co.148 Pierce, S. K., & Son Co. 197 Webster, F S., Co .: aan 
Ediphone, The 147 Jasper Chair Co..... 120 Pittsburgh Tw. & Sup. Co 234 Wee ks, Frank A., Mfg. Co 226 
Edison. Thos 4 Ine 147 Jasper Desk Co. 120 Polar Mfe. Co.. — Weis Mfg. Co -53-4-5-6 

irra - Jasper Off. Furn. Co 168 Polk. R. I & Co 925, Western Furniture Co 200 
Elliot Fisher Co 100 . . - ‘ sy € > é Ww tone te “ 
Emerson Electric Mfe. Co.199 Jones Fred H.. & Sons 165 Portable Adding Mach. Co.141 4 ee, pyron ( 2 } 163 
Empire Chair Co 912 K Premier Metal Products Co.215 Wholesale Typewriter Co. .155 
E . "= , . Purcell, E. E 230 Wiggins, John B., Co..198, 210 

nglew 1 Desk ¢ 57 Kay-Dee Co 192 urcell, 4 4 <0 . ome Sta oe 

~~ a : - Woodstock Typewriter Co.243 

Erskine Ww W 219 Kiggins & Tooker Co 232 Wrenr Paper Ce 184 
Esterbrook Steel Pen C 69 Kihn Bros 213 Q as SN s 
Evansville Desk C 189 Kobler & Co., In 235 Quality Park Envelope Co 239 sg 
Eveready Mfg. Co 196 Kohlhaas Co The 81 Queen Ribbon & Carb. Co.216 Yankee Paper & Spec. Co. .217 
Excelsior Ink C KT-29 199 Quigley Furniture Co 207 Yawman & Erb: 75 
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Adding Machines. Eradicators, 
Burroughs Adding Mach. Co.242 Ink-Out Mfg. Co..........+:. 231 
Corona Add. Machine ; 141 Erasers. 


Aswan BOG GdscWiek ce oveess 227 


Elliott-Fisher Co aa ° e : 

General Office Equip. “Co ..100 Faber, Eberhard ............ 71 

Monroe Calculating Machine O. K. Mfg. Co.......000.005 231 
Co . 6 Roberts, Weldon, Rubber Co.. 58 


Portable Adding Ma: hine Co. .141 Exhibitions. 


























Reliable T. W. M. Co...228 National Business Show Co. .240 
rege yA Aid. Mach’. A .100 ; penes Pebtabking o 235 
ficetor Ade MPU, Giicccvscaae . c 8 Dec scccece 

Aadix ; For the benefit of the subscribers the Defiance Sales Corp......... 214 

ing Machine Ro'ls & sugen, , - - Satve Fred W., Oo 
Central Paper Co.... 201 lines advertised are here classified. . Dk ite. Con ae 
a ge ~ > = ist Many of the requirements of the ae eee 
Yankee Paper & Spec. Co....217 modern business office are represented. Fie eat ere Co. . .233 

Adding Typewriters. , Should subscribers be interested in any Mankews Bex G6. ««< ««scces 178 
wey Moy, aeoedbeses article of office equipment not listed ey Rae: = 
Reliable T. W. & A. M. Co. .228 here, they are cordially invited to com- File Bees, Ket. 
a Sn as municate with the service bureau, Auto File & Index Co....... 150 

Address & Memo Books. ‘ i} through which the information will Kay-Dee Co., The...........192 
Kiggins & Tooker . .282 be promptly and cheerfully furnished Filing Cabinets, “Glock Gavered, 81 
Vernon, 8S. E. & M.. occ . ot : : ‘ 

Addressing Machines. by letter, without obligation. Diemee, John vg, CO.sessees 1 
Wy - -~. | TE eee Hofman L. ke ¢ ‘, be canine AS, as 
esive Tape. > cabeee Wsteeeeees 
Quality Park Env. Co........239 Imperial Methods Co........ 174 
Adhesives. meee Ga. BWececvcssiue set. 

(See Inks, Adhesives, etc.) == - : Sainberg & Co.........csee0s 282 

Arch and Clipboards. hy en ~ Mistel, 

Free Hand Binder Co........218 -Steel-Equip. De veccegsse 

Globe-Wernicke Co. .....108, 4 Casters. Desk Trays. Art Metal Construction Co..171 

Rockwell-Barnes Co. ........181 Faultless Caster Co........ 167 anetee Mocs Png we eeeees  * Aurora Metal aw ogy Works. 4 
’ : ‘ox, Geo. E., DO, ve ccgces 7 Auto File & Index Co...... 

» , ae Co...116, 17 ag a & Mfg. Co...234 General Fireproofing Co. .116, 17 Bentson Mfg. Co........++.+ 133 
Giche-Werntcke Go... - gi?! Collier-Keyworth Co......... 237 fopestal’ Methods Os seeees a pecgee Ste. Ce... pboceade dhue a Fi 

Billing Machine. Chair Pads and Cushions. Jamestown Metal Desk Co.... 80 Columbia ‘Steel ‘Bquipment Go. 02 
Burroughs Adding Mach. Co...242 Economy Seat ©o.....-...++- 224 Macey Co., The........++.. 72 Cor y-Jamestown gz. Corn,,223 
Elliott-Fisher Co. ..........100 Peatheredge Rubber Co...... 207 Metal Office Furniture Co... .160 General Fireproofing Co. .116, 17 
Underwood Typewriter Co Fox, Geo. E., & Co......... 73 Sainberg & CO..........60-. 232 Globe Wernicke ba wree ait 108, 

PRP R OTT veeseessBack Cover a a a” tte eerceres . Weis Mfg. Co.........83, 4, 5, 6 Imperial Steel a. Co.. ‘on 

Binders, Catalog and Periodical. = = Suan Rubber (0.............. Jog Desk Work Disteibuters. , Sa eee 148 
American Clip Co.......157, §& eee ry ee ee, — pee, Gee. te Ge Gbvckiceca 7 

Blackboards. Chairs. : : Globe-Wernicke Co. ...... 103, 4 Kay-Des ©0., TROc...crccers 
N. Y. Silicate Book Slate Co.234 Colonial Chair Co......+..+.: 211 Horn, W. C., Bro. & Co.....235 Macey Co., Wi ixdacseakenk "2 

Blank Books. Conrades Mfg. Co..........-. 209 irving-Pitt, Mfg. eG a. Se 1235 Metal Office Furn. Co..... .160 
Boorum & Pease ............ 138 Cook, C. A., OO....0+.2ee0es : Sainbe rg SRR 232 Premier Metal Products "1215 
Rockwell-Barnes Co. .......181 Crocker Chair Co.........+++ 205, Victor Safe “Eauip. Co...175, 6 Service Steel Products on: 203 
Vernon, S. E. & M.. ay Derby, P., & Co., Inc...... 108 Desks Shaw-Walker Oo............. 127 

Blanks for Bonds and Stocks. Empire Chair Co.........--.. 212 ‘Aen Paeratéese Co 204 Steel Equipment ‘Corp... ....- 95 
Goes Lithographing Co......181 Fritz-¢ TOSS CO. ose seeeeenees oe art Metal Constructicos Co...171 Terrell’s Equipment Co...... 136 

oo De Sthiectéinedeeue 213 } anne aoe H. - ’ Chair On. ae Bentley & Gerwig Furn. Co...134 bs i 8 eters, 
otters. eywood-Wakefield ......... Sl ST TS Oe ee ti ee ee ee eeneasanved 
Wrenn Paper Co — Jasper Chair Co............. 120 pe gg in a 130. gn ‘Filing Cabinets, Wood. 

Blue Print & Plan File Cabinets. Marble & Shattuck paennsate 200 Corry- -Jamestown ‘ig “a. 288 Auto File & Index Oo...... 150 
All-Steel Equip. Co.... . 282 Milwaukee Chair Co......... 97 Dietz. The J. F.. Co Browne-Morse Sr 130, 1 
Art Metal Construction Co...171 Pierce, 8. K., & Son........ 97 Englewood Desk 'Co.. Globe-Wernicke Co....... 106, 4 
General Fireproofing Co 116. 17 ay Metal Mfg. Cbabiwenns = Svanavihe Deak Os 18 nang hg OO. wcesces a 
Globe-Wernicke Co.......108, 4 ikes RR ARES Serre “4 4 Mace Ss . SS Tirtitt. 
Lyon Metal Products. Inc. ..1138 Toledo Metal Furniture Co.111 General Fireproofing Co. 1 1% Shaw-Walker  .....-ssseeeees 127 
Vv , . a « Wark-B Steel F Co. .219 Globe-Wernicke Co. ...... , $ Wavemake Co “s 54 

an Dorn Iron Works Co....143 ar eacon Stee urn. O0..2 Guaa Furniture Co The 137 varem r pags eeeso une g 
Yawman & Erbe ........... 75 Check Protectors and Writers. Metter Geek Gs... ...::...- Weis Mfg. Co....83, 4, 5, 6 

Bond Boxes. Reliable T. W. & A. M. Co..228 Imperial Desk Co *** "F990 Yawman & Erbe...... aneeee bid 
Corry-Jamestown Mfg. Corp..223 TOG CO. ...ccceeeecescccees 161 Indiana Desk i ee Filing 8S. pplies. 

General Fireproofing Co..116, 17 Check Sorters. x Take ak 54 Aigner, G. J., & COo......... 234 
. , - - “ . Invincible Metal Furn. Co...1 A fi Clip Cc 157 
Globe-Wernicke Co. ......1038, 4 Kohlhaas Co., The........... 81 n : merican p Oescvess ’ 

- 4 x P Check Sta Metal Jamestown Metal Desk Co... 80 Balto. Index Mfg. Co 
a ee a ee 222 Jasper Desk Co.............. 120 Rh, - og 
Book Cases. : : Meyer «& enthe .......+.++5 22 Jasper Office Furniture Co...168 on oon 1 he eves » oe 

All-Steel-Equip. Co. .... «+ -28e Stewart, R. A., & Co....... 180 139. 40 ng quipmen reau 
Globe-Wernicke Co. ......108, 4 Clips, Paper. na _— Sid taki ‘79 General Fireproofing Co. 116, i? 
Gunn Furniture Co.. $e 137 (See Paper Clips.) Mel ya Sarettuee Os........28 Globe-Wernicke Co....... 108, 4 
ee | eres co Coin Bags, Trays and Weagoum, Metl Giese Sera. Co....... 160 Imperial Methods Co........ 4 
Premier Metal Products Co...215 Downey, C. L., The......... 231 svete. Beek .On........-5.. 128 Invincible Metal Furn. Co..154 
Van Dorn Iron Works ....-..143 Copy Cards (for corres. index); Orpin Desk Co..........222..108 Macey, Oo. riod “ie: 88 
Ww eis Mfg. Co. .....4-. 83, 4, 5, 6 Sr 229 Quigley Furniture Co........ 207 Ostend a aA a on e ev 
Yawman & Erbe ......... . Copyholders. . - < iota ............ 127 ih 2 Z 

Bookholders. American Clip Co......... 157, 8 Steel Equipment Corp....... 95 Quality ar WV. Gis ccecs 
American Clip Co........157, 8 American Electsic Co...... Tell City Desk Co.....-...-- 116 J acta et Bo pein 22> 
American Electric Co..... 224 Kobler & Co. ........-+.--+++ : Van Dorn Iron Works Co....143 Steel coment Gene. ...... 95 

Book Rings. Premier Metal Products Co... Wauuse we one nd tee Equipmen ED. s ueves 
Carpenter, E. W., Mfg. Co...231 a-S eeeeerae 231 Weis Mfg Co. oe % 45. 6 Wabash Cabinet Co.......... 78 

Bookkeeping Machines. Copying Devices > Ceggties. 7 Wentern Wesedinse Go..... wae Weis a ee 83, 4, 5, : 
Burroughs Add. Machine Co..242 Yawman & Efrbe...... co Yewman & irbe , 75 Yawman BIOS. co cccrcceseve 7 
Elliott-Fisher Co. ..........100 Costumers. ; eae Fountain Pens. . 
Underwood Typewriter Co Conrades Mfg. Co............ 209 Diaries. tos Hutcheon Bros ye 202 

one beg Back Cover Fuenee Pusestere weanteee a oS le eee eeeeeees 232 ee: oes A Pen Co. .90, 91 

Globe-Wernicke Co. ...... 3, . - ° 
Ge Ri Fireproofing Co..116, 17 Samectew! n Metal Desk Co.... 80 Ediphome, The ..c.sscccccces 147 Globe-Wernicke Co....... 108, 
Globe-Wernicke Co. oe an. Geet,” Mak pasted shane ~ Edison, Thos. A., Ime........ 147 Van Dorn Iron Works Co..143 

Buildings. Premier Metal Products Co... .215 Directory Boards, Gold Stamping. 

= re Ave. Bidg., N. Y......151 e — ~ a7 Products Co.......200 piarenbrt Taylor Mfg. Co... .208 ¢ —- ous” B& OO. cccsece 234 
ulletin Boards. uspidors. pla: ures. u . 

New York Silicate Bk. Slate Detroit Metal Spec. Corp.....179 All-Steel-Equip. Saree 4 ey Be. OO. ..eees 234 
nk ‘weeseeek atvanevcbaensae Dees Eee... Wadbabecescns 216 Onken, The Oscar Co......... 222 ex 8. 

Univ. Fixture Corp. Sr Cutters, Paper & Card. Grehaaem, BD. . ccssiansnodived 232 Cook, H. C., ©0......++++++ 89 
Business Shows. Ideal School Supply Co.......198 Universal Fixture Corp...... 220 Graff, George B., Co........ 216 
National Business Show Co. .240 Dating Stamps. Duplicating Machines & Supplies. Macey Co., The........-.++++ 72 
Busses. Amer. Numbering Mach. Co... 203 Addressograph Co.......++++ 59 Moore Push Pin Co........- 233 
General Vinguesing Os...188, 37 Eevee 6 We -6 ee | lee ee ee 234 
acey o., Mh biuee oueeae 2 Stew > . ~~ . ecccoos dk d er. 3 bs -.» SC AMaBmer, GW. dug BB UDsecsccccs 

Toledo Metal Furn. Co.... eettl Desk Calendars. Arlac Dry Stencil Corp...... 208 alto. Ae, ie Geass as 228 

Cuteuatins Devices. 2 pes Sales Corp. ...... 214 Cuncte tae 4 & en Sup. Co. = | ee & L: oe ox sanmeaiiis = 

eilick Systems ..... nomen es amps. dic a a ) tlobe-Weinicke Co, ...... . 

Calculating Machine Supports. Faries Mfg. Co...... ee echinn, W. Wenssssiussiua 219 Sehe,  Bavcdss cave poe ee she 235 

6 S le se land Ce ating Co.....214 D _ ersio ‘emes. BRE... wv ccde 66 Peres ~~ ey >. age a a Simonson. R a au. ot 110 8 
alculating Machines. es. 8, otter. *ittsburgh Tpr. upply Co cto’ e 
Burroughs Add. Mach. Co...242 Boorum & Pease Co.......... 138 Reiner’s Rotaprint, Inc...... 164 Ink-Eradicato 
Monroe Calculating Machine a. a Geo. a B- Garcciisere 73 omg Si erage ss ensees a watt Qa Mee. Se. +» susevees 231 

GO. svasesecisessvccsec ope f Offman, Li. ..scssescecccess 22! neta Dry enc Be cecces 232 . 
Portable Adding Machine Co.141 Saipberg & Co....... eee Electric Moto Canode Ink & Office Sup. Co.291 
Reliable T. W. & A. M. Co..228 Sun Rubber Co..............102 Emerson Electric Mfg. Co....199 ane A Ink CO.......-05-5 235 

Caloatar 7 & Stands. 7 — ~ Pads, seats. ; - Baseioge Lr Rae ee Betione 00. 5-5. San howes eng 
leflance Sales Corp.......... 214 rom, Gem, Ba, @ Girocccccds 7 rgus » Weri err, itl 227 . Ty 
Typo Trading Co. ed beatae 166 Pere BRR. Gihssiscces ccusemee Standard Mailing Mach. Co...107 Lather Ink & Stamp Psa Co.223 

e Vicoke, Frank A., Mfg. Co..226 9s 2S - cetoosectoes 232 ee, diet a one hen ey wae Daa eSevrccees -~4 
ardon a rs. Ss. ads, inoieum, mes ety vnvelope O.. «a sa € « VBDcccctevevesse 
(See Ribbons and Carbons.) Fox, Geo. E., & Co...... iio ae Bushnell, Alvah, Co.......... 190 Inkstands. 

Card Cases, Pocket. Ideal Linoleum Top Co...... 142 Diemer, John F., Co......... 199 Atlas Btaty. GeEp.cscccveeces 186 
Gardner, P. A., Leather Wks.230 Polar Mfg. Co....... 20's etn Globe-Wernicke Co....... 103, 3 General Eclipse Co........ -21 
Improved Boehner Binder Co. .232 PY Bae — Me Gill Paper Products, Ine... .225 Lewis Ball Bearing Inkwell 
Wiggins, The John B., Co. Wagemaker (Co. ........ 54 Nat'l Fiberstok Env. Co.... - 183 GO. ec ccesegetsedsnawes 

Seesennedetes ...198, 210 Desk Pending-Letters Holders. Quality Park Envelope Co...239 Sengbusch 8-C ~*~ Co. a. 

Cash ‘Registers. American Clip Co.......... 157, 8 U. 8. Envelo GiiFesecdcce 234 Weeks, rae ¢ Aa eee Co. .226 . 
Nat'l Cash Register Co., The.118 Desk Signs and Tablets. Envelopes, Celluloid. a 4 Fi 
Portable Add. Mach. Co.....141 Davenport-Taylor Mfg. Co... .208 MarEED OS. .ceccccccceseses 233 a & Resesh GD. ccavcccess 














a 


Page 6 OFFICE APPLIANCES 
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a Law Books and Number. 
Aigner, G. J.. & Co 234 


Leads for Mechanical Pencils. 








American Lead Pencil Co 74 
Faber, A. W., In 234 
Letter Distributors 
Bristow Stanley RK 235 
Globe-Wernicke Uo 108, =4 
Imperial Metheds Co 174 
Kohihaas Co., The 81 
Letter Openers 
Oo. K. Mfg. 23 
Vidaver Letter Opener Co. .225 
Letterheads 
American Embossing Co 220 
Goes Lithographing Co 181 
Lettering and Show Card pene, 
Bridgepert Pen Co “Ls 
Library Equipment 
Genera! Fireproofing Co..116, 17 
Globe-Wernicks 103 ‘ 
Lines Wanted 
KT-29 1vy 
Linoleum Bae Tops 
Fox, Geo & Co 73 
Ideal L a. um Top Co 142 
Polar Mfg ( 195 
Sainberg Co z 
Wagemaker ( 
Lists 
Polk, R. I & « 235 
Lockers and Storage Cabinets. 
All-Steel Equip i 232 
Art Metal Construction Co. .171 
Aurora Metal Cabinet Works.1sSu 
Corry- Jamestown Mfg. Corp.223 
General Fireproofing Co..116, 17 
Glohbe-Wernlicke (%< 103 4 
Invincible : 


Metal Furn Co. .15 
l 


Lyon Metal Products, In 13 
Macey Co., The 72 
Premier Metal Products Co..215 
Steel Equipment Corp v5 
rerrell’s Equipment Co 1236 
Van Dorn Iron Works Co 145 
Yawman & Ertx 75 


Locks, Desk, Cabinet, Etc. 


Sesamee Co 124 


Loose Leaf Books and _Getome. 


Accounting Devices 152 
Koorum & Pease { 138 
F-B Mf ‘ 115 
Irving-Pitt Mfg. ¢ 135 
Lieoyd, W. G., ¢ ne 
Mobler A 2335 
Neva Clog Prod ts Tac. 105 215 
Sheppard ( I ( 241 
Stationers, I I ( 145 
russe Mfe ‘ 6S 
Vernon, 8S. | & M ww 
Loose Leaf Covers, Emb. & Decor 
Irving-Pitt Mfe ( | ar 
Loose Leaf Envelopes, Celluloid. 
ark ( 233 
Loose Leaf Metals 
Carpenter I WW Mfg Co. .231 
Laowne Leat Metals ( 215 
Map Tacks 
Graff (heorge I Co 216 
Moore Push P ‘ renee 
Matched Office Suites 
Clemetsen t The “ 
Dietz, The ~ 3 ( 126 
General Fire oofing Co..116, 17 
Leopold Desk ( 139, 40 
Macey ¢ The 72 
Memorandum Books & Devices. 
Currle Mfg ‘ a | 
Fox, (i I & « 7 
Griffith-Hoy f 182 
(i,ulme ‘ ie 
Systen ih er 212 
Typo Trading ‘ 17 
Vernon s } A M oo 
Moisteners 
Arg ifs 377 
Mohler \ y 
Seng! Ss I 1 10D 
Motors, Electric 
Emerson Elk Mfg. ¢ 190 
Numbering Machines 
Ame : Numt M ! Co. .20 
Force Wh \ & 114 
Roberts Numi Mac! * 191 
Office Partitions and Railings 
Add-A-Unit Partition Co °1 
Globe- Wernicke ' wa, 4 
Oil, Office Machine 
Claroty pe ‘ 5 
Defiance Sales ( 214 
“— Figuring (Ruled or Plain 
rum & Pease ( 13S 
_——- 
Faton, Crane & Pike 218 
W estor Byr ( 16. 
Wrenn Paper ¢ 184 
Paper Clamps 
Amer : Clig ‘ 157, 2 
Atlas Staty. (Cort 186 
Esterbrook Ste Pe ‘ ao 
Hunt Howar Pen Co..185 
Van Valkenburg I lL) 230 
Paper Clips 
American { | 157 8 
Argus Mfg Ox 227 
(wok, H. ¢ io Rg) 
Graff George B ‘ 216 
Oo. K. Mfe. Ce 231 
Rockwell-Barnes ( 181 
lip-Top Mfg. Co 229 
Van Valkenbure I D 230 











tisers 


all without charge 


destruction, are 





The Service Bureau of Office Appliances 


is maintained for the exclusive use of subscribers and adver- 
In the execution of its various commissions this 
bureau calls upon practically every member of the staff. It 
answers by personal letters all inquiries upon matters ger- 
mane to the field, it furnishes special re 
of office equipment, supplies names of manufacturers of any 
article wanted, puts man and job together, prepe ares adver- 
tising copy, furnishes lists of desirable agents and dealers in 
nearly every country, aids foreign dealers in securing U.S 
A. lines, and in many other ways performs useful service, 
Subscribers in every land have made, 
and are making, good use of this bureau; manufacturers in 
every section of the field have had evidence of the service 
Subscribers’ requests for catalogues to bring their files up 
to date, or to replace the file in case of fire or other form 
broadcasted in a 
mailed frequently to leading manufacturers 


ports upon articles 


bulletin which is 

















Paper Fastening Machines. 


Acme Staple Co 

Auto Pencil Sharpener (: 

Bump Paper Fastener Co 

Defiance Sales Corp 

Eveready Mfg. Co 

Hoge Mfg. Co 193 

Hotchkiss Sales Co 

. o> 2 Mfe. Corp 

Neva Clog Products, Ine 105, 

Parrot Speed Fastener Cp 

Rockwell-Barnes Co 

Star Paper Fastener Co 

Vietor Safe & Equip. Coe.175 
Paste. 

(See Inks, Adhesives, Etc.) 


Pen and Pencil Clips 
Argus Mfg. Co 
Defiance Sales Corp 


Van Valkenburg, L. D 
Pencil Sharpeners. 

Auto Penci Sharpener ( 

Graff, George B Co 

Hunt, ‘ Howard, Pen Co 
Pencils, Cedar. 

American Lead Pencil ( 

Faber Eberhard 

General Pencil Cs 

Staedtier, J Ss In« 

Staty. Expert & Import Cor 

I S. Pencil Co 
Pencils, Thin Lead, Magazine 

Autopoint Co 

Hutcheon Bros 

Listo Pencil Co 

Seripto Mfg Co 

Sheaffer, W \ Pen Co LU 


Pens, Lettering and Show Card. 


Bridgeport Pen ( 


Hent. C. Howard, Pen ¢ 
Pens, Steel. 

Esterbrook Steel Pen Mfg. Co 

Hunt os Howard Pen (Cs 

Miller Bros. Pen Co 

Turner & Harrison Pen (« 
Picture Hooks. 

Moore Push Pin Co 


Pins and Pin Containers. 


Defiance Sales Corp 
Platens, Typewriter. 
Ame Writing Maet ‘ 62 
Ames Supply Co 
Bushnell Mfg. Co 
Postal Scales. 
Hanson tros Seale Ce 


lelouze Mfg Co 

| er Sales Co 

Trine Seale & Mfg toe 
Publications. 


Britis! Stationer 

Buro-Pedarf-Runds t 

Mon Bureau 
Punches. 

Atlas Staty Corp 

Boorum & Pease Co 

Defiance Sales Corp 

(; « Wernicke Co 1" 

™ lhorn Wm Co 
Push Pins. 

Moore Push-Pin Co 


Ribbins & Carbons 
Allien & Co 


Ault & Wiborg Co 

Ruckeve Ribbon & Carbon (Cx 

Canode Ink & Off. Supp. Co 

Columbia Rib & Car Mfg 
Co 

Crown Ribbon & Carbon Co 

Imperial Mfg Co 

Manifold Supplies Co 

Mittag & Volger 

Neidich Process Co 


Old Town Rib. & Car. Co 
Pacific Carbon & Ribbon Co 
Peerless Car. & Rib. Co 
Phillips Rib. & Car. Co 


Queen Ribbon & Carbon Co 
Rockwell-Barnes Co 
Storms, H. M., Co 
Union Ribbon & Carbon Co 
U. 8. Typewr. Rib. Mfg. Co 
Webster, F. 8 Co 





Rubber Stamps. 





Meyer & Wenthe 222 

Stewart, R 1.. & Co ‘ 180 
Rulers. 

Seneca Falls Rule & Blk. Co.217 
Safety Deposit Boxes. 

General Fireproofing Co..116, 17 

Invincible Met. Furn. Co 154 
Safes. 

Art Metal Construction Co..171 

d Safe & Lock Co..121 2 
| Fireproofing Co..116, 17 

trlobe-Weinicke Co 108 ‘ 

Macey Co., The . 72 

Meilink Steel Safe Co.... 106 

Steel Equipment Cory . oo 

Van Dorn Iron Works Co 143 

Victor Safe & Equip. Co..175, 6 

Yawman & Erbe 75 
Salesmen Wanted. 

Wiggins, John B « » 198, 210 
Scrapbooks. 

Horn, W. C., Bre 235 
Screens, Office. 

Lamb Ger I . 221 


Sealing Wax. 


Lather Ink & Stamp Pad Ce.223 

Sanfe 1 Mf to 205 
Seals. ‘Meter and Corporation. 

Meyer & Venthe . 222 

Stewart R A.. & Co 180 
Shelf Boxes. 

All-Steel Equip. Co : 232 

Diemer John F., Co . 190 

Glohe-Wernicke (Cs 1038 ‘ 
Shelving. 

All-Steel Equip. “Co 232 

Art Metal Construction (Co. .171 

Berger Mfg. Co : rr 67 

General Fireproofing Co..116, 17 

tlobe-Wernicke Co 103 ‘ 

Steel Equipment Corp ‘ oy 

Van Dorn Iron Works Co....148 
Sign Markers 

Hellesoe, Hans. H 228 
Signs. 

Davenport-Taylor Mfg Co. .208 
Sorting Devices. 

Kohlihaas Co a> 
Stamp Affixers. 

Multipest ( . .206 


Stamp Pads. 


Lather Ink & Stamp Pad Co.: 





Meve & Wenthe 

Peerless Carbon & Rib. Co. .220 
Stewart, R A., Co — | 
Ve r B. G Mfz. Co 180 


Stands for Office Machines. 
Adjustable Table Co 
Harter Corp 





Premier Metal Products Co 
Searles Ele« Weld Works 
Sherman-Manson Mfg Co 
roledo Metal Furn. Co 

Stapling Machines. 

mie Staple Co 236 

Defiance Sales Corp 214 
Howe Mfe Co 193 4 
Hotchkiss Sales Co . 119 
Neva Clog Products, Ine.105,216 
Parrot Speed Fastener Cp....172 

Stationery, Embossed, Engraved. 
American Embossing Co 220 
Wiggins, John B., Co 198,210 


Stationery Racks. 


Currier Mfg. Co . - 205 
Imperial Methods Co.... 174 
Jamestown Metal Desk Co... 80 
Stencils. 
Meyer & Wenthe ‘ 222 
Stewart, R. A., & Co ..-180 
Stenographers’ Note Books. 
Boorum & Pease Co 138 
Rockwell-Barnes Co. -+ 181 
Stools. 
Conrades Mfg. Co...... ..200 
Crocker Chair Co ae 205 
Milwaukee Chair Co.. scone 
Searles Elec. Weld. Wks... .227 
reledo Metal Furn. Co lll 


Storage Cases. 





Bankers’ Box Co.......... 178 
Jones, Fred H., & Son..... 165 
Pree GD. sccceccecdeaseee 192 
Rockwell-Barnes Co.... .-181 
Standard Filing Box Co....197 
Steel Bound Box Co oeena 
Swinging Typewriter Stands. 
Amer. Writing Mach Co 
Globe-Wernicke Co 1038 
Weis Mfg. Co os. 4, & 6 
Tables. 
Corry-Jamestown Mfg. Corp.223 
Furnas Furniture Co.......... 211 
General Fireproofing Co..116, 17 
(rlobe-Wernicke C« . 10, 4 
Guth, H. kL. RE ya 169 
Lyon Metal Products Inc. .113 
Macey Co., The . 2 
MeLeod Furniture Co » 212 
Mutschler Bros Co s. 
Premier Metal Products Co. .215 
St. Johns Table Co je |e 
Van Dorn Iron Works Co 143 
Tablets. 
Rockwell-Barnes Co ee 


Telephone Accessories. 


American Electric Co 

Colytt Laboratories 

MacLeod Mfg. Co 

Victor Safe & Equip. Co 
Thumb Tacks. 

Graff, George B Co 


Hoge Mfg. Co 





Moore Push-Pin Co 
Time Stamps and Receeders. 
Ajax Time Stamp Co os 


Thompson Time Stamp Co. .230 


Transfer Cases. 


All-Steel- Equip Co 232 
Art Metal Construction Co..171 
Aurora Metal Cabinet Wks..189 
terger Mfg. Co a 
General Fireproofing Co..116, 17 
Globe-Wernicke Co 103 4 
Kay-Dee Co., The . 192 
Macey Co., The ; 72 
Shaw-Walker Co 27 
Steel Equipment Corp —e 
Van Dorn Iron Works Co 143 
Weis Mfg. Co &3. ~~ & © 
Trimming Boards. 
Ideal Schoel Supply Ce LOS 


Type, Typewriter. 





Ames Supply 237 
Toledo Metal Furniture Co..111 
Typewriter Cleaning Brushes. 
Hahn, Arthur W o oaae 
Typewriter Cleaning Material. 
Amer. Writing Mach, Co..62, 10 
Clarotype Co oo saa 
Purcell E E 250 
Sanford Mfg Co 205 
Webster, F, 8S Co y 4 
Typewriter Cushion Keys 
Lincoln Rubber Key Co 206 
Munson Supply Co ..185 
Peerless Key Co 61 
Speed Key Mfg. Co oes aube 
Typewriter Cushion Knovs & Feet 
Ames Supply Co 23 
Azora Rubber Co _ 
Fox, Geo. E., & Co cooce OO 
Peerless Key Co ‘ . 61 
Smith Noise & Shock Elimi 
nator . onenccue 
Star Paper Fastener Co —_— 


Typewriter Parts and Tools. 





Amer. Writing Mach. Co. .62, 

Ames Supply Co rere 
Typewriters, New. 

Amer. Writing Mach, Co..62, 159 


Barr-Morse Corp ese ..187 
Reliable T. W. & A. M. C.228 
Remington Typewriter Co...56 
Royal Typewriter Co.. oaent 
Smith-Premier Tw 159 
Underwood 'ypewriter Co 
Back Cover 
Woodstock rypewriter Co...243 
Typewriters, Rebuilt. 
Amer. Writing Mach, Co 
General Typewr Exch 
Regal Typewriter Co 
Reliable T. W. & A. M 
Shteanen Ward Mfg. Co 
Smith Tw. Sales Corp 
Wholesale Typewriter 
Visible Index Systems. 





Acme Card System Co ..149 
Globe-Wernicke Co 103, 4 
Irving-Pitt Mfg. Co 135 
Sheppard, ¢ E., Co oncocmen 
Stationers’ Loose Leaf Co 145 


Victor Safe & Equip. Co.175, 6 


Wardrobes. 
All-Steel-Equip. Co . 232 
Aurora Metal Cabt. Wks....189 
Furnas Furniture Co 211 


General Fireproofing Co..116, 17 
Globe-Wernicke Co, The. .108, 4 
Lyon Metal Products, Ine..113 
Premier Metal Products Co. .215 
Terrell’s Equipment Co.. 136 
Waste Baskets. 


General Fireproofing Co..116, 17 
Glebe-Wernicke Co., The.108, 4 
Invincible Metal Furn Co .164 
Macey Co., The. . se 
Metal Office Furniture Co....160 
Nat'l Vuleanized Fibre Co...166 
Peerless Wire Goods Co 200 
Sainberg & Co —— 
Water Coolers. 
Cordley & Hayes ..115 








Ge- 
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The rate fer 
Classified Advertisements 








' WANTS and : 
'-FOR SALE # 







is eight cents a 
Minimum charge, 





SITUATIONS WANTED. 





had varied experi-— 
and selling in modern stationery 
all departments. Also familiar 
Am open for position with pro- 
Address Z-93, care Office 


FOR THE PAST FIFTEEN YEARS have 
ence in managing, buying 
store Am quite familiar with 
with printing and engraving. 
gressive concern in any capacity. 
Appliances, Chicago 








SITUATION WANTED, ABROAD 





typewriters, adding 
office equipment desires to 
American office machines 


COMPETENT repair 
machines and other mechanical 
secure connection with dealer in 
Prefers Spanish speaking country but will consider any part of 
the globe Capable of taking full charge of repair or service 
department Advertiser is an American with some knowledge 
of Spanish Address A-53, care Office Appliances, Chicago. 


man experienced in 








SALESMEN WANTED. 





CONVERT SPARE TIME into money selling efficient auto 
expense book, “‘“Moto—Record,’’ to stationers. A. W. Winterfield 
Co., St. Paul, Minn 








SALES MEN—Prominent carbon and ribbon manufacturer has 
opening for wholesale salesman with established trade. teplies 
confidential. Address R-52, care Office Appliances, Chicago. 
and regular envelopes. Every 
experience unnecessary; full or 
Kimball Ave., Chicago. 





MEN to sell window 
prospect; protection; 
Transo Envelope Co., 3542 


YOUNG 
office a 
part time 
SALESMAN WANTED by a long established firm for Southern 
territory to sell stationery specialties and stapling items to the 


trade on a commission basis. Address T-58, care Office Appli- 
ances, Chicago 











STATE MANAGER—Marvelous invention seals 3,000 envelopes 
hourly Sells $4.50 only Equals work expensive electric ma- 
chines Offices buy 1-100 Exclusive trial offer Write quick. 
Rede, 16B Winthrop Bldg., Boston 

CITY OF WINNIPEG and surrounding territory open for ca 
pable accounting machine salesman. Dalton or Remington 


remunera 
Bldg., Win- 


giving experience and 


experience preferred Apply, 
{ MacKenzie, 224 Curry 


tive basis desired, to I A. 
nipeg, Man 


CARBON AND RIBBON SALESMAN; only experienced need 
apply; state reference and ability in detail in first letter; ex- 
cellent established territory; drawing account against commis- 
sion Address P-71. care Office Appliances, Chicago. 


SALESMEN—Male or female, banks, industrials, 
insurance companies, etc., in large cities, to handle Collapsible 
Storage Filing Boxes Highly profitable repeat proposition. 
Address Standard Filing Box Co., 1115 N. Franklin St., Chicago. 








calling on 





COMMISSION SALESMAN desired for the central western 
States on small office steel specialties on line established 
twenty years Also man desired for eastern Pennsylvania, 
Maryland, Virginia and West Virginia. Erie Art Metal Com- 
pany, Erie, Pa 





WONDERFUL NEW SIDELINE—Big commission with order; 
sell printing for every business at half price; copyrighted illus- 





trations free; just take order, we do the rest. Pocket outfit free. 
Salesmanager, 1522 Wells—Van Buren Bldg., Chicago. 
WANTED—Experienced salesman to sell well known line of 


metal ware in the New England states to the jobbers, depart 
ment stores and retail stationery trade on a commission basis. 
State reference and all particulars. Address S—90, care Office 
Appliances, Chicago 

DISTRIBUTORS, 
territory now. 
telephone dial 
intelligent telephone 
on each month's bill 
42nd St., New York. 


DISTRIBUTORS AND SALESMEN wanted in every section 
to handle famous Krantz typewriter shock absorbers, the ex- 





sales organizations, agents wanted 
Greatest quick sale article ever produced. New 
protector. Sells on first demonstration. Every 
subscriber buys because it saves dollars 
Pan-American Clearing House, 33 West 


Secure 





clusive distributing rights of which we have just acquired. 
Good opportunity for representatives able to purchase stock 
outright for cash. Star Paper Fastener Co., Inc., 330 S. Wells 


St.. Chicago 








DISTRICT MANAGERS and salesmen wanted by manufacturer 
of visible loose-leaf equipment. Experience in the visible index 
field desirable, but will consider applications from those ex 
perienced in modern methods and organization procedure who 
believe they have the experience to qualify. Henry Conolly Co., 
tochester, N : 

AGENTS WANTED to handle complete line of loose leaf bind- 
ers of all description; post binders, ring books, sheet holders, 
et Our factory equipped to handle orders for catalog covers, 





including embossing and air brushing. Sell direct to user. 
Exclusive territory Good proposition to the right men. Let 
us know what territory you cover. Federbush Brothers’ Loose 
Leaf Co., Inc., 160 Varick St., New York, N. Y. 





ONE OF THE OLDEST loose leaf houses, located in the East, 
has very desirable openings in the foilowing centers: New 


York City, Philadelphia, Boston and Pittsburgh. Unusually 
desirable proposition with large earning possibilities available 
to men with a thorough knowledge of the loose leaf line, in- 


cluding visible record equipment. Must be experienced in con- 
—— selling. Address V-—54, care Office Appliances, Chicago. 
Chicago 


PRINTING AND OFFICE SUPPLY SALESMAN wanted to call 
on trade in territory surrounding the Panhandle strip of Okla- 
homa. Only supply house within radius of 135 es. Have 
proposition for another salesman to call on certain class of 
business in Kansas and Oklahoma. Both propositions on com- 
eee basis. Address Lynch Printing & Supply Co., Guymon, 
Okla. 











MECHANICS WANTED. 


WANTED—Neat appearing combination repairman and sales— 
man for all makes of typewriters and oteing aes Must 
be recommended as to honesty and ability. m’t apply unless 
you can fill these requirements. Typewriter Repair & Sales Co., 
118 E. Adams St., Muncie, Ind. 











BUSINESS OPPORTUNITIES. 


FOR SALE—Fully equipped stamp, stencil and seal business, 
established ten years; good mail order business; clean stan 
stock of merchandise; located in a city of forty_ thousand in 
the middle west. Price $5,000. One year’s net profit oe 
for this business. Address W-56, care Office Appliances, Chi- 
cago. 


EXCEPTIONAL OFFER—Stationer established 25 reere in cit 
of 60,000, located in most productive area of California wit 
average annual sales of $95,000 has exceptional offer for experi- 
enced stationer who is willing to work, Will require an invest— 
ment of approximately $15,000, which will earn substantially 
one-half of the net profits of the entire business. This is an 
unusual offer made by a reliable corporation. The ition will 
pay a splendid salary and carries with it the office of vice— 
president. Address O-89, care Office Appliances, Chicago. 














FOR SALE AND WANTED TO BUY. 


ELLIOTT-FISHER billing and bookkeeping machines bought 
and sold. Maloney-—Gilmore Co., 508 S. Dearborn St., Chicago. 
WANTED TO PURCHASE—Immediately, Addressograph trays 
and B tab frames. Lowest price and details. Address P-69, care 
Office Appliances, Chicago. 

FOR SALE—Postometer, electric, like new, $60. Machine weighs 
parcel post packages and figures amount automatically for any 
zone. A real bargain, as machine sells for $175. Illinois Paper 
Co., 301 Union Station, Chicago. 

ELLIOTT-FISHER machines bought, sold and rebuilt. 
Warsh Co., Plankinton Arcade, Milwaukee, Wis. 
NATIONAL CASH REGISTERS, all styles, sizes, bought, sold 
and exchanged. We can save you money. Henry Kass, Inc.., 
Cash Register Systems Experts, 640 Broadway, corner Van 
Tromp St., Albany, N. Y. 

DICTAPHONES AND EDIPHONES bought, sold and ex- 
changed. We also can rebuild your machines at a very reason— 
able figure. All work guaranteed. Let us give you an esti- 
mate. Dictating Machine Exchange, 53 W. Jackson Blvd., Chi- 
cago. Phone Harrison 0634, 

—————————— 














Teeter— 














LINES WANTED. 





8s MAN with cash register, typewriter, adding machine 
a ing equipment experience wants line of safes and scales, 
southwest Oklahoma. Exclusive lines only. Commission basis. 
Addra@ss Y-55, care Office Appliances, Chicago. 


SPECIAL NOTICE! 
THIS IS YOUR CHANCE 

To obtain the services of a man well acquainted for the last 
twenty years with the office equipment and stationery trade. 
At present e ed by a nationally known manufacturer. Am. 
locking for lines and specialties for the above trade in 
territory bound by Boston, Pittsburgh, Baltimore, Philadel- 
phia and New York, with headquarters in New York. I have a 
close personal and intimate business acquaintance with every 
worth-while house in this market. I also have access to the 
markets of 120 colonies and countries throughout the world 
and can handle your export business. No salaried propositions 
considered. Address in the first instance, Jack Irish, Room 721, 
258 Broadway, New York. 











LINES WANTED, ABROAD. 


ITALY, DAMIANI AND GIORGIO, VENICE—Special organiza-— 
tion typewriters and supplies. House established 1866. Particu- 
lar interest given to portable typewriters. 














DISTRIBUTORS WANTED. 


ESTABLISHED SALES ORGANIZATIONS wanted at once in 
large cities to represent manufacturers of good selling office 
supply article. Sells on demonstration and has an excellent 
repeat business. Exclusive territories given to selected firms 
with good sales forces. Write, with full particulars, to X~-143, 
care Office Appliances, Chicago. 


DISTRIBUTORS WANTED—Distributors in practically every 
territory are wanted to complete our nation-wide distribution 
of the popular Star stapling and tacking machines and staples. 
The Star has been successfully introduced in many important 
centers where enormous volume has been obtained in a short 
time. Only such distributors as are in position to give us 
volume ond ean qualify under fidelity bond. BExelusive contracts 
will be nted if definite proof of ability has been established 
after thirty days. This is an exceptional money-making oppor— 
tunity for the right men. Star Paper Fastener Co., Inc., 330 8. 
Wells St., Chicago. 
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No. 1,673,366—Change—making machine; patented June 12, No. 1,681,472—Selective multiple tabulating stop; patented 
1928, by Martin Lippe, Chicago, Iil., assignor by mesne assign- August 28, 1928, by Emil John Ens, Newark, N. J., assignor to 
ments to Hedman Manufacturing Company of the same place. Eliis Adding Typewriter Company of the same place. Serial 
Serial number 718,212. number 135,147. 

No. 1,679,117—Furniture fender; patented July 31, 1928, by No. 1,681,953—Multiple tray cabinet; patented August 28, 1928, 
Clayton D. Dye, of Denver, Colo. Serial number 171,218. by Henry C. Saben of Winthrop, Mass. Serial number 249,541. 

No. 1,681,159—Manifolding book; patented August 21, 1928, by No. 1,681,984—Stamp affixing machine; patented August 28, 
James W. Anderson of New York, N. Y., assignor to American 1923, by Herbert F. Lessmann, Des Moines, lowa. Serial num- 
Sales Book Company, Ltd., Toronto, Ontario, Canada. Serial ber 220,370. 
number 675,199. No. 1,681,954—Fountain pen clip; patented August 28, 1928, by 

No. 1,681,290—Wall safe; patented August 21, 1923, by Eugene Solomon M. Sager, Chicago, Iil., assignor to the Sager Pen 
Glass of Los Angeles, Calif. Serial number 183,562. Corporation of Delaware. Serial number 198,460. 

1,677,971 Carbon roll and core for 1.679,588 Key-ring holder Edwin 
manifolding machines. Lawrence Edward The Recent Patents Spraul, Chicago, Il Filed Feb. 6, 1928. 
Lentz, Harrisburg, Pa. (assignor to El- -— Granted Aug. 7, 1928 Serial number 
liott-Fisher Company, New York, N. ¥ Copies of patents herein listed can be ob- 72,108. , , ae . 

a_ corporation of Delaware). Filed Feb tained from the Commissioner of Patents, 1,679,662. Stapling machine serthold 
27, 1925. Granted July 24, 1928 Serial Washington, D. C., for ten cents each in Jahn, New Britain, Conn (assignor to 
number 11,995 a a cash, postoffice money orders or certifed Gertrude H. Heyn, Westport, Conn.). 

1,678,004. Chair. William S. Ferris, check. Stamps and personal checks not Filed Sept. 22, 1926. Granted Aug. 7, 1928. 
Pikhart, Ind. Filed Jan. 8, 1924. Granted accepted Serial number 136.928 
July 24, 1928. Serial No. 685,005 nie 1,679,726 Typewriting machine Al- 

1,678,006. Metallic chair, stool, seat and i fred G. F. Kurowski, Brooklyn, N. Y. (as 
the like Frederick H. Headley, North 1,678,834 Perpetual calendar Galen signor to Underwood Elliott Fisher Com- 
field, near Birmingham, England Filed Tilden, Ames, Iowa Filed June 5, 1926 pany, New York, N. Y., a corporation of 
Jan. 19, 1924 Granted July 24, 1928 Granted July 31, 1928 Serial number Delaware) Filed May 29, 1925. Granted 
Serial number 687,184 114,017 Aug. 7, 1928 Serial number 33,621 

1,678,016 Key-ring holder Robert F 1,679,008. Account—finding machine. Ed 1,679,727. Typewriting machine. Alfred 
Menke Bessman, Tex Filed Dec 31, win L. Reller and Victor R. A. Stroh, St G. F. Kurowski, Brooklyn, N. Y. (as- 
1927 Granted July 24, 1928 Serial num Louis, Mo. (assignors, by mesne assign signor to Underwood Elliott Fisher Com 
ber 243,955 ments, to Remington Rand, Inc., New pany, New York, N. Y., a corporation of 

1,678.0 Check—book clamp loseph York, N. Y., a corporation of Delaware). Delaware) Filed July 6, 1925 Granted 
C. Buechier, Hague, N. Dak Filed Nov Filed Nov. 8, 1920. Granted July 31, 1928 Aug. 7, 1928. Serial number 41,507. 
2¢ 1926 Granted July 24, 1928 Serial Serial number 422,659 1,679,741 Typewriting machine. Henry 
number 150,884 1,679,029 Seal Press Calder C. Gib L. Pitman, Westfield, N. J. (assignor to 

1,678.44 Memorandum pad Fred son, Buffalo. N. Y Filed Sept. 4, 1925 Underwood Elliott Fisher Company, New 
Roeger, Hasbrouck Heights, N I. (as- Granted July 31 1928 Serial number York, N. Y., a corporation of Delaware) 
signor of one-half to Howard S. Neiman, 54.424 Original application filed Feb 27, 1923, 
New York. N. Y.) Filed Nov. 12, 1925 1.679.034. Stencil sheet Shinjiro Horii. serial number 621,520 Divided and this 
Granted July 24, 1928 Serial number Tokyo, Japan. Filed Dec. 17, 1927. Granted application filed Feb. 2, 1926 Granted 
68.584 July 3 1928. Seriai number 240.940 Aug. 7, 1928 Serial number 85,438 

1,678,473 Thumb tack Howard C 1,679,232 Fountain—pen and pencil clip 1,679,744 Typewriting machine Ed- 
Karst, Philadelphi Pa Filed Jan. 16 Julius Shure. Chingford, England Filed ward G. Rowley, Belleville, N. J. (as- 
1928. Granted July 24, 1928. Serial num- Dec. 21, 1926 Granted July 31, 1928. signor to Underwood Elliott Fisher Com- 
ber 247,247 Serial number 156,179 pany, New York, N. Y., a corporation of 

1,678,505 Finger-tip pencil Eugene 1,679,265 Adding and substracting ac-— Delaware) Filed Apr. 30, 1925. Renewed 
Gregory, Ann Arbor, Mich. Filed March cumulator. Nathan W. Perkins, East Or- Jan, 28, 1927. Granted Aug. 7, 1928. Serial 
», 1926 Granted July 24, 1928 Serial ange, and Emil John Ens, Newark, N. J number 26,886. 
number 92,577 (assignors to Ellis Adding Typewriter 1,679,807 Combined check—book holder 

1,678,578 Attachment for writing im Company, Newark, N. J., a corporation of and bill fold. Alexander Lewis Bohl, Med- 
vplements Jose Manuel Utrilla, Guana New Jersey). Filed Oct. 19, 1926. Granted ford, Ore Filed Mar. 14, 1923 Granted 
bacoa, Habana, Cuba Filed Dec. 1, 1926 July 31, 1928 Serial number 142,580 Aug. 7, 1928. Serial number 625,113. 
Granted July 24 1928 Serial number 1,679,274 Key container Douglas Set 1,679,835. Double—platen manifolding 
151,990 tle, San Diego, Calif Filed Aug. 10, 1927 machine Lawrence Edward Lentz, Har 

1,678,671 Combination card container Granted July 31, 1928 Serial number risburg. Pa. (assignor to Elliott—Fisher 
and tray David W Duffield tochester 212,037 Company, a corporation of Delaware). 
N \ (assignor t« Yawman and Erbe 1,679,500 Pocketbook William H. San Filed Dec. 31, 1925 Granted Aug. 7, 1928 
Manufacturing Company Rochester N ford, Hartford, Conn Filed Oct. 12, 1926 Serial number 78.692 
Y a corporation of New York). Filed Granted Aug 7 1928 Serial number 1,679,845. Typewriting machine John 
May 29, 1926 Granted July 31, 1928. Se 141,084 Waldheim, Elizabeth, N. J. (assignor to 
rial number 112,440 1,679,520. Changeable sign Charles A Underwood Elliott Fisher Company, New 

1,678,673 Book John A Dykeman Giroux, Montreal, Quebec, Canada Filed York, N. Y., a corporation of Delaware) 
Boston, Mass. Filed May 13, 1926. Granted Sept. 6, 1927. Granted Aug. 7, 1928. Serial Filed Aug. 16, 1924. Granted Aug. 7, 1928 
July 31, 1928. Serial number 108,804 number 217,733 Serial number 732,356. 

1,678,705 Printing mechanism. Wil 1,679,566 Writing implement Frank 1,679,867. Typewriting machine. Joseph 
liam F. Muller, Brooklyn, N. Y. (assignor Furedy, Montclair, and Charles Schroth Lindburg, Brooklyn, N. Y. (assignor to 
to The International Postal Supply Con and William Favini, Bloomfield, N. J. (as Underwood Elliott Fisher Company, New 
pany of New York, Brooklyn, N. Y., a signors, by mesne assignments, to Bush York, N. Y., a corporation of Delaware). 
orporation of New York) Filed July 28, wick National Bank) Filed July 28, 1925 Filed June 30, 1924 Renewed June 16, 
1922 Granted July 31, 1928 Serial num- Granted Aug. 7 1928 Serial number 1925 Granted Aue 7, 1928 Serial num- 
ber 578.272 46.585 ber 723.176 
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1.679.877 Bill folder Baltus tolfs. 1,680,946. — Enve lope. Loeser Kalina, _ 1,682,108. Loose-leaf binder. Frederick 
West Bend. Wis. (assignor to Amity Brooklyn, N. Y. Filed May 13, 1926. G. Bevans, Kansas City, Mo. (assignor to 
Leather Products Co.. West Bend. Wis.) Granted Aug. 14, 1928. Serial number Irving Pitt Manufacturing Company, 
Filed Feb. 9, 1927. Granted Aug. 7, 1928 108,771. Kansas City, Mo., a corporation of Mis— 
Serial number 166.897 a te Type writing machine. Jacob souri). Filed Sept. 11, 1926. Granted Aug. 

1,679,878. Typewriting machine Ed — . ~p T cork, N.Y. te to 28, 1928. Serial number 134,878. 
ward G. Rowley, Belleville, N. J. (as N. agg Me Filed 1,682,169. Pencil sharpener. Bruce Dou- 
signor to Underwood Elliott Fisher Com Apr. 8, 1926 Granted Aug. 14, 1928. Ser- %2" St. Louis, Mo. | Filed June 21, 1926. 
pany, New York, N. Y., a corporation of ial number 100,556. ’ . a Aug. 28, 1928. Serial number 
Delaware). | Filed May ‘12, 195 26. Granted 1.681.133. Stenciling method. Victor ae “a ict 
Aug. 7, 1928. Serial number 108,495. tosato, New York, N. Y. Filed Sept. 15, 1,682,188. Printing and index device. 

1,679 901 Typewriting machine. Wil 1927. Granted Aug. 14, 1928. Serial num- George W. Schaefer, Quincy, Mass. (as- 
liam F. Helmond, Hartford, Conn. (as- ber 219,612. signor to Addressograph Company, Wilm- 
signor to Underwood Elliott Fisher Com 1,681,159. Manifolding book. James W. ington, Del., a corporation of Delaware). 
pany, New York, N. Y., a corporation of Anderson, New York, N. Y. (assignor to Filed Oct. 1, 1925. Granted Aug. 28, 1928 
Delaware). Filed Dec. 21, 1925. Granted American Sales Book Company, Limited, Serial number 59,825 
Aug. 7, 1928. Serial number 76,617. Toronto, Ontario, Canada, a_ corporation 1,682,191. Visible card-index record. 

1,679,951. Typewriting machine. Burn of Ontario, Canada) Filed Nov. 16, 1923. Henry Schoolberg, Pittsburgh, Pa. Filed 
ham C. Stickney, Portsmouth, N. H. (as ey Aug. 21, 1928. Serial number a 30, my ae Aug. 28, 1928. Se- 
signor to Underwood Elliott Fisher Com-— 675,199. x - . - ria number 5 . 
pany, New York, N. Y., a corporation of 1,681,290. Wall safe. Eugene E. Glass, 1,682,192. Visible loose-leaf index and 
Delaware). Filed July 1, 1925. Granted os Angeles, Calif. Filed Apr. 13, 1927. record. Henry Schoolberg, Pittsburgh, 
Aug. 7, 1928. Serial number 40,741. ——- Aug. 21, 1928. Serial number se ~~ ov. -*. —. . jranted Aug. 28, 

1,679,952. Typewriting machine. Burn- 83,562 , . . 928. Serial number 151,621. 
ham C. Stic Sesame 3 Portsmouth, N. H. (as 1,681,296. Duplicating record book. Ed- 1,682,193. Loose-leaf-binder sheets and 
signor to Underwood Elliott Fisher Com— Ward Z. Lewis, Chicago, Ill, (assignor to device for manipulating the same. Henry 
payn, New York, N. Y., a corporation of The General Manifold and Printing Com- Schoolberg, Pittsburgh, Pa. Filed Oct. 8, 
Delaware). Continuation of application pany, a corporation of Pennsylvania). 1927. Granted Aug. 28, 1928. Serial num- 
filed June 17, 1925, serial number 37,609. Filed Aug. 15, 1925. Granted Aug. 21, 1928. — ber 224,872. 

Serial number 50,383. 1,682,196. Cash _ register. Bernis M. 


— application filed July 9, 1925. - ~ - . 
Granted Aug. 7, 1928. Serial number 1,681,411. Metal card. Solomon Klepfer, Shipley, Dayton, Ohio (assignor, by mesne 
42.382. Indianapolis, Ind. Filed Sept. 22, 1926. assignment, to The National Cash Regis— 

Granted Aug. 21, 1928. Serial number ter, Company, Dayton, Ohio, a corpora— 


1,680,113 Printing and _ registering - 
mechanism. Arthur H Pitney and Jacob 137,055 ~ : 4 . tion of Maryland). Filed May 7, 1923. 
W. Ogden, Stamford, Conn. (assignors, by 1,681,472. Selective mutiple tabulating Granted Aug. 28, 1928. Serial number 
mesne assignments, to Pitney—Bowes stop. Emil John Ens, Newark, N. J. (as- 637,217. 
Postage Meter Company, Stamford, Conn., signor to Ellis Adding Typewriter Com 1,682,197. Cash register. Bernis M. 
a corporation of Delaware). Filed Apr. 5, pany, Newark, N. J., a corporation of Shipley, Dayton, Ohio (assignor to The 
1922. Granted Aug. 7, 1928. Serial num- New Jersey). Filed Sept. 13, 1926. National Cash Register Company, Dayton, 
ber 549.734. : Granted Aug. 21, 1928. Serial number Ohio, a corporation of Maryland). Filed 

1,680,114. Printing mechanism for par— 139,147. ; ’ . . ’ Aug. 10, 1926. Granted Aug. 28, 1928. Se- 
cel-post postage meter machines. Arthur 1,681,629. Card file Fred M. Shotwe'l. rial number 128,450. 
H. Pitney, Stamford, Conn. (assignor, by Detroit, Mich. (assignor to Herman W. 1,682,330. Typewriting machine. George 
mesne assignment, to Pitney-Bowes Post- Krueger, trustee, Green Bay, Wis.). Filed G. Going, Middletown, Conn. (assignor, 
age Meter Company, Stamford, Conn., a Aug. 6, 1927. Granted Aug. 21, 1928. Serial by mesne assignments, to Remington 
corporation of Delaware). Original ap- "Umber 211,127. . ae ’ Typewriter Company, a corporation of 
plication filed Jan. 8, 1923, serial number 1,681,652.  Duplicating-machine drive New York). Filed Nov. 4, 1926. Granted 
€11.496. Divided and this application filed and feed. Lester Kyle Aldrich, Sidney, Aug. 28,1928. Serial number 146,207. 
Sept. 23, 1924. Granted Aug. 7, 1928 Ohio. Filed Jan. 5, 1927. Granted Aug. 1,682,333. Typewriting machine. Fred- 
Serial number 739,353. 21, 1928. Serial number 159,137. a erick A. Hart, New Britain, Conn. (as- 

1,680,173. Collapsible chair. William C 1,681,842. Device for use in writing. signor to Remington Typewriter Com- 
Rastetter, Fort Wayne. Ind. Filed Nov. Daniel Collen, Tilston, Manitoba, Canada. pany, Ilion, N. Y., a corporation of New 
17, 1924.’ Granted Aug. 7, 1928. Seria] Filed June 9, 1928. Granted Aug. 21, 1928. York). Filed Aug. 8, 1925. Granted Aug. 
number 750,370. Serial number 284,090. 28, 1928. Serial number 48,992. 

1,681,954. Fountain-pen clip. Solomon 1,682,355. Scale. Walter 8S. Smith, Co- 


1,680,192. Weighing mechanism. George 


L. Zucker, East Orange, N. J. Filed July M. Sager, Chicago, Ill. (assignor to The  lumbus, Ohio. Filed June 6, 1927. Granted 


Corporation, a corporation of Aug. 28, 1928. Serial number 196,746. 


28, 1922 Granted Aug. 7, 1928. Serial Sager Pen 
number 578,237. Delaware). Filed June 13, 1927. Granted 1,682,451. Typewriter-key punch. Al- 
1,680 355. Visible index system. George Aug. 28, 1928. Serial number 198,460. fred Weiland, Neshanic, N. J., Harold R. 
Woodhouse, Butte, Mont. Filed Mar. 31 1,681,978. Typewriting machine. Harry Russell. Douglaston, N. Y., and Charles 
Foothorap, Harrisburg, Pa. (assignor A. Mezger, New Brunswick, N. J. (as- 


1926. Granted Aug. 14, 1928. Serial num-— A. 00 a} 4 ¥ L: 
to Elliott-Fisher Company, New York, signor, by mesne assignments, to Rem- 


ber 98,795. 

1,680,443. Check-protector. Gaylord W N. Y., a corporation of Delaware). Filed ington Rand Inc., New York, N. Y., a cor- 
Beebe, Albany, Ga. Filed May 27, 1918 May 14, 1925. Granted Aug. 28, 1928. poration of Delaware). Filed Nov. 13, 
tenewed Sept. 5, 1924. Granted Aus 14, Serial number 30,265. 1924. Granted Aug. 28, 1928. Serial num- 
1928. Serial number 236,774. 1.681.984. Stamp-affixing machine. Her— ber 749,647. 

1,680.687. Bill fold. Charles L’Enfant, bert F. Lessmann, Des Moines, Iowa. 1,682,519. Printing device. Henry E. 
New York, N. Y. Filed Apr. 16, 1926 Filed Sept. 19, 1927. Granted Aug. 28, 1928. Hubbard, Chicago, Il. (assignor, by 
Granted Aug. 14, 1928. Serial number Serial number 220,370. mesne assignments. to Addressograph 
102.409 1,681,999. Rubber stamp. Clarence L. Company, Chicago, Ill, a corporation of 

1,680,699. Stamp mounting and label. Smith, Tampa, Fla. (assignor to The Delaware). Filed May 5, 1927. Granted 
Albert K. Smith, Jr., Los Angeles, Calif. Franklin Printing Company, Tampa, Aug. 28. 1928. Serial number 188,938. 
(assignor to Chipron Stamp Company, Fla.). Refiled for abandoned application 1,682,578. Envelope sealing and printing 
Los Angeles, Calif., a corpecatien of Cal serial number 742,612, filed Oct. 9, 1924. device. Joseph A. Nipchild, Cleveland, 
ifornia). Filed June 7, 192 Granted This application filed Sept. 25, 1926. Ohio. Filed Feb. 10, 1923. Granted Aug. 
Aug. 14, 1928. Serial number 197,041. Granted Aug. 28, 1928. Serial number 28, 1928. Serial number 618,208. 

1,680,740. Printing tabulator. Clair D. 137,809. 1,682,699. Interleaving device. Ernest 
Lake, Binghamton, N. Y. (assignor to 1,682,070. Pencil. Frank C. Dell, Chi- Joseph Brasseur, Chicago. Ill. (assignor 
The Tabulating Machine Company. Endi- ‘cago, Ill. (assignor to Autopoint Company, to A. B. Dick Company, Chicago, Il, a 
cott, N. Y., a corporation of New Jersev) Chicago, IL, a corporation of Illinois). corporation of IDlinois). Filed Aug. 15,° 


Filed Mar. 26, 1924. Granted Aug. 14, 1928. Original application filed Oct. 3, 1921, 1927. Granted Aug. 28, 1928. Serial num- 
504.839. Divided and this ber 213,163. 








Serial number 701.941 serial number 
1,680,933. Manifolding sales book. Ed- application filed Dec. 30, 1924. Granted 1,682,700. Control mechanism for inter- 
ward Kirby Bottle, Elmira, N. (as- Aug. 28, 1928. Serial number 758,831. leaving duplicating machines. Ernest 
signor to American Sales Book Company, 1,682,072. Pencil. Howard L. Fischer, Joseph Brasseur, Chicago, Ill. (assignor 
Limited, Toronto, Ontario, Canada, a cor St. Paul, Minn. (assignor to Brown & to A. B. Dick Company, Chicago, TIL, a 
poration of Ontario). Filed July 5, 1922 Bigelow, St. Paul, Minn., a corporation of corporation of Illinois). Filed Sept. 8, 
Granted Aug. 14, 192 Serial number Minnesota). Filed May 25. 1925. Granted 1927. Granted Aug. 28, 1928. Serial num-— 
572,776. Aug. 28, 1928. Serial number 32,788. ber 217,312. 
visitors. American exhibits included thirty-four products, 
c Typewriter and Stationery Imports of Shanghai ? shown in practically every instance by Brussels agents. Exhibits 
_ Statistics published by the United States Department of jn 1928 included typewriters, adding machines, addressing ma- 
Commerce show semi-annual figures on Shanghai's principal chines, time recorders, mimeographs, steel furniture, hard- 
foreign merchandise imports. The haikwan tael for the first ware, etc. 
half of 1927 was $0.69 gold; the first half of 1928, $0.71 gold. 
Typewriter and stationery imports have been abstracted from a 
this tabulation. P : : 
Typewriters—First six months of 1927—12,458 haikwan taels; Pencil Industry Prosperous in Czechoslovakia 
first six months of 1928, 56,708 haikwan taels. Commerce Reports] The Czechoslovak pencil industry was 
Stationery—First six s 927—498,725 haikwe aels; : . 
first six months of 192, 467,301 haikwan tacls. «fairly prosperous during 1937, with sales, somewhat increased. 
7 ‘ . . oO 
mann Gr sees Sean Rows ot Saar eS er tnY approximately $1,275,000 for 1926. Domestic consumption was 
ene ef Chane = = ansnipt ‘ increased, and exports to Germany, Hungary, Yugoslavia, the 
. __. , Netherlands, Sweden, Norway and Denmark os vues satis 
. . factory gains till greater gains were repor n sales to 
Tenth Annual Brussels Commercial Fair the United States, Rumania, Belgium and Poland. 
The tenth annual commercial fair to be held at Brussels will The constantly rising tariffs of foreign countries and other 


take place April 10-24, inclusive, 1929. Practically all types of import restrictions are proving injurious to Czechoslovakia’s 

materials and merchandise may be shown by producers or by pencil industry. Austria, Hungary, France and Rumania are 

their agents in the manufacturer’s name. Details regarding all said to have increased their duties on pencils during the 

the reservation of space, rates, etc., can be obtained from any past year. Intensive efforts have been made in Italy, Austria, 

Belgian diplomatic or consular agents in the United States. Switzerland and Great Britain to encourage the sale of domes- 
In 1928 there were 2,889 exhibitors, and more than 500,000 tic products to the detriment of imported articles. 
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§ BUSINESS OPPORTUNITIES 


These are inquiries from subscribers desiring lines, 
catalogues, et« They are tangible prospects for 
manufacturers and jobbers. 


Wants Abroad 


Buenos Aires, Argentina.—Azcueta Hermanos (Azcueta Broth- 
ers) Sarmiento 477, desire to acquire representation for Amer- 
ican manufacturers of office furniture and equipment, wood and 
steel, as well as inkstands This business is forty years old 
selling furniture manufactured in Argentina The demand for 


imported furniture leads Azcueta Hermanos to investigate 
products of the United States Financing of orders can be 
convenience of manufacturers, such as letters 


fine 
the 
arranged at the 


of credit on New York payable against shipping documents 

Export—-H. M. Kenyon, care Bunte Bros., 3301 Franklin boul 
vard, Chicago, lL, desires to take on an additional office appli 
ance line to sell throughout Central America, South America 
and the West Indies He is an experienced export salesman 
and has spent years abroad He now has a line of fountain 
pens, and will consider any other line of commercial stationery 
or the lighter lines of office appliances 

Montreal, Canada.—S. Jason, Mount toyal avenue, West 
wishes to add several office equipment lines to sell to retail sta 
tioners in Ontario, Quebec and the eastern provinces of Canada 


He is a line well 


known in 


manufacturers carrying a 


this industry 


Wanted Here at Home 


representative 


Chicago, Itil.—E. J. Buntell, 1243 Wilson avenue. desires to 
form a connection with a manufacturer to call on the trade 
He has had ten years’ experience in the commercial stationery 
fields; with The Buntell-Roth Stationery Company and wit! 
The C. J. Buntell Company, both of Dayton, Ohio Mr. Buntell 
is free to move to any part of the United States, or to continue 
in Chicago 


Gaiveston, Texas—G. S. Anderson, of the American Printing 


Company (also commercial stationer), wishes to make a cor 
nection with manufacturers of safety deposit boxes 

Montgomery, Ala.—The Dixie Printing Company In 205 
Montgomery street, seeks a connection with a manufacturer of 
steel lockers 

New York, N. Y.—The Office Appliance Sales Company TD 
Church street, has a fully organized sales staff which has beer 
successful in the distribution of a time stamp in this city 
Lewis E. Meeker, of the company, desires to take on an add 
tional line which will be accorded the same constructive sales 
efforts that have been employed so successfully the past two 
years Mail room appliances are preferred 


’ 


224 West Second 
connection 


stree 


with 


Wigger's, Inc., 
wishes to make a 


Oklahoma City, Okla. 
an established office outfitter, 


a manufacturer of fireproof filing cabinets Full information 
should be marked for the attention of H. A. Webb 

San Antonio, Texas.—Fletcher Davis, 301 Woolworth building 
is in a position to take on office specialty lines additional to 
those now handled He can sell to the dealer or direct to the 
user M Davis has a wide acquaintance among office equip- 
ment dealers and important users throughout the state He 
operates as a manufacturers’ representative and has three men 
working with him 

San Francisco, Calif.—The wholesale department of the 
Ingrim-Rutledge Company, 419-23 Montgomery street, sells to 
dealers only in the state of California from Bakersfield to the 
Oregon boundary The lines handled at present are loose leaf 
books blank books, carbon paper typewriter paper, steel 
filing equipment and office furniture The company desires to 
take on additional lines which are not now represented ade 


quately in its territory 
Tomah, Wis R 
manufacturers of flat 
sold at a low prics 
Troy, N. Y.—Robert B. Hill & Company, Inc 
railroad station, is adding general office equipment 
established business in engineering and drafting supplies 


wishes to get in touch wit! 
office chairs that can be 


Andres, a dealer 
top desks ind 
opposite the 
items to its 
Manu 


facturers of office equipment are invited to send catalogues and 
price lists 
an 
Commerce Department Trade Opportunities 
Appliances, office Amsterdam, Netherlands No. 35,655; pur- 
chase and agency contemplated 
Appliance office Svdnev. Australia No. 35.400: agenev cor 


templated 


Appliances, office Vienna Austria No 5.658: agency de 
sired 

Appliances, office Zuricl Switzerland No >», 822 purchase 
contemplated 

Bands and erasers, rubber, Madrid, Spain No 399; agen 
contemplated 

Equipment, modern bookkeeping, including filing cases in book 
form [loose leaf binders (7) | Prague (zechoslovakia Ne 
35.833 izency desired 

Furniture and equipment, offic« Vigo, Spain No 5.394 
agency contemplated 

Furniture store of metal. Tientsin. China No 15.910 pur- 
chase and agency contemplated 

Machine adding Helsingfors, Finland No 5.597: agency 
desired 

Machines, adding and calculatins Winnipeg, Canada No 
35.397: agency conten plated 


Machines, blue printing, and equipment, Berlin, Germany 
No. 35.399: agency ontemplated 

Machines, labor saving. devices and novelties, Hamburg, Ger- 
many N 5.721 izency desired 


Machine, paper shredder, power driven without electric motor, 


Vancouver, B. C., Canada No. 35,508; purchase contemplated. 
Machines, pencil sharpener, Pictou, Nova Scotia No. 35,509; 





purchase contemplated. 

Machines, price marking, Hamburg, German) No. 35,592; 
agency desired 

Machines, price marking, Hamburg, Germany) No. 35,593; 
agency desired 

Machines, typewriter, rebuilt, with French keyboard, Mar- 
seilles, Francs No. 35,829; purchase contemplated 

Machines, typewriter, Teheran, Persia No 5,834; agency 
desired 

Machinery, envelope making and printing, automatic, Milan, 


Italy No. 35,380; agency contemplated 

Paper, writing, bond and ledger, Milan, Italy No. 35,762 
agency desired 

Paper, writing, Madrid, Spain No. 35,395; agency contem- 
plated 

Pens, fountain, Hamburg, Germany No. 35,819; purchase or 
agency contemplated 

Specialties, stationers’, Vienna, Austria Ni >,658; agency 
desired 

Supplies, office, including paper clips and pins, Pictou, Nova 
Scotia No. 35,509; purchase contemplated 


Supplies, office, and stationery, Amsterdam, Netherlands No 
pI 7 


».655; purchase and agency contemplated 

Supplies, office, Valdivia, Chile No. 35,832; purchase con- 
templated 

Supplies, office. Zurich, Switzerland.—No. 35,822: purchase con- 
templated 

Supplies, school, including pen points, companion boxes, cray- 
ons etc Pictou Nova Scotia No 35,509; purchase contem- 
plated 

Supplies, stationery, Madrid, Spain No. 35,395; agency con- 
templated 

Tags, metal, for cattle and poultry, Lima, P* No. 35,514; 
agency desired 

Trays, ledger posting, for machines, Winnipeg, Canada No 

98; agency desired 

These trade opportunities compiled by the United States 
Bureau of Foreign and Domestic Commerce are definite pros- 
pects for business from abroad, reported by bureau officials in 
the foreign field Manufacturers desiring to get in contact with 
any of these prospects can secure the names and addresses 
from the bureau at Washington, D. C., or the district and co 
operative offices listed here The names and addresses must 
not be published by the recipients 
Atlanta: 538 Post Office Bldg Memphis Chamber of Com- 
Baltimore Association of Con merce 

merce, 22 Light St. Milwaukee Association of 


toston: 1801 Customhouse Commerce 
Buffalo: Chamber of Commerce. | Minneapolis: 21 Federal Office 
Chattanooga: 1301 Market St Bldg 
Chicago: Room 845, 33 S. Clark | Mobile 17 Meaher Bidg 

St Newark Chamber of Com- 
Cincinnati: Chamber of Com merce 

merce New Orleans 225-A Custom- 
Cleveland Chamber of Com house 

merce New York: 734 Customhouse. 
Des Moines: 121 Federal Bldg Norfolk: 406 E. Plume St 
Detroit: 607 Free Press Bldg Philadelphia Room 812, 80 S. 


Galveston Cotton Exchange 15th St. 





Bidg Portland, Ore 215 New Post 
Houston Chamber of Com- office Bldg 

merce Rochester 55 St. Paul St 
Jacksonville 308 Greenleaf— | St. Louis Liberty Central 

Crosby Bldg Trust Co. Bldg 
Kansas City: Chamber of Com San Francisco 310 Custom 

merce. house 
Los Angeles: 1163 S. Broadway. | Seattle: 820 Skinner Bldg 
Louisville Board of Trade | Wilmington, Del Suite 13000, 

Bidg Du Pont Bldg 

In some ises an inquiry of identical number will be found 
listed under several classifications This indicates that the 
same inquirer is interested in the various lines mentioned 

a 
Peru Market for Ribbons and Carbons 

I S. Department of Commerce.] Customs statistics show 
that Peru imports annually approximately 10,000 pounds of 
carbon paper valued at about $9,000. Seventy per cent of the 
imports are to the city of Lima and the central Peru district 
American exports of carbon paper amount to fifty per cent of 
the annual Peruvian consumption. It is estimated that thirty 


per cent of the American exports really represent domestic 
United States purchases effected by the main offices of large 
American corporations established locally 

German products offer keen competition in the strictly local 
market, while the many large British corporations import con- 
siderable quantities of English paper bought in England through 
their own head offices 

Peru annually imports approximately 2.200 dozen typewriter 
ribbons valued at $9,000; two-thirds of the importations are 


carbon 
British 


exporters As in the case of 
American and 


supplied by American 


paper, purchases of ribbons abroad by 
corporations give a false appearance to the Peruvian consump- 
tion figures as the real Peruvian market in the strict sense of 


supplied by locally established 
much smaller than import 


the demand 
manufacturers, is 


the word 
agents of 


meaning 
foreign 


figures would indicate. German competition is keen in the local 
market, especially that offered by the “Pelikan’’ brand, manu- 
factured by Gunther Wagner, Hanover. 

The ribbons sold are generally put up by the various type- 
writer manufacturers Most of the carbon paper sold locally 


is handled by commission agents who represent manufacturers 


having complete ink product lines. Agents state that the 
potential amount of business to be obtained is too small to 
justify the assumption of an agency for ribbons and carbon 


paper alone. 
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MINTINGS 


A Page Dedicated to Progress 


Principle is defined in the dictionary as the fundamental truth of all things. 
True progress consists in getting these truths into consciousness, whereby 
thoughts, words and acts are directed in accord with prinetple. 


“There is but one way to be taken and that 
way is made up of certain well-defined steps. 
One cannot hope to avoid any of these steps or 
expect to arrive at the end through short cuts. 
Modern efficiency has removed non-essential 
steps but the essentials remain the same. 

“Certain laws or principles are at the basis 
of all success. When one knows the law and 
applies it, success results. The law works in 
an orderly manner and each step should be 
taken at the right time. 

“Those who are dishonest believe that they 
can arrive somewhere without taking the steps 
themselves. They believe it right to have others 
take the steps for them. They do not recognize 
the truth. They think that deception will gain 
more for them than the truth will. 

“Not only should one be honest, but he 
should also look for honesty in others. At no 
time should he seek dishonesty. Through his 
own consciousness of honesty, integrity, and 
industry he has power to inspire these qualli- 
ties in others.”—Unity. 

XK * * 

‘Justice is not postponed. A perfect equity 
adjusts its balance in all parts of life. The 
dice of God are always loaded.” 

“All things are double, one against another. 
Blood for blood—measure for measure—love 
for love. Give and it shall be given you.” 


“A man cannot speak but he judges himself. 
You cannot do wrong without suffering 
wrong.” 

‘The borrower runs in his own debt. He is 
great who confers the most benefits.” 

“Commit a crime, and the earth is made of 
Love, and you shall be loved.” 


glass. 





“Our strength grows out of our weakness. 
\ great man is always willing to be little.” 

“Nothing can work me damage except my- 
self; the harm I sustain I carry about with me, 
and never am a real sufferer but by my own 
fault.” 

“Intellect is void of affection and sees an 
object as it stands in the light of science, cool 
ind disengaged.” 

“We are all wise. The difference between 
persons is not in wisdom but in art.” 


“God offers to every mind its choice between 
truth and repose. Take which you please. You 
can never have both. Between these, as a 
pendulum, man oscillates.” 


“No man ever forgot the visitations of that 
power to his heart and brain, which created 
all things anew ; which was the dawn of music, 
poetry and art: which made the face of Na- 
ture radiant with purple light.” 





“When a man speaks the truth in the spirit 
of truth, his eye is as clear as the heavens. 
When he has base ends and speaks falsely, the 
eye is muddy and somewhat asquint.” 


“Pretension may sit still, but cannot act. 
The high, the generous, the self devoted séct 
will always instruct and command mankind. 
Never was a sincere word utterly lost.” 


“What he is engraves itself on his face, on 
his form, on his fortunes, in letters of light.” 





“Virtue is the adherence in action to the 
nature of things and the nature of things 
makes it prevalent.” 


—imerson. 
x * x 


A New Start 
will start anew this morning with a higher, 
fairer creed ; 
will cease to stand complaining of my ruth- 
less neighbor’s greed ; 
will cease to sit repining while my duty’s call 
is Clear ; 
will waste no moment whining, and my heart 
shall know no fear. 
will look sometimes about me for the things 
that merit praise ; 
will search for hidden beauties that elude 
the grumbler’s gaze. 
I will try to find contentment in the paths that 
I must tread; 
I will cease to have resentment when another 
moves ahead. 
I will not be swayed by envy when my rival’s 
strength is shown; 
I will not deny his merit, but I'll strive to 
prove my own; 
I will try to see the beauty spread before me, 
rain or shine; 
I will cease to preach your duty, and be more 
concerned with mine.—‘Selected” 
[Reprinted from Unity Daily Word]. 


ee 



































GEORGE F. MALCOLM 


for more than thirty years general man- 
ager of the F. S. Webster Company ol 
Boston, Mass., whose initiative and en- 
terprise created and maintained a suc- 
cessful business and whose wise counsel 
long ago inspired a certain policy for this 
journal. Mr. Malcolm's term of contin- 
uous service as general manager is prob- 


ably the record for the industry 
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Appliances 











National Stationers’ Association 
and the Trade Press 

HE executive committee of 

the National Stationers’ Asso- 
ciation at its meeting in Wash- 
ington last month announced 
change of the name of the Asso- 
ciation News to that of the Na- 
tional Stationer and the opening 
of its pages to advertising of man- 
ufacturer members. 

The change of name would ap- 
pear to be a step to convert the 
bulletin into a trade journal in 
accordance with a plan indicated 
to Office Appliances last summer. 

It is stated that only “educa- 
tional advertising’ will be eligible 
to the new journal. That is, that 
the copy is to be devoted to ideas 
for selling the respective goods 
with information about them that 
is of advantage to salesmen. 

Just what the reader pages of 
the journal are to contain has not 
been made quite clear, but an or- 
der from the general manager of 
the association has gone forth 
that news of certain association 
activities is to be withheld from 
the trade journals in the field un- 
til it has first appeared in the as- 
sociation’s own bulletin. In ac- 
cordance with that order, the ad- 
dress of a district governor at the 
Washington meeting was _ with- 
held from Office Appliances for 
this month. It would appear from 
this that the trade journals which 
have recorded the association ac- 
tivities for all the years and pre- 
sented the information to the 
field, to the tremendous advan- 
tage of the organization, are to 
be cut off from certain things. 

Throughout the entire history 
of the association, there has been 
no single agency that has done so 
much to advance the interest and 
prestige of the organization as 
the trade press. How far its in- 
fluence has extended and how it 
has functioned in developing the 


EDITORIAL 





association idea need not be pre- 
sented at this time. 

Office Appliances has been sec- 
ond to none in its work for the 
National Stationers’ organization 
throughout its history. From the 
beginning it has promoted senti- 
ment for the association and it 
has helped in many ways to de- 
velop it as an institution in the 
trade. When the service depart- 
ment was proposed by the late 
Charles Bellman several years 
ago, it put at his disposal all the 
records of its own service bureau 


compiled through the years. Mr. 
Bellman, Mr. Pitman and Mr 
Robert Patterson came to the 


office to select the material from 
which the copies were made. 

Nor does the journal purpose 
to be second in respect to service 
for the association in the future. 
It has had no axes to grind in 
the past. It has none now. It 
has never asked nor desired con- 
cessions of any kind. Its service 
to the association has been with 
the thought of contributing to the 
development of the industry as a 
whole. 

Two members of the staff of 
this journal laid the foundation 
for the Chicago Stationers’ Asso- 
ciation, out of which the national 
organization has developed, but 
“that’s another story,” as Kipling 
put it, which we shall have occa- 
sion to present in the twenty-fifth 
anniversary number to be issued 
in June. 

<> 

The New Retailers Association 

LSEWHERE in this issue is < 

reference to the new National 
Retail Stationers Association which 
took preliminary steps toward per- 
manent organization last month. 
The idea of an association to be 
composed of retail stationers exclu- 
sively has existed for a long time. 
Over a year ago the idea had pro- 
gressed to the point where construc- 


tive correspondence was exchanged 
on the subject between several of 
the members. It was again brought 
up in February of last year. In the 
new association neither the manu- 
facturers nor the wholesalers will 
participate. Actual retail problems 
will be analyzed and practical solu- 
tions will be sought. 

Emphasis is laid upon the inten- 
tion to conduct the new association 
at the minimum of expense, and on 
the fact that the movement is in no 
way inimical to the National Sta- 
tioners Association, composed of 
retailers, manufacturers and whole- 
salers. 

<-> 


Growth of Our Overseas Trade 
N A SPEECH before a meeting 
of the New York Office Appli- 

ance Managers Association last 

month, M. S. Eylar, vice-president 
of the General Office Equipment 

Corporation, brought out the inter- 

esting and important fact that every 

time we sell sixty dollars’ worth of 
merchandise to our home markets 
we are selling forty dollars’ worth 
abroad. In other words, our for- 
eign trade amounts to forty per 
cent of our total business. Before 
the World War the United States 
was a comparatively minor factor 
i world trade, particularly in fab- 


ricated merchandise. Now we are 
among the leaders and _ therefore 


open to the active commercial and 
political opposition of every other 
nation seeking world trade. The 
condition is natural and inevitable. 
Knowing this, it follows that we 
should exert every effort to perfect 
our products and our organizations 
at home and abroad; to establish 
strong agencies in other lands in 
charge of competent persons, and 
exercise every precaution to fill all 
orders exactly and promptly. 


Foreign trade has come to be a 
vital factor in our prosperity. It 
cannot be neglected 








———) 
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Mergers Again 

N THE Chicago Journal of Com- 

merce of January 23, Peter A. 
Waller, president of the Boss Man- 
ufacturing Company of .Kewanee, 
[ll., was reported as sounding a note 
of warning against the supposed 
benefits of mergers. Mr. Waller 
presented the address reviewed in 
the newspaper before the Illinois 
Manufacturers \ssociation 
on January 22 at the Hotel LaSalle. 
The point he made was that some- 
companies which are finan- 
cially strong find, after merging 
with competitors, that the consoli- 
dation created a liability and not an 


Costs 


times 


asset 
Mr. Waller pointed out that 
smaller units are more mobile. 
Modern business frequently _re- 
quires rapid changes and here the 
smaller unit is better able to keep 
itself on the right side of the ledger. 

<+> 
Real Pioneers 

EFERENCE is made on an- 
other page of this number of 
Orrice APPLIANCES to a fine bro- 
chure issued late last year by the 
celebrated Dutch office equipment 
house of Blikman & Sartorius in 
connection with the two hundred 
and thirty-fifth anniversary of the 
founding of the business. They are 
probably the oldest commercial sta- 
tionery and office equipment house 
in existence, having passed through 


interesting and turbulent periedseof 
history, none of which compared in 
extent of its tragic intensity with 
the World War of our own times. 

About half of the book, which is 
printed in Dutch, is devoted to the 
history of the house and the re- 
mainder to illustrations of different 
departments and branches, all most 
attractively done. 


<> 
An Old Friend Passes 

N THE passing of A. H. Barker- 
ding, so long general manager of 
Mittag & Volger, Inc., we have lost 
an old friend. For more than 
twenty years we had pleasant and 
cordial relations. For a part of that 
time we met frequently and always 
when “A. H.” was in Chicago he 
pulled our latchstring. The conver- 
sation engaged many subjects out- 
side of business. “A. H.’s” views 
and ours were at variance on a good 
many things. Each for his 
own opinion with friendly insist- 
ence. Not once was any feeling en- 
gendered, but he did at one time 
give us a long-distance rap over the 
knuckles. “A. H.” was neither a 
“dry” nor a fundamentalist. He 
considered the Volstead Act a curse 
to the country and thought funda- 
mentalism was about as bad, which 
accounts for a letter he wrote to us 
when we referred to a portrait of 
him as showing a striking resem- 


stor vd 


WHY THINK? 


blance to William Jennings Bryan. 
Ouch! 


<-- 
Andrew Geyer, Inc., Absorb 
Waldens Red Book 
UR old friends, Andrew Geyer, 
Inc.. have bought Walden’s 
Red Book with which Walden’s 
Stationer was incorporated some 
years The Red Book and 
Geyer’s list will be merged, giving 
the Geyer Company very complete 
an appropriate 


ago. 


list service. It is 
transaction. 

We regret to see our friends the 
Waldens withdraw from the sta- 
tionery field. Their interest in the 
printing and paper fields has grown 
to proportions which make it desir- 
able to specialize upon them. Our 
acquaintance with the Waldens 
reaches back to a time when C. W. 
Sr. had the burden: of -the entire 
business on his shoulders. About 
thirty years ago we had a little talk 
with C. W. about getting together 
on a proposition. For some reason 
or other we did not put it through. 
It is probably just as well that we 
did not, for there were the four 
Walden boys coming up, not only 
to share the load, but to take on 
greater loads and make things hum. 
We could hardly have kept the pace. 
We always enjoyed our friendly 
relations with the Waldens and 
hope they live to be a hundred all 
around. 


Anyone visiting the plant of the National Cash Register Company m the 
day of its late president, John H. Patterson, was impressed with the frequency of 


the sign, “THINK!” posted here and there in the buildings. 


Himself a thinker, Mr. Patterson understood the value of inducing his men 
to think. He knew that when men think about their job they become more valua- 


ble to themselves and to their organization. 
We are making it so easy for men to get along without thinking that in 


another generation it may become necessary to attach an explanatory note to 


Rodin's famous fiqure, “The Thinker.” 


stand just what a thinker docs and why he should do it. 
Current literature has ceased to leave anything to the imagination. Writers, 


in order that the general public may under- 


barring certain outstanding figures, have become so fearsome that their readers 
would not understand their meaning, that they omit no detail, no matter how 
sordid or disgusting. 

The motion picture brings everything to its ultimate conclusion and explains 
even the oaths that might well be left to lip-readers to study out if they care for 
that sort of thing. 

All mechanical devices are being perfected to the fool-proof stage. 
sation is standardized and even idiosyncrasies become a matter of groups rather 
than of individuals 

What of it? I am not a pessimist, but I see in the ease with which we can 
yet along without serious thought, a temptation to take the easy way. That means 
that our oncoming generations of business men and women must be stimulated 
to think if we would not come to a standstill, or slow down until progress ceases.— 
Talks.) 


(All 


Conver- 


Frank Farrington’s Bustness 


rights reserved) 
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N. C. R. OFFICIAL OPTIMISTIC OVER 


INETEEN Twenty-nine will 

be an outstanding year as far 
as industry is concerned, in the 
opinion of J. H. Barringer, vice- 
president and general manager of 
the National Cash Register Com- 
pany, of Dayton, Ohio. The world 
is in the midst of a new age—the 
Machinery Age—he says, and busi- 
ness everywhere is thinking in 
terms of work done by machinery 
instead of by hand. Business is 
seeking new ways to save time, 
money and labor, and this will re- 
sult in improved products, increased 
production and greater sales, Mr. 
Jarringer believes. 

“T see no reason why 1929 shall 
not be an outstanding year for busi- 
ness. Reports from Washington 
show that national bank resources 
are mounting higher and higher, 
steel, motor and agriculture pro- 
duction is exceeding all expecta- 
tions, and trade generally is brisk 
and on the upward trend. The re- 
cent drastic readjustment on the 
stock market has not disturbed con- 
ditions generally, and business is 
going ahead as usual,” says this 
dynamic industrial leader. 

“Citizens in general are thinking 
in terms of national as well as in- 
ternational prosperity, and this is a 
hopeful sign from the standpoint of 
business. The radio, aeroplane and 
industry, with its representatives in 
all parts of the earth, are literally 
making all the world a_ neighbor- 
hood, and that, too, is a hopeful 


sign for future world peace and 
prosperity. 
“Business of the National Cash 


Register Company has always been 
considered a barometer of trade con- 
ditions. As business fares, so fares 
the sale of our products. Summing 
up records of the past few months 
in our business I note that our or- 
ganization in Australasia in Novem- 
ber produced its banner sales month. 
Canada of recent months has forged 
ahead, and our Dominion represen- 
tatives report conditions better than 
ever before. For the past six 
months our business in the coun- 
tries of South America has shown 


great gains, and a recent report 
from our overseas sales division 
makes us feel confident of even 


greater records from Latin Ameri- 
can countries during 1929. Europe, 
and especially Germany, has been 
producing remarkable business for 
our company for the past year. Our 


FUTURE 


Interprets Conditions Through 
N. C. R.’s Relation to General 
Business and Makes Encour- 

aging Predictions. — By 
John F. Toedtman 








o 


BARRINGER. 


European factory with its more than 
1,000 employees, and our entire 
sales force on the Continent are 
enthusiastic over past results and 
the outlook for future business. In 
Japan, among other nations, we 
have witnessed greatly increased 
business, a number of department 
stores in the Flowery Kingdom 
having made large installations of 
our products during the past year. 
Our American business during 1928 
has achieved some remarkable pro- 
portions, with sales exceeding 1927 
and the year just ahead presaging 
great expansion.” 

The National Cash Register Com- 
pany plans its manufacturing and 


sales program at least one year 
ahead. Its future demands pro- 


gram goes farther into the future, 
and looks as far ahead as 25 years. 
The concern has always been noted 
for its forward-looking and pro- 
gressive policies of operation, and 
no little credit for its successful 
management is due to its energetic 
vice-president and general manager, 
Mr. Barringer. 

This industrial leader is first, last 
and always an apostle of optimism, 
action and achievement. He is con- 
vinced that we are entering an age 
when business everywhere is alert 
in seeking to do its work quicker, 
easier and more accurately. “Ma- 
chinery in business soon will make 
pen and ink methods as obsolete as 


the automobile has made the horse 
and buggy,” he declares. 
The only way to accomplish abso- 
lute,aceuracy in business is by elimi- 
athe human element as much 
as possible. This fact has been 
shown by the widespread use of 
office and business machinery such 
as the NationaleCash Register Com- 
pany produces. This trend in busi- 
ness has brought about one of the 
most interesting and = significant 
changes in the operation of that in- 


dustry. The name of the industry 
naturally o Mp a picture of a 
retail c a National Cash 






Register . Ber many years 
that was main product of the 
industry. But of late years the Na- 


tional Cash Register Company has 
developed a number of machines 
which have nothing to do with cash. 
Its line of products now include, in 
addition to equipment for retail 
stores, systems for banks, mercan- 
tile and accounting offices, hotels, 
motor coaches, interurban cars and 
railway stations. 

Just recently announcement was 
made of the purchase by the Na- 
tional Cash Register Company of 
the Ellis Adding-Typewriter Com- 
pany, of Newark, N. J. This addi- 
tion to the line of National Cash 
Register products will add and sup- 
plement the present products and 
enable the Dayton industry to offer 
to business one of the most efficient 
and complete lines of office appli- 
ances known. The Ellis product is 
an adding machine that does type- 


w , and with National 
Cash i equipment offers -a 
complete accounting system for mer- 
¢antile establishments. 


When asked his opinion as to the 
advantages or disadvantages of 
mass production, Mr. Barringer 
cited how the National Cash Regis- 
ter Company had recently spent 
thousands of dollars for improved 
machinery to expedite mass produc- 
tion and to eliminate out-of-date 
hand methods. “In several of our 
manufacturing departments,’ he 
says, “notably our enameling, plat- 
ing and heat treating divisions, in 
the past few months we have re- 
built plants completely. In each 
instance we found machinery suc- 
ceeding where the human element 
once held sway. And the result has 
been quicker and better production 
and the elimination of much strenu- 
ous human effort. We are still see- 











oe - —- 





16 OFFICE APPLIANCES For February, 1929 


Page 


a 





ing the wisdom of that axiom of 
our founder, the late John Henry 
Patterson, who years ago declared 
that ‘improved methods make men 
dear, their product cheap.’ 

“Since the beginning of industry 
the inventive genius of the world 


has been searching for new and bet 
ter ways of doing things. The new 
things become old over night, and it 
has been this succession of machin 
has caused in 
production, a 
and 


ery methods which 
creased and better 
lessening of human drudgery 

an ultimately greater prosperity. 

“I firmly believe that the business 
of the world will continue to find 
new and better ways of doing 
things. There will always be a de 
mand for the person with brains to 
develop new, better, quicker and 
less expensive ways of doing things. 
The successful business man of to- 
day is thinking in terms of work 
done by machinery instead of by 
hand. He is constantly seeking 
new ways to save time, money and 
labor, and that means that mass 
production is here to stay and will 
continue, because it has proven a 
potent factor in the development of 
our industrial life,” Mr. Barringer 
believes. 

When asked whether he believed 
the development of mass production 
may lead to the universal adoption 
of the five-day week by industry, 
Mr. Barringer said he thought the 
five-day week was coming for 
America, and it may be adopted gen 


erally within the next five or ten 
years. “Mass production,’ says 
Mr. Barringer, “will mean filling 


the demand quicker, higher wages 


and more leisure. Higher wages 
and more leisure mean that people 
will continue to have more and 


more time for recreation and pleas 
ure That means that those not 
needed in one industry through the 
development of additional labor 
manufacturing methods will 
be available to other and new in 
dustries. As time goes on new in- 
dustries will spring up for the pro- 
duction of what today is consid 
ered luxuries but what will become 


saving 


~ 


tomorrow's necessities. 
“This is nothing new. 
automobile superseded 
and buggy everyone was 
as to what the carriage makers and 
livery stable workers would find to 
do. Then more and more workers 
were needed in the automotive in 
dustries, and the hue and cry soon 
subsided What held then 
holds good today, and more work- 
ers are being employed today and 
industries 


When the 
the horse 
alarmed 


good 


will be employed in the 


which inventive genius is planning 
and 


for the future. The radio 

modern business machinery, as 
example, are to 
that 
which has been displaced by 


sands were once 


methods and newer modes of busi- 
shall 
continue, what with massed produc- 
further developments in 
the world of science and invention.” 

Mr. Barringer, confirmed opti 


and home life. So it 


ness 


tion and 


mist that he is, cannot but paint 


lay employing thou- 
in industry 
newer 
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AN EMPLOYEE'S CREED 


By John’s Son of Tennessee 





If | were asked by my boss 
to do something, I would do it 

If I knew the boss wanted 
something done and it was 
within my reasonable power, 
I would do it. 

If I could see something to 
be done that the boss had never 
thought of or knew nothing 
about and yet I felt it would 
please the boss, I would do it 

If I were an employee | 
would make it my business to 
think of things the boss would 
likely think of if he were in 
my position. 

If I occupied ever so mean 
a position, I would make it 
my duty, just as if | were its 
boss, to think in terms of pro- 
motion of that business 

If I were employed in a 
business, I would not be too 
afraid | should not get credit 
for all the valuable ideas | 
gave it. 

If I were working for a firm 
I would be so full of ideas to 
promote its welfare, that they 
would just bubble over, and | 
could afford to have fellow em- 
ployees or superiors steal credit 
for a few, as | should still have 
all the credit coming to me 
that | needed 

If I were engaged with a 
business concern, I would try 
to make my boss so big he 
would outgrow his boss-ship 
so I could get it 

If I were hired, I would try 
to be so capable an employee, 
they would soon be calling me 
“Boss.” 

And if and when I| became 
boss, I would not forget I was 
still an employee! 











glowing picture of the future of 
business and industry. ‘Those who 
bewail mass production and compe- 
tition as menaces are taking an en- 
tirely wrong look at things,” he 
says. “Competition is the life of 
any endeavor, be it trade or any- 
thing else, or just the art of living. 
This is the best age in the world’s 
history. Industry and_ business 
have added much to the sum total 
of the world’s happiness and pros- 
perity, and what is more, they will 
continue and enlarge in their great 
contributions. As long as industry 
gives the world newer, better, easier 
and less expensive products, it is 
doing a vital work for the good of 
humanity.” 

Mr. Barringer has a few words 
of advice to the individual in indus- 
try as the world enters the new 
year. “It is up to the individual to 
know that progress and success are 
tied up with being prepared,” he 
points out. “Discontent is the first 
step toward better things,” he ad- 
vises. “Success is not the matter of 
desire, but the product of hard 
work,” he warns. He paints an 
encouraging picture for the youth 
of the land when he states, “Indus- 
trial life, for everybody associated 
with it, is better in every way today 
than it was ten years ago. This is 
because men have worked hard in 
the past, used their brains, and not 
tried to avoid doing the job that 
We are do- 


was up to them to do. 
industrial 


ing more work in our 
plants than we used to, in less 
time. Brain, again, you see! New 


types of machines, clearer thinking 
along all lines. More money for 
brain work. These are some of the 
things that come to my mind in any 
consideration of the present as com- 
pared with the past, and the present 
as we contemplate the future.” 

Of such is the thinking of J. H. 
Barringer as industry and business 
looks into the opening door of the 
year 1929 and contemplates its vast 
and awe-inspiring opportunities. 

Mr. Barringer is a striking type 
of the young American business 
leader. His rise to success was one 
of the most rapid in the annals of 
business history, as he advanced 
from the humble position of file 
clerk to the post of vice-president 
and general manager of the big 
Ohio industry in ten years. He is 
a man of astonishing virility and 
has what an editorial writer once 
termed a “TNT personality.” With 
a faculty for doing unusual things, 
he has come to be one of the most 
widely-known of American business 
executives. 
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THE COMMERCIAL VALUE OF BEAUTY 


GLINESS is on the way out 
And the day is rapidly ap- 


proaching when ugliness will be en- 
dured no more — for it 1s almost 
always inefficiency. 

Today beauty is the most salable 
commodity in the world. 

The greatest of all industries is 
not steel, or automobiles, or radio 
equipment—but the creation of 
beauty. 

It is no longer sufficient that a 
thing be merely useful. It will not 
adequately serve its purpose unless 
it is also as attractive as the most 
favorable conditions can make it. 
So potent is this persistent hunger 
for beauty that the buyers of the 
world will no longer tolerate ugli- 
ness, even in lamp-posts, kitchen 
kits, fountain pens, or factory build- 
ings. The coffee pot that is clumsy 
can no longer compete against one 
that is rightly proportioned and has 
a stout beauty of its own. 

Make a buttonhook or a building 
conspicuously beautiful, and, by so 
much, you will command the world’s 
attention and respect. 

We are in the midst of a new 
renaissance, a_re-birth of the 
native senses that 

misdirected or 


aesthetic senses 
have only been 
starved or dormant. 

The Pope in his medieval Vati- 
can, and the Medici in their Floren- 
tine palaces, had their Michelange- 
los, Raphaels and Cellinis in gen- 
for they had _ the 
riches and the desire necessary to 
call forth great art And now that 
man of new intelligence, the Ameri- 
can citizen, with unprecedented 
wealth in his ample purse, is com- 
manding the creation of more beau- 
tiful commodities than have ever 
hefore been so freely produced. Ug 
liness America will not have, even 
in inexpensive things \t last it is 
democracy in art—art which all in 
sist on sharing. 

The gaudy jewelry, the garish 
chromos, the stamped furniture, the 
turreted vesterday, are 
gone forever. taste is here 
abundant—and we are finding it 
good to the taste 

In every workshop and _ factory 
where the spirit of the time is sensed 
there is an insistent urge toward 
making all things fit the eye. 

“No, that will not do,” said a tool- 
room superintendent to a machine 
designer. “You've got to make a 
piston rod that looks right—a neat, 
trim, skillful affair. Get your bal- 
ance right, old man. We can’t af- 


erous number, 


houses of 
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Being Extracts from an Address 
Delivered at the Annual Dinner 
of the Stutz Motor Car Com- 
pany of America at Indianap- 
olis, Ind., December 19.—By 
Glen Buck. 








BUCK, 
head of The Glen Buck Company, 


GLEN 


Pittsield Tower, Chicago, whose 
constructive contribution to national 
advertising has made him an out- 
standing figure in that field. The 
Dick-Mimeograph, Phoenix hosiery, 
id Stutz motor car are impressive 
examples of his style, which em- 
bloys repetition of a chosen form 
presented with continuity of logical 
argument. The form remains the 
same, with variance of outline in 
beautiful design. The result is iden- 
tification of the product at a glance 
of the reader. An immediate click- 
ing into the mind of the name of 
the thing. 

ford to put crude parts in our 
inechanisms.” 

Even hidden things must be 
gracefully done, for they must bear 
evidence that they are skillfully 
done. 

Beauty has never been the factor 
in trade that it is today. 

\nd here is the reason why beau- 
tv must be of increasing importance 
in commerce so long as man’s intel- 
ligence progresses : 

Sousa’s band goes marching down 
the street, three hundred strong, 
playing that haunting, pulsing, thrill- 
ing march, “The Stars and Stripes 
Forever.” Even the apple-woman 
and the street-sweeper cannot help 
beating out its lilting rhythm. The 
mind dead to music can scarcely re- 


sist it. No foot is still. There is 
something deep within that compels 
them to mark time. 

Rhythm! It is the very basis of 
life itself. It is nature’s insistence 
upon order. Even the solidest mat- 
ter is but a collection of rhythmic 
systems made up of infinitesimal 
electrons and protons, all keeping 
perfect time. Throw them out of 
rhythm and chaos results—disorder, 
ugliness. 

The swing of Sousa’s lively tune 
is sound worked out rhythmically, 
just as lace is thread in rhythm, 
good furniture harmony in wood, 
great pictures design in color and 
mass, poetry patterns in words. 
Beauty, in whatever form it may 
take, is the expression of that innate 
rhythm which is the basis of life 
itself. 

\nd that is the reason why men 
hunger for beauty as they do for 
food, and demand ever greater re- 
finements of it as they progress in 
intelligence. 

A sound foundation 
which to build. 

To make things beautiful is the 
chief job of this fortunate day. 

And here let me say parentheti- 
cally that our universities have al- 
most completely missed this most 
important trend of the times. And 
they are failing to supply the ability 
sadly required for the work. Is it 
not an indictment of our schools 
that they have not sensed this new 
renaissance and are lamentably out 
of tune with the most significant 
development of the day? They are 
not even following, where they 
should lead. The nurturing of the 
aesthetic senses must ever be a high 
purpose of really practical educa- 
tion. Never before have men who 
are possessed of sensitive under- 
standings of those factors which go 
into the creation of beauty been so 
greatly needed. The market value 
of good taste is now inordinately 
high. Yet our schools are still in- 
sisting on sending to business a lot 
of erudite nonsense that is working 
itself out into an expensive mania 
for useless research and futile tabu- 
lation—a mania that for the most 
part is but an unimaginative and 
amateurish attempt to analyze the 
perfectly obvious and make com- 
mon sense appear complicated. Our 
literal-minded school men must 
soon awaken to the consciousness of 
beauty-hunger as a prime force in 
development or their splendid en- 
deavors will never reach maturity 


that on 
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and they will find themselves in 
ludicrous isolation. 

The hard-boiled literalist who has 
scorned beauty as weak and femi- 
nine, and therefore has completely 
missed its commercial significance, 
now finds himself, like the foggy- 
eyed school men, a drag to progress. 
He will have small place in the busi- 
ness of tomorrow. 

It must now be said here that be- 
cause a thing is made by machinery 
is no reason why it may not be beau- 
tiful. In fact many of the com- 
modities we are turning out in quan- 
tity by machinery today must be 
numbered among the most beautiful, 
the most accurately and_ skillfully 
constructed things ever made by 
man. ‘The machine is a new exten- 
sion of man-power, of skill. It has 
amplified the human factor, not nul- 
lified it. It is a greater and finer 
hammer, saw, chisel, lathe—a more 
accurate and efficient tool. It is 
much more than a labor-saving de- 
vice. It is the foundation on which 
(America’s prosperity rests—and on 
it a new democracy is a-building. 
If beauty is the product of skill, the 
machine is most serviceable 
tool 


’ 49 
skil S 


COMPENSATION 


And further 

\ line of radio cabinets recently 
put on public display were elab- 
orately ornamental—but they were 
not beautiful. The designer had 
mistaken mere decoration for real 
elegance. His ability was amateur- 
ish, not skillful—pugnacious, not 
trained. Mere elaboration is almost 
sure to be unpleasant. Beauty is 
always adequate—and no more. But 
we are learning—we are learning 
and the better day is here. 

Strongly must I insist that beauty 
is not a soft, effeminate word. It is 
a hard, honest, straightforward col- 
lection of sounds that the English 
speaker uses to designate those 
things which are truly attractive. It 
is a “he” word, full of vigor, preg- 
nant with practicality. And it ex- 
actly expresses an idea that the suc- 
cessful contender in the commercial 
struggle of tomorrow must learn to 
use effectively. 


There is sure annihilation ahead 
for the manufacturer who goes 


plunging on, oblivious to beauty as 
a prime selling force. His product 
may be chairs or iron girders, tall 
buildings or little knick-knacks, 
automobile tires or bottles for pills, 


FOR 


SALESMEN 


plushes or plows, microphones or 
machinery. If they have not the 
elements of intrinsic beauty, they 
consequently bear weak evidence of 
intelligent and skillful workman- 
ship, and are needlessly handicapped 
in the selling. I recently saw a 
piece of farm machinery so skillful- 
ly designed, so completely adequate, 
that its rugged beauty was apparent 
even to dullest minds. There is in- 
finitely more than mere prettiness 
in real beauty. The American manu- 
facturer who fails to make under- 
standing use of this native power 
will find his products out of the 
competition in the markets of to- 
morrow. 

It must be evident to the thought- 
ful person that this problem of 
beauty has in it nothing of fad or 
fashion. It is a world-old craving, 
as natural as thirst, as tenacious as 
sex. The earliest man reached out 
greedily for the kind of beauty his 
intellect could comprehend. And 
the last man will find it a deep and 
tantalizing hunger for an ideal that 
he can never quite satisfy. 

“Beauty is truth, truth beauty— 
that is all ye know on earth, and all 
ve need to know.” 


IN 


THE RETAIL STORE 


S A PART of a complete in- 
dustrial survey made in Provi- 
dence, R. LL, the average 
wages paid clerks in stores was 
ascertained It was discovered 
this pay was lower than in many 
other cities. It was also discov- 
ered that the average sales per 
clerk were less. The cost per dollar 
per sale when all costs are consid- 
ered appears to be somewhat higher 
on the average in Providence than 
it is in cities where higher wages 
are paid 
When Henry Ford first put into 
effect his five dollar a day minimum 
wage plan there is not a vestige of 
doubt that his producing costs took 
a decided drop. That increase in 
pay together with the publicity at- 
tached to it attracted to his plant 
the very best grade of labor. The 
rate of labor turnover was materi- 
ally reduced and the output per man 
increased 
The manager of a public 
utility company has made it a rule 
to keep no salespeople who do not 
earn at least fifty dollars a week 
under his plan of selling. He 


on 
Saie€s 


By E. J. Bullard 


rarely discharges an employe. His 
selling costs are extremely low and 
his volume of high that 
other public utility companies are 
rather inclined to doubt the figures 
of sales volume. 


sales SO 


A Retail Stationer’s Plan 

The owner of a wholesale and 
retail statonery business decided to 
discontinue paying straight salaries 
or a combination of salaries and 
commissions and to share the profits 
with his salespeople. He continued 
to pay them a drawing account 
equal to their past earnings, but this 
was charged up against their sales. 
They were paid and still are paid a 
percentage of the gross profit on 
everything they sell. Under this 
plan the earnings of some of his 
salesmen have been surprisingly 
high. In some cases they have been 
two or more times that of a good 
producer in this field. The selling 
costs of this concern are as far as 
can be learned than those of 


less 


any other concern in the same busi- 
ness in the United States. 


The Advantage of Higher Com- 
pensation 

There are a number of 
why it is real economy to pay sales- 
men somewhat more than the cur- 
rent wage. The most obvious one 
is that doing so attracts the more 
competent. It insures a waiting list 
of applicants. 

These higher class salespersons 
make a much better impression up- 
on the customers. They are more 
skilled in selling and make it easier 
to meet competition. If they can 
earn more in a given store than 
they can anywhere else they remain 
there. 


reasons 


One of the reasons why house to 
house selling has become so com- 
mon and has proved something of 
# menace to some retail stores is 
that a reasonably good salesperson 
can make more money in house to 
house selling than by working in a 
store. Consequently the house to 
house selling concerns are able to 
get a much higher grade of sales- 





Gr 


= 





Page 


19 OFFICE APPLIANCES For February, 1929 





person than is to be found in the 
average store. 


The Relation of Salary to Profit 


After all it is not so much how 
many dollars are paid a salesperson 
that counts so much as how large a 
volume of goods that salesperson 
sells. Provided the remuneration is 
based on a percentage of the net 
profit on the goods sold or even on 
the gross profit, there is no danger 
in paying what appear to be wages 
that are altogether too high for the 
class of work done. If the books 
show that person is earning all he 
or she gets the amount is imma- 
terial. 

If the wages or commissions paid 
the salespeople are not based on 
gross or net profits, then, of course, 
there is always a question whether 
anyone is earning all he or she is 
paid. One of the most satisfactory 
systems in practice is as follows: 

The entire stock of goods in the 
store is divided up into departments 
or classifications. All goods having 
about the same profit margin go into 
a class by themselves. Another 
group of goods having the same or 
nearly the same profit margin, but 
a different percentage than the first 
class, are in another department or 
class. The process is continued 
until the entire stock is grouped 
into classes of different profit mar- 
gins. In case a store handles only 
goods that show one percentage of 
margin, then, of course, it is not 
necessary to do any classifying. 

The next step is to ascertain what 
percentage of the selling price 1s 
now being paid salespeople. Sup- 
pose, for example, this is ten per 
cent. Suppose also that there are 
three classes of goods, that on one 
class there is a 25 per cent margin, 
on another 35 per cent and on the 
third 50 per cent of the selling 
price. At the present time whether 
straight salaries or commissions are 
being paid, the wages are virtually 
ten per cent of the selling price. If 
one clerk succeeds in selling a large 
volume of the goods showing but 
25 per cent margin, that person gets 
more money if paid commission and 
is likely to get a raise in pay if be- 
ing paid wages. Yet the remaining 
15 per cent margin is not likely to 
cover the rest of the overhead. 
High wages under such a system 
are likely to result in a loss. 

Figuring Margins 

The average margin found by 
averaging the 25, 35 and 50 per 
cents works out as 33% per cent. 
Ten cents on a dollar has been paid 
for selling goods. Thirty-three and 


a third cents on the dollar is the 
average margin. Ten is nearly a 
third of thirty-three and a third and 
according this may be taken as a 
fair share of the gross profit to pay 
the salespeople. The goods show- 
ing the smallest margin of profit are 
naturally those which sell the easiest 
and move fastest. For that reason 
only eight cents on a dollar of sales 
needs to be paid for selling them. 


On those goods selling at a 35 
per cent margin 11 cents on a dol- 
lar of sales will be paid and on 
those showing 50 per cent it is safe 
to pay 16 cents. The new set of 
commissions becomes then 8, 11 and 
16 per cent. 


Basis of Pay 


Now it makes no difference in 
the long run as far as the store is 
concerned whether wages are paid 
based on these commissions or the 
salespeople are paid a drawing ac- 
count drawn against the commis- 
sions. As long as the rates are kept 
to the figures arrived at it is desir- 
able to have the salespeople earn all 
they possibly can. If a person in- 
creases his sales volume then his 
wages can be increased accordingly. 

There is another advantage in 
using this system. Where the wages 





Life's Only Certainty 





The only certain thing about 
life is its uncertainty. There is 
no scheme, no system to play. 
You take out of it what you 
put into it—no more, no less. 
Hard work, straight thinking, 
absolute honesty—that’s about 
all there is to it. So much for 
so much—50-50. 

“Even a good stationery 
man can't get anywhere by 
remaining stationary. He has 
to keep on the move.”’ 

“Short answers seldom 
bring long orders.”’ 

‘‘A good sales talk consists of 
a lot of ideas and a few words.” 

“The first law of business: 
grow or get out.” 

‘““A man who cannot take 
orders has no right to give 
them.” 

“If your job is worth any of 
your time, it is worth all of it.” 

“If. you want to sell, find 
out why others bought.” 

“Cheer up—the less you 
have, the more there is to get." 
—From ‘The Franklin Key, published by 


The Franklin Printing & Engraving Co., 
Toledo . 











are based on volume alone or a 
commission is paid on the selling 
price, the same commission apply- 
ing to all goods, it is only natural 
that the salespeople give the major 
part of their attention to those 
goods it is easiest to sell. The 
slower moving goods are neglected. 

Under the new system more 
effort will be made to sell the slower 
moving goods because a higher rate 
ef commission is thus earned. In 
other words the effort is suited to 
the task of the sale in hand. The 
net result is that the net profits on 
all goods tend to increase. 

If wages are paid and no bonus 
then it is wise to readjust wages 
every three or six months, increas- 
ing or decreasing them as the sales 
record indicates. Of course, this 
necessitates keeping a record of 
sales of each salesperson, this rec- 
ord showing the volume of sales in 
each class. This record, however, 
is important under any condition if 
one is to be certain that every per- 
son in the store earns all he or she 
is being paid. 


Setting Minimum Rates 


After such a system as this has 
been in operation for some time it 
becomes feasible to set minimum 
earnings for everyone. These earn- 
ings will naturally be higher than 
the average wage in the community. 
Some of the employes will be mak- 
ing a good deal of money. 

One of the advantages of per« 
mitting large earnings to the em- 
ployes is that some who are very 
capable and might otherwise be 
tempted to start in business for 
themselves have an opportunity to 
earn so much that it does not seem 
wise for them to start in business. 
In fact, some of the most capable 
may often be taken into partnership 
or if the store is a corporation they 
may be offered stock. The final 
result is that a very strong organi- 
zation is built up, though the first 
purpose was to make certain that 
everyone earns all he is paid and 
that he is paid all he earns. 

As can be seen from the way the 
new system has been figured out in 
the example it is quite feasible right 
at the start to reduce to a certain 
degree the selling cost and at the 
same time have everyone earn as 
much or more than has been earned 
in the past. As time goes on, even 
though there is no reduction in the 
percentage of the gross profit paid, 
the reduction in supervision re- 
quired and saving on some other 
expenses brings about a material 
increase in the actual net profit of 
the business. 
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THE ART OF SELLING TYPEWRITERS 


N RESPONSE to a requisition 
additional type 
requests were 


made tor an 

writing machine, 
sent to five companies manutactur- 
ing such machines, asking to have 
representatives call and explain the 
merits of their respective type 
writers 

\n interest in the art of selling 
conducting an 
which 


was the reaso tor 
experiment in 


each salesman’s talk, unknown to 
him. was recorded verbatim in 
shorthat 

The results of this experiment 
have bet both unusual and inter 
esting and have confirmed the 
writer's opinion to the effect that 
erage salesmen are taking the 

¢ way round in making sales 
they are practically putting obsta- 
les in their own way when they 


ittempt to sell their product 


\n analysis of these five men and 
their sales presentations disclosed 
several interesting facts. The age 
of these men varied from 30 to 5 
vears, with a corresponding period 
of from 2 to 25 years in the em- 


ploy of typewriter companies. 


~ 


[he youngest men _ invariably 
spent 95 per cent of their time and 
energy in presenting the product 
the machine itself—stressing par- 
ticularly all of the mechanical fea 
tures and devices that were incor 
porated in their outfit; and devoted 
5 per cent of their time and effort 


in presenting the ideas which de- 


rived and emanated from _ the 
product 

It was just the reverse with the 
older salesmen, the ones that had, so 
to speak, typewriter background. 

These older salesmen usually 
spent 90 per cent to 95 per cent of 
their time and energy in discuss 


telling about the “ideas” 
relating to their typewriting ma- 
and from 5 to 10 per cent 
the actual product 


ing and 


chines: 
talking about 
itself 

In other words, if we attempted 
this graphically, it would 
this ordet 


to show 


be on 


New 


. ‘ 
'.») Vears 


Salesmen 


experience } 


experienced Salesmen 


(10 to 25 years’ experience ) 


An Interesting Investigation 


Perhaps our old friend, the late 
Vr. Solomon, was right and “there 
is nothing new under the sun.” Or 
was it Patrick Henry who said that? 
Anyhow, there are always new gen- 
crations and some individuals of 
succeeding generations become type- 
writer salesmen, thus showing 
good judgment in the outset. For 
the more recent additions to the 
great army then, it is always worth 
while to get out of some of the old 
plans an idea, Any 


f 
have the initiative to work out nex 


how, SOvine 


may 


’ 


pplications of old plans. 


would be 
from a 
salesman 


\n actual illustration 
on this order: Quoting 
sales talk, the new young 
says: 

“My machine is the lowest ma- 
chine on the market and it has the 
sharpest type.” 

Which is an example of stress- 
ing the product. 

The old, experienced 
instead of the 
emphasizes the idea and he 
(quoting again) : 

“You see, it has simplicity of con- 
struction and that means an awful 
lot. When a person buys a Blank 
typewriter he takes no_ chances. 
This machine is not sold on talking 
points—it is sold on its merits.” 

In these two instances just quoted 
one can realize in a moment the dif 
ference in approach. 

The young man, full of enthusi- 
asm, begins talking selling points on 
the product; the older man, in his 
wisdom and experience, discards 
these and merely states ideas that 
are designed to influence the pros- 


salesman, 
product, 


stressing 


Says 


pect. 

Most business are not 
“typewriter-conscious.” They have 
neither the time, the energy or the 
patience to go into detail and study 
a machine that, while it is impor- 
tant, makes but little appeal to his 
own self-interest, particularly since 
prices are fairly uniform. 

Hence, any approach like that 
made by the voung salesman would 


men 


Stressing 


PRODUCT | ideas 














| product IDEAS 





have but little weight with a busi- 
man—particularly since he 
would be unable in his own mind to 
visualize and imagine how such 
statements as “lowest in height” 
and “sharpness of type’ would or 
could affect his own self-interest. 
Take the approach of the older 
salesman and you will note how he 
pro- 


less 


has disregarded stressing the 
duct and in turn has focussed atten- 
tion upon the ideas relating to his 
product. He says to the business 
man: “My machine has simplicity 
of construction and that means an 
awtul lot. When a person buys a 
Plank typewriter he takes no 
chances.” Here he speaks a lan- 
guage that is familiar and appeals 
to every business man. Every man 
knows that simplicity of construc- 
tion is most important and that it 
means not so many shutdowns. 
And when he is told that he takes 
no chances when he buys a Blank 
typewriter, that appeals most viv- 
idly. For at heart the average bus- 
iness man is conservative, most con- 
servative. He hates to try anything 
new or to take chances. And the 
fact that this machine is simple in 
construction and a standard article 
are ideas whose meaning is clear 
and distinct to him. And when he 
knows and understands what is be- 
ing said to him the chances are that 
he will be more favorably impressed 
by a sales presentation stressing 
“ideas” rather than one stressing 
parts and fragments of a fabricated 
product with which he is_ hardly 
acquainted. 

It seems that after a while sales- 
men begin to realize, through ex- 
perience, that certain things im- 
press a prospect and cause him to 
buy. \s they become older, they 
lose that intensive urgency and 
gradually develop a method of their 
own which becomes more effective 
as time goes on. Some call it ac- 
quiring “background,” but as a 
matter of fact it is a course of 
training wherein the salesman dis- 
cards what he finds useless and 
translates what is left in such 
fashion that he begins to under- 
stand his prospect, and approaches 
him on his (the prospect’s) own 
level of understanding. In this way 
the message is clearly understood 
and the ideas the salesman now 
establishes are more readily related 
by the prospect to his own self- 
interest and as a result render it 
easier for the prospect to arrive at 
a decision. 

This process of self-training and 
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education is difficult, requires time 
and a high degree of intelligence 
Those salesmen who do not have 
the ability to do this drop out of 
the running and new salesmen take 
their place. 

This problem is common to all 
manufacturers who require sales- 
men and has brought into being 
sales courses, training courses, sales 
manuals and many other devices of 
merit. 

Unfortunately, the salesman him- 
self is the stumbling-block. Any 
method or procedure whose effec- 
tiveness is dependent upon mental 
gymnastics is efficient only to the 
degree with which the salesman can 
study and absorb, and then recreate 
what he has remembered. 

There is a way, however, in 
which this inherent defect may be 
overcome. The method is through 
the midum of Visualization. 

It is possible to take any idea or 
selling point now used and express 
it in a graphic manner. It takes a 
rare degree of intelligence and skill 
to do it, but it can be done. 

By presenting these selling ideas 
in graphic form to the prospect you 
reverse the usual order of things 
and the prospect will buy through 
his eye rather than the salesman’s 
tongue. 

The reason this method has not 


been used is mainly on account 
of the difficulty in transforming 


intangible ideas into graphic tangi- 
bles. 

However, we will 
from each of the verbatim sales 
talks, first stating them.as_ related 
by the salesman and then showing 
them in graphic manner, and leave 
it to the reader to judge of their 
effectiveness. 

The experienced salesman states 
the “ideas of merit” for his ma- 
chine in this way: 

“Take any number of large con- 
cerns (here the salesman mentioned 
six or seven large, well-known na- 
tional concerns), they all use the 
Blank. Invariably, my best custom- 
ers replace their old machines with 
new Blank machines. At the 
Company I just received an order 
for eighty machines.” 

This is effective as far as it goes 

but compare it with a_ graphic 
presentation such as this: 

Exhibit A 

This exhibit if shown to a pros- 
pect is ever so much more effective 
than the bald statement previously 
made. The salesman can point out 
how the XYZ Book Company in 
1900 used only the No. 1 typewrit- 
ing machine. He can show that at 
other times they have been using 


take extracts 


Makes No. 2, 3 and 4, which have 
all ultimately been replaced by his 
Make No. 5 machine, which is used 
exclusively at present. Here is an 
exhibit that is evident and plain to 
any business man. The correctness 
is vouched for by the letter written 
thereon. 

It takes a prospect only thirty 
seconds to grasp and understand 
what it takes the salesman fully 
three times as iong to state by word 
of mouth. 


new machine. 
ference ? 
The above facts are correct. 
R. ROE, 
Notary Public. 
*~ om * 
New York City 
April 10, 1928 
Blank Typewriter Company. 
Gentlemen : 
One of these letters is typed by a 
machine I purchased from you in 
April, 1918. Its number is 


Can you tell the dif- 


Exhibit A | 
Statement from the XYZ Book Company 
Typewriters in Operation 


Make Make Make 
Year | 2 3 
| 110 0 0 
1905.... 100 0 0 
1910.... 90 5 0 
yy } 80 5 5 
1920... . 50 0 5 
3. ie 20 0 O 
it: . oa O O 0 
The XYZ Book Company has 


found that Blank typewriters meet 
their requirements better than any 
other make as a result of 28 years 
of test. 
(Signed ) 
X Y Z Book Company. 
R. Roe, President. 
Here is a question asked of an- 
other salesman: 
Question: Will the 
as long as the 


last 
or any other 


make ? 
Answer: That we cannot posi- 
tively state. You see, the ....... 


has been out for only the past three 
years. This I can say—the work- 
manship and material used in the 
we Gee is better than that used in 
any other machine manufactured 
and we think it should last a much 
longer time than the others. We 
have had the ....... only three 
years. We don’t positively know 
how long it will stand up. I could 
say ten years—I don’t see why it 
shouldn’t last ten years—but we 
haven't had it long enough to know. 

Compare that statement with an 
exhibit as shown below: 

Exhibit B 

How Long Does a ....... 

Service ? 
Which is Which? 
New York City 
April 10, 1928 
Blank Typewriter Company. 
Gentlemen : 

One of these letters is typed by a 
machine I purchased from you in 
April, 1918. Its number is 
and it has been in constant daily use. 
The other letter is written by a 


Our 
Typewriter 

Make Make Total 
4 5 
0 0 110 
0 15 115 
0 30 125 
0 50 140 
5 100 160 
5 180 205 
0 230 230 


and it has been in constant daily use. 
The other letter is written by a 
new machine. Can you tell the dif- 
ference? 

The above facts are correct. 

R. ROE, 
Notary Public. 

Note how the salesman hedges 
and how evasive he is, how cautious 
and careful. He is afraid to com- 
mit himself. His answer creates 
distrust and lack of confidence. 

Now turn to the exhibit which 
practically speaks for itself—it can 
be grasped in a moment—the facts 
are sworn to as true by an official. 

This exhibit can be grasped and 
understood in 10 seconds. 

These two exhibits happen to be 
a simple method of illustrating 
graphically in the one case the idea 
of satisfaction secured by using a 
certain make of typewriter, in the 
other showing graphically a long 
degree of use and service with 
maintenance of type alignment and 
uniform impressions. 

There are innumerable ways in 
which all of these ideas may be ex- 
pressed graphically. For the sake 
of simplicity, these were deemed 
sufficient. . 

There are many reasons why the 
method of selling visually has great 
advantage over any other method. 
Psychologically it is sound, for man 
learns far easier through the eye 
than through the ear. 

The main obstacle in its adoption 
for universal use has been due to 
the difficulty in preparing Visual 
Presentations and also ignorance of 
their real value. 
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THE PRIVATE OFFICE OF THE MODERN EXECUTIVE 


NE day when a number of 
prominent artists had gathered 


at the Villa Medicis in Rome and 
were discussing the relations be- 
tween exterior surroundings and 


creative effort, one of the painters 
was warmly complimented on hav- 
ing recently acquired a charming 
villa on the slopes of the hillside of 
Fiesole. 

The artist, however, shook his 
head. “If I really wanted to work,” 
he said, “I should like to have my 
study not amid scenes of great nat- 
ural charm, but in the austere set- 
ting of some medieval cathedral, in 
an atmosphere impregnated with 
saintly aspirations, but which is not 
exempt from the rich odors of in- 
cense and the manifestations of 
beauty in many forms.” 

Although the idea of a painter's 
studio within the precincts of a 
sacred edifice seemed paradoxical, 
one can easily understand that the 
highly keyed soul of an artist would 
respond to the appeal of such a 
background as the painter had just 
evoked. The speaker’s words mere- 
ly expressed in an unusual form the 
well-known fact that one does the 
best work amid surroundings which 
are congenial, which at one and the 
same time and stimulate 
one’s personality. 

If this remark is true in regard 
to purely artistic and imaginative 
creative effort, does it not apply 
equally well to those persons who 
are expressing themselves in other 
fields? Also to those who, instead 
of exteriorizing their dream on can- 
vas or in the pages of an orchestral 
score, do so by directing important 
enterprises, by executing tasks 
whose success will affect the lives of 
hundreds of human beings — in 
short, by business executives ? 

The man in business, quite as 
much as the man who furnishes his 
home, desires that his office should 


express 


By Roger Nalys—Reprinted from 
Foreign Trade Published 
Monthly in France 


] he 


presentation of his subject. 





eS 


author makes interesting 


Over 
here we are seeing some ventures 
im modernistic decoration and equip- 
impelled, we suspect, by the 


novelty 


ment ; 
urge of rather than as a 
motif of the times. 

Mass production is an economic 
movement directed not from amid 
the din of the riveting machine and 
but 


inner places where 


the shrill scream of the saw, 
from the quiet 
harmony, charm and comfort induce 
concentration, 

Bizarre contrast of color and de- 
sign of modernistic decoration with 
its obtruding angles and intimidat- 
ing proportion suggests to some a 
state of eternal vigilance against ex- 
pected missiles and keeps the nerves 
the piercing 
the rushing locomotive 


in preparation for 
shy tek of 


that may enter at any moment. 


os a 


be attractive, that it should afford 
the maximum amount of comfort, 
that it should be arranged in a prac- 
tical manner which will facilitate his 
work. This involves a number of 
factors which the decorator of the 
past did not have to take into ac- 
count. There are, for instance, the 
questions of lighting and _ steam- 
heating. Then, too, here is the en- 
tirely new conception of interior 
decoration which has come so rap- 
idly to the fore within the past few 
years. 

One might be inclined to say that 





this development took place parallel 


with that of modern business, at 
least in France. It seems logical 
that the man of today requires 


around him a setting different from 
that of his predecessors. Is there 
not something anomalous, for in- 
stance, in the idea of the director of 
an aeroplane factory surrounded by 
objects whose forms were designed 
by artisans of the Eighteenth Cen- 
tury or earlier? One would think 
the directors of a modern banking 
house were mad if they met dressed 
in the wigs and furbelows of a by- 
gone day, yet we find them seated 
at their meetings in chairs pat- 
terned after those which date from 
the same period. 


Proof that business men were 
already subconsciously aware of 
the correlation existing between 


their mental activities and _ their 
office furnishings is apparent in the 
vogue which furniture and decora- 
tion of the Empire period enjoyed 
for so many years. Some of the 
spirit of decision, enterprise and 
ability of the Little Corporal might 
be supposed to linger in the rigid 
lines of the chairs and the desks and 
tables adorned with bronze Vic- 
tories which for a time formed the 
invariable background of the “big 
business man” on and off the stage. 
the rhythm of life is 
has quickened 


Today 
changed again. It 
and become more tense. It was 
Taine who declared that “it is the 
state of mind and the habits of so- 
cial life that are the prime cause and 
final explanation for the creation of 
all forms of art.” It is natural, 
therefore, that we should find the 
atmosphere of a post-war world 
mirrored to some extent in the fur- 
nishings of the modern business 
office. 

What are the chief characteristics 
of this new school of decorative art ? 
We have mentioned already those 

















oe 


Page 23 OFFICE APPLIANCES For February, 


1929 





factors, lighting and heating, which 
now play a more prominent part in 
the problems of the interior deco- 
rator than ever they did in the past. 
To say that he has solved them to 
any definite degree would be to 
deny one of the primary tendencies 
of the age, which is that of inces- 
sant change, the creative evolution 
of Bergen transposed to the field of 
esthetics and speeded up to a rate 
which leaves ihe slow transforma- 
tions of the past far behind. We 
may consider, nevertheless, that, 
subject to discoveries in the field of 
electricity which will revolutionize 
the questions of distribution en- 
tirely, the merits of all forms of in- 
direct lighting have become as firm- 
ly established in the office as they 
have in the home. 

those 
many 


Resolutely putting aside 
jangling chandeliers and 
branched fixtures, direct descend- 
ants of the ancient sockets for 
smoking torches or candelabras for 
flickering candles, ways have been 
devised by which the light may be 
disseminated in such a manner as 
not to hurt the eyes, not to discolor 
the hangings or other textile fabrics 
in the room, and to produce a rest- 
ful radiance while not overlooking 
the fact that in the daytime a light- 
ing fixture should be ornamental or 
at least inconspicuous. 

The misdeeds of central heating 
on furniture, both old and new, is a 
subject which has been widely dis- 
cussed ever since the installation of 
the first modern heating apparatus. 
The furniture collector lamented the 





BELOW: 
STEEL 


CHAIR 
MADE BY 
HERBST 


DIRECTORS’ ROOM IN A PARIS BANK 


MAHOGANY DESK 
DOMINIQUE. 


cracking and warping of objects 
constructed in the days when wood 
fires more or less adequately 
warmed the vast drawing rooms of 
princely mansions or the cosier 
quarters of the middle classes. At the 
same time, the foreigner, dealer or 
private buyer resented the failure 
of furniture from abroad to resist 
variations in temperature twice as 
great as those of the temperate cli- 
mate where it was made. These 
problems of construction have been 
among those which the modern dec- 
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crator has had to overcome, and his 
solutions of them have been varied. 
Some seek to find means of treating 
the wood to make it more resistant, 
others build their furniture so that 
stretching or shrinkage will not 
affect its appearance or utility to 
any considerable extent. Others, 
again, resolutely turning their back 
on the secular material on which hu- 
manity has eaten, lain or sat for so 
many centuries, conceive models 
either wholly or partially of metal. 

In connection with this latter de- 
velopment which formed one of the 
principal features of the last Salon 
des Arts Decoratifs, some of the 
models of which are reproduced in 
the accompanying photographs, one 
is tempted to see in it a spread of 
the increased interest in anything 
that is abruptly angular or resem- 
bles a geometric design. Looking at 
the outlines of the objects which 
certain artists have designed for 
modern interiors, one is reminded 
of a collection of the spare parts of 
an automobile. We live in the reign 
of the machine and it is natural, 
therefore, to find the esthetics of 
the machine invading our drawing 
rooms and offices. 

And, with all due respect to the 
arts and graces of yester-year, there 
may be ascribed to this “machine” 
furniture (which in many instances 
is the work of the most painstaking 
craftsmen and not at all intended for 
mass production or utilization) sim- 
plicity, energy, balance, directness 
and logic which cannot fail to at- 
tract the modern individual. 
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HE 


developed by a 


said to have beer 


known 


slidefilm 


nationally 


sales. consultant is offered as an 
instrument for promoting uniform sell 
ing methods in retail stores This is 


accomplished, say the advocates of the 


idea, by presenting instructions in pK 


tures which make a lasting impression 


By putting general instruction in visible 
the through 


uniform 


form, all get same concept 


which practice is established. 
In short, by the 


done, all are taught to do it in precisely 


showing how thing is 


the same way The pictures convey 
the unfamiliar clearly, quickly and 
correctly. 

The slidefilm is not a movie It 


consists of from 70 to 100 separate pic- 
tures arranged in chronological order 
on a strip of regular moving picture 
film 


especially posed photographs showing 


Pictures are varied, some being 


the salesman just how to handle cus- 


tomers, others being inspirational draw- 


ings, charts or exhibits which bear 
upon the problems of selling 
Each slidefilm covers one distinct 


subject in the job of counter and floor 


selling. Just enough words are used 
to amplify the pictures. By means of 
a small, special projector which con- 
nects up with any electric light socket, 
the pictures of a slidefilm are thrown 
Salesmen ar 


upon a screen or wall 


the audience 

The eye remembers what the ear 
forgets and every idea is born a pic 
ture in the mind. 


As a substitute for verbal instruction 


} 


or a printed sheet, pictures have the 


following advantages: 

(a) Concentration on the subject is 
assured because the room is dark and 
the interesting. 

(b) The 
salesman’s job 


picture in 


slidefilm dramatizes the 


TAKE 
Netz 
says it 


NETZHAMMERS 
AIR.—Conrad 
Milwaukee 
time te 
advantages of 
that she is 


THE 
TO THE 
hammer of 
has taken 
Mra. N on the 
iir travel, but now 


v 


some 
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Pictures to Train 
Salesmen 





‘The best salesmen 
trus to corterd artr 











All clerks are taught to do a 
thing in precisely the 

(d) The clerk 
sees—he may forget what he hears. 


test, 


(c) 


Same way. 


remembers what he 


As an interesting six salesmen 








of similar ability and experience were 
each given a printed instruction sheet 


and told to perform a given job cov- 


ered in the instructions, under the 
same conditions. No two of the six 
did the job in precisely the same way 


because no two of them visualized the 
meaning of the instructions in the same 
way. 

is born a 


If, as claimed, every idea 


‘ 


picture, the imagination, or lack of it, 
of the sales people, can undo the most 


carefully printed instructions or the 
most carefully arranged talk. But the 
slidefilm, it is claimed, furnishes the 


exact illustration of how ihe selling 
job is to be done by means of pic- 
tures especially posed and drawn for 
the This uniform 


performance on the part of every sales- 


purpose. insures 


man on the floor. 

explain the sub- 
the customer, pic- 
definite assistance. 


In attempting to 
ject of service to 
can be of 
is a vague term to the aver- 
age retail salesman. A striking picture 
will reveal at a glance just what serv- 
ice really means in the building up of 
“Objections” on 


tures 


“Service” 


the store’s business. 


the part of the prospective customer 


may not be beaten down by the sales- 
man because he doesn’t realize how to 
go about it. Pictures will put “objec- 
tions” in their true light before his 
eyes with the result that fewer sales 
will be lost. 


Presumably, dealer in the 


trade has his best way of selling goods. 


every 


He feels that if he can make every 
one on his payroll sell just as he 
would have them, his sales problem 


will be largely solved. If the pictures 


thrown on the screen will accomplish 
this result, they will find ready accept- 
ance not only by the dealer but by 


the manufacturer also 


only way is to 
Here they are 
ship of the 
and Ruth, 
Netzham- 
take-off. 


convinced, the 
buy a plane. 
beside a favorite 
air—the twins, Rae 
Conrad A. and Mrs 
mer, ready for the 
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life 
encoun- 

and dislikes 
the dislikes we 


S we go tramping through 
—our business life 


likes 


cherish, 


we 
ter 
rhe likes 


sometimes 


many 
we 
abhor. 


Those of us who have been engaged 
in selling for some time have come to 
learn of them is 
the transposing of a dislike into a like. 


many lessons. One 
But before learning to become expert 
in this we passed through many stages 
We found our- 
times in a period of 


of mental upheaval 
selves many 
menial depression because of dislikes, 
and gradually a slowing down in our 
to 


finally, in a desire to give up the job 


sales energy came along result, 


entirely. 


To the 
this period 
danger point, one which he feels calls 


beginner in sales activities 


can be either a _ serious 


for sympathy, or one of temporary dis- 


couragement. And so here is just 
where the old timer can come along 
and offer encouragement 

This old timer will likely say, 
“Young man, you are going through 
one of the experiences every one of 
us has gone through many times 
This is your first real attack. Stick to 
it, my boy, keep on working with a 
firm determination that you will 
succeed.” 

When you become a master of this 


trick of handling yourself you will be 


stronger than ever, and when mental 


depression stares you in the face you 


will say to yourself, “This cannot hold 


me down for I have licked such an 
attitude before and can do it again.” 
As you think so you act, and each 


attack gets easier to master and finally 
litile to 
similar attacks only 


you have fear, considering 


a shadow of those 


gone before. In the case of the young 


How Is Your State 
of Mind? 


By L. E. Spiece, Royal Typewriter 
Dealer in Bucyrus, Ohio. Reprinted 
from the October 1928 Issue 
of The Royal Standard 


—AN S*AY 
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salesman these are more apt to be a 
state of mind rather than the need for 
which some believe 


relaxation 
Any normal man can 


mental 
is necessary. 
overcome such a condition when he is 
sure of its causes and thus be able to 
avert the slump that 
man develops into a thirty-day clock 
who has to be wound up with a new 


comes when a 


position each month of the year. 
And A few 


concrete facts may enlighten someone 


now for a few causes. 
on the causes of mental depression. 

1. Failure to close certain deals after 
much effort has been spent. 


2. Spending too much time on old 
prospects instead of canvassing for 
new business and new prospects. 

3. Yielding to the temptation to 
“visit” with a prospect longer than 
necessary. 

4. Failure to get an early start in 


the day. 
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KINDERGARTEN PUPILS }e eee" 
LEARN A B C’S BY TYPE 
WRITER.—On page 119 of the 
January issue of Office Appli- 


inces mention was made of the 
introduction of typewriters as 
an experiment in the lower 





5. Spending too much time in the 
office on details someone else can do 
for you. 

6. Taking too much for granted in 
making demonstrations, thereby going 
over important and valuable selling 
points too rapidly to get and hold the 
prospect’s interest. 

7. Failure to sense the time to close 
the deal as the demonstration goes on. 
(Watch this point closely by the 
response you get and strike while the 
iron is hot.) 

8. Leaving examinations out too 
long without following up with proper 
sales force. 

9. Failure to get sufficient number 
of machines on examination to keep 
you busy. 

10. Lack of faith in the article you 
sell and in yourself. 

11. Taking too seriously the some- 
times boastful stories your competitor 
makes. 


12. And above all watch closely that 
you are not induced to neglect your 
job to follow some fancy your friends 
and acquaintances may try to force on 
you. In other words, be your own 
boss. 

While these periods of mental de- 
attack primarily beginners, 
sometimes with disastrous results, 
none of us are entirely free from the 


pression 


malady. 

The real thing to do is to recognize 
conditions as they exist and then apply 
the remedy that experience has taught 
us will effect a cure. Kill the giant of 
Discouragement, then go out and put 
it over. Use your talents rather than 
bury them. It is up to each individual 
salesman to do his part nobly and well, 
and the future will then take care of 
itself. 


grades of the Horace Mann 
school in New York City. This 
picture shows the children of 
the first grade class receiving 
instructions in typing.—Photo 
by International Newsreel. 
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FINDING YOUR CUSTOMERS’ NEEDS 


By Roy George 


FTER five years of aggressive salesmanship in the 
held of office equipment, H. M. Clark has taken 
larger quarters and become an important factor in 
development of the city of Phoenix, Ariz. 
he took an active part in the promotion of the 
Building, one of the finest office buildings in the 
and his sales efforts have been successful in selling 
most of the equipment for the completed building. 

“My own advertising is the best example of my meth- 
Clark. “I budget my publicity and keep 
close check on the returns 

‘I had to do it in the early days, and I have learned to 
costs down to a definite proportion of my 
Anyone who is as proud of his business as 

led into the error of spending too much 
for the pleasure of seeing himself in print. 

‘I write my own copy and I make it a point to emphasize 


the business 
Recently 
security 


city, 


says Mr 


ods, 


keep publicity 
volume. 


sais 


1 am, is easily 


three things 
i @a 
2. 1 point out a common office need. 
a a nationally known brand of goods. 
“Studying the immediate needs of the trade is the most 
part of the business according to my way of 
thinking, and I spend all the time I can devote to it in 
going about to find some positive need that I can suggest 
When I am unable to locate something 
that line of my 


feature the name: ‘Clark Office Supply Company.’ 


suggest 


important 


to my customers. 


definite, something positive for second 


ippeal, I don’t advertise. 
“IT save the money for that day, or, at best, I run merely 


the line: ‘Clark Office Supply Company.’ I selected that 
name because it tells the story. It tells the whole story, 
but I am particularly glad when I can tie it up with a 


mame that has been nationally advertised and is favorably 
known to the trade 

‘But I believe every dealer in the world can better his 
ulvertising and his whole business method by studying 
constantly to discover the immediate and definite office need 


his constituency 


Results of a Year’s Campaign 


For example, during the year 1927 Mr. Clark worked 
with the local insurance men to take a survey of the fire 
hazards of office records in the Salt River valley. A com- 


slete canvass was made with the two-fold purpose of find 
ing out what proportion of the business houses had ade 


fire-proof safes and to sell the idea of proper pro- 


quate 
tection 


Every salesman on his force was given a list of offices 


for his personal canvass, with instructions to gather the 
information at odd times during the year while selling 
goods. The result was that the salesman had a definite 


errand that took him into the office of every one of his 
customers and prospects and the firm gathered much val- 


uable data for further use 


In making use of this data to create a sales interest 


in safes, Mr. Clark compared the costs of insurance pro- 


tection, such as any fire insurance company was ready to 


sell the customer, with the cost of a fire-proof filing system 


und then drove home his point by emphasizing the differ 


ence between being paid something for a loss that had been 
sustained and avoiding that loss altogether. 


The result of his efforts have been reflected in the sales 


for the first half of 1928 which show a gain of something 


| 


over forty per cent in this ine 


Mr. Clark’s success is a clear case of the personal ability 
to sell goods and to teach his sales force to sell. A few 
years ago he was a salesman. Today, he is in a position 
to take contracts up to several hundred thousands of dol- 
lars, as for instance on jail equipment, but in all the run of 
big business that has come his he has never lost 
sight of the pen and ink business, the pencil and eraser 
that he built his 


way, 


business, the bread and butter business 


success on 
Agency for Dependable Products Paid 

“Mittag and Volger have been better than a couple of 
rich Mr. Clark. “Early in the game 
when I realized that I must have something dependable 
for the rent every month, I picked out a few staples that I 
Typewriter ribbons and 
come into 


uncles to me,” says 


knew every office had to have. 


carbons something sure to 


demand in every office in town if you happened to hit the 


impressed me as 


right day to call. 

“More important was the necessity of impressing your- 
self on your customers so that they would call you. I 
myself, at the start and | 
same thing 


made the rounds regularly, 


know how to keep my salesmen doing the 
today. 

“Southworth paper is another line that I have been ex- 
ceptionally successful with, because I that 
and familiarized myself with it, and went out and sold it 


with it. 


selected brand 


by familiarizing my customers 
“I made many contacts in those days that have brought 
me much big business that seems to have just come to me, 
but I am still convinced that the best way to sell stationery 
and office equipment is by keeping up the personal canvass 
of the business offices in your territory, without relaxing a 
particle at any season or for any reason.” 
Van Dorn steel 
but his biggest 


Mr. Clark has just closed a big year in 
equipment, safes, desks, files and shelving, 
gain is in the gross volume of small supplies 
Meeting the Politicians 
ago, Mr. Clark 
Phoenix, the legislature in session in the state 


A few years shortly after opened his 
business in 
‘apitol let it be known that during the term they were going 
to purchase about $30,000 worth of furniture for the new 
wing of the state house and that they were going to act 
directly on the matter after their committee had made 
recommendations 

Mr. Clark moved into the lobby of the Capitol that day 
a full line of Heywood-Wakefield chairs and a fuller 
line of Western, 

The place looked like a furniture store. 


and other dealers were at a loss 


with 
Franklin and Commercial desks. 


He was the first one in, 
to know how he had secured authority to take the center 
of the Many of suspected that he had a 
friend at least some inside source of 


stage. them 


court, or at secret 
information. 

“What do you mean by taking all that line of goods into 
a public place?”’ one of his competitors asked him 

“Why, that’s the line I handle,” said Clark innocently. 

And he was innocent, with the innocence born of serious 
intentions. 

“The manufacturers who sell to you, ought to get to- 
gether and call it ‘Clark’s line,’” one of his confreres sug- 
gested sarcastically. 

“No need to, so long as my customers call it that,” said 
Clark. 

And they do 
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PRICE— VOLUME — OVERHEAD 
Three Rs of the Business Primer 


Note.—Elmer L. Sick, secretary of W. B. 


Gregory & SonCompany, Detroit, Mich., called our attention to this splendid 


article that appeared in the December, 1928, issue of TheCoach, a little magazine published in the interests of Sanford 


Pease 


Boorum & 


Manufacturing Company, 


Company, C.Howard Hunt Pen Company, and Eberhard Faber. 











at i Economics of Retailing” had been the rather 
high-sounding title of the talk given by the speaker 
of the evening at the regular monthly meeting of 
the association of retail merchants in a thriving industrial 
town. The members in attendance were being called upon 
by the chairman to give their comments on the things they 
had just heard. ’resently the leading stationer in the 
town was asked to express his views on the subject. 

“I’m afraid I don’t know so very much about economic 
trends and the like,” 
“My knowledge of the economics of retailing, if I may call 
it that, is very elementary. So far, fortunately, I have been 
able to steer away from doing anything particularly disas- 
trous in my business, and the thing that has helped me 
most has been the recollection of the story I heard many 


indexes and confessed the stationer. 


years ago about the old peddler. 

“He was, according to the story, one of the old fellows 
who, twenty-five years ago or more, used to travel around 
the couniryside with a horse and wagon laden with tin- 
ware which they sold to housewives remote from stores. 
Che peddler in the story, it seems, was trying to teach his 
boy the principles and practice of the business—such as 
they were. 

“*Father,’ asked the boy, ‘is it right to take twenty cents 
for a pot that costs you only ten?’ 

“*Not only right, my boy, but necessary,’ answered the 
peddler. ‘You and I must eat, our horse must eat and be 
bedded down when night comes, and our wagon must be 
That’s why we must get twenty cents for 
The extra ten cents is our 


kept in repair. 
a pot that costs us only ten. 
living and the horse’s living. Do you see now, lad?’ 

“*But, father,’ protested the boy, ‘ten cents is so little. 
It is not much help to buy our food and clothes and keep 
the house warm.’ The boy was still puzzled as to just how 
his father’s business was operated. 

“*True enough, my boy, the ten cents is little,’ agreed the 
father, ‘and that is why we must sell many pots, so that 
with ten cents extra from each one we shall have enough 
for our living and our horse.’ 

““If we sold the pots for twelve cents or fourteen cents, 
father,’ suggested the boy, eagerly, ‘we might sell many 
more.’ 

“But the father did not seem to share his son’s enthusiasm 
for this idea. 

“*Maybe so, son,’ he conceded, ‘but to do it we should 
have to see more people and cover more ground than would 
be possible for us and the horse in a day’s time. We have 
only so many selling hours in the day, lad, our horse can 
travel only so many miles, and we can make only so many 
No, I think it’s better to sell fewer pots 
than to try to sell more for twelve or 
fourteen cents. Unless we cheated folks somehow, we 


could not possibly get along with two cents or four cents 


calls in an hour. 


at twenty cents 


extra on each pot. Better make a fair and honest price, 
lad, treat people right, and stay in business.’ 

“*But how do you know, father,’ the boy persisted, ‘what 
is the right price to ask, or how many pots you should sell 
in a day or how much profit in the price will be enough for 
our living and for the horse?’ 

“*Ah, my boy,’ answered the father, earnestly, ‘knowing 
that is knowing all there is to know about the business. All 
I can do is to try to get it as near right as I know how. 
I try to ask neither too much nor too little, to be honest 
with my customers, to sell as many pots as I can at the 
price I have to get to make our living, and to keep the 
feed and stabling of the horse and the repair of the wagon 
as low as I can. That’s what business means, lad.’” 

The listening members of the retailers’ association ap- 
plauded roundly as the stationer concluded his story of the 
old peddler. The distinguished economist who had deliv- 
ered the speech of the evening rose to his feet. 

“Gentlemen,” he declared, “if you understand and apply 
the principles embodied in the story you have just heard, 
you will be working entirely in accord with the underlying 
economic trends which I have tried to explain this evening, 
for the old peddler in his homely way set before his boy. 
the very fundamentals of the economics of retail selling.” 

After all—though few of us get our business thinking 
down to such simple terms as the old peddler—there’s no 
getting past the fact that, stripped of high-flown verbiage 
and subject, of course, to a mastery of the more technical 
problems of sales promotion and merchandising, the pros- 
perity of a retail stationery business rests, basically, on 
three factors: price, volume, overhead. 

More accurately, perhaps, it is the proper balance of 
those three business elements that determines the success 
of the retail stationer. Certain it is that losses and failure 
in the retailing of stationery are all too often traceable to 
an undue emphasis on one of the three fundamental factors 
to the detriment of the others. Take price, for instance. 
Some stationers will tell you that competition determines 
selling price, and to some extent that is true; at least, a 
stationer cannot continue for long to sell his merchandise 
at prices unreasonably higher than those asked by other 
stationers in the same community. At the other extreme, 
the stationer who is striving to build a sound business, 
defeats his own purpose when he allows his selling prices 
to be controlled by the actions of a price-cutting competitor. 

The price-cutter, it should be remembered, cannot ignore 
economic law any more than any other business man. If 
he sells at too close a margin, he is destined—sooner or 
later—to run into trouble with that other factor, overhead! 
Cutting a price to stimulate volume may at times be wise 
and legitimate practice, but where volume is created on a 
price basis that virtually ignores overhead and profit, the 
indispensable balance that makes prosperity is lost, and 











either « t things lies ahe id i abandonmer t 
foolhar tting or the bankruptcy court! 

Overhea S . call 1 the enemy t profhts | 
rightly so! l é [ e are ed. of course. to ma 
tain Ov d er ct f s it w p t not 
extravaga lux I Here's the t il tel rt overheat 
that contr ut t the ett eratiotr t bus é : 
and service t stomers is legitimate ind any item that 
does not meet t t test has 1 place in the business Ni 

1 1 


oht of the fact tor even a moment 


that overhead bea i vita elationship to volume and 
price If overhead is too large in relation to volume, either 
volume must be reased or overhead must be reduced 
if profit re t ontinue lf a fair margin between selli 
price and st does not cover overhead and show a reason 
able net profit, the crash is not far off; overhead will have 


to be cut and cut drastically! Yet, sometimes an increas« 


in overhead will increase volume and profits This fre 
quently happens when a stationer moves from a small store 
to a larger and more prominent one at a higher rent; if the 
move is happily made, profits on the larger volume more 
than offset the higher rent overhead 
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The old peddler in the story—for all his simple-minded 


ness—surely knew his retail economics. Perhaps if he had 


ved 1 more sophisticated era, he might have expressed 
Ss principles a bit more formally—something like this, 
erhnaps 

l Price Cost, overhead and profit must come out of 
the price, which cannot be cut below an irreducible mini- 

Cut-price specials are worthwhile only when, in 
iddition to moving the cut-price item, they also build 
volume on other items that carry enough margin to take 
( e of overhead and pront. 

2. Volum Sufficient volume to support overhead and 


+3 . 


eld a reasonable profit is, of course, indispensable to the 
that 


profit is worthless 


existence of a business. But volume based on a price 


overhead or show a fair 
V olum« and 


lirect ratio with each other 


will not carry 


3. Overhead overhead should run in 


If overhead increases without 


1 corresponding swelling of volume, there’s danger ahead! 


As the cook books Say, 


stir the ingredients thoroughly 


ind produce a profit! And above all—season well with 


judgment and prudence! 


ADVERTISEMENT FILE VALUABLE 
Useful Suggestions to Dealers by A. G. Keeney 


the advertisements 


AN vou go to vour files and locate 
brought vou than any 


look ng at 


“duds” and 


business last year 
tell, by 


files, which of your advertisements wer 


more 
ther ads you used? Can you 
your 


which were profitable 


If you cant ul are hable to repeat some ol the errors 
made last vear If you can, you will be able to reap 
MORE benefit from those advertisements this vear, for 


an ad that was profitable last vear undoubtedly will be able 


to repeat if given another opportunity 


Some advertisements, though they look good before and 
after being placed in type, simply fail to exert any pulling 
powell Evet rte! they have appe ared and have beet 


subjected to the cold scrutiny of the public, they still may 
didn’t produce 
hey were 


seem attractive ntil one realizes that they 


any results, or at least didn’t accomplish what t 
expected, under the circumstances, to accomplish 
| 


When at dvertisement 


pulling power 


shows that it that 


possesses 


magic quality called that ad deserves repe 
sas 


It pre ipl 


tition y can turn the same trick again. 
If you begin NOW to keep a file of ALL your adver 
soon accumulate a record that will be 


worth its weight in gold It will 


tisements, vou will 
enable you to avoid pit 
falls—and to repeat successes 


When an 


merely 


Any big manila envelope will do advertise 


ready to be placed on file, paste the ad 


on a sheet of ordinary 


ment is 


copy paper, leaving sufficient white 


space on which to write notations 


Suppose you used an advertisement yesterday that uw 


questionably produced good business. The public’s rea 


certainly was favorable For some that ad 


Paste it on a sheet 


tion reason 


exceptionally productive 


write beside it some of the informatiot 


proved to he 
of copy paper, then 
that is fresh in your memory 
You could note the 


weather conditions during the dav: the volume of business 


date on which the ad appeared the 


directly attributable to that ad; its cost; what newspaper 
the ad was placed in, and any other information that may 
be pertinent. 

Even greater ire should be exercised in filing ads that 
failed to produce what was expected of them, for many 


things can affect the pulling power of an ad A piece ol 


copy that is exceptionally good may fail, 


apparently, to 


produce as much business as it should Bad weather, the 


presence of a circus or other event—various factors may 


good ad and mar its effect. 


militate against a 


Used under favorable conditions, this “unfortunate” ad 


ertisement might have proved to be the best producer you 


had used in many months. That is why this file will prove 


gold; by that 


why it failed and will not brand as worthless 


worth its weight in 
will KNOW 


piece ol! Opy that 


hling away “dud” you 


will, possibly, be well worth using 


iwain 


Ordinary records would cause such an ad to be tossed 


nto the discard. By noting such things as weather condi- 


ons, ete ou will be able to dissect that particular piece 


f copy and determine why it didn’t pull when it looked 


nore attractive than any ad you have used in a long time. 


ay, when conditions are favorable, that ad 


} 


may 
vy eclipsing the best ad you have used 


rtiser encounters days when he simply does 


ike laying out and writing an advertisement. 


deas refuse to bob up at the right moment. By going to 


vour file you can examine a number of ads that have been 
profitable heretofore, and within sixty seconds vou will 
nd plenty of good ideas available. Ilf you are too busy 


» handle the job as thoroughly as you wish, you can utilize 
n ad that proved its worth once before, merely making 
such changes in the copy as will bring it uptodate 
The man without such a file is without a safety valve. 
He has no insurance against past mistakes; he can’t remem 
ver the ads that were profitable—and he has no reservoir 


f good ideas at times when he is too busy to prepare his 


copy Such a file costs practically nothing It may save 


ts owner hundreds of dollars every year 
>_> ——— 
Foreign Trade Council to Meet at Baltimore 

The sixteenth national foreign trade convention will be 
held at Baltimore April 17-19, inclusive, under the auspices 
f the National Foreign Trade Council. Sessions will be 
held at Lord Baltimore hotel. Topics of the meeting will 
include “Economic Improvement in Europe,” “Air Trans- 
port for Commerce,” “Progress in the Far East,” “Canada 
is Our Best Customer,” “Investments in Latin America,” 
The Pan American Highway and Its Connotations,” “Im- 
ports in Payment for Exports,” and “Shipping and Foreign 
Prad . 
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WATCH YOUR STEP 
By M. L. Hayward 


The Idaho Telegram 

“Tohn Brown, office appliance dealer, has deposited $1,000 
with us to your credit for B,” the Sand Bank wired the 
River Bank—and the telegram was received after banking 
hours. 

The next morning, before any entries were made on the 
bank books, and before any rights or liabilities had arisen 
in reference to the $1,000, another telegram from the Sand 
Bank was delivered. 

“We cancel our previous telegram regarding one thou- 
sand credit for B,” the second telegram stated. 

“I demand the money according to the first telegram,” B 
announced, but the Idaho Supreme Court ruled against him 
in 81 Pac. 111. 

“The Sand Bank had the right to countermand the credit 
before any rights or liabilities had been incurred or losses 
it either by B or any third 


sustained in consequence of 


parties,” said the court. 


. © 2s 


Snowflakes and the City By-law 


The sidewalk was buried in snow, beautiful snow, the 
policeman waded through it, and arrived at the office appli- 
ance dealer’s door out of breath and temper. 

“Get your little and hustle that off'a that 
sidewalk inside of half an hour, or I'll have you down to 
the Police Court,” the policeman ordered. 

“What charge’ll you lay against me?” queried the dealer. 
“Selling paper snaps without a license?” 


“This is no joke,” was the reply, “for there’s a city ordi- 


shovel snow 


nance that calls on every property owner with buildings 
fronting on a public street to keep the sidewalk on his front 
clear of snow, and if he don’t he’s liable to a fine of $50.” 

“You go chase yourself—you and your city ordinance,” 
that he make it a 
“warm job” for the luckless dealer. 


and the policeman left vowing would 


?” 


“Can the city make me shovel snow if I don’t want to: 
the dealer telephoned his lawyer before the policeman was 
out of sight. 

“Better get 
policeman comes back,” 


your shovel and get to work before the 


urged the lawyer, “as the point has 
never yet been before our state courts. In Connecticut, 
Massachusetts, Montana, Missouri, New York 


Island, the courts have held that an ordinance like this is 


and Rhode 
lawful and that any disobeying it may be fined.” 
“That looks as if 
“On the other hand,” the lawyer went on, “the courts of 
Illinois, New Hampshire and the District of Columbia have 
held that such an ordinance is unlawful, so it is impossible 


I were in for it.” 


to say what our courts would do when the point came up 

here as it will sooner or later.” 
“What’s your opinion?” 

that our courts 

chusetts and New York Courts,” 

am just giving a guess you might fight the city and win or 

said 


“T would say would follow the Massa- 


was the reply, “but as | 
you might get stung $50 and costs. Of course, as I 
before, if you want to make a test case of it and put up 
$100—”’ 

But the office appliance dealer had hung up the receiver 
and was hustling out in the back shop where he kept his 


snow shovel. 
. > . 


Selling on Time 
“You might forward us the office appliances specified 
on the order blank enclosed, and draw a draft payable in 
one month, but I am afraid that I will not be able to handle 


the whole amount in that time,” the customer wrote. 


“We are shipping the office appliances early next week, 
and if for any reason you find it impossible to meet 
your payment, we will agree to extend the time by renew- 
ing the draft,” the Appliance Company replied, drew a 
draft covering the amount of the order, the draft was re- 
newed once, and then the Appliance Company sued. 

“But you can’t sue in face of your agreement to renew,” 
the customer contended. 

“But we did renew once,’ 


’ 


the Appliance Company con- 
tended. 

“Yes, you renewed once, and according to your agree- 
ment you’re bound to renew at least twice.” 

“No, when we renewed once we carried out our agree- 
ment in full,” the company persisted, went on with the suit, 
and the New Jersey Courts decided that the company was 
right. 

“It is said that the agreement was an agreement to renew 
repeatedly and perhaps continuously until the customer was 
ready to pay. The answer is that the letter does not say 
so. It says, ‘we will agree to extend the time,’ and that has 
said the Court. 

* * 7 
The New A/C. 

If an office appliance dealer sends paper to a bank, the 
dealer has an account at the bank, and the bank collects, 
it may, of course, credit the proceeds to his account, where- 
upon the relation of debtor and creditor arises. 

Suppose, however, that the dealer has no account at that 
particular bank, can the bank open an account in his name 
and credit the proceeds of the collection? 

“The bank may place the money in its vault as its own, 
and credit the dealer with the account, and thereby become 
his debtor, the same as in the case of an ordinary depositor, 
whether the dealer keeps an account at the bank or not,” 
says the Illinois Supreme Court in arriving at an affirma- 
tive reply, in a case reported in 31 Ill. 519. 

Se x 
“General” or “Special” 

In May of a certain year an office appliance dealer and 
B deposited certain money in a national bank. 

“We're in a lawsuit over this money, we want to leave 
it here till the suit’s decided, and then you're to pay it 
winner,” they stated, and the bank accepted 


been done,” 


over to the 
the money. 

In June the bank failed. 

In July the court decided in favor of the dealer and he 
promptly demanded the cash. 

“The bank’s paying about 20 cents on the dollar,” the 
receiver told him. 

“That might apply to the general creditors, but this was 
a special deposit, and must be paid in full,” the dealer 
protested. 

“Was there any agreement that this money was to be 
kept separate from the general funds of the bank?” 

“There was not.” 

“As there was no express agreement that the deposit 
should be considered a special one, and nothing from which 
there may be found an implied agreement to that effect, it 
must be held that the deposit was a general one,” said the 
U. S. District Court in ruling against the dealer. 

——— 
Carl Gazley Leaves Office Equipment Field 

Carl Gazley, assistant to Francis J. Yawman, vice presi- 
dent in charge of sales, Yawman and Erbe Manufacturing 
Company, has resigned, effective February 15. Mr. Gazley 
was also head of the advertising department. He has be- 
come general sales manager for the Hookless Fastener 
Company, Meadville, Penna. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices o7 


this journal their headquarters. 


The staff at the main office, 417 South Dearborn Street, Chicago, and the staff 


at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd St. and Park 


Ave., New York, will be happy to be of any possible service. 
are not so many as at Chicago, there will be found the same desire to serve. 


While the facilities at New York 
United States 


manufacturers or their representatives traveling abroad are cordially invited to call 
upon Office Appliances’ London correspondent, Mr. W. Teignmouth Shore, 


18 Templars Avenue, Golders Green, London, N. 


W. 11, England. 


Mr. Shore's knowledge of the office equipment business and 
its possibilities in Great Britain makes his counsel 


valuable to _ those 


desiring to 


cultivate 


the British Market. 


LONDON NOTES AND NEWS 


By W. T. Shore, 18 Templars Avenue, Golders Green, London, N. W. 11, England 


Note.—Mr. W. T. Shore, whose address is given above, is the authorized subscription representative of OFFicz 
APPLIANCES in the British Isles. New subscriptions should be sent to Mr. Shore. Renewal orders should be 
sent to OrFice APPLIANCES’ home address, 417 South Dearborn street, Chicago, Illinois. 


London, January 4, 1929 

[ cannot be that as far as regards trade and manu- 
| facture 1928 has kept the kind promises that it made. 
setback, but 


There has not been a there has not been 


inything like the progress toward increased prosperity 


that seemed to be on its way. In many directions affairs 


ire bad, notably with the staple manufactures and indus- 


tries, where we are meeting with ever-increasing competi 
tion and are sorely handicapped by our heavy costs of 
production, caused to a very great extent by the heart 


breaking heaviness of our taxation, in particular the income 


tax. That is a general view, but curiously this non-progress 


does not seem to have seriously affected the office appliance 
and stationery trades. For this reason, that our business 
men are more and more deeply realizing that one of the 


ways, one of the essential ways, to set their houses in order 


and to make headway is to organize their offices on the 
most complete and efficient lines. 

Recently when I was in Germany I had a long and 
most interesting talk with an English banker, and among 


other striking thing 


at the 


s that he said was that he was surprised 
met with 
Middl 


Europe, and he deplored the fact that exactly the opposite 


wonderfully efficient office organization he 


everywhere in Germany, and other countries in 


was the case in England, where too often he found, what 
he called, “office slackness.” He thought, and many others 
think the same, that it is one of the causes of the delay 
in the return of prosperity to business here that our lead 
ing men were not “thorough” enough in their reorganiza 
tions. He discussed many other points in this connection, 


and held it to be symptomatic that so many leading manu 


1 merchants were running their offices on old 
lines I 


facturers at 


fashioned and out-of-date could not contradict 


‘ 
thie 


During my rt visit, I had an example of German office 
thoroughn: exhibited in the very efficient organization of 


the office of one of the departments of the municipal gov- 





ernment of a small town. Everything was in apple-pie 
order and the latest machines and methods were employed. 
told me that the result work done, 
better work done, and a smaller staff employed. Neither 


enamored of all 


The “boss” was more 


he nor my banker friend was entirely 


American office ways. They preached the doctrine that | 
have occasionally spoken in these columns, that Americans 
seemed to think too frequently that exactly what suits them 
must necessarily suit circumstances which are different and 
with which they are not fully acquainted. But they found, 
as do we, very much of which to approve and which they 
admired. They acknowledged that you had taught us a 


great deal and had shown us the way to make advances 
toward efficiency. 

So, on the whole, for the reasons outlined above and 
from talks I have had with office appliance and stationery 
men here, I do believe that 1929 will be a prosperous year 
for your office appliance men over with us. They have in 
some directions keener home competition to meet than be- 
fore, but in others they still have something approaching 


a monopoly. It is in machines that they usually go one 
or two better than we do, it is in the use of that machinery 
and in office methods that they do not wipe the floor with 
us. It is in this latter direction that more skilled salesman- 
ship and more adaptability are called for; the call should 
| answered 

4-0 > 


British Office Efficiency Exhibition 


ve wisely and quickly 


The next Business Efficiency Exhibition, organized by 
the British Office Appliance Trades Association, will be 
over but not done with by the time you are reading this. 


It will be held in London from January 23 to February 2, 


and will be both bigger and better than any of its pred- 


ecessors. The rise and progress of these exhibitions may 
be said to synchronize with the rise and progress of effi- 
ciency in office organization in this country and to have 


been a powerful contributor to the same. A significant 











a 
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point I have noticed is not so much the larger attendances 
but the increasing number of heads of big businesses who 
Or to put it 
could 


come along to see what there is for them. 
the educative value of 
There will be plenty of American 


another way, these shows 
scarcely be exaggerated. 
exhibitors, and that they will have many of the best stands 
need scarcely be said. More of this anon, as they used 
to say in the old plays. 


<-> 


British Industries Fair 
I have received a copy of the special advance edition of 
the Catalogue of the London Section of the British Indus- 
which will open in February 18, 
closing on March 1. In addition to a description of the 
various exhibits of more than 1,200 British manufacturers, 


tries Fair, London on 


the catalogue embodies a complete classification of those 
exhibits by trades, with Indices in nine languages, thus en- 
what they want 


volume 


abling foreign customers easily to get at 


to see and are desirous of buying. In short, the 


is thoroughly business-like, and a good examplar of the 


fine work being accomplished by the Department of Over- 


Trade. From the American office appliance man’s 


seas 
viewpoint the most interesting sections will be Advertising 


Novelties; (dare I say Beverages, Alcoholic and Non- 


Alcoholic?); Office Furniture, where I note the names of 
Art Metal Construction Company and Globe-Wernicke; 
Account Books, including Lamson Paragon Supply Com- 


Card Index and Filing Cabinets; Loose Leaf Books 
and Metal Office Furniture; Office Appliances; 


Typewriters, where the four exhibitors are Bar-Lock, Brit- 


pany: 


Systems; 


ish Typewriters, Imperial Typewriters and the Oliver; and 
various odds and ends here and there. Any office appliance 
man from your side of the water would do himself well to 
come and see what we are doing in his lines, not so much 
how to better his own for himself 


to learn Ways as to see 


some of the competition with which he is faced. I say 


“some,” because there are many who do not exhibit, being 
content to get at foreign markets by their own individual 
efforts. It will be a worthy and inspiring show. 
ee SAE en 
Financial Notes of the German Industry 
Aktiengesellschaft, of 
manufacturers of the Stoewer typewriter, requested 


The Gruenhof- 
Stettin, 
from the government official permission for the dismissal 
of 1,000 The 
the immediate dismissal of only 350 workers, the other 650 
to be 


Bernh. Stoewer 


workmen government, however, authorized 


released later if circumstances warrant. Business 


conditions have, in the opinion of the company’s officials, 
made advisable a reorganization of financial and operating 


procedure and in this stand they have been supported by 


the city council of Stettin. The corporation’s capitalization 
will be reduced from 3,600,000 to 1,200,000 Reichmarks. 
The new capitalization will in due time be increased to 


1,800,000 Reichmarks. According to a recent report, the 


Stoewer hand orders to the extent of 


4,000,000 


company has on 


Reichmarks. This is distributed among the com- 


products, which automo- 


pany’s various are: typewriters, 


biles, bicycles, and sewing machines 


* * x 


firm 
The 
Burroughs 


Che re 


which 


reorganization of the German 
the 


known as the 


has been a 


manufactures under Burroughs patents. 
Deutsche 


m. b. H. 


Burroughs 


former company was 


Rechenmaschinen Studien-Gesellschaft The new 


corporation is the Deutsche Rechenmaschinen 


Aktiengesellschaft, with offices at 65a Friedrichstrasse, 
Berlin W 8 The new company will manufacture and sell 
Burroughs calculating machines. The capital stock of the 
is 3,000,000 Reichmarks. 
are: The 


Studien-G. m. b. 


new company The principal stock- 


Surroughs Rechenmaschinen 


E. Runyeon, Detroit; and 


Deutsche 


H.; 


holders 
George 


Fanny Adelmann, Dr. H. Gillmann, and Adolph Schmidt- 
man-Volker, of Berlin. 
. * > 

The firm of A. W. Faber, of Stein, near Nuremberg, a 
pencil-manufacturing company which was founded in 1761, 
has been incorporated as a stock company, with a capital 
stock of four million Reichmarks. The managing director 
is Roland Earl of the firm of Faber-Castell, Stein. The 
A. W. Faber plant is working at full force and the com- 
pany’s business is declared to be satisfactory. 

* * & 

There is evident in the German office equipment indus- 
try a general tendency to increase retail prices. This move- 
ment is due to several causes among which the “cut price” 
evil plays no small part. Even government and municipal 
departments have been guilty of contributing to the diff- 
culties of the price situation. Many federal, state, and 
municipal government offices are operating on restricted 
and in some cases insufficient budget allowances, with the 
result that they buy very carefully. Often they insist on 
being granted a price which under former buying plans 
yielded a profit but under the present circumstances leaves 
little for the retailer. The former practice of government 
departments was to place at one time a single large order 
for all the typewriters or other office appliances required 
by all the offices of the department for use over a com- 
paratively long period of time. Under such conditions the 
seller could afford to quote what practically amounted to 
wholesale prices even though deliveries were made in units 
or small lots to the various offices for which the depart- 
ment had made purchases. With the tendency toward 
“hand to mouth” buying on the part of government offices 
the orders placed for office machines are not nearly as 
large as they used to be, yet government purchasing agents 
demand the same discounts from list prices as they formerly 
received. Distributors, in the face of increasing costs of 
doing business, have tried vainly to remedy this evil. Since 
it does not appear possible to stop demands for discounts 
to which purchasers are not entitled under present condi- 
tions, the expedient of increasing retail list prices is being 
tried. —E. R. B. 

ee 
Heinrich Kleyer Celebrates 75th Birthday 

Office Appliances joins with the German office equip- 
ment industry in offering to Dr. Heinrich Kleyer congratu- 
lations on having recently celebrated the seventy-fifth anni- 
versary of his birth. Dr. Kleyer is the founder of the firm 
which manufactures the Adler typewriter, a well-known 
German machine, and is still one of the active heads of the 
organization. The name of the company is the Adlerwerke 
vormals Heinrich Kleyer A. G. and its main office and 
factory are at Frankfort-on-the-Main, Germany. 

Dr. Kleyer’s degree was given him in science and eng- 
neering and he also bears the title of Kommerzienrat, or 
Councillor of Commerce, a ‘title conferred by the German 
business men and finan- 


government upon distinguished 


ciers.—E. R. B. 
EO ——— 
“Victor” Export Manager Enroute to S. A. 

Evan Hansard, export manager, Victor Adding Machine 
Company, Chicago, left Chicago the middle of January for 
a trip to Cuba, Porto Rico, the West Indies and South 
America. Mr. Hansard’s first will be at Havana, 
thence to Porto Rico, after which he will visit several of 
the islands and proceed to Venezuela. From Venezuela, 
Mr. Hansard will go south to Brazil and the Argentine, 
then across to the west coast for his returning trip north. 

South America is old stamping ground for Mr. Hansard. 
He has covered it many times and has an extensive 
acquaintance there. 


stop 

















Conditions in Western Europe 
Special Correspondence to Office Appliances 
December 17, 1928 


1928 1s probably a record ror the office 


e in the west of the continent of Europe, 


‘ 


all kinds of contrivances for economizing time and 
labor, penetrating to the most unlikely places. The giant 
chain store is becoming the fashion everywhere. These 
stores, devoted to quite different lines of trade, as a rule, 
show typewriters, typewriter paper, carbon paper, ribbons 
and all kinds of small appliances among their ordinary 
stock. It is usually the small portable typewriter that is 
seen in these shops, and it is often recommended as a 


Christmas or birthday present 


In France there are rules and regulations preventing the 
small shop selling goods outside its own particular line 
Some of these are the laws of the guild, some rather cus 
toms than regular laws Thus the sale of office furniture 
remains in the hands of the properly authorized furnishing 
shops, or of the typewriter shops 


Across the border in Belgium, or in Holland, these re- 


strictions do not appear to exist Small milliners take 
over a typewriting agency, and a portable machine is seen 
among ribbons and laces [his is exceptional, but every 
where single machines to serve as models for demonstra 
tion stand in show windows, orders being booked by the 
agent f the sale has been made 

While France is still somewhat conservative in the mat 
ter of advertisements, the neighboring lands show no re 
straint \ huge Christmas cracker, for instance, is seen 
bursting with portable machines, that fall from it, to the 


] 


ground. Only the scarlet and gilt cardboard covers ot 
portables are used naturally. In Paris, fountain pen shops 
make a special effort for the New Year, and giant pens 


show window, 


small. In the 


ling up almost the whole of the 


fountain pen shops are great 


shops, fountain pens are sold for gifts throughout the 
January, and perhaps there is nothing much more 
all classes of people 

While the machines and cash 


brisker in 


trades are 


trade in calculating regis 


kkeeping machines, is proportion 


than that in these carried ot n 


typewriters, 


lt is only the typewriter that appears 


| 
siience 


uch advertising. American machines are 


now running certain proprietary articles, such as brands 
f s, and of soap, a very close race in the matter of 
ccupy'ne space evervwhere Whole hoardings, sheets ot 
newspapers ar filled with the glaring announcements it 
Par Sa the provinces 
* 

The trade in paper is taking on large proportions \ 
big paper merchant showed me over his place, some days 
igo It had been enlarged ten times in the last year 


Lifts, especially constructed, to take up immense cars laden 


with rolls of uper, rise sufficiently to allow the first set of 
rolls, on the top of the cargo to be unloaded. The lift 
then comes a little higher, allowing the next lot to be 
inloaded, only rising to the level of the story when the 
last rolls are to be taken in [Trucks on miniature railways 
run to and fro in the warehouse, everything is done to 
save time. labor an¢@ inconvenience 

[The sudden standardization of paper, imposed as a result 

the coming of the type and calculating machine, is 
throwing iderable stocks of writing paper on the mar 
ket, it being impossible to cut it to standard measure with 
out too much waste or it being already cut to the wrong 
size, he said. For the last two vears the market for “freak” 
material, cut in fancy sizes, has been dwindling in all west 


ern Europe 
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Ihe introduction of automatic machines of all kinds is 


revolutionizing the paper trade, is changing the face of 
the land. Owing to the rising cost of paper, that has been 
very cheap in Europe, warehouses are being fitted with 
special glass, that prevents sunlight from affecting the 


color of paper. This is just one of the many efforts being 


made to prevent deterioration. 

The increasing consumption of typewriting paper, of en- 
velopes to match and of filing material is an indirect gauge 
of the The 
chant ascribes this state of things to the increased standard 


increase in the use of machinery. paper mer- 
The cost 
has led 
facilitate 
It is cheaper today to em- 


of living and the increased demand for comfort. 


of things generally, while very much resented, 


employers of labor to introduce machinery to 
the task of their employees. 
ploy 
Che 


possible. 


one good workman than half a dozen inferior hands. 


purchase of a typewriter for instance makes this 


The West European worker is quickly adopting the idea 


f increased pay and increased comfort, and this with great 
alacrity, but is less open to the idea of increased efficiency 
in return for better pay. 
* « * 
Employers of labor in different parts of Europe are hold- 
how to 
advantage The 


ing congresses to consider the new conditions and 
to the best most 


troublesome problem is the unification of departments that 


organize their offices 
are apt to work quite independently, and lose much time 
this habit. 


introduction of 


and money through Co-ordination is best 


brought about by the mechanical appli- 


ances 


be typed out with as many 


A letter that should go to several departments can 
carbons as required and pre- 
cious time is saved by this means, especially when it has 
to go to different parts of the city, or to the provinces. 
Besides the setting up of up-to-date machinery, the use 
of better class notepaper and envelopes is being considered, 
latest Eu- 


Some, backward in 


this being one of the improvements in some 


ropean countries however, are very 


this respect, still using the thinnest of envelopes, that some- 


times break open in the post, distributing their contents 


here, there and everywhere, and notepaper that looks as 


The 


determination to reform all these things is being taken and 


if it had been previously used for wrapping up sugar. 


the pressure of circumstances may lead to these determina- 


tions being carried out 


At office organization conferences, there is a tendency to 


} 


blame the American filing systems for being too compli- 


use in ordinary I‘fe. Something 
that 


would be 


cated, for simpler, it is 


trained specialist to 


demand 


put forward, does not need a 


manipulate, more advantageous. The 


is for the rough and ready appliances, just as the simpler 
machines are more in request than the more complicated. 
European employers of labor fear to see the machine “take 
of the office,” 


charge to set standards to which their people 


cannot attain, and this is often the case in sudden changes 


undertaken without due consideration of how 
out. All these 


various conferences and at less formal meet- 


today L. R 


they are tu 


be carried things are being carefully dis- 


cussed at these 
ings of office managers in Europe, 
—" 


New Dalton Agent Appointed in Venezuela 
Messrs. Blohm & 
appointed representatives of the Dalton Adding Ma- 


Company, Caracas, Venezuela, have 


been 
chine Company, for all parts of the Republic of Venezuela. 
The firm is one of the oldest in the country, having been 
Aside from the 
head office, the company maintains branches at Maracaibo, 
Jarquis'meto, Ciudad Bolivar, Puerto 


established for over one hundred years. 


La Guayra, Valencia, 


Cabello, and other cities 


4A, 


yf 
n 


h 
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THREE INFLUENTIAL FIGURES IN THE HISTORY OF BLIKMAN & SARTORIUS 











Left, H. Blikman, from a painting made in 1847. Cen- Right, Jan de Flines. who 
ter, S. A. de Flines, grandson of J. Ch. Sartorius and since 1913 has guided the 
father of the present manager of the house, from a paint destinies of the world’s old- 
ing made in 1917. est office equipment house. 


World’s Oldest Office Equipment House 


Blikman & Sartorius, of Amsterdam, Holland—A Going 
Concern for 235 Years. 
HE house of Blikman & Sartorius, Amsterdam, is 
probably the oldest office equipment concern in the 
world, since its history goes back 235 years, to the 
year 1693, when H. W. Dronsberg established the little 
printing and stationery business in which the important and 
influential modern business organization of Blikman & Sar- 
torius had its roots. 

The early chapters in the story of the firm’s expansion 
are particularly interesting to Americans because of the 
many factors which had to be taken into considerat‘on 
whenever larger quarters were required. Under such cir- 
cumstances an American business house either moves to 
some conveniently located building nearby, builds an addi- 
tion to its building, or erects a new structure on a suitable 
piece of ground. There seem always to be available loca 
tions and the only question is which shall be chosen. In 
Amsterdam the problem is not so simple nor was it when 
the firm with which our story is concerned had its begin 
nings. For even then Amsterdam was a closely populated 
city. Moreover, in the very business heart of the city there 
were canals, levees, and flights of steps sometimes a block 
long. It was near one of these on the street facing the 
Rokin canal in the heart of Amsterdam that H. W. Drons- 
berg established his printing and stationery business, near a 
thoroughfare which still has the picturesque name of The 
Steep Ascent. The firm in its many expansions since that 
time has been faced by the ever-present problems arising 
out of the topography of Amsterdam and its general 
scarcity of suitable quarters. A house on the other side 
of the street might be available and yet out of the ques- 
tion because of canal between the two, with the nearest 
bridge several blocks away. Then, too, property owners 
in the older cities of Europe do not readily part with hold- 
ings which may have been in the family for generations 
ind even centuries. So we see that what would have been 
to an American firm in similar circumstances merely a 
question of the money to rent, buy, or build new quarters, 
has been to our friends in Holland a far more complicated 
problem. 

In 1761 the Dronsberg business was moved to the Dam, 


a public square of Amsterdam. The new quarters, although 


mn one of the city’s most important thoroughfares, had no 


provisions for window display. It was not until more than 


a hundred years later, in 1867, that the first steps were 


taken to remodel the store front on the Dam so that wares 
might be displayed in the show windows. During that 
century, however, the firm took on additional lines and 
occup‘ed more space when it could be secured. 

The first Blikman became a member of the firm about 
a century and a quarter ago and on January 1, 1845, the 
firm name was changed to its present designation, Blikman 
& Sartorius. During the last half of the nineteenth cen- 
tury the business made great strides under the leadership 
of four members of the de Flines family, descendants of 
J. Ch. Sartorius. Since 1913 Jan de Flines, a great-grand- 
son of J. Ch. Sartorius, has been in sole charge of the 
business and since 1917 K. W. Lamfers has rendered val- 
uable service as Mr. de Flines’ assistant. 

The officials of the firm have always been alert and pro- 
gressive. No opportunity has been lost to improve facili- 
ties, remodel quarters or build new ones, or add lines for 
which the trend of business seemed to indicate a demand. 
Blikman & Sartorius are credited with being the first busi- 
ness house in Amsterdam which used motor trucks for 
delivery purposes, according to an article which appeared 
several years ago in the Dutch newspaper Nieuws van den 
Dag (News of the Day). The first automatic ruling ma- 
chine in Holland was probably one installed by Blikman & 
Sartorius. One of the first reinforced concrete structures 
in Amsterdam was a four-story plant built by this same 
firm 

Until about twenty-five years ago the most important 
developments in the firm’s business were in the manu- 
facture and sale of blank books, legal forms, inks, maps, 
and similar items. During the early part of the present 
century, the officials of Blikman & Sartorius sensed the 
trend of the times toward efficient office equipment and 
took on in addition to the agency for the Royal typewriter 
several other office equipment lines, such as loose leaf sys- 
tems, card filing equipment, office furniture, etc. Today 
they have a complete line of office equipment. Office 
Appliances is glad to have been able to do its little part 
in this movement. Jan de Flines, manager of the firm, on 
one of his trips to America, was kind enough to tell us 
that Office Appliances had not only furnished contacts with 
the American manufacturers whose lines are handled by 
Blikman & Sartorius, but that from the pages of the 
magazine there had also come many suggestions as to 
equipment arrangement and display of stock and the part 
played by modern office equipment in efficient business 
administration. 

Official recognition of the standing of Blikman & Sarto- 
rius is evidenced by the fact that they have since 1899 
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been by royal warrant Her Majesty Queen 


Wilhelmina | 


Blikman & Sartorius have in 


purveyors to 
Today Amsterdam five dis 


tinct departments housed in various buildings Branch 


houses are established in the following cit‘es in the Nether 
Arnhem, Rotterdam Maastricht, 
The Hague. The 


uipment of 


lands Leeuwarden, 


Hengelo, and firm also has several man 


ufacturing plants the e¢ which is modern in 


every respect. Views of some of these buildings and store 
interiors have appeared in Office Appliances 
The company has a fleet of motor trucks and other 


automobiles which are used for carrving salesmen, making 


deliveries, et Both store salesmen and traveling men 
ire fully capable of advising users as to various systems 
and devices for facilitating office work and to Blikman & 
Sartorius is due no small credit for the introduction and 
spread of efhcient ofhce equ pment in Holland. Che com 
i has also a complete mechanical service, so that ser 
ice calls rom both its main ofhces and branches ire | in 
dled prot ] and efficiently 
Che main display rooms and offices of Blikman & Sar 
torius are located at No. 17 Rokin, an important street 
acl and med after the same canal which ran through 
Amsterdam hundreds of years ago and still exists as a 
! ent to the indomitable will of the Dutch people 
the very name of whose country, The Low Lands, is a 
eminder of their winning fight against the forces of nature 
Well may Blikman & Sartorius be proud of their ow: 
recor if almost two and a half centuries old and 
still in the very forefront of the march of progres 
os 
A New Platen Protector and Shield 
suchl Peine in Hanover, Germany, has been 


E. G. Buchholz, of 
912,001 and 966,025 


ts Nos 
intended to be 


ranted German goverment patet 


laten protector which is used with 


typewriters, calculating machines, and bookkeeping ma 


chines The device is a sheet of celluloid, the distinguish 
ing feature of which is that it has one corner cut off. It is 
designed tor use with carbon sheets which likew'se have 
had one corner cut off. 

In preparing papers for typewriting the order in which 


The celluloid platen pro 
} 


the sheets are laid is as follows 


tector (with a corner removed), carbon copy sheet, sheet 
of carbon paper (with corner removed), sheet of paper, 
etc. When the typewriting has been completed the opera 
tor separates the original and cop‘es from the carbons by 


expedient of grasping the sheets of 


to that 


the familiar projecting 


paper at the corner corresponding which has been 


cut from the carbon sheets and pulling the written sheets 
The fact that the platen protector lies 
} 


all out at one 


time 


} 


sheet of carbon, carbor 


1 has its 


under the botton whic 


-— eo Be MEN AT COR 
NELL USE DICTAPHONES 
Cadet officers of the Reserve 
Officers Training Corps at 
‘ornell Ur ersitv use Dicta 
phones in learning how to give 
field coml rders proficient 

ly Prescribed forms concert 

ing tactical operations on the 
battlefield ure T rigid that 
ireful tr £ necessary 


ized face against the protector, tends to prevent smudging 


of the fingers, desk, etc. 


— - <> — 
German Manufacturer Decries Sales Conditions 


In a report made by Ludwig Spitz and published in a 


recent issue of Buero-Bedarf-Rundschau, of Berlin, retail 
conditions in ithe typewriter and calculating machine field 
in Austria are reported as unsatisfactory; due, says Mr. 


Spitz, to the practice of agents for American machines in 


putting the machines on trial with users. Mr. Spitz, whose 
company manufactures several calculating machines, says 
that during all the vears that he has been connected with 
the industry there has always been an understanding that 
machines would not be placed on trial in order to effect 


firms handling American machines 


The 


forced 


sales practice of 


has competitors to follow their example and in 


Mr. Spitz’s opinion the business is being demoralized 


The trial practice and extended terms of payment, it is 
said, have reduced the profits of dealers to nil Attempts 
to meet competitors’ terms have produced some almost 
absurd s-tuations. An instance is cited in which a firm 


handling American calculating machines on a yMMission 


basis offered a prospect deferred paymenis over a period of 
a year \ competitor went him one better by extending 
the period to two years. A third dealer, not to be outdone, 
went still further and offered an extension of payments 
over three years. The sale was finally effected on a basis 
of deferred payments over a period of four years.—E. R. B 
— of 
A Safe Typewriter Bath 
Che Zeitschrift fuer Buerobedarf, in a recent issue, uses 


} 


i fire caused by the igniting of benzine in a typewriter 


repair plant in Hamburg as the occas‘on to reprint a pho- 


diagram of a safe office-machine bath, a 


had 


device is 


tograph and a 


been printed in the magazine 
called the Automatikus 
Hamburg &, Ger- 
consists of a tank, a 


beneath the 


description of which 
several years ago. The 
and is manufactured by Franz Buchner, 
ben- 


tank 
pump 


The device, in the main, 
filter. <A 


controls the 


many 
treadle 
flow of 
Che vitally important part of the apparatus trom 


zine pump, and a foot 


near the front benzine under 


pressurt 


the standpoint of safety is a board, about one foot wide 


and four feet long, on which the operator must stand when 
This board is connected with the 


system of chains and 


he is using the apparatus. 


hinged cover of the bath by a levers, 


so that the cover will not stay up unless some one is stand- 


ing on this safeguarding board. In other words, the 
moment the workman steps off the board and away from 
the tank, the airtight bath cover automatically closes the 


tank and eliminates the danger from accidental ignition of 


the benzine or other inflammable liquid used for cleaning 


machines 


The dictating machine 
up training by enabling the 
correct his own er- 
rors He gives his orders to 
the machine and then listens 
to them, thus detecting many 
mistakes that he would other 
wise not »bserve. Six ma- 
chines for this work were fur 
nished by J. E. Van Natta, 
manager of the Ithaca, N. Y 
office of the Dictaphone 


spec ds 


cadet to 
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George Malcolm—Pioneer and Leader 

“A business is but the lengthened shadow of a man.” 
Thus the “Sage of Concord” summarizes the enduring im- 
pression that certain leaders have made upon the enter- 
prises which they have directed. A conspicuous example 
is found in the field of typewriter ribbons and carbon paper 
in George F. Malcolm, whose sound thinking and business 
sagacity are reflected in the success of the F. S. Webster 
Company of Boston, where for more than thirty years he 
has served the company as general manager. Mr. Malcolm 
probably holds the honor for length of service in the 
capacity of general manager in this field. 

The remarkable growth of the Webster Company’s busi- 
ness, its strongly entrenched position in the front line and 
the wide distribution of its products are the result of Mr. 
Malcolm’s sound policies and his foresight and aggressive- 
ness in directing the sales and distribution, for which he 
alone has been responsible for the long period. 

Through its pioneer experimental and research work and 
through its policy of continuous advertising in newspapers, 
periodicals and trade papers, presenting to business execu- 
tives, secretaries and typists facts that helped them in 
typing letters and preserving the copies, the company has 
earned the prestige of its product. 

For more than forty years the F. S. Webster Company 
has taken stationery dealers into its confidence and exerted 
a constructive influence in the matter of selling quality 
merchandise at fair prices and on a sound business platform 
of a square deal for both the merchant and the user of 
Webster products. The company has made its great 
growth through the quality of its trade-marked products. 
In 1892 the entire output of the factory was consumed in 
New England. A few years later, it is said, the company 
was distributing its products through its own offices and 
agents in practically every county in the United States, and 
for many years the goods have found favor in the market 
places of the world. So that today in the terms of old 
England’s proud boast, “The Sun Never Sets” on Webster 











FACTORY OF THE F. S. WEBSTER COMPANY, INC. 


products. The six-story factory in Boston is said to be 
the largest in the world devoted exclusively to the manu- 
facture of carbon paper and typewriter ribbons. The fac- 
tory is a great converting plant where cloth, paper, colors, 
waxes, oils and chemicals from many places in the world 
are fabricated into products that not only facilitate the 
conduct of business, but afford paper records of permanent 
copies of business transactions. “A Kind for Every Pur- 
pose” is the company’s well known slogan. 

To Charles P. Garvin, who for nine years held a position 
of sales manager and who has recently taken over the im- 
portant task of directing the activities of the National Sta- 
tioners Association, go the best wishes of the Webster 
Company, which has always stood squarely for the asso- 
Ciation’s ideals and ideas. 


Under the active control and vision of Mr. Malcolm the 
increasing service of the Webster Company will be contin- 
ued and the company’s success elevated to new heights. 

More than twenty-five years ago George H. Patterson, 
founder of this journal, called upon his friend, George F. 
Malcolm, general manager of the F. S. Webster Company 
of Boston, to show him a dummy of a little publication and 
explain his project. Mr. Malcolm approved the idea and 
encouraged Mr. Patterson to proceed. Soon after the proj- 
ect was launched, Mr. Patterson found his small capital 
depleted almost to the vanishing point. He again called 
upon his friend with a proposal that Mr. Malcolm join him 
in the enterprise. Mr. Malcolm was interested, but advised 
Mr. Patterson to secure his funds from a source unrelated 
to the business which the journal was to serve, thus keep- 
ing it free from any personal influence within the field. 
Mr. Patterson followed this sound advice. The policy was 
presently established that “no person, firm or corporation 
directly or indirectly related to the industry should have 
any financial interest in the journal nor any voice in 
shaping its policy, which has in view at all times the best 
interests of the field it serves.” 

And further—that no one connected with the publication 
should have any financial interest in any firm or corpora- 
tion engaged in the industry. 

The second feature of the policy under which the journal 
has so long been conducted, closed the door to certain 
opportunities presented to members of the staff, but kept 
the journal free from that bias which places the “heart” 
with the “treasure.” 


—————— 
The Woman’s Office at Home 

In the Christian Science Monitor of recent date, Mrs. 
Gordon I. Stables contributes an interesting article con- 
cerning the development of the woman's office at 
home. She poinis out that in present day apartment 
space is so restricted that when some member of the 
family prosecutes a profession or avocation at home, it is 
sometimes necessary to make special arrangements to 
accommodate the work. This means that one room 
must be combined for several functions. We might 
add that these home facilities must match the surroundings 
and be sightly, otherwise they will be entirely out of place. 

But indeed, why not a woman's office in the home? The 
office is a place for the orderly arrangement of necessary 
details. There are attractive portable typewriters in colors 
matching any surroundings. There are typewriter desks 
that are fit companions for any household furniture made, 
while filing cases may be had in any finish desired. We 
used to have reception rooms, so why not offices? We are 
acquainted with one woman who is identified with three 
charitable institutions. She is obliged to handle correspon- 
dence and bookkeeping, filing, etc. Why may she not have 
the best possible means of doing her work? 

Mrs. Stables in her article goes into some detail as to 
decorative effects. This we need not repeat, but close with 
the suggestion that here appears to be an opportunity for 
some manufacturer to study the office in the home with a 
view to offering a line that will be acceptable to persons 


of taste. 
ee 


Jack Gray Joins McMillan Book Company 

Jack Gray has joined the McMillan Book Company, 
Syracuse, N. Y., and will represent the company in the 
southern territory. He has many friends in the south, as 
he traveled the district many years while with the Yawman 
and Erbe Manufacturing Company. In recent years he 
was with the Wilson-Jones Company. 

Karl E. Castle will call on the trade in the Chicago terri- 
tory and in the northwest until a salesman can be given 
assignment to that section. 
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NEW MACHINES: 


DEVICES 





This Machine Signs 7,500 Checks an Hour 
A new mechanical check-signer, containing features which 
add to efficiency and speed of operation, has been perfected 
by The Todd Company of Rochester, N. Y. 
Che new model differs from the old in several important 
entirely foot-controlled, 


respects Its operation can be 





TODD CHECK SIGNER 


leaving the hands of the operator free for the insertion of 


the checks in sheets of six. It is supported by its own 


stand, and a mirror enables the operator to observe the 


checks as they come through the machine with the signa 
ture imprinted upon them. Finally, the new device cuts 
the checks apart and stacks them in one pile, with eithe 


the lowest or the highest number always on top. 











SIGNER—Showing 
Mirror 


TODD CHECK 
hour, or 
hand. An 
is afforded by the fact 


Checks can be signed at the rate of 7,500 an 


hitteen times as fast as they can be signed by 


unique protection against forgery 
that the machine will imprint, in connection with the sig- 
nature, a photograph of the signer, a distinctive insignia, 
or a picture of the plant across the face of which the sig- 
locks, different keys, 


safeguard the machine against the possibility of any un 


nature appears Two controlled by 


authorized use. A check meter which registers each check 
signed, is a further safeguard against any such possibility 

he machine is run by an electric motor. It can readily 
be operated by a girl working under the supervision of a 


responsible official who need only see to it that the device is 





unlocked, started, stopped and locked again when the run is 
completed. The check meter enables the official to take an 
accurate tally of all the checks that have pdssed through 


the machine. 


—— 
Handy Partitions for Filing Cabinets 

To enable manufacturers and stationers to offer fully 

partitioned drawers in standard filing cabinets, without 


changing the construction of the drawers, sets of partitions 
A. Schram & 
Some 


for this purpose have been goiten out by A 
Company, 1112 Sansom street, Philadelphia, Penna. 
prefer methods other than the rod and compressor block 
for straight filing and for special work of various forms, 
but with these partitions from six to twelve compartments 
can be put in one drawer. The filing cabinet can thus be 
made useful for many purposes other than correspondence 


cabinets may be sold for use in 


Filing 


and similar filing. 


~ 








SS 


SCHRAM ADJUSTABLE 
CABINET 


FILING 


PARTITIONS FOR 


DRAWERS 


stores for classifying and storing small goods and in fac- 
One drug store is using filing 
storing stocks of 
and quickly 


tories for storing supplies. 
partitioned drawers for 
articles, making them 
The ordinary guides are used in the compart- 
nents. The name of the article is written in the guide 
space and the goods are stored alphabetically. The labels 
on the front of the drawer are alphabetically arranged, but 


cabinets with 


small easily stored 


‘ncated. 


carry the full name of the articles in the drawer. 

The partitions can be made as high as the drawer will 
allow, or as low as the sides of the drawer. The unique 
features of the partitions consist in their adjustability. 
Stock partition sets can be fitted into any standard letter 
or legal cap filing cabinet drawer in a few minutes. The 
partition sets are adjustable in length and width, while the 
height is sufficient to cover all standard drawer sides. The 
partitions are made of light and are 
The list price is $3.50 per drawer, with 


weight sheet metal 
enameled black. 


liberal discount to dealers 


When the partitions are used, the cost of the rod and 
compressor block is saved. 
eneetialiblianeiciits 
Vest Pocket Six Foot Rule 
Hiram A. Farrand, a mechanical engineer of Berlin, 


N. H., manufactures the “Rapid” rule. This is a six foot 
rule, made of high carbon steel, which coils within a case 
not in use. The case is about the size of a watch. 


Brakes control the rule while coiled, permitting its exten- 


when 


ww 








or 


%) 
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sion to any part of its length. If desired the rule strip 
can be removed entirely from the case, possessing a rigidity 
in this instance greater than the usual six foot zigzag rule. 

A new principle is employed in this rule, permitting the 
combination of flexibility and rigidity in the same strip of 
steel. The metal responds instantly to the brakes, extend- 





“RAPID’ POCKET FOOT RULE—Partly extended. The 
case is about the size of a watch. The rule can be extended 
its full length. If desired, the rule strip can be ejected from 

the case and used as required. 


ing to its full length. It is recoiled into the case with 
slight effort, an endwise push on the rule carrying it back. 
Its utility in measuring the periphery of a wheel, or any 
curved surface, is evident. The rule strip can be formed 
into an arc of approximately one inch in diameter without 
damage. Ordinary care in use prevents kinking. 

The graduations and figures of the “Rapid” rule are dark 
color against a brilliant white metallic background. This 
makes reading easy even in a dim light. 

en 
Colonial “Fit-Well” Chair 

The Colonial Chair Company, 1730-58 N. Maplewood 
avenue, Chicago, Ill., has perfected the “Fit-Well,” a chair 
designed to induce correct posture on the part of the user. 
The seat is cut deep and shaped to provide equal support 





COLONIAL “FIT-WELL" CHAIR 
IN USE 


= 


for all parts of the body with which it comes in contact. 
The back is automatically adjustable to the body of the 
occupant. It follows body movements, thus giving a con- 
Stant support that staves off fatigue. 


There are three models in the Colonial “Fit-Well” line. 
The No. 163W is furnished in oak, birch, imitation walnut, 
imitation mahogany and solid walnut. The No. 164W has 
a differently designed back, but is otherwise the same as 
the No. 163W, and is offered in the same range of woods. 
The No. 164LL has a leather covered seat and back sup- 
port. It is likewise supplied in oak, birch, imitation wal- 
nut, imitation mahogany and solid walnut. 


————— 
“Standard” Collapsible Filing Boxes 
“Standard” collapsible filing boxes, “Built Like a Pirate's 
Chest,” are manufactured by the Standard Filing Box Com- 
pany, 1115-19 North Franklin street, Chicago, Ill. They 
are made of AAA sulphate board which is guaranteed to 
withstand the 300 Ibs. Mullen test. This, it is contended, 
gives the strength and durability so much desired in a 
collapsible box. So confident are the manufacturers as to 
the strength of “Standard” filing boxes that they offer the 
purchaser the opportunity to write his own guarantee. 
The bottom of a “Standard” box is of triple strength 
and is smooth both inside and out, thus preventing the 
tearing of papers and allowing the box to be withdrawn 
from a shelf easily. <A strip of three-inch gummed cambric 
which runs the full length of the box is used in sealing 
the bottom. 
The illustration here shown depicts an open “Standard” 
box and two metal straps which are used to close and lock 





/ 


“STANDARD” COLLAPSIBLE FILING BOX, OPEN 





——— 


it. The straps are slightly bowed at the back so that when 
the ends are pushed into the fastening clips on the sides 
of the box the tension makes the fastening positive. The 
straps prevent the boxes from bulging when piled or over- 
loaded. 

“Standard” folding filing boxes are made in ten popular 
sizes for storing checks, letters, vouchers, time cards de- 
posit slips, etc. Special sizes are made up on order ot 
100 or more. 


—_—————_ 
A New German Folding Machine 

Great simplicity, range, and capacity are claimed for the 
new Rollo office folding machine, manufactured by the 
Roto-und Debego-Werke, Koenigslutter, Germany. The 
Rollo makes as many as three folds to the sheet and in 
the smaller model takes sheets measuring from four to 
four and three-fourths inches to nine and one-half by thir- 
teen and three-fourths inches. A larger model accommo- 
dates sheets of the same minimum as the smaller model up 
to sheets fourteen and one-eighth by twenty and seven- 
eighths inches. The hand-operated folders have a capacity 
of as high as 10,000 folds an hour and the electrically 
operated models are of very much greater capacity. 


—— 

New Austrian Calculating Machine Announced 

The German trade press announces that in the near 
future there will be available to the public a new listing 
adding-calculating machine to be called the Multisum- 
mator, patented in all civilized countries by the inventors, 
Herzstark & Co., of Vienna, Austria; manufacturers of 
calculating machines. 
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A New Kind of Card Case 
“Card Carrier” is the name of a card case recently per 
fected by A. A. Schramm & Company, 1112 Sansom street, 
Philadelphia 


hold one card as efficiently 


The case is designed to collapse and 
as a thick pack 

held 
By collapsing 


Penna. 
Any size so- 
securely by 


card in general use is 


iider without padding or binding. 


‘ 
HDusiness 


cial or 


the card he 





MADE BY 


CARD CARRIER” 


A. A. SCHRAMM & COMPANY 
as the ver of cards in the holder decreases, “Card Car- 
rier” prevents unnecessary bulking of pockets and in 


creases the durability of the case. The cover flap is fitted 
in which a memo pad can be carried if de- 


requested, the memo pad is supplied without 


pocket 


When 
extra charge 


with a 


sired 


“Card Carriers” are retailed at prices ranging from twen 


ty-fhve cents to $1.50. Stationers, engravers and printers 
are invited to write for further particulars and samples. 


a 
“Balance” for the Longhand Writer 
The W. A 


has announced an 


Sheaffer Pen Company, Fort Madison, Iowa, 
“Lifetime” line of 
The “Balanced Life 


innovation in its 
fountain pens and mechanical pencils. 


time” is called a radical departure from the conventional 


style of fountain pens and mechanical pencils which have 
It will in no wise 


The aim and achieve- 


been in use the past fifty years. 
Sheaffer items. 


sup- 


plant any standard 


ment were to improve writing—to make it easier and less 
of a task. Exact balance is in play. The shape is en- 
tirely different, displaying the streamline which is a char- 


acteristic of the times. The center of gravity is changed 
By the scientific 


cil offer perfect poise, and practically no re- 


distribution of materials the “balanced” 


pen and pet 
sistance to comfortable, speedy writing. 
graceful, the cap end of the pen being as 


butt The 


The lines are 


end pen, when 


tempered as is the 


exquisitely 


eS 





not in use, rests in an airtight cap. It embodies the char- 
acteristic Sheaffer heavy iridium tipped nib, comb 
fluid feed, and the “Waspalumin” double lever filling device 
making possible thorough collapsing of the sac. The pencil 
It is provided with 


gold 


has the propel, repel and expel feature 
an optical grade spring steel slip with smooth ball, which 
will not tear the pocket in removing or replacing. 

The “balanced” fountain pens and pencils 
are made in the black pearl, jade green 
Two sizes are available—the oversize with 
The retail 


Sheaffer 
“DeLuxe” 


new 
and 
and jet black. 
No. 8 nib and the smaller with the No. 7 nib. 
pen prices are from $8.25 to $10.00 in the “DeLuxe” black 
and pearl numbers. The pencils retail at from $3.75 to 
$4.25 for the oversize “Titan.” 

The 


in Magazines, newspapers and business papers throughout 


new “Balanced” line will be advertised extensively 


the year. 
——E—— 


New Long Carriage Royal Typewriter 


A segment shifting long carriage Royal typewriter is 
now among the products of the Royal Typewriter Com- 
pany, New York, N. Y. After several years of research 


into the design and construction of long carriage machines, 
this company contributes to the typewriter industry a ma- 
chine designed to utilize the long carriage and still retain 
lightness of shift. Although this new product has adopted 
the segment shift, it remains of characteristic Royal de- 
sign. 

\ rigidity of carriage design is one of the outstanding 
and fundamental objectives reached by this new machine. 
The carriage rail and ball bearing raceway is virtually a 
part of the original framework structure, since it is locked 
fast in brackets which are a part of the general frame-work 
casting. The raceway on which the ball bearing carriage 
moves is so securely locked to the rail brackets that it is 
as much a part of the machine as the brackets 

In shifting the type bar segment of the new machine, 
use is made of the Royal geared ball bearing to provide 
ease of shift and minimum friction. Lightness and sturdi- 


ness are likewise among the first advantages of the seg- 
ment shift of this newly designed long carriage machine. 

In the construction of the carriage rail, use is made of 
grooves of hardened and ground tool steel for ball races. 
This carriage rail is perhaps the longest and heaviest single 
piece of steel used in typewriter rail construction, yet by 
use of the Royal typewriter segment shift the carriage itself 
does not enter in to the shift process and therefore offers 
no resistance to the operator. 

On the 


carriages, by 


long carriage rail moves the longest of Royal 


which a writing line from one end of the 





SHEAFFER “BALANCED” FOUN 
TAIN PENS AND MECHANICAL 
PENCIL 
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LONG CARRIAGE ROYAL TYPEWRITER 


cylinder roll to the other is provided, with absolutely uni- 
form alignment. It is equipped with the same geared ball 
bearing found in lighter and shorter carriage Royals. 

The long carriage in general remains the same in form 
and structure as the carriage on all Royal machines. The 
paper feed rolls are the same type as used in Royal ma- 
chines of every carriage length, and on this long carriage 
machine the feed roll back of the cylinder, which grips 
the paper immediately upon insertion in the machine, ex- 
tends practically the entire length of the paper cylinder. 
The paper cylinder is of unusually heavy construction and 
is reinforced by an inner tube of seamless steel. On this 
reinforced cylinder a uniform type impression is assured 
over the entire length of the cylinder. 

The Royal segment shifting typewriter was given ex- 
tensive trials in large business offices in New York City 
before it was offered to the public on a production basis. 
Active use over long periods failed to bring to notice any 
slight variation in type alignment, carriage vibration or 
quality of action. 

a 
Marchant Portable Calculator Announced 

The Marchant Calculating Machine Company has just 
announced a New Marchant Portable Calculator, which, it 
is stated, is priced within the reach of every business, every 
desk, where any figuring is done. 





SMALL MARCHANT PORTABLE CALCULATOR 


This new Marchant is a complete figuring machine—with 
addition, subtraction, multiplication, and division. The new 
Marchant performs all calculations from the simplest to 
the most complicated, and its operation is so simple that 
anyone can master it in ten minutes. 

It occupies a space of only six and three-quarters by 
twelve inches, and weighs less than sixteen pounds. It 
may be slipped into a handbag or the file drawer of a 
desk. 

The Marchant Company states that the new Marchant 
Portable is of the same standard construction as the ex- 


pensive models. The parts in the machine are interchange- 
able. The setting levers are permanently connected, non- 
rotating. The selecting unit is the same as in the most 
expensive models. 

The new Portable carries the standard Marchant guar- 
antee for one year after date of purchase, with free service 
during the same period. 

A booklet, “How to Get Accuracy and Speed in Figure 
Work,” with full details on this new Marchant Portable, 
may be had by writing to the company’s home office, the 
Marchant Calculating Machine Company, Oakland, Calif. 


——E——— 
New Model No. 5 Parrot Speed Fastener 
Parrot Speed Fastener model No. 5 has just been an- 
nounced by the Parrot Speed Fastener Corporation, 388 
Broadway, New York, N. Y. The special feature of the 











PARROT SPEED FASTENER, 

MODEL NO. 5 
new model is an attachment that permits the staple to 
fasten papers either permanently or temporarily. Extend- 
ing from the front of the base of the fastener is a finger 
grip which regulates the kind of fastening that will be 
made. When the grip is pulled out, the fastening will be 
permanent; when it is pushed in, the fastening will be 
temporary. 

In other respects, the new fastener is the same as other 
models in the Parrot line. It is small and compact, with 
all exposed parts japanned or nickel plated to prevent rust- 
ing. Its action is speedy and certain. Half-inch staples 
with sharpened points are used in it. The Parrot perpetual 
guarantee of free service is extended to this new model. 


——_ 
Ruxton “Multi-Vider” Pencil 
The Ruxton “Multi-Vider” pencil, made by the Ruxton 
Multi-Vider Corporation, Graybar building, New York, 
N. Y., is a combination thin lead mechanical pencil and 
a rapid calculating device. It is made of light, durable 
Bakelite, and its outside metal parts are 14-karat gold 
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COMBINATION PROPELLING 


filled [he inside metal 
nickel-plated 


expels the 


parts are of high-grade spring 
The pencil movement propels, repels, 


size. It is 


brass, 


and leads which are of standard 


equipped with a large eraser and has a spacious container 
for extra leads. 
The barrel of the 
that 
ened the eraser cap and to the other is fastened the writing 


“Multi-Vider” 


other. To one part is 


is split lengthways into 


two parts slide on each fast 


tip [wo sets of figures and lines are engraved by a 


machine of great precision on each part of the barrel. By 
manipulating the sliding parts in accordance with the 
instructions provided with each pencil, problems in multi 
plication, division, percentage and proportion can be solved 
without fatiguing mental effort 

“Multi-Vider” par 


engineers, architects, contrac 


easily and quickly 


The manufacturers recommend the 


ticularly for use by artists. 


tors, students, teachers, and business men in general It 


1s sold it retail Tor $6.00 


oe — 
New Hoge Stapling Machine 
New York, N. \ 


Hoge stapling machine 


The Hog 
has recently put on the market the 


Manufacturing Company, 


equipped with a new non-clogging device. This exclusive 
feature consists of a fork attached at one end by a hinge 
to the stapler. When the fork is swung into position the 
jammed staple is easily and rapidly removed with a single 
The action is 


downward movement of the plunger very 


simple and a valuable time saver in stapling machine 
operation 

Che new model Hoge is scientifically constructed to with- 
stand hard and continuous use and has a smooth and rapid 
The magazine has a maximum capacity 
staples. The 


nickel 


identification 


mechanical action 


of 200 “Vitrocoted” preformed wire new 


finished in bright with a 


knob, an 


attractively 
blue 


machine is 


distinctive plunger unusual 


mark 





STAPLER 


NEW NON-CLOGGING HOGE 


Che hinge pin of the Hoge stapler can be released, con 


verting it into a tacking machine for applying labels to 
barrels, boxes, and other containers 
SS 
Improvements in Storage Files 
Fred H. Jones & Son, 217 West Superior street, Chi- 
cago, are offering Jones “Green-edge” storage files. Thes: 


are said to be an improvement over previous offerings. The 


file is fitted with a one-piece top opening like a hinged lid. 


The contents are easily accessible and the file itself is 
dust-proof. Wearing edges are protected by durable green 
cloth taps \ convenient “pull” is provided for removing 


PENCIL AND SLIDE RULE 


the file from shelves. The files are made of high-grade 
corrugated fibre board with walls and bottom of double 
thickness. The cover rests firmly on a special support 


which prevents it from caving in. A form is provided on 
the end of each file for the 


There are no buttons, rivets or strings in the construction 


identification of its contents. 
which may be stacked on top of each other 
or in shelving. knocked down, 

which economizes space in shipping and in stock rooms 

RES Sang 

Every Ready Calendar Pad and Pen Outfit 
The Typo Trading Company, 541 New 
York, N. Y., recently put on the market the Ever Ready 
Pad outfit. It 


Ever 


of these files 


These files are shipped 


Pearl street, 


Combination Calendar and Fountain Pen 


consists of a high-grade Ready calendar pad with 


gold-edged pages mounted on a polished brass curved base 
Wahl mounted on the 


brass base. 


fountain which is also 


The pad measures four by six and three-quar- 


and a pen, 


ters inches. 


[he new set is the latest addition to the Ever Ready line 


which includes the Commercial and Brass 


More cco I de 


of calendars 


calendars, the Luxe calendar with a cover 





READY COMBINATION CALENDAR PAD ANID 
FOUNTAIN PEN 


EVER 


fitting over the pad, the Fabrikoid De Luxe calendar with 
a Fabrikoid cover for the pad, the Appointment calendar, 
the Solid Bound calendar which does not permit refilling, 
and Bridge pads in many different styles 
ee — 
Irving-Pitt Announces New Senior Vi-Dex 

The latest addition to the field of visible record keeping 
is offered by the Irving-Pitt Manufacturing Company in its 
This book—designed to take 
care of visible records in large quantities 
Vi-Dex family and makes it one of the most complete lines 
Vi-Dex and 


have 


new prong binder Vi-Dex 


rounds out the 


of visible equipment on the market. sheets 


binders for smaller record installations been well 
known among the stationery trade for several years 

A prime feature of the new prong binder Vi-Dex is its 
One quick touch of the finger on the operating 
necessary in the 


auto- 


simplicity. 
mechanical operation 


the book, all 


lever is the only 


whole process of using others being 
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When the book is records lie flat for 


A push of the lever opens the book still fur- 


open the 


matic. 


reference. 
ther, automatically arranging the records on a flat surface 
Third position throws the prongs open for 
The 
locks the 


for writing. 


the insertion, or rearrangement of sheets. 


book automatically 


removal 
simple act of closing the 
sheets back into the first position. 

This new Vi-Dex is offered in two lengths, with a ca- 
pacity as high as 825 sheets. As many as 33 sheets are 
visible in one bank. 

The Vi-Dex transfer shift bar is an interesting feature 
of the new device. It enables the user to transfer an entire 
bank of sheets at one operation without rearranging them 
individually. 

Another welcome feature is the hydroiloid paper stock 
of the sheets. Colored crayons may be effectively used on 
this stock for signalling purposes and later erased without 
affecting the surface of the paper. Celluloid and metal tabs 
are also used to supplement an unusually complete indexing 


system 


a 
New Tickler File Has Useful Features 

Che Griffith-Hope Company, Fifty-seventh avenue and 
Mitchell street, West Allis (Milwaukee), Wisconsin, manu- 
facturers of metal specialties, are on the market with the 
“Grif-Ho” and tickler file finished in a 
scarlet shaded enamel. It has a slanting top with a 
The top, when thrown back, forms a recep- 
for active cards on which new entries are intended 
Along the front of the file is a pencil ledge 
Interior equipment consists of A to Z expanding folders 
banked or terraced, and having suitable tabs. Raising the 
pressure on the cards contained in it, 


steel card record 
rich 
piano hinge. 
tacle 
to be made. 


folder releases the 








“GRIF-HO” VISIBLE CARD 
FILE.—Above: File closed, 
with pencil on ledge. Right: 
File open showing expanding 











folder drawn partly out to 
release cards contained 
therein 


making it easy for the user to take out or otherwise refer 
to the individual card desired. 

This file may be used on top of the desk, or may be 
mounted on the wall or side of the desk, with full cover 


opening. One hundred 3 by 5 record cards are included 














with each outfit 
Other New Machines and Devices Are 
Presented Elsewhere in This Issue 
“Stuff and Nonsense,” a topical column by Don Rose, 


discussed among other topics the subject of geneology. An 
offer had been received to “run our family tree clear into 
the ground.” A coat of arms was suggested also. 

Rose said he had already visioned a coat of arms: “It 
will consist of a safety pin rampant, a check book dormant, 
and a sheriff regardant on a shield of indigo blue, supported 
by two storekeepers and a typewriter. There will also be 
gules, fesses and chevrons, provided we can find out what 
they are and where they ought to appear on a coat of 
arms 


The Guest Book 

FLETCHER DAVIS of San Antonio, Tex., spent a 
short time in the office of this journal on January 4. 

UNION WEBB, manager of the Tell City Desk Com- 
pany, Tell City, Ind., paid a visit to this office on Jan- 
uary 10. 

GEORGE C. BRAINARD, president of The General 
Fireproofing Company, Youngstown, Ohio, called on Jan- 
uary 15. 

JESSE I. MITCHELL of the house of George L. Lamb, 
Nappanee, Ind., paid a visit to Office Appliances on Jan- 
uary 17. 

HORACE M. RUSSELL of Russell & Cockrell, Inc., 
Amarillo, Tex., spent an hour in the office of this journal 
on January 18. Mr. Russell had been in attendance at the 
meeting of the new retail stationers’ organization, which 
is noted elsewhere. He said that his section of Texas is 
in a very satisfactory commercial condition. For a time 
there was some depression as a result of the after-effects 
of an oil boom, but the situation is becoming normal and 
business men of Amarillo and vicinity look forward to an 
excellent year. 

New York Guest Book 

C. L. DOWNEY of The C. L. Downey Company, Cin 
cinnati, Ohio, was a visitor on January 21. 

CLAUDE SCHAFFNER of the Wilson H. Lee Adver- 
tising Agency, New Haven, Conn., spent a short time in 
our New York office on January 22. 

BENT OLSEN of Chr. Olsen, Copenhagen, Denmark, 
inscribed his name in The Guest Book on January 25. 

— eet 
School Supply Association Meets at Chicago 

The National School Supply Association held its an- 
nual convention at Hotel. La Salle, Chicago, the week of 
January 21. A number of manufacturers showed their 
products in a hall near the convention hall. Manufacturers 
in the office equipment and supply fields, who also cater to 
the school supply trade, were represented in the exhibits. 
These included the following: 

Automatic Pencil Sharpener Company, Chicago, Ill—A 
complete showing of “Apsco” sharpeners, with an electric 
model mounted so that exhibitors and visitors could sharpen 
their pencils. Charles Davis and John J. Ramma took care 
of visitors. 

The American Crayon Company, Sandusky, Ohio.—The 
company’s lines of crayons, color sets, charcoal pencils and 
other items were on view.. G. E. James and Young Evans 
in charge. 

Imperial Desk Company, Evansville, Ind.—School desk 
and table items from this line were shown by W. S. Biene- 
man. 

Heyer Duplicator Company, Chicago, Ill—The “Letter- 
graph,” hecktographs and duplicating machines were dem- 
onstrated. W. H. Kurth in charge. Visitors commented on 
the absence of T. A. Heyer, who is on the Pacific ocean 
for a winter vacation. “Pretty soft,” they said. 

C. Howard Hunt Pen Manufacturing Company, Camden, 
N. J.—Pencil sharpeners and “Speedball” lettering pens 
were shown to visitors by E. O. Erickson, manager of the 
Chicago branch. 

Seneca Falls Rule & Block Company, Seneca Falls, N. Y. 

-A complete showing of this company’s lines of rulers. 
Guy Hills, president, and “Rube” Baxter in charge. 

Wark-Beacon Steel Furniture Company, Chicago.—The 
Beacon line of steel office chairs and tables, and the tables 
of the Algoma Table Company were displayed. S. Adler 
in charge. 

The Weis Manufacturing Company, Monroe, Mich—A 
selection of Weis items especially adapted to the school 
supply trade was shown. J. H. Jameson in charge. 
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in Every Section of the Field. 


Dick Company Patent Held “Valid and Infringed” 


In a suit in equity brought by the A. B. Dick Company 
of Chicago, plaintiffs, against Simplicator Corporation and 
Martin S. Hebert, United States Dis 
Court for the New York, the 
1,526,982 for 


defendants, in the 
trict Southern District of 
plaintiffs alleged infringement of patent No. 
a stencil sheet, which patent was granted to the plaintiffs 
on February 17, 1925, and asked that the defendants be en 
joined from further infringement of the patent. 

he case was heard before Judge D. J. Winslow, who, 
handed down an opinion 


“The 


Decree ac- 


evidence, 
His concluding words were: 


having examined the 
on January 21 last 
plaintiff's patent is held valid and infringed. 
cordingly.’ 

Following are a few sentences from the court’s opinion 


Arlac 


stencil 


“The defense of the suit at bar was conducted by 
Dry Stencil distributor of 
sheets sold by the defendant herein.” 
is coated with a solution of cellulose ester in a suitable sol 
claims (of patent in 
a practical sten 


Company, Inc., the 
Secdas “The paper base 
vent.” .“As to the question) | 
clearly define the invention 
sheets.”......“I am of the 


believe they 
cil—differing from all prior 
opinion that the record discloses that the product sold by 
the defendants infringes substantially the claims of plain 
tiffs’ patent.” 

What any, the take 
to an appeal from the court’s decision Office Appliances is 


action, if defendants will looking 


not now informed 
a 

Sikes Company Buys Cutler Desk Company 

The Sikes Company of Philadelphia, manufacturers of 
the famous Sikes line of office chairs, has bought out the 
Cutler Desk Company of Buffalo, N. Y. The new com- 
pany will be known as Sikes-Cutler Desk Corporation. It 
is understood that in addition to the present extensive line 
will be an 
the Sikes 


suites 
that 


matched 
stated 


of commercial grades, new 


nounced from time to time It is 
sales organization will also sell Cutler desks. 

This transaction is an important event in the office fur- 
niture field 


The Sikes Company 


The have been chair makers for about 
sixty-five years, in which time they have built up a capital 
first-class The affairs of 


an able staff of executives, 


Sikes Company 


reputation as makers of lines. 


the company are conducted by 


several of whom are veterans in the business, as also are 


many of the factory employees. The Sikes Company is 
also known for its energy in sales and publicity work and 
for its close and cordial relations with its dealers 
The Cutler Desk Company 

The Cutler Desk Company is one of the oldest furniture 
manufacturers in the United States, with a record of more 
than 104 years of service in the production of quality goods. 

Abner Cutler, a journeyman carpenter and cabinet maker, 
pupil of Constantine of New York City, built the first Cut- 
ler cabinet shop on the stone foundations of an abandoned 
farm house on the right bank of the Niagara river near 
Buffalo in 1824. Mr. Cutler made ingenious and sightly 
household cabinets, chairs and four-post native 
walnut. One of his earliest achievements was the making 
of four-leaf card tables. After a time a new factory site 
was acquired in Buffalo, where the Ellicott Square building 
now stands. The first roll top desk was made by Mr. 
Cutler on order from a bank president in Buffalo, who de- 
papers and 
After sev- 


beds of 


sired a place to cover and lock up current 
correspondence until he could attend to them 
eral months of experiment, Mr. Cutler devised a practical 
type of roll-top desk from which the modern roll-top desk 
has evolved. 

However, the roll top did not really come into its own 
until 1885, when Captain Frederick H. Cutler, the founder’s 
son, began to exhibit it at expositions in Paris, Vienna and 
elsewhere. Captain Cutler made several improvements 
which are today found in practically all desks. 

Prior to 1919, B. S. Cutler, the eldest 


founder, became president of the company 


grandson of the 

He resigned in 
the year just named and was succeeded by his brother, 
C. A. Cutler, who had distinguished himself as an engineer 
Mr. Cutler has kept about him a force of 
of whom 


and inventor 
able executives and expert workmen, not a few 
have been with the company over a long period. 


B. Muma has been sales manager several years 


Gordon 


a 
Multigraph Company Charges Patent 
Infringements 
On November 30, 1928, The American Multigraph Sales 
Company of Cleveland filed suit in the United States Dis- 
Court for the Southern District of Ohio, at Dayton, 
Machines 


trict 
against the Typographic Company, manufac- 
turers of the Set-O-Type, alleging infringement of four of 
the complainant's patents and asking the usual injunction 


and accounting. 
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Underwood Buys Neidich Process Company 

An announcement was recently made of the purchase of 
the assets and business of the Neidich Process Company, 
Burlington, N. J., a manufacturer of 
papers and office machine ribbons, and by appointment a 
member of the “Rice Leaders of the World,” by the Under 
wood Elliott Fisher Company, New York, N. Y. Fol 
lowing close on the heels of this announcement another 


prominent carbon 


was made to the effect that Samuel A. Neidich, president 














SAMUEL A. NEIDICH 


of the purchased company, had been appointed manager of 
the newly established supply departments of the Under- 
wood Typewriter Company and of the General Office 
Equipment Corporation. 

Philip D. Wagoner, president of Underwood Elliott- 
Fisher, in making the announcements, said that the Neidich 
purchase afforded his company unbounded opportunity to 
effect economies in the manufacture and sale of supplies for 
Underwood typewriters and Elliott-Fisher, Sundstrand and 
other of its business machines. 

“The rapid and steady growth of the Neidich Process 
Company since its incorporation in 1909,” Mr. Wagoner 
stated, “is attributable to the unexcelled quality of its prod- 
ucts; to the progressive manufacturing methods which 
have kept it abreast of every advance in the machine indus- 
try; to the service which has anticipated and met the ever- 
widening demands of modern business. 

“These products, this progressiveness and this service, 
by our acquisition of the Neidich interests and of the serv- 
ices of Mr. Neidich himself, are now placed at the disposal 
of users of Underwood Elliott Fisher machines.” 

Mr. Neidich, while assuming the management of the 
Underwood Elliott Fisher supply departments, retains the 
presidency and active directorship of the company bearing 
The Neidich plant at Burlington, N. J., 
continue operations as heretofore with no change in the 


his name will 


personnel. Distribution of its products will continue 
through branch houses in New York, Philadelphia, Balti- 
more and St. Louis and through 300 jobbers both in the 
United States and abroad. 

Mr. Neidich, who was born in Carlisle, Pa., in 1875 and 
is a graduate of Dickinson College and of the Massachu- 
setts Institute of Technology, entered the office appliances 
supply business in 1899 through an incident which alto- 
gether changed his plans for a career. 

A week after he had opened a Philadelphia office as con- 
sulting mechanical and chemical engineer he sent out sev- 
eral thousand form-letter announcements. These were such 
poor imitations of typewriting that it became apparent to 
Mr. Neidich that there was much room for improvement 
in the art of duplicating typewriting. It was not long 
before he applied for patents on the Neidich process, which 
consisted of printing circular letters on a job press through 


a previously inked record 


The Neidich process met with instant success, causing 
its originator to close his engineering offices and devote 
himself to the invention and perfection of all kinds of 
office machine supplies. One of these was a process for 
coating carbon paper by machine in continuous rolls. 

In 1904, together with J. W. Davis, now vice-president 
of the Neidich process company, he organized the Neidich 
Typewriter Supplies Company in Philadelphia whose prod- 
ucts from the first were used by the Elliott-Fisher Com- 
pany. This concern outgrew its Philadelphia plant in two 
years and in 1906 moved to Burlington, N. J. 

Three years later, the Neidich Typewriter Supplies Com- 
pany was superseded by the Neidich Process Company, 
which had functioned theretofore as a subsidiary. Thence- 
forward its history is a succession of achievements and 
advancements which carried it quickly to leadership in the 
industry. Under Mr. Neidich’s astute direction, the com- 
pany has developed formulas for 500 different qualities of 
carbon papers and some 2,300 varieties of typewriter and 
other inked ribbons. 

Mr. Neidich was recently re-elected president of the 
Carbon and Ribbon Exchange. Its membership repre- 
sents the makers of 75 per cent of all carbon papers and 
ribbons. The Exchange’s work has involved development 
for its members of complete market reports, comparative 
cost reports, codes of trade practices, tariff protective rep- 
resentation, and other cooperative efforts which have 
proved of immeasurable advantages to the entire industry. 

Oe 
Ansonia Novelty Company in Merger 

January 1, 1929, The Atlas Manufacturing Company, 
New Haven, Conn., and The Ansonia Novelty Company, 
Ansonia, Conn., were merged to form The Atlas-Ansonia 
Company. The factory of the company thus formed is 
located at 54-62 Grant street, New Haven, Conn. 

Before the merger, The Atlas Manufacturing Company 
made coat and hat hooks, shelf brackets, tin spoons and 
knife sharpeners in addition to doing a general wire form- 
ing business. The Ansonia Novelty Company produced 
pencil sharpeners, pencil clips, sewing thimbles, the “Rich- 
ard” oiler, glove dryers and other metal stampings. 

The merged companies occupy a thoroughly modern and 
efficient manufacturing plant. The physical consolidation 
of the companies, the installation of new equipment, and 
the improvements that have been made possible by the con- 
solidation, enable the new company to take care of expand- 
manufacture new items which 
The personnel of the 


ing business, and also to 

will be brought out later in the year. 

two companies remains the same. 
cece ee 


L. C. Smith-Corona Offices to Be Moved 

The daily press last month published a brief public an- 
nouncement to the effect that on March 1 the executive 
offices of L. C. Smith & Corona Typewriters, Incorporated, 
are to be transferred from Syracuse, N. Y., to New York, 
N. Y., where the company has acquired an entire floor in 
the New York Life Insurance Company building which has 
recently been erected at Madison avenue and Twenty- 
seventh street. 

Ee 

Officers Elected by The Parker Pen Company 

The official personnel of The Parker Pen Company, 
Janesville, Wis., as determined at a recent meeting, is as 
follows: George S. Parker, president; Russell C. Parker, 
vice president and treasurer; Kenneth Parker, vice presi- 
dent and assistant treasurer; Bruce M. Jeffris, secretary 
and comptroller; W. L. Clark, general sales manager. 

The new board of directors comprises George S. Parker, 
Russell C. Parker, Kenneth Parker, B. M. Palmer, W. L. 
Clark, Howell W. Murray and Charles S. Pearce. Mr. 
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Murray is a partner in the banking house of Messrs. A. G. 
Becker & Company; Mr. Pearce is president of the Col- 
gate-Palmolive-Peet Company. 

W. F. Palmer, who had been secretary and treasurer of 
The Parker Pen Company thirty-seven years, has retired 
and will reside in California. Incidentally, Mr. Palmer 
disposed of three-fourths of his holdings in the company. 
His 75,000 shares were listed recently on the Chicago Stock 
Exchange and the New York Curb. The Parker interests 
are disposing of none of their holdings, so that less than 
three-eighths of the capital stock is available for market 
listing 

— Ga -- 
Ault & Wiborg Organization Changes 

With the opening of the new year there became effective 
two changes in the organization of the typewriter ribbon 
and carbon division of The Ault & Wiborg Com 
Cincinnati, Ohio 
Smith has been appointed manager of the carbon, 
writing fluid division of 
Moore, who has resigned. 


paper 
pany, of 
2. W 


ribbon, 


_ 


typewriter supplies, and 
the company. He succeeds Mr 

The new management will have to assist it, in its efforts 
to serve the trade in an increasingly efficient manner, new 
equipment and manufacturing facilities which The Ault & 
Wiborg Company has just installed. 

Another change in the Ault & Wiborg personnel is the 
uppointment of K. N. Becker to succeed Mr. Drake as 
eastern representative for the typewriter ribbon and carbon 
paper lines of the company. 

—__ > -— 
Philadelphia Stationers’ Association 


Christmas and its meaning had considerable attention 
it the regular monthly meeting of the Philadelphia Sta 
Association held January 10, 1929, at the Bellevue 
Stratford hotel. As soon as the routine business was out 
President Francis B. Irwin felt moved to speak 
Irwin 


tioners’ 


of the way, 
on Faith as the factor that produces results. Mr. 
mentioned Christmas time we feel a thrilling re 
fellow men, and 


that at 
faith, in 
that it 


ourselves and in our 
that built our 
National Sta 
Irwin’s 


newal of 


we remember was faith nation and 


our local, regional and 


Others present followed Mr. 


brought into being 


tioners’ associations 
lead and spoke glowingly of the joys of Christmas. 

Some time was given to the discussion of standardization 
moving and 


eliminate slow 


stationer to compete 


of stationery items so as to 
dead stock, 
with the so-called small jobber 
be arranged in which the older salesmen could give their 


to the newer and younger men was favor 


enable the 
\ suggestion that a night 


which would 


street experience 
ably endorsed ( H 
- 


Atlanta Office Appliance Association 


At the annual meeting of the above-named association 
the following offices were elected for 1929 President, 
Toseph P. Fagan, Remington-Rand Company; first vice 


Blackwell, The American Multigraph Sales 
Company second vice president, F. R. Wood, Felt & Tar 
Manut secretary and treasurer, E 


F Walentine. Genera 


president, E. P. 


rant icturing Company; 
| Office Equipment Corporation 


> 


Excuse Us, Please! 


Mr. Enrico de Giovanni 


In a reference made elsewhere 1 this number to a beau 
tiful calendar sent us by Mr. Enrico de Giovanni of Milan, 
Italy, the ume was shortened to Mr. Enrico by an error 
in transcribing the copy. The mistake was not discovered 
until the form which contained the item was off the press. 


We recret a carelessness that was more apparent than real 


Julius Schrick Fifty Years with S. G. Adams 

In the magazine section of the January 20 issue of the 
St. Louis Globe-Democrat, Herbert L. Monk, a staff writer, 
tells the story of Julius Schrick, who has been working at 
a “temporary” job for half a century. 


When Julius was nine years old he was hired to run 


errands by S. G. Adams, founder of the S. G. Adams 
Company, prominent office outfitter and rubber stamp 


manufacturer in St. Louis, Mo. Mr. Adams made it plain 
to Julius that he would be needed only during the Christ- 
mas rush. That was in December, 1878, and Mr. Schrick’s 
name still appears on the pay-roll. 

On the twenty-fifth anniversary of Mr. Schrick’s connec- 
tion with the S. G. Adams Company, he was presented with 
a costly silver service, a gift of the firm in honor of his 
silver anniversary with the company. His golden anni- 
versary was commemorated with a check for $500 in recog 
nition of his fifty years of faithful service. 

Mr. Schrick has always enjoyed good health. He esti- 
mates that during all of the fifty years he has not missed 
more than ten working days because of illness. Such a 
record is hard to beat and suggests the probability of Mr 
Schrick keeping his “temporary” job for another twenty- 
five years and celebrating his diamond anniversary. 

Qe 


Todd Company Adopt New Style Calendar 

\ calendar, dividing the year into thirteen equal periods 
of 28 days each has been adopted by the Todd Company 
of Rochester, N. Y., 
safety check papers. 


makers of check-writing machines and 


The reasons for the adoption of the new calendar, ac- 
cording to Walter L. Todd, vice-president of the company, 
are the those influence the pro- 
ponents of the thirteen-month International Fixed Calendar. 
While the Todd Company’s calendar does not involve such 


radical changes as are proposed for the International Cal- 


same as which chiefly 


endar, the basic principle is identical 
as Our own business and business in general are 
Mr. Todd says, “the chief defect of the present, 


“So far ; 
concerned,” 
or Gregorian, calendar is that the months vary both in the 
number of days and in the number of full working weeks. 
There is a difference of eleven per cent between the length 
of February and the length of March. Some months have 


four full working weeks; others have only three. Such 


variation entails an endless amount of confusion and adjust 
costs, 


ment in preparing comparative monthly reports on 


production and sales.” 


Adoption of the new calendar by the Todd Company 
became effective December 30, 1928 The first 28-day 
period included December 30 and 31, 1928, and ended with 


January 26, 1929. All sales and production quotas, allow 


ances for expense, rent, interest and depreciation, and all 


budgets and periodical statements will be based upon the 


new calendar and thus will present a much fairer picture 
ot the progress or lack of progress being made in anv 
given direction 
saiienansin 
Ancient Horn Books Are Scarce 

Che horn book of medizval times is a rarity, even though 
many thousands must have been produced. This was a 
primer for school boys, consisting of a printed page 


mounted on a board. The surface was covered with trans- 
horn to 


schoolbe r\ 


the printing against the smudgy 
fingers of the Hence the name 
known example is dated 1450, and the last wholesale order 
was given in 1799 by a firm of stationers. One authority 


states that not more than 200 horn books are known to be 


parent protect 


The earliest 


in existence 


a) 
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Carroll Stevenson Returns from Abroad 
Carroll Stevenson, assistant to M. S. Eylar, vice-presi- 
Elliott Fisher Company, New 
January 25 on the S.S. Homeric 


dent of the Underwood 
York, N. \ 


from a business trip to England and Continental Europe. 


returned 
The “Homeric” made a nine-day crossing, being two days 
overdue because of terrific storms in mid-ocean. 
business outlook in 


According to Mr. Stevenson, the 


Europe at the start of the new year is very optimistic. 


Both in France and Germany there is a very great com 
mercial activity. 

Several of the company’s dealers met Mr. Stevenson in 
Berlin, where friendships and business relations were re 
newed and matters pertaining to the development of the 
business were discussed. 

While in England Mr 
appointed W 
Underwood Typewriter Company, Ltd., and British district 
Office Equipment 


Stevenson, acting for Mr. Eylar, 


Cranfield Davis managing director of the 


manager of the branch of the General 


Corporation 
— ee 

W. C. Davis New Underwood Manager in England 

M. S. Eylar, export director of the Underwood Elliott 
Fisher New York, N. Y., 
the appointment of W. C. Davis of 
managing director of the Underwood Typewriter Company, 
Ltd., the for Underwood standard and 


portable typewriters for the British Isles. 


Company, recently announced 


London, England, as 


selling company 


well qualified to assume this 
training 


Mr. Davis is particularly 
virtue of his experience, 


He has had a broad experience in 


important position by 
and unusual ability. 
sales and administrative work in the office appliance field, 
where he has been successful in all phases of sales activity. 
Starting as a salesman in the London office of the Elliott- 
Fisher Company in 1919, Mr. Davis served in this capacity 
for nearly four years. He was so successful in his endeavor 
that in 1923 he 
Under his direction the 
creased to a marked degree and in 1926 Mr. Eylar appointed 
Mr. Davis to the position of British district manager and 
made him responsible for the sales of Elliott-Fisher prod- 


British Isles 


made manager of the London office. 


business of the London office in- 


was 


ucts in the 














W. C. DAVIS 


1928, Mr. Davis British 
district manager for General Office Equipment Corpora- 
tion and the additional responsibility of directing the sales 
of Sundstrand 10 key adding-figuring machines in the Brit- 
ish district was given him. 

His latest appointment comes as the result of the sales 
success enjoyed by General Office Equipment Corporation 
in the British Isles, which is in a large measure due to Mr. 


[wo years later, in was made 


Davis’ unflagging efforts and intelligent management. 


George Ed. Smith Receives a Loving Cup 
The leading salesmen in the entire branch office organ- 
ization of the Royal Typewriter Company presented their 
George Ed. Smith, a silver loving cup 
last month. The occasion was President Smith's fifteenth 
anniversary as head of the Royal Typewriter Company, 
and the biggest year of sales in the history of the com- 


president, with 


pany. 
These two events of importance to the company prompted 
Sales Manager W. B. Larsen to send his foremost territory 





SMITH 


GEORGE ED. 


salesmen on a spree of sales activity during the last month 
of the year in order that the presentation of the cup would 
have added significance to President Smith. The year’s 
business was crowned with extraordinary effort on the part 
of these men and each of their names was engraved on 
the cup. 

The cup was a huge one for it had to accommodate 
seventy-odd names and the thousands of orders 
which filled it when it was formally presented to Mr. Smith. 

In response to the presentation by Sales Manager Lar- 
sen, Mr. Smith made plain a few of his ideas on the sales- 
manship which the cup stood for to him. 

“The time is here in our business,” he said, “when there 
has come to be more buying and less selling. Much con- 
sideration has been given to the mental attitude and per- 
sonal qualifications required in successful salesmanship; but 
the best method of selling concerns not so much the selling | 
as the buying—not the viewpoint of the salesman but the 


some 


viewpoint of the customer. 

“In the design and manufacture of the Royal typewriter 
the user’s viewpoint has been the only one considered. 
What it will do, how well it will do it, how much work 
it will do and how long it will continue to do it, are the 
underlying thoughts in the construction of the Royal. 

“In the matter of selling, as we have done in the mak- 
ing, approach the sale from the other man’s viewpoint. 
The viewpoint of the average typewriter salesman is apt 
to be selfish. The viewpoint of a Royal typewriter sales- 
man should be generous. Help the other man to buy a 
better typewriter—that is real salesmanship.” 

——— 


“Bill” Greenleaf Makes His Editorial Bow 

The December 1928 issue of “Stationethics,” published 
by the Boston Stationers’ Association, was the first pro- 
duced under the editorship of William H. (Bill) Greenleaf. 
In the issue “Bill’s” sparkling personality is evident. He 
can be depended on to carry on brilliantly the editorial 
work so well handled by “Charlie” Garvin before he went 
to Washington as general manager of the National Sta- 
tioners’ Association. 











° * 
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Dictaphone Sales Meeting at Bridgeport 
At a dinner in the Stratfield hotel, Bridgeport, Conn., on 
January 4, attended by managers of The 
Dictaphone Sales Corporation in connection with a two-day 
sales meeting at the factory on January 4 and 5, L. C. 
Stowell, president, outlined the highlights of 1928 in Dicta- 


eastern branch 


phone achievement and predicted a fine business year for 
1929 

Speaking before nearly a hundred men from all over the 
eastern half of the United States, Mr. Stowell sketched 
briefly the mechanical Dicta- 
phone in 1928, mentioning particularly the new automatic 


many improvements in the 


shaver and the introduction of Dictaphones in color, follow 


ing the new trends in office decoration. 


In predicting a most prosperous year for American busi 
1929, Mr “We 


struck a warning note 


Stowell 


ness m 








LLOYD M. POWELL 
Photo by Underwood and 
Underwood 


declared the Dictaphone 


must mind,” president, 


“that With the 
prospect of a wonderful year of achievement ahead, Ameri 
toward ac- 


keep 


success always has its attendant dangers. 


can business must aim every ounce of energy 


Over-confidence, with consequent relaxa 


complishment 
can easily turn what should have been splen 


tion of effort 


did success into sudden defeat. The promising outlook for 


the coming year must not be made an excuse for the 


let-down of endeavor, if American business is to 


slightest 


grasp the prize which certainly seems to hang within 


reach 


Special guests at the dinner were five salesmen who had 


won contests in their respective groups. Lloyd Powell of 


the New York branch, winner in the highest group, acted 
as host to the other four—L. B. Graham and D. E. Cosner 
of Chicago: ( I Bossinger of Louisville, and E. R 
r i 





Rogers of Washington, D. C. Bevan Lawson, exective 
sales manager, announced that Mr. Powell broke the record 
for sales turned in by an individual salesman with his re- 
port for 1928. He announced that the November, 
1928, record of the New York branch, under the manage- 
ment of Charles R. Fox, showed the greatest sales volume 


ever made by one branch in any one month. 


also 


This record 


passes the former high mark set in November, 1927, also 
by the New York branch. 
Dictaphone Conference at Chicago 
A sales conference similar to that held at Bridgeport, 
Conn., took place in Chicago January 11-12, presided over 
by L. C. Stowell, president, assisted by M. B. Sands, vice 


president, and Bevan Lawson, executive sales manager. In 


attendance were western branch managers shown in the 
accompanying illustration 

A very constructive program was given to the western 
managers by the executives of the corporation. The pro- 
ceedings were appreciated fully by all present. A dinner 
was served at the Palmer House in connection with the 
Chicago conference. 


Weddings 


Moran-Blaisdell 

Miss Mary Dorothy Moran and Mr. Harrison Otis Blais- 
dell were married December 29, 1928, at the Madison Ave- 
nue Baptist Church, New York, N. Y. Mr. Blaisdell is 
connected with the bookkeeping machine department of the 
Underwood Typewriter Company at Philadelphia. He is 
a graduate from the speed staff of the company, having 
won his honors as international champion October 26, 1911. 
Office Appliances wishes Mr. and Mrs. Blaisdell much 

in their enlarged careers. 

as 


Price-Tough 


happiness 


In a roundabout way, information came to Office Appli- 
Tough, district manager for the Gen- 
States, 


ances that Harold J 
Company in the Southeastern 
The bride was formerly Miss 


The reside in 


eral Fireproofing 
recently became a benedict 


Atlanta, Ga. couple will 


Ruth Price of 


Atlanta 
p>. -- 


Birthdays 


Miss Maxine Linn 
Mr. and Mrs. Arthur 


Baby Maxine, who chose 
Mr. Linn is a member of the Crown Office 


Linn are the happy parents of 
December 29 for her birthday. 


Supply Com- 


pany, Chicago, III. 


WESTERN MANAGERS’ MEETING 
DICTAPHONE SALES CORPORA 
TION, PALMER HOUSE, CHICAGO, 





JAN. 11-12, 1929 Standing in rear 
left to right: B. I Ferguson, Buf 
falo: J. H. Williams, Chicago; H. 
W. Irwin, Omaha; F. H. Barteaux, 
Pittsburgh A E Blackstone, Chi 
cago: T. R. Crayston, Toronto; W. 
W. Burnham, Davenport 
teck, South 





Seated, left to right: G 

tend: N. J. Wileox, New York: R 
F Masterson Springfield R H 
Hammerschmidt, Grand Rapids; F 
1. Puffer, Winnipeg: N. C. Hale 


Minneapolis; W P. Minor, Milwau 


kee; F Ss. Ward Dallas: G Ww 
Bailey, Cincinnati: F. I Scott, St 
Louis I C. Stowell President: B 


Sales Manager 
t. Sands, Vice President; George 
Smith, New York c E Terry 
Kansas City P. M. Swikert, Osh 
J 


Lawson, Executive 


kosh; T. K. Creson, Memphis; T 
Rice, Peoria L. K Rochroch, To 
ledo Fr. 8 Mover, Chicago; 8S . 


Kienitz St Paul J F. Andrus, 
Fort Wayne A P Taylor, Des 
ww . 

Moines 
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Lynn B. Emery, Inc., Succeeds Hilton, Hart & 


Garrett 
Announcement has just been made of a change of name 
of the firm of Hilton, Hart & Garrett Company, stationers 
and printers, Detroit, Mich., to Lynn B. Emery, Inc. The 
general business of the firm continues to be stationery, 
form printing and office equipment. 





LYNN B. EMERY 


The Hilton, Hart & Garrett Company, one of the best 
known firms in Michigan, was organized in Detroit nearly 


twenty years ago. The three principals, T. L. Hilton, 
H. G. Hart and R. C. Garrett, controlled and operated the 
business until two years ago, when a new group headed 


by Lynn B. Emery, for eight years sales manager of Hil- 
ton, Hart & Garrett Company, took over the concern 

Mr. Emery is well and favorably known to the stagion- 
ers of the country He has been identified with the sta- 
tionery business for twenty years, having been head of the 
stationery department of Seeman-Peters at Saginaw, Mich., 
In the two years that he has been in active 


Emery has 


for ten years 
control of the firm now bearing his name, Mr 
been eminently successful. A general increase of business 
combined with expansion plans seem to indicate a steady 
growth for this concern in the future. 

———— 


Zant Becomes Victor Sales Manager 
It is announced by the Victor Adding Machine Company 


of Chicago, Ill., that on January 1, L. J. Zant, a member 


of their sales organization, became sales manager of the 





L. J 


ZANT. 


This convention of 
district representatives which lasted for three days, ending 


December 20. 


company announcement followed a 


Mr. Zant will be stationed at the sales offices in Chicago 


from whence he will direct the activities of the Victor 
representatives throughout the country. 

Already connected with the Victor organization for a 
number of years, Mr. Zant comes to his new position 
equipped with a familiarity with the adding machine busi- 
ness, and a close understanding with the men who will 
constitute his force. In his new capacity, Mr. Zant will 
devote himself to intensive sales drives centering on the 
present sales outlets of the firm. 


——— 


Sprott Resigns Position with General Fireproofing 

Jerry S. Sprott, vice-president in charge of 
The General Fireproofing Company, Youngstown, Ohio, 
recently tendered his resignation to take effect February 1. 
Mr. Sprott is one of the best known men in the steel 
furniture field, and has been with The General Fireproofing 
Company sixteen years, all but three of which he has spent 
in Youngstown. He was transferred from the Chicago 
office to the main office in Youngstown thirteen years ago. 
His early experience included work as a salesman, con- 
tract work on the road, district manager and agency super- 
visor. At the home office he became agency manager, then 
assistant sales manager, and in 1922, he succeeded Lee A. 


sales of 





SPROTT 


Smith as sales manager. In 1927 Mr. Sprott was made 
vice-president in charge of sales and a director of the com- 
pany. 

Mr. Sprott states that he has not completed his plans 
for the future. After a month’s vacation he will decide 
what he is going to do. 

Office Appliances sincerely hopes that Friend Sprott will 
not leave the office equipment field, but will connec: him- 
self in some position with the office appliances industry. 

A statement issued by the company says that no matter 
what Mr. Sprott’s future plans may be, he carries with 
him the good wishes of the employees and officials of The 
General Fireproofing Company. 

Mr. Sprott’s successor has not been named. 

——_——— 


Wells Establishes Office in Chicago 

Samuel Wells has opened an office in the North Ameri- 
can building, Chicago, as headquarters from which he will 
serve the dealers for the Polar Manufacturing Company of 
Philadelphia and Silverglo Lamps, Inc., of Baltimore. His 
territory extends from Chicago to Denver and from Du- 
luth to Oklahoma. 

Mr. Wells formerly was Chicago representative for H. 
G. McFaddin & Company. After an interval, during which 
he was out of the field, he felt the urge to return to the 
industry, where he already has many 


office equipment 


friends among the dealers. 
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R. S. Moore Purchases Interest in Columbia 
Ribbon & Carbon Co. 


After twenty-four years’ affiliation with The Ault & 
Wiborg Company of Cincinnati, Ohio, as manager of the 
ribbon and carbon division, R. S. Moore (Bob to a host of 
friends) has severed his connection with the Cincinnati con- 
cern and with three associates, W. E. Drake of New York 
Citv: R. R Smith 





Hengge of Cincinnati, and George H 





R. S. MOORE 


of Atlanta, has purchased an interest in the Columbia 
Ribbon and Carbon Company of New York. 

Since the merger of the Ault and Wiborg business with 
the International Printing Ink Corporation, there has been 
in circulation a rumor that Mr. Moore and his associates 
were casting about to buy outright an established business 
Their investigation disclosed an opportunity 


(sa... 


in the line. 


for purchase of an interest in and for joining forces with 





5 ee CE 
oP 
ee 


~ J coata 


hs ge 


VIEWS IN BIG FACTORY OF THE COLUMBIA RIBBON & 
CARBON COMPANY, GLEN COVE, L. L, N. ¥ Top, main 
floor, 308x180 feet: bottom, grinding room 
the Columbia Company, one of the largest well known 


manufacturers catering especially to the office supply trade 
ng the imprinted Guild line. 
Mr. Moore 


the Columbia Company gives it a capital 


furnis! 


alliance of 


and 
Che 


fine personnel of 


and his associates with the 


organizatio! Mr. Moore will devote his time to the man- 
ufacturing end of the business keeping in close touch with 
details at the factory 
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He will bring his family to New York in the immediate 
future and he is asking friends to put his New York tele- 
phone number—Walker 4040—in their little books for ready 
reference when in that city. 

The company has 
Glen Cove, Long Island, just outside of the congestion of 
New York City. The factory contains 87,000 feet of man- 
ufacturing space, in which considerable new equipment will 
be added to that hitherto operated, making what is said to 
be the largest factory devoted exclusively to the manufac- 


now moved into its new factory at 


ture of typewriter ribbons and carbon papers. 


The grinding and mixing room alone has an area of 


9,000 square feet. 

Property surrounding the new plant is available, should 
it prove desirable to extend the manufacturing facilities 
further. 

The company 
Toronto, Canada, 
Mexico City. 


maintains manufacturing plants in 
England, Milan, Italy, and 


also 
London, 


as 

Sampson Permagraph Company Formed to Manu- 
facture New Electric Checkwriter 

Early in January, the 

was incorporated in Rochester, N. Y., with a capital stock 

of $250,000. The company was formed for the purpose of 

manufacturing and marketing a new electric checkwriter 


Sampson Permagraph Company 


called the Permagraph, which will be retailed at approxi- 
mately the same price as an electric typewriter. Present 
plans indicate that manufacturing activities will be com- 
menced within four months and that soon thereafter sales 
offices will be opened in New York, Chicago, Philadelphia, 
and Boston. 
inventor of the Permagraph, is 
president of the new corporation. William B. Joyce, chair- 
man of the board of the National Surety Company, New 
York, N. Y., is vice-president James L. Whitley, 
Rochester, N. Y., is treasurer. 

Mr. Riteall Check- 
writer Company of Rochester, spent two and a half years 


Charles H. Sampson, 


and 


Sampson, who is president of the 
experimenting with the Permagraph which, it is asserted, 
“will revolutionize check writing.” The like a 
a standard typewriter keyboard 


machine is 
typewriter in that it has 
and a shuttle type-action. 


has a wide carriage so as to accommodate stock certificates, 


It is electrically actuated and 
warehouse receipts and wills as well as checks and other 
alteration. 
a standard typewriter 


documents in which it is necessary to prevent 
All matter that 


typed with a Permagraph which shreds the paper 


can be filled in on 
can be 


and impregnates ink into the fibre. The Permagraph sys- 


tem involves the use of a sheet of wax paper on which a 
duplicate of the check or document is imprinted. As the 
new machine is equipped with arabic characters, it is suit- 
able for use in many other countries besides the United 
States 

8 i 


Woodstock Typewriter Offices Enlarged 
The general sales offices of the Woodstock Typewriter 
Company, 35 East 


The 


Ill., have been 
the 


Wacker drive, Chicago, 


expanded. growth of the business since offices 


were established on Wacker drive has exceeded expecta- 
tions, and it became necessary to secure additional space 
adjacent to the original area. The offices are on the fif- 


teenth floor of the building. 

December business was the largest in the history of the 
In 1928 the company’s sales were the greatest 
in any the 1927 the volume has in- 
creased fifty-eight per cent over 1928. This 
the development of branch 


company 


vear. Since close of 


has been a 


consistent growth, attending 


distribution at important centers over the United States. 
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Victor Salesmen Have Identical Tastes 

“No wonder they get along so well together—they all 
seem to have the same tastes!” 

The foregoing was the comment of a casual observer 
when he noticed the profusion of derbies and Chesterfield 
overcoats among the district representatives of the Victor 
Adding Machine Company, gathered for a convention at 
the Victor plant in Chicago. 

We don’t know whether derbies and Chesterfields are 
signs of prosperity, dignity, or what have you—but the 
Victor boys certainly seem to go in for them. The three- 
dav convention which ended on December 20, 1928, seemed 
to indicate, if not a similarity in taste, at least a similarity 
in ambition—which is to do a big job for Victor in 1929. 

Following the convention, it was announced that L. J. 


Zant had been appointed sales manager for the company. 


Mr. Zant assumed his new duties on January 2, 1929. 


“CADILLAC CHORUS” AT 
CHICAGO. — Dinner given by 
Fred G. Kennedy to his sales 
staff at Chicago for winning the 
Cadillac car in the company’s 
sales contest. Mr. Kennedy is 
indicated by the star. At his 
left is W. B. Larsen, general 
sales manager, who journeyed 
to Chicago. to attend the dinner. 
A. P. Hamil, one of the Royal 
veterans, missed getting into 
the picture. His arm appears 
at the extreme right of the pic- 
ture. He helped materially in 
aiding his chief to win the car 


Chicago Royal Staff Celebrates Victory 

The sales staff of the Royal Typewriter Company, Inc., 
at Chicago, enjoyed a bounteous repast December 12 at 
the Palmer House Fred G. Kennedy, the manager, 
showed his appreciation for their efforts in winning a sales 
contest by giving the dinner, and also distributed $1,000 
among his willing workers. W. B. Larsen, the general 
sales manager, was present to give official character to 
the event. This was one of the happiest parties ever given 
to Royal salesmen in Chicago. 

More than a dozen of the principal branches of the 
Royal Typewriter Company competed for the Cadillac car 
offered by the company for the best showing in the auto- 
mobile contest. Two other groups participated in the con- 
test, a Hupp and a Ford being the prize for the winning 


branches. 





DERBIES THAT MAY OR 
zp 





MAY NOT HAVE SEEN 
BROWN WERE PREVALENT 
AT THE VICTOR ADDING 


MACHINE COMPANY'S RE 
‘ENT SALES CONVENTION 

In the exact center of the group 
is Al Buehler, vice—president of 
the Victor Adding Machine 
Company, who was snapped in 
the act of inviting the boys to 
take a ride in his new Lincoln 
His chauffeur, at the extreme 
right, seems to be rather doubt 
ful as to how the boys are all 
going to get in L. J. Zant, 
newly appointed sales manager 
is standing second from the left 
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Meetings--Conventions--Dinners 


Retail Stationers Association Taking Form 


\ movement has taken form among a number of well 
known dealers this field to organize a strictly retail sta- 
tioners’ association of national scope. There is no intention 
to interfere with the activities of the National Stationers’ 
Association, which, with a manufacturing as well as a 


dealer membership, carries on a necessary and useful work. 


\ preliminary meeting of the new organization was held 


on Thursday, January 17, at the Stevens hotel in Chicago 
at the suggestion of Charles L. Mitchell of Topeka, and 
others, and was presided over by Charles A. H. Thom ot 
Detroit Che following stationers participated in the dis- 
cussions 

H. S. Adams, H. S. Adams Book and Art Shop, Roches 
ter, Minn.; Elmer L. Sick, secretary, W. B. Gregory & 
Son Company, Detroit; Alfred E. Barnum, general man- 
ager, John R. Bourse, Rochester, N. Y.; R. D. Latsch, 
president, Latsch Brothers, Inc., Lincoln, Neb.; C. W 


Roth, The Roth Office Equipment Company, Dayton, Ohio; 


Ss. A 
Dempster 


and president, Christenson- 
Company, Pane, @ sa: 52. BB. 
H. Trendle Company, Youngstown, O.; C. F. 


Christenson, manager 


Sioux Trendle, 
president, H. 
Denzer, president, The C. F. Denzer Company, Sandusky, 
William W. McCue, president, Standard Printing and 
Publishing Company, Huntington, West Virginia; Clarence 
R. Smith, R. Smith & Co., Ky 
August Hunn, vice-president, H. H. West Company, Mil- 
Wis.; George S. Cobb, manager retail store, Gage 
Company, Battle Creek, Mich.; H. 
assistant manager, The Columbus 


O.: 


Clarence Louisville, 
waukee, 
Printing 


E. Squier 


Blank Book Manufacturing Company, Co- 
lumbus, Ohio; E. O. Joyner, Marshall & 
Bruce Company, Nashville, Tenn.; Thomas 
J. Davies, treasurer, Miller-Davis Company, 


Minneapolis, Minn.; George H. Moore, 
Pound & Moore Company, Charlotte, N. C.; 
W. H. Kessler, president and treasurer, W 
H. Kessler Company, Grand Rapids, Mich.; 
Charles A. H 


Thom, vice-president, Greg- 





Chicago, Ill.; Otto Wagner, Freeport, Ill.; Theo A. Stein- 
mueller, Lucas Brothers, Baltimore, Md.; William Henry 
Brooks, W. F. Murphy’s Sons Company, Philadelphia, 
Pa.; A. Pomerantz, A. Pomerantz Stationery Company, 
Philadelphia, Pa.; W. E. Ward, Ward Office Supply 
Company, New York City; O. J. Bertelson, Bertelson 
Brothers, Minneapolis, Minn.; S. B. Hudson, The Star 
Printery, Muskogee, Okla.; H. M. Russell, Russell & 
Cockrell, Amarillo, Texas; H. O. Williams, owner and 
manager, Williams Office Supply Company, La Crosse, 


Wis.; Lawrence W. Hamm, The Pierce Company, Fargo, 
N. D.: B. A. 


South 


Tuttle, treasurer, The Tuttle Corporation, 
Ind.; Milo Schuitema, The Tisch-Hine Com- 
pany, Grand Rapids, Mich.; 
oO 


Bend, 
Charles A. Stevens and George 
Maloney & Co., W. E. 
Faithorn and William Baar, Jr., Faithorn Company, Chi- 
William J. Kennedy, The William J. Kennedy Sta- 
tionery Company, St. Louis, Mo.; Oscar F. Medene, vice- 


Stevens, Stevens, Chicago; 


caro, 


president, Marshall-Jackson Company, Chicago, and Charles 
L. Mitchell, & Co., 
Topeka, Kans 
Executive Committee Appointed 
An Executive Committee of five members was appointed 


secretary and sales manager, Crane 


to outline'a working plan for the new organization, to sug- 
gest a name, prepare a statement of objects and purposes, 
and arrange a program for the officers and committees to 
Following are the names 
Mitchell, Topeka, chair- 


be selected at the next meeting. 
the 


of committeemen: Charles L. 


man; Charles A. H. Thom, Detroit; C. W. 
Roth, Dayton; W. J. Kennedy, St. Louis, 
and Charles A. Stevens, Chicago. This 
committee will make its report at the next 


meeting to be held in Chicago in May, the 

precise date and place to be announced later. 
The Sessions 

At the morning session each man present 

told 

business, 

that 


of the problems he encountered in his 


and it was unanimously agreed 


the retail stationers should organize an 


association to be compoced of retailers 


only. 
to the discus 


| + | 
aevorer 


The afternoon was 
sion of selling problems, buying, buying 
by districts, etc. It was suggested that a 





ory, Mayer & Thom Company, Detroit, 
Mich.: Gaines P. Campbell, vice-president, 
lr. H. Payne Company, Chattanooga, Tenn.; 
Fred H. Tracht, manager, University of 
Chicago Bookstore, Chicago, Ill; E. W. 
Childs. S. D. Childs & Co., Chicago, IIL; 
B. Newman, buyer, S. D. Childs & Co, CMAREERS 


A 
PRESIDED 


clearing house could be organized through 


H. THOM 


(Continued on Page 62) 





CHARLES A. STEVENS CHARLES L. MITCHELL 
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ROTH 
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EXECUTIVE COMMITTEE AND REGIONAL GOVERNORS OF THE NATIONAL STATIONERS’ ASSOCIA- 
14 AND 15.—Front row, left to right: Ed. L. Little, { 


TION, WHO MET IN WASHINGTON, D. C., JANUARY 


Governor, District No. 5; E. Clifton Wilson, Governor, 


District No. 9; J. Steve Luckett, Governor, District No. 


13; John G. Hullett, Governor, District No. 3. Second row, left to right: Ernest R. Hazel, Governor, District 
No. 8; Charles M. Marshall, President; Charles P. Garvin, General Manager; Alvin R. Skibbe, Governor, Dis— 


trict No. 6; Arthur J. Walker, Third Vice—President. 


ances; E. J. Chapman, Governor, District No. 11; W. F. 


Samuel B. Groom, Governor, District No. 1; John D. 


Back row, left to right: Charles H. Everly, Office Appli- 
Dawson, Canada; Cliff Cody, Governor, District No. 7; 
Hanson, Governor, District No. 4, and J. E. Neary, 


Geyer’s Stationer. [Photo by Harris & Ewing, Washington, D. C. 


Meeting of Executive Committee and Board of 
Governors 

A meeting of the Executive Committee of the National 
Stationers’ Association was held at Washington at the 
headquarters’ offices, 523-525 Investment building, January 
14 and 15, 1929. The meeting was called to order January 
14 at 10:30 a. m. There were present: President Charles 
M. Marshall and Messrs. Neill Stewart and Woodson P. 
Waddy, members of the committee, General Manager 
Charles P. Garvin, Secretary Mortimer W. Byers, First 
Vice-President Claude Conger and Third Vice-President 
Arthur J. Walker 

Leases Approved 

The leases of the Chicago and Washington offices were 
approved and the committee was appreciative of the fact 
that a slight saving will be made until the expiration of 
the Chicago lease, and that, from that time onward, the 
saving of over forty per cent in rent will be effected by 
reason of the change in address. 

The president submitied to the meeting the contract 
between Mr. Garvin and the association, which was 
ipproved 

3y vote of the committee, it was decided to defer atten- 
tion to the matters of resignations and delinquents in order 
that the new general manager may have opportunity to 
correspond with those whose names appear on such lists 
and in order that a thorough analysis of the present mem- 
bership should be made by the business office 

“The National Stationer” Appears 

The plans of the general manager for promoting manu- 
facturers’ coOperation with the salesmen of the dealer mem- 
bers of the association through publicity in the “News” 
was approved and, by unanimous vote, he was authorized 
to change the title of the publication to “The National 
Stationer,” provided the title proved to be available upon 
inquiry at the office of the Librarian of Congress. 

In this connection, it was discovered, through conversa- 
tion with Charles H. Everly of Office Appliances, that some 
months ago, the Office Appliance magazine secured title to 
“The National Stationer,” which was an old magazine 
Mr. Everly immediately communicated with his magazine 


and they very graciously consented to allow the use of the 
name “The National Stationer,” and the executive com- 
mittee and officers expressed appreciation to Mr. Everly 
for this courtesy and cooperation. 

Association Title Approved 

Mortimer W. Byers reported that the certificate of 
change of name of the association to the National Sta- 
tioners’ Association had been duly filed in the office of the 
Secretary of State of Illinois, at some difficulty, by reason 
of the apparent conflict with the name of a corporation 
incorporated in 1920, known as the National Stationery 
Stores, Inc. Fred P. Seymour, secretary of the latter 
organization, kindly procured a consent to be duly executed 
by the president and secretary of that corporation. This 
action on the part of Mr. Seymour and his associates is 
also very much appreciated by the officers of the associa- 
tion. 

Attention having been called to the fact that Canadian 
members of this association are not privileged to vote, by - 
terms of the by-laws, it was unanimously voted that Article 
4, Section 3 of the by-laws be amended at the next annual 
meeting, striking out the word “non-resident,” and the gen- 
eral manager and secretary were requested to see that 
appropriate notice is given to the members, of this proposed 
change, which would bring the Canadian division into the 
voting column. 

Convention Locations Offered 

The meeting place of the annual convention was con- 
sidered. A great many invitations were received, among 
them invitations from Montreal, New Orleans, Minneapolis 
and a number of other cities. After proper investigation by 
the general manager and president, the city selected as the 
annual meeting place will be announced through the Na- 
tional Stationers’ News and through the trade papers. 

Resolutions of appreciation were passed in reference to 
Edwin H. Sell, who conducted the merchandising exhibit 
at the convention and to Edward L. Little, who was chair- 
man of the convention committee. Both of these gentlemen 
were heartily thanked for their splendid contribution to the 
welfare of the association. 

A resolution was passed resolving that the executive 

(Continued on Page 64) 
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N. Y. Office Appliance Managers Dine Contest Franck, American Sales Book Company, Limited; A. M. 


Winners Opramolla, The Postage Meter Company, winner for sec- 

On Monday evening, January 14, at the Hotel Waldorf- ond time; John M. Lattimer, The American Multigraph 
Astoria, New York City, the New York Office Appliance Sales Company; J. A. Emmerick, Yawman and Erbe Man 
Managers’ Association gave a dinner in honor of the win ufacturing Company, winner for third time; Paul Vreeland, 
ners of the association’s sales contest. This extended over Monroe Calculating Machine Company, Inc.; G. J. Farmer, 
three months—October, November and December, 1928.  Reiner’s Rotaprint, Inc., winner for second time; Louis J. 
Che contest was waged among the salesmen of the re- Gilmartin, A. B. Dick Company, winner for second time; 
spective members of the association, prizes going to those Louis Dayton, Ditto, Inc.; Morton Block, accounting ma- 


winning the highest scores. The fact that the dinner was’ chine division, Remington Rand Business Service Corpora- 
held at the Waldorf-Astoria, where Oscar of the Waldorf tion; F. N. Leverett, system division, Remington Rand 


directs the plans for the inner man, is sufficient evidence Business Service Corporation; W. T. Criswell, Ralph C. 
of the appetizing dinner that was served Coxhead Corporation, and Lloyd M. Powell, Dictaphone 
rhe reception committee consisted of the men in charge Sales Corporation 
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ANNUAL DINNER, NEW YORK OFFICE APPLIANCE MANAGERS’ ASSOCIATION, HOTEL WALDORF-ASTORIA, NEW YORK CITY, MON 
DAY EVENING, JANUARY 14 At the division line of the double doors at the bead of the table is C. A. Snyder, National Cash Register Company 





retiring president At bis right is M. 8S. Eylar, vice-president of the General Office Equipment Corporation, guest and speaker of the evening 
On Mr. Snyder's left (which is the right hand facing the picture) is ©. H. Everly, vice-president, The Office Appliance Company, another guest and 
speaker Te the left of M. 8. Eylar is C. F. Price, Remington Rand Business Service Corporation, 1929 secretary To the right of Mr. Everly is 
Charles Fox of the Dictaphone Sales Corporation, the new president. To the right of Mr. Fox is John Noonan of Kee-Lox Company, the new vice 
president The names of all those present will be found in the accompanying article 

of the sales activities of the companies they represent in Che speakers included C. A. Snyder, toastmaster; Charles 
New York City Che guests of honor were the men who  H. Everly, vice-president, The Office Appliance Company 
von the prizes in the contest. The speakers also wer: and M. S. Eylar, vice-president of the General Office Equip- 
mong the invited guests The reception committee cor ment Corporation 

sisted of the following officers and members: President Fach of the successful salesmen were called on and made 
C. R. Fox, Dictaphone Sales Corporation; vice-president 

J. A. Noonan, Kee-Lox Manufacturing Company; secr: 


tary-treasurer, C. F. Price, Remington Rand Business 
Service Corporation, and the following members: C. H 
Reed, General Office Equipment Corporation; E. J. Ferris 
Addressograph Company; ( A. Snyder, National Cas 


} 
KT 


Register Company r. C. Moore, International Business 
Machines Corporation; A. H. Phillips, American Sales 
Book Company, Ltd.; J. W. Sells, The Postage Meter 
Company; W. Strain, The American Multigraph Sales 
Company; C. G. Woosley, Yawman and Erbe Manufactur 
Company: R. H. Halmage, Monroe Calculating Ma 


ne Company, Inc.; H. S. Sanders, Reiner’s Rotaprint, 
Ine P. A. Bennett, A. B. Dick Company; C. D. Schmaltz, 
Ditto, Incorporated; R. C. Coxhead, Ralph C. Coxhead 


‘ rporatior Carol Lyttle, Dictaphone Sales ( orporation 











Prizes for t se who won for the first time consisted of 


ntain pen and pencil sets he prizes for second time Cc. R. FOX 
nners were silver cigwarett« ses. and for the third time ‘Photo by Blankstoller. In« 
winner, a traveling bag remarks, expressing appreciation of the prizes and of the 
Following were the guests honor: J. G. Bartley, Na xperience obtained in the contest, and also expressing 
1al Cash Register Sales Company; Edward Coleman leasure at being present 
Dictaphone Sales Corporation, winner for second time; Joh C. A. Snyder of the National Cash Register Company 
W. Knevels, Kee-Lox Manufacturing Company; Boyd H toastmaster and retiring president, expressed his appreci- 
Moreland, General Office Equipment Corporation; Wil ation of the cooperation he had received from the members 
ster Addressograph Company; Edward Perkins n carrying out the work during the past year. He con 
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tior Business Machines Corporatior \ D (Continued on Page 143) 
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M. & V. Standard Products | 


The Better Value in Typewriter 
Ribbons and Carbon Papers 


OMPETITION is so often wrongly 

confounded with  price-cutting. 
Price-cutting, which is really the death of 
trade, should never be confounded with 
real live, healthy competition. This ap- 
plies very keenly to our industry. The 
dealer handling our goods saves himself 
much worry in trying to compete with the 
most inferior lines on the market. 


Quite a while ago we decided that, in 
making our goods distinctively different 
and having in mind quality only we could 
create such a standard as would enable 
the dealer to build up a most satisfactory 
and profitable business on the actual qual- 
ity of the goods and, in this, they are 
greatly aided by the fact that the user is 
becoming more discriminating and knows 
what represents a good typewriter ribbon 
or a good sheet of carbon paper. He is 
interested in the work it does and is sat- 
ised only with such results as may be 
obtained from goods of a recognized 
standard. 


The dealer and consumer alike, there- 
fore, should examine very carefully into 





seseseseseseseseseseses 
M. & V. Lines 


give the service 
that satisfies 
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the merits of our goods, as it will solve 
every problem that may confront them in 
the use of these two very important arti- 
cles. Our goods are made to serve every 
purpose and each one exactly. The steady 
growing demand for the higher qualities 
is certainly most gratifying and, also, 
as establishing the correctness of our 
principle. 


In addition to the standard lines of 
Typewriter Ribbons and Carbon Papers, 
we manufacture inked ribbons for any de- 
vice using them and in any degree of ink- 
ing required. We make a carbon sheet 
for every possible purpose for which car- 
bon paper is used, also in any weight, in 
any finish from the soft finish of the pen 
carbon to the extra fine hard finish of the 
higher grades of Typewriter Carbons, 
yielding the maximum number of copies 
per sheet—a character of copy that is ap- 
preciated by the most discriminating user. 
Copy of our price list, which we will 
gladly mail to anyone, will quickly show 
the large variety we are making in all of 
our various lines. 
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The trade-mark 
that makes ‘‘come 
back"’ customers 








MITTAG & VOLGER, Inc. 


Principal Office and Factory 


591 Mission Street 326 Erie Building 


PARK RIDGE, N. J., U.S. A. 


Branches: 
MINNEAPOLIS NEW YORK BOSTON LOS ANGELES 
1040 McKnight Building 261 Broadway 115 Federal Street 102 San Fernando Bidg. 
; (406 So. Main St.) 
SAN FRANCISCO CLEVELAND CHICAGO ST. LOUIS 


205 W. Monroe Street 8th and Pine Sts. 


AGENCIES ALL OVER THE WORLD 
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Instead of Trying to Beat Com- 
petition by Out-Guessing its 
Prices, Avoid It by Selling an En- 
tirely Different Kind of a Desk. 


Why Not Work at an 
Advantage This Year? 


Let Us Tell You 
How the Wagemaker Agency Can In- 
crease Your Sales and Profits. 
INTER- 


Point 
CHANGEABLE 


= DRAWERS 


POINT NO. 4 














— —) Most Wagemaker 
= —_ users put the letter 
—" drawer at the top 








where it really be- 
longs. 


WAGEMAKER Co. 


GRAND RAPIDS MICHIGAN 
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Popular Weekly Discusses Show Windows 
In the Outlook and Independent of 
Claude Bragdon presented some interesting comparisons in 
The article, illustrated with a couple of 


January 16 last, 
window displays. 
half tone cuts of new windows, discusses intelligently and 
at some length the new note in the development of shop 
which tower 
district in 


the skyscrapers of recent design 
fashionable Fifth avenue 


The fact that a popular periodical, such 


fronts in 
above the shopping 
New York City. 
at the Outlook and Independent, will give over a liberal 
space to a subject heretofore confined to commercial spe- 
cialists and trade publications is in itself interesting and 
quite possibly significant of an awakening to the less spec- 
interest in 





tacular scenes and events which people find of 
| their daily lives. 

| Mr. Bragdon the 
dows in New York’s principal shopping district 
out several principles which should not be overlooked in 
He the 


elaborately 


describes some of alluring new win- 


| He points 
| . . . ‘ . 
| dressing elaborate display windows. brings out 
that a 


One of 


window which is too decorated is 
the windows he describes is a 
tooth formation 


There is 


fact 
jat fault. 
lentrance windows in 


series of 


saw leading into the 


| principal entrance door of the shop. i high pros- 
cenium arch. The loiterer is drawn by 
the pavement to the threshold, each stage being baited, so 
| to speak, with a different exhibit in its own salient of glass. 
The what is perhaps the talked 
|about show New York. The central feature of 
the design is a gigantic cylindrical show case with a semi- 
utility. To 
flat store 
arrangement 


easy stages from 


author describes most 


window in 


domical top, producing results of beauty and 
|achieve a transition from the semi-dome to the 
front is something requiring no little skill in 


|He describes other types of modernistic windows which 
have engaged the skill of architects and designers. In 
these windows hard lines have been softened by delicacy 
of ornamental treatment, making the show window a 
fit place for exhibits of the highest quality of mer- 
chandise He points out that the floor of show win 
dows must match the quality of the windows and of the 
display. It should be plain but smooth and well made. 


in style as 


| Signs also should correspond with the display 
The walls of the show windows should 


| well as in matter. 
| not be over-ornamented, and the writer evidet tly favors for 
l par- 
of this type 


some displays paneled backgrounds with self-colored 


As an illustration 


quetry in geometric designs. 
of window, he presents a view of the display window of 
the Nat 
items of women’s use are placed in the window 
background the last described. The 


ground pleases but does not draw attentio the 


house of Lewis, where a few carefully selected 


before a 
back 


mer- 


such as one 


from 
chandise exhibited in the window. 

We 
intensively 
dealers and that there are frequent examples of 
class work among stationery stores all over the 


that the study of the show window is 


followed by 


might add 


stationers and office equipment 


very high 
country— 


work which exhibits a knowledge of merchandising psy- 


chology as well as of artistic values 


> 


Woodstock Superintendent Dines Associates 


O. A. Hokanson, superintendent of the tactory of the 
Woodstock Typewriter Company, Woodstock, Ill. enter 
tained the heads of factory departments January 5. Mem 


bers of the executive and sales staff were present, including 


Richard W. Sears, II, president; J. M. Hackney, general 


sales manager; A. B. Brightman, assistant sales manager; 
Arthur Williams, export manager; F. H. Morse, Chicago 
branch manager; and Warren J. Fish, of the home office 
sales department. grief addresses were made by Messrs 


Sears, Hackney and Hokanson. 
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CARBON PAPE N [PAPERS 
TYPEWRITER RIBBONS 


*‘The Line that can’t be matched” 









































































































































A line which has both quality and individ- 
uality, variety enough for every requirement 
and manufactured with the greatest care. 








Manifold Supplies Company 
188 Third Avenue 
BROOKLYN, istariont2) N. Y., U. S. A. ">. 
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Remington 


Spay gia Se og? Bigs 
A OP 





















For more than fifty years men and women 








in the business world have been consist- 
ent users of Remington 
typewriters. They appre- 
ciate the unparalleled 
excellence of this line 

of writing machines 


PORTABLE) which covers every 


typewriter re- 














quirement 


LETTERS OF DISTINCTION 
PAY BIGGEST DIVIDENDS 


ae 


Remington Typewriter Division 


Remington Rand Business Service Inc. 


Buffalo, N. Y. 


Branches in all principal cities 


EX «- RAND « SAFE-CABINET +» DALTON :; POWERS 
~R-VAWTER +: LINE-A-TIME + LIBRARY BUREAU 
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Cleveland Typewriter Dealers Elect Officers 
[he regular meeting of the Typewriter and Adding 

Machine Association of Cleveland was held Tuesday 

evening, January 8, 1929, at the Hotel Olmstead, Cleve- 

land, Ohio. When dinner was served at 6:30, the mem- 
bership of the association was present 100 per cent. 

At the conclusion of the meal the meeting was called to 
order by President Frank McBurney. Three new members, 
T. J. Conn and W. H. Burke, both of the Hanna Type- 
writer Exchange, and Walter Hanson of the Hanson Type- 
writer & Supply Company, were taken into the association. 

President McBurney outlined the activities of the asso- 


ciation during the year of 1928. These included the con- 


] 











A. J. KRUSE 














H. L. SHAW F. McBURNEY 


vention of the National Association of Typewriter Dealers 
held in August at the Hollenden hotel, Cleveland. The 
success of the convention was due mostly to the ceaseless 
and untiring efforts of Mr. McBurney, and in recognition 
of this fact all the members gave him a rising vote of 
thanks. Mr. 
members of the association for their tribute, but stated 


McBurney expressed his appreciation to the 


that he would not be a candidate for re-election, much to 
the disappointment of all. Mr. McBurney was instrumental 
in organizing the association three years ago and has been 
its president until the election of a successor last month. 
Officers for the ensuing year were elected as follows: 


L. W. Adler, 


Company, president; A. ] 


Cleveland Calculating 
Kruse, proprietor of The A. J. 


proprietor of the 
Kruse Service Company, vice-president; and H. L. Shaw, 
proprietor of the Shaw Typewriter Renewing Company, 
secretary-treasurer. 

The new officers assumed their duties at once. Problems 
confronting the association were brought up and discussed. 


It was apparent from the remarks that it is the earnest 
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| ; N GLEWQ O]} | 
Reasons why 
ENGLEWOOD is | 
the most profitable line | 
for the dealer. : 


1—Faster turnover. 
2— Less servicing. 
3—-Easier selling. 
4—-Popular prices. 
5—Exclusive sale. 


DDDDDdd dA 


We solicit your in- 
vestigation of 
ENGLEWOOD 
DESKS on the 
basis of net profits. 


The new brochure, 
prices and details 
will be mailed on 
your request. 


DDDDdd DD 


ENGLEWOOD DESK COMPANY : 
58th and Lowe Ave. | 
Chicago | 
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desire of every member to conduct his business on the 
basis of fair dealing to customers and truth and honor in 


every business transaction so that the buying public will 
be convinced that it can deal with any member of the asso- 
ciation with absolute confidence. 
—_- <> ---- 
New York Stationers Annual Banquet and Dance 
The twenty-third annual banquet and dance of the Sta- 
tioners’ Association of New York was held January 23, 
1929, at the Hotel Astor, New York, N. Y. 
After the invocation was pronounced by Rev. W. W. 


World's Quality Standard 


Some of the = . ' = 
4s on Giles, pastor of the First Reformed church of East Orange, 

88 S ce o § E. S N. J., the guests sang a verse of the Star Spangled Ban- 
ner before being seated to enjoy a delicious dinner follow- 
ing the menu prepared, under the supervision of Chairman 
Eddie Gash of the Entertainment Committee. 

Following the dinner, President Louis C. Geils spoke of 
the objects of the New York Stationers’ Association, one 
of which is to make the association one of the largest of 
its kind in the United States. The work of the member- 
ship committee, he remarked, indicates that rapid progress 
is being made President Geils also mentioned particu- 
larly Chairman Eddie Gash and his committee, who were 
responsible for the highly successful dinner and entertain- 
ment. 

Rev. W. W. Giles, the principal speakeer of the evening, 
was introduced by President Geils. Rev. Giles opened-his 
address by remarking that a conscientious New Jersey min- 
ister should not be in New York on such an occasion as 
the New York Stationers’ banquet because there was 
plenty of work to-be done in New: Jersey. 

In the course of his address, Rev. Giles referred to the 
fact that we as Americans should be very proud of the 
name. He said that if 100,000 American men were mobi- 
lized into an army, that group could do more than any 
other group of a like size in the world. He referred to 
higher education, stating that an academic degree now has 
a tremendous economic value. One college graduate in 
173 succeeds while only one high school graduate in 1,908 
succeeds and only one grammar school graduate in 41,- 
250 succeeds. A college graduate has 800 times greater 
chance than one without the training. In 1900 there were 
42,000 undergraduates in the universites of the country— 
in 1910 there were 210,000—in 1920 there were 462,000 and 
in 1927 there were 775,000. He urged all the parents pres- 
ent to give their boys and girls the best chance they could 
to acquire a higher education 

Referring to the Constitution of the United States, Rev. 
Giles said that we, as Americans, are debtors to that Con- 
stitution, as our remarkable growth in only 143 years has 
been brought about under that form of government. In 
1787 there were less than 4,000,000 people in the United 
States with no assets at all. In fact, they were in debt. 
In 1929 the net assets of the country amount to 323 bil- 





lions of dollars and the population is approximately 120,- 
000,000. Rev. Giles’ opinion is that this progress is all due 
to our form of government as exemplified by the Consti- 
tution of the United States. He stated that of the thirty- 


There are other good 
erasers, but there are nine men who signed the original Constitution, thirty-one 


were lawyers and that twenty-four of the thirty-nine were 
graduates of colleges or universities. 
The speaker reminded the audience that buildings fifty- 


no better erasers than 
six stories high will not lift us any nearer heaven, and 
; e 1X torie g ; . 
the “World ~ Quality trains traveling 100 miles an hour will not carry us into 


the Millenium. He warned against the tremendous wealth 
Standard” of the United States unless a proper conception of what 
vs brought it into being could be impressed upon the national 


conscience. He cited the fact that Rome “went to hell” 








when her treasuries were full. He emphatically stated that 
the wealth of the United States is not so much in her 


Weldon Roberts Rubber Co. aviela J.USA. treasuries as it 1s in the manhood and womanhood of the 
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EXPENS 


The Giant of 


modern business 


ACTS dare not be ignored. Did your company’s sales curve climb dur- 
ing 1928? Did the expense curve drop? Did profits increase? Would 
you be interested in a method of spreading the sales and expense 

curves farther apart — a veritable Giant of modern business? 


Whether these curves speak in terms of millions or thousands, the 
Addressograph Company has a definite, helpful plan for you in 1929. 


Addressographs open the doorway to more profitable sales. They reduce 
expense. They write names and data on business forms 10 to 50 times 
faster than by other methods—statements, record forms, shipping tags, pay- 
sheets, pay and dividend checks, etc., etc. Addressographs keep you in close 
contact with customers and buyers by speeding letters, circulars, broadsides, 
etc., into the mail without delays—by cutting to a mere fraction the cost of 
hand or typewriter addressing—by providing “Customer Control”, an auto- 
matic system of preventing and reviving inactive accounts. 


Hand Operated Ma- 

chines — 1,000 to 

1,500 impressions an 
hour! Prices as low 

Discuss this important matter with the Addressograph representative. Or $20. 

mail the coupon with your letter-head and detailed information will be sent 

to you. 

Sales and service agencies in the principal cities of the world. 
ADDRESSOGRAPH COMPANY, 903 W. Van Buren Street, Chicago 
Canada: Toronto, Vancouver, Montreal. European head office and factory: London, England, 

Manufacturer f Graphotype Addressograph Dupligraph Cardograph 
Model F-2 Electric — 
Handles name and 
data writing on all 
forms thru a ribbon 
of any color. Speed: 
2,000 to 3,000 ime 
pressions an hour! 













Dupligraph—Prints 2,000 com- 
plete letters an hour with name, 
address, salutation, date and sig- 
nature—all at one operation — 
. through the same ribbon. 












Cardograph — Produces 
1,500 messages on pust 
cards in an hour! Also 
used for imprinting stand- 
ard data on forms, etc. 


Model Ae 


Automatic 
Feed — Ad- ¢ 
dre sses an 
almost un- 
limited va- 










riety of forms for of- 
fice, store or factory 
— 7,500 per hour 
—in duplicate, trip- 
licate or quadrupli- 
cate. 


@ MAIL 
¢ WITH 

YOUR 
LETTER- 
HEAD TO 


ADDRESSOGRAPH Co., 
903 W. Van Buren St., 
Chicago, Illinois. 


Please advise how 
PRINTS FROM TYPE Addressographs will increase my 


sales and reduce my operating 
expense. 


TRACE MARK 


Copyright 1929 Addressograph Co iin 
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“Uncle Charley Small 


sells 




















THE LINE 








We are pleased to 
announce that 
“Uncle Charley” 
Small is now cover- 
ing the South and 
Southwest for S. FE. 
& M. Vernon, Inc. 
The ROYAL line 
of BLANK BOOKS 
which has been 
greatly enlarged and 
improved is all that 
the name implies. 















OLD METHOD 


S. E. & M. VERNON, INC. 


Established 1880 
Originators of the Carton Packing of Blank Books 


65 DUANE STREET NEW YORK CITY 


. r 
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country, and urged all present to recall the United States 
to the God of our Fathers. He said that even America 
can go the way of all earth if we depart from the living 
God. In closing he used the following quotation from the 
church in Europe, “All that pleases is but for a moment; 
all that troubles is but for a moment; only that which is 
important is eternal.” 

A letter from Charles M. Marshall, president of the Na- 
tional Stationers’ Association, was read by President Geils. 
Mr. Marshall expressed regret over his inability to attend 
and extended his best wishes to the New York association. 

F. D. Sargent, Regional Governor of District No. 2, was 
also unable to attend. Through President Geils he urged 
attendance at the convention of District No. 2, which is to 
be held Thursday, February 7, at the Hotel Ten Eyck, 
Albany, N. Y. 

General Manager Charles P. Garvin of the National Sta- 
tioners’ Association was introduced. He brought greet- 
ings from the President, the Board of Governors, and the 
Executive Committee, which had been in session at Wash- 
ington the week before 

Mr. Garvin directed his address to the ladies, urging 
them to encourage their husbands to enter into association 
work more than ever. He compared the work of the asso- 
ciations to the talks about clothes, fashions, etc., which 
women indulge in when they get together, and said that the 
association was catering to the same kind of spirit in the 
men. When men get together they discuss business rather 
than clothes and other details. Mr. Garvin closed his ad- 
dress by urging those present to take pride in their busi- 
ness because the stationery business is a great one in which 
anybody can be proud to engage. 

President Geils introduced Frank H. Fargo, president of 
the Connecticut Valley Stationers’ Association, who said 
that he had just come from the next “yard” and brought 
the greetings of the Connecticut Valley group. 

Among those seated at the head table were Mr. and Mrs 
Charles P. Garvin; Frank H. Fargo; President and Mrs 
Louis C. Geils, and A. O. Washburn of Whitlock’s Book 
Store, New Haven, Conn. Mr. Whitlock is a past presi- 
dent of the New York Stationers’ Association. 

Special entertainment features and dancing after the ban- 
quet were thoroughly enjoyed. 

—— 
Chicago Stamp Men Elect New Officers 

The Stamp Manufacturers’ Club of Chicago, Inc., elected 
officers at its meeting of January 14. Al. Smith, of the 
Consolidated Stamp Manufacturing Company, New York, 
N. Y., was a guest. In addition to the monthly meetings, 
the Chicago stamp men gather informally every Tuesday 
noon at the Bismarck hotel, having lunch and fraternizing. 
These meetings are well attended. Visitors to the city are 
invited to join in. 

The officers chosen for 1929 are: Henry Hanson (H. C. 
Hanson & Company), president; Harry Emrich (Time & 
Energy Company), vice president; Roy Melind (Louis 
Melind Company), secretary. The directors are Henry 
Hanson (C. H. Hanson & Company), Louis Melind (Louis 
Melind Company), Roe Reed (Reed & Skeppstrom), Jos. 
A. Pardi (American Seal & Stamp Company), J. R. Swift 
(The Superior Type Company). 

The club sent a delegation to the St. Louis regional meet- 
ing of the I. S. M. A., consisting of Jos. A. Pardi, Charles 
Hanson, Hans Hellesoe, Charles L. Safford, Geo. T. 
Schmidt, Chas. Taylor, S. D. Flinn and W. Farr. 

a ees 
Tariff Changes by China Nationalist Government 

_The United States Department of Commerce reports that the 
Nationalist Government of China has promulgated a new tariff 
schedule, to become effective February 1, 1929. 

Typewriters, cash registers and calculating machines are 


assessed 12% per cent ad valorem, based on valuations of the 
import tariff of 1922 




































Why Dealers Select 
PEERLESS KEYS 


An overwhelming majority of dealers 
make Peerless Rubber Typewriter Keys 
their leader. There must be reasons why 
these more than 4,000 successful busi- 
nesses choose one particular typewriter 
key to sell. And there are—four big 
reasons and we don’t know how many 
smaller ones. 

The big reasons for Peerless superior- 
ity and dealer popularity are: 


1. They are guaranteed against all 
deterioration for five years. 

2. They have an already created con- 
sumer demand; they are asked for 
by name. 

3. Peerless cooperation includes re- 
ferring inquiries and orders to deal- 
ers whether obtained by mail or by 
Peerless salesmen, and Peerless 
Dealer Helps are the kind that 
really increase your sales. 

4. Peerless does not compete with its 
dealers by selling direct. 

Peerless Rubber Typewriter Keys 
really do sell better—really do give you 
bigger profits. Send the coupon and we'll 
prove it. 


PEERLESS KEY COMPANY, Inc. 
176 Fulton Street New York City 


Peerless Key Company, Inc., 176 Fulton Street, New York City 


Kindly send us, without obligation, details of your profit- 
building plan for dealers, together with sample Peerless 
Key and Erasure Shield, with our imprint. 
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(Retail Stationers.—Continued from Page 50) 
which information might be disseminated to all parts of the 
country concerning market conditions and other matters 
calculated to be of interest to the retail trade. There was 
a discussion of the subject of turn-over; of the percentage 







Send for 
SPECIAL OFFER 


ever experienced, and that they felt well repaid for the 


expense of the trip and the time taken to get the movement 
started. 

Various subjects have been suggested for discussion by 
the retailers, including chain store competition; direct sell- 
ing by manufacturers, and also by wholesalers; effect of 


manufacturers’ national contracts on the retail business; 


of gross to be devoted to advertising, and of a suggested 





movement to acquaint the public with the worth of the sta- 
tionery industry in all the relations of life. Means were 






suggested for keeping the members of the retail trade 
posted with regard to overstocks, that congestion might be 





relieved in one place and possible dearth in others. 

The session concluded with a vote of thanks to Mr. 
Mitchell for the time and labor he had spent in bringing 
the meeting together, and it was unanimously agreed that 
the day was one of the most profitable those present had 








e favored prices on large contracts by dealers having jobbing 
Agencies Open for connections; minimum orders acceptable to certain manu- 
e e facturers; “service charges” by some of the manufacturers; 
Smith Premier 50 salaries and commissions to inside and outside salesmen; 
comparative analysis of overhead in different communities; 

a 


pooling orders for standard items, either as an organization 


or in sectional groups; better buying vs. better selling, etc. 
One of the matters discussed at the meeting had to do 
with the possible elimination of needless varieties, sizes and 


dimensions, patterns and models of staple goods. It was 
felt that a study of the subject of standardization would 


—e—_—_—_—_—_—_ 
result in relieving retail stationers of many of the slow- 
moving, little wanted types and sizes of merchandise, re- 


ducing the amount of stock investment, providing more 


For ALL MAKES room for lines that move, and reducing overhead expense. 


The thought was also brought out that there should be 


“INVINCIBLE” PLASTIC TYPE CLEANER some way in which to acquaint gy age with the 
NO 


retailers’ actual costs of distribution. doubt manufac- 








turers are already acquainted with the average figures, but 
SUPPLIES too many fail to take these figures into account when ar- 
ranging their discounts, with the result that the retail 
distributor cannot make a legitimate profit. It was be- 
INK PADS—PARTS lieved that definite figures and vigorous representations 

TYPE WHEELS would result in better discounts in many cases. 
With regard to collective buying by districts and collec- 
tive buying of large volume items by the organization as 


Send for New Price List No. 92 a whole, the thought was brought out that the selling cost 








of the manufacturer would be considerably reduced, per- 


haps making it possible for the manufacturers to sell to the 
members of the retail stationers association at a price that 
would permit the retailers to compete with the “direct to 


ROUGH - PREMIER consumer” selling plan of some manufacturers, jobbers and 
wholesalers. 
& A. W. M. CO. GRADE ae 


Conklin Achieves New Color Creati 
AMERICAN i Ce a nan ae 
WRITING MACHINE latest of the Conklin pens and pencils to bear the Conklin 
COMPANY 


449-455 Central Ave. Newark, N. J. 
and 

23 Principal Cities 

Established 

1880 













unconditional and perpetual service guarantee. It is an 





effective color combination, differing from the conven- 
tional. Imperial or royal purple and gold are the colors 






of luxury and authority, the use of which was once among 
the prerogatives of royalty 

The new pens and pencils are distinctive and pleasing. 
The pens will retail for $5.00 each, the pencils for $3.50, 
and the set for $8.50. 








— —- ~<- - — 
People will never take off their hats to the money you 


have wasted—Berloyalist (The Berger Manufacturing 






Company). 
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WS A “ClemcoGlide” Typewriter Desk with panel removed showing simplicity 
of mechanism and ample knee room for the operator. 





Patented Feb. 3rd Also Foreign 
and Nov. 10th, 1925 Countries 


‘““ClemcoGlide "—the World's Best ‘‘Center Drop’ Typewriter Desk 

is the LEADER of its kind. Its eight outstanding points of superi- 
ority (given below) are instantly visible. The buyer convinces him- 
self of ‘‘ClemcoGlide” worth. 





2, You offer the Maximum of Service when you deliver from stock. 
You are seriously handicapped—-though you may not know it—when . 
you cannot deliver. aN 

















1. Easy to raise and lower. Lift only the lid half way. d 
2. Prevents tearing and soiling of clothing. No exposed metal parts. . 
3. Strong platform frame support. Only two parts. 4 
4. “Clemco” Tie Rail. Keeps pedestals in alignment. ry ¥ 
5. Ample knee room. No other desks have it. (y 
6. Ball bearing mechanism. Smooth, easy, cushion-like operation. 

7. Rigid, vibrationless platform. Locks automatically. ; 
8. “ClemcoGlide” stops the drop and saves the typewriter. 











Write and Let Us Give You COMPLETE INFORMATION. 


THE CLEMETSEN COMPANY 


3403 West Division St. Chicago, Illinois 


Nation-wide Service Through the Better Office Furniture Representatives. 


LEMCO\\ Aas mn 
DESK zh oo 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of The National Stationers’ Association 








OFFICERS: 


Charles M. Marshall, President, Atlanta, Ga.; 


Fourth Vice-President, Chicago, Ill.; C. 


Claude M. Conger, | 
Second Vice-President, South Bend, Ind.; Arthur J. Walker, Third Vice-President, Minneapolis, Minn.; 
A. Stott, Treasurer, Washington, D. C.; Fletcher B. Gibbs, Auditor, Oak Park, Iil.; 


Vice-President, Kansas City, Mo.; B. A. Tuttle, 
William E. Smith, 


First 


Charles P. Garvin, General Manager, Washington, D. C. 


REGIONAL GOVERNORS 


District No. 4 John D. 
Hanson, Perry & Buck- 
ley Co., New Orleans, La. 

District No. 56. Edward L. 
Little, Wabash Cabinet 

D. Sar- Co, Wabash, Ind. 

Y. District No. @. Alvin R. 
Skibbe. Associated Sta- 
tioners Supply Co., Chi- 
cago. 

District No. 7. Cliff Cody, 
Cc. F. Cody Co., Dubuque, 
lowa. 


District No. 1. Samuel B. 
Groom, Thomas Groom é& 
Co., Boston, Mass. 


District No. 2 Fr 
gent, Albany, N. 


District No. 3 John G. 
Hullett, Baltimore Office 
poly Co., Baltimore, 

d. 





REGIONAL GOVERNORS 


District No. + B. J. 
Chapman, Helwig-Chap- 
man Co., Portland, Ore. 


District No. 8 Ernest R. 
Hazel, Lockwood - Hazel 
Ptg. & Staty. Co., Atchi- 
son, Kansas. 


District No. 12. M. 8. 
Thomas, Neuner Corp., 


District No. 9. E. Clifton 
& Los Angeles, Calif. 


Wilson, Wilson Staty. 
Prtg. Co., Houston, Tex. 


District No. 10. Fred B. District No. 18. 3 & 
Abernathy, C. F. Hoeckel Luckett, Vawter-Luckett, 
Blank Book @& Litho. Ltd., Toronto, Ont., 
Co., Denver, Colo. Canada. 


SECRETARY'S OFFICE—4I Park Row, New York, GENERAL OFFICE and INFORMATION BUREAU—525 Investment Bldg., Washington, D. C 


Meeting of Executive Committee and Board of Directors.— 
(Continued from Page 51) 

committee of the association approve the plan presented 

by the American Arbitration Association, as outlined in its 

letter to the November 22, 1928, and, 

through the columns of the National Stationer, it will be 

recommended that all members lend their support to the 


association dated 


proposed arbitration measure. 

The matter of the new research program was brought up 
by Mr. Stewart, who explained that over five hundred units 
West represented by 
pledge cards and a determined effort will be made by the 
governors to complete the necessary amount of units, which 


of those subscribed at Jaden are 


is about one thousand; that the plans involve a check-up of 
the previous survey made by the Harvard Business Bureau 
and an investigation to be made of about fifty selected 
that a made 
these successful 


successful houses, in order report may be 


indicating the reasons why houses are 
Mr. Stewart believes that the second element of the pro- 
gram is even more important than the first and that every 


effort must be made to put the complete plan into operation. 

All in attendance at the meeting congratulated the new 
general manager on the new offices and on the speed with 
which the move was accomplished from Chicago and the 
fact that the offices were in operation in Washington at 


this time 


Board of Governors Meets. 

The meeting of the board of governors was called to 
order at 10 o’clock on Wednesday, January 16, by President 
Marshall at the Mayflower Hotel. Present at this meeting 
were: President Charles M. Marshall, First Vice-President 
Arthur Walker, Secretary Mortimer W. Byers, Messrs. W. 
Neill Stewart and Woodson P. Waddy, General Manager 
Charles P. Garvin, Governors Sam B. Groom, J. G. Hullett, 
J. D. Hanson, Edward L. Little, Alvin R. Skibbe, C. Cody, 
Ernest Hazel, C. Wilson, E. J. Chapman, J. S. Luckett, 
William F. Dawson, C. H. Everly and J. E. Neary 


as guests. 


with 


This meeting was probably the most successful regional 
meeting that has ever been held in the history 
of the association. The governors showed a keen interest, 
not only in the plans of the officers, but by presenting 
plans that they had and 
offered for the betterment and strengthening of the asso- 
ciation. Mr. Marshall opened the meeting by explaining 
his policy for the coming year and announcing his slogan 
as that of “Better Selling Methods.” He was followed by 


governors’ 


brought suggestions that they 


who discussed, at some 


Mortimer W. 
length, the legal phase of association work, the possibili- 


Secretary Byers, 
ties of co6perative effort, and, in his usual thorough manner, 
brought out for the benefit of the governors, many services 
and many things that they can do completely within the 
law for the furtherance of a better business. 
Mr. Byers’ address was a splendid one and was completely 


stationery 


and thoroughly appreciated by all those present. 

Mr. Byers was followed by the general manager, who 
explained at some length the many changes that are to be 
made in the operation of the business office, the economies 
that already have been effected, the plans for the coming 
year and the codperative plan for group advertising and 
association advertising which was enthusiastically approved 
by the conference. 

W. Neill Stewart then addressed the conference on the 
work of the Harvard Bureau. He stated that it was decided 
at West Baden to have a re-survey in order to check up 
the results as shown in the retail stationers’ establishments 
as the result of the first survey. In order words, a survey 
is to be made to ascertain, if possible, to what extent the 
retail stationers have profited by this information, and, on 
top of the re-survey, it was also suggested that there should 
be a special report prepared which will reflect the results 
of about forty or fifty of the successful houses in the trade 
in different groups. A successful house doing a business 
of a certain number of thousands a year would be in 
one group, and a house doing a larger business would be 
in the next larger group, and so on. It will be a report 
which will reveal clearly and accurately why it is that the 
successful stationery distributors are and, of 
course, the purpose of such a report is to put before the 
that he can apply these 
Mr. Stewart went into 


successful 
dealer a lesson on success so 
methods in his own establishment. 
the workings of the research movement at great length and 
it was determined by the governors to put over this pro- 
cram at the regional meetings and get the new work 
started as soon as possible. 

The meeting adjourned at one o'clock for lunch and met 
again at two o'clock, at which time the complete itinerary, 
with the exception of one or two of the coast dates, for 


regional meetings was determined upon. They are given 


here: 

a ee New York Stationers....New York City 
Feb. 4....... Eee BOG@s Bdvecnct oes Boston, Mass. 

i * aa Conn. Valley Stationers. .Springfield, Mass 
Oo canta EPMMMUEER BOO) Se ciccvccssesd Albany, N. Y. 

|. a District No. 13......... Montreal 

Feb. 13-14... District No. 13.........Toronto 


Wwe 
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MODERNISM 
The quill-ppen and the Mimeograph mark the ex- 


treme limits of that age-spanning progress which has 
to do with writing and its duplication. From one 


laborious copy in a long hour, to thousands of easily 
printed copies in every sixty-minutes of the working day, 
is a striking measure of civilization. No more outstanding 
illustration of what speed means in modern progress can 
be found—even though the Twentieth Century Limited 
and the oxcart be called into comparison. Speed—time- 
and-money-saving speed! Needed work, accurate work, 
super-excellent work, done with unmatched rapidity, is the 
Mimeograph’s specialized task. Form letters—typewritten or 
handwritten—bulletins, questionnaires, factory and office 
forms, charts and maps, it duplicates at small cost, under private 
supervision, without the need of skilled help. Learn what it 
has done for others—and may do for you. A letter to the 
A. B. Dick Company, Chicago, will bring cheerful information. 


MIMEOGRAPH 
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TIPPS PS tS St St St St S+S+ G+ G+ G+ S++ 


No. 2221, 
Base 15%,” x 534”—Height 13'.”—Shade 12” x 6” 


tique Brass. 


Particularly adaptable for table and desk use in offices 
reading rooms, public libraries, and banks. 


are needed, sell 





Science demands 
Indirect light 
Complete diffusion 


Silverglo provides 
Indirect light 
Complete diffusion 


Send for illustrated booklet and prices. 


Silverglo Lamps, Inc. 


300 East Federal St. Baltimore. M.! 
“The Modern Genii of the Lamp” 


by Underwriters’ Laboratories.) 
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Eye-Ease at the Snap 
of the Switch 





Finished in Statuary Bronze, Bank Bronze and An- 


Wherever Desk Lamps 


Soft shadows 


Soft shadows 


(Lest you forget!—The Silverglo Desk Lamp is an 
all metal lamp, using the modern idea of indirec: light- 
ing. No replacement of glass lenses, shades or other 
breakable parts is required. All parts used approved 


APPLIANCES ruary, 1929 


+s 


’ 


DA DPt Ot Ot S++ + G+ G+ S++ S++ G+ S++ ore SPEDE 6 DIED tt Ot Ot Ot G+ G+ Gt G+ G+ G+ G+ G+ G+ S+S+S+S+S+S+S+S+S+ Sie 


+ 


+n 


Feb. 20 N. E. Penna. Stationers. .\Wilkes-Barre, Pa 
March 11.... District No. 3... Washington, D. C. 
April 4-5 District No. 9 ..Fort Worth, Tex 
April 11-12..District No. 4 ...New Orleans, La 
April 22-23..District No. 5... Columbus, Ohio 
May 23-24...District No. 8.... St. Louis, Mo 
May 27-28... Districts No. 6 and 7.... Minneapolis 

June 3-4-5...District No. 11 Spokane 

June 10-11...District No. 12... San Francisco 
3: Se District No. 12 Los Angeles 


Meetings will also be held in Springfield, Ill, on May 22 


and in Salt Lake City, Utah, on a date which is yet to 
be determined. District No. 10 will convene in Denver, 
Colo., on a date which has not yet been set. 

This work formerly occupied a great deal of the presi 
dent’s time. Mr. Waddy stated that he wrote several hun 
dred letters in reference to this matter before being able 
to complete the regional meeting program. The board of 
governors cleared the whole matter up in a little over an 
hour. 

Following the designation of dates and places of regional 
meetings, a discussion was led by Samuel B. Groom, gov- 
ernor of District No. 1, in reference to program for regional 
meetings. Mr. Groom outlined the program in Regional 


District No. 1 and was followed in order by each of the 
governors. 

This work was interrupted by the dinner hour and the 
governors went back into session at seven o'clock and 
were in session until 11:00 p. m., going over program, 
ideas for betterment of the business through regional meet- 
ings and through national effort and the meeting only 
adjourned when the members faced the dire necessity of 
getting some sleep. 

The meeting re-convened on the morning of January 17 
at 10:00 a. m., at which time Mr. Stewart again addressed 
the conference in reference to research. 

Alvin R. Skibbe outlined at length a very comprehensive 
and constructive program for a retail sales division which 
will be explained at some lJength a little later in the National 
Stationer and in the trade papers. The idea of Mr. Skibbe’s 
was approved by resolution of the board. A general dis- 
cussion was entered into and the meeting adjourned at 
1:00 p. m. 

It is impossible to go at length into the deliberations of 
the governors as no set speeches were made, no papers 
were read and the whole meeting was devoted to round 
table conferences of the governors and officers, the develop- 
ment of plans of which will be whipped into shape by the 
general manager and presented to the trade through the 
columns of the National Stationer and the trade papers 

The conference was glad to have present Charles H. 
Everly of Office Appliances and James E. Neary of Geyer’s 
Stationer, both of whom were helpful in their coOperation 
and in their constructive suggestions 

The program is so lengthy and so complete that it will 
have to be carefully worked out by the general manager 
and put into shape before it is presented through the col 
umns of the various papers It was a tremendously suc- 
cessful governors’ meeting Everyone present showed a 
sincere desire to coOperate under the enlightening leader- 
ship of President Marshall, for a definite program of better 
retail selling, stronger and more apparent association 
effort, more good will between the various elements of the 
trade, a greater research program, a twelve months’ study 
into the various problems affecting the members and the 
development, through the association and promulgation of 
the latest things in better business methods to be placed 
before the members as the year progresses 

 f— —— 
British Malaya as Field for American Goods 


wommerce Reports] British Malaya absorbs considerable 
quantities of American manufactured products for the higher- 
priced trade Typewriters are considered among the neces- 
sities Imports of typewriting machines show material and 
consistent increases 
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Some Dealer— 


in your city is going to get the greater wohiitas of steel 4 


February, 1929 


h 
al 


it 


equipment business this year and that Dealer j 


Will Get That Volume 





largely because he has established himself as the logical 


source of supply and 


Because Buyers Think— — 


of him when they think of steel office or s 


, 


equip- 


ment. His frequent contact with them either eo 


nee ae amassed 


they believe 


He Is The Most Prog bs oe 


mer t. His success is the nat 
and sales promotion. 


organiaed oR that will, help yous 


Dealer! 


Mail the coupon | 
ing will be 
BERLOY 608 


THE BER 


Atlanta Houston ; } ee Roanoke 







Boston Indianapo ‘i polis Rochester 
Chicago Jacksonvill : : al San 
Cincinnati : ea rk, N. J. 

Columbus Kansas Cit ee York 

Dallas Long Island adelphia St. Louis 
Detroit Los Angeles * Pittsburgh Toronto 


EXPORT DEPT., 516 We wen St., New York City 
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Steel Lockers and 
Steel Shelving in addi- 
tion to the complete 
Berloy Line of Steel 
Office Equipment. 


BERLOY 








ae 














Seattle 


s and 





of regular 


© a carefully 


sSranch and a meet- 
he details of the 
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RING CO. 


Antonio 
San Francisco 








THE BERGER MFG. CO., 
Canton, Ohio 

Please send information regarding 
your Agency Franchise. 
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Entries Chart— 


Numbered 7 
Check Columns  & 


Many Original & 


Features— 


Mt the rapidly growing need for a 
simple yet complete, easily kept per- 
sonal records book; a need created by the 
greatly increased number of persons in- 
vesting in stocks, or otherwise broadening 
their financial activities. 

Meet this opportunity with the easiest- 
to-sell, easiest to “keep” and most com- 
plete personal financial record book ever 
produced. So comprehensive that it reflects 
one’s financial standing, up to the minute, 
at a glance. 

Not merely a collection of fine Forms, 
but a simple, thorough and complete sys- 
tem for every man or woman wishing to 
conduct personal financial affairs in a busi- 
ness-like manner. So thoroughly and ex- 
haustively has every detail been worked 


out that its operation is almost automatic. 
a G7 ane 
| S Drttsocll Ss 
 MyFinane’s 


REVISED 

















All New 


Forms— 






Don’t be years behind with your stock of 
loose-leaf record books for personal finan- 
ces. You'll never know how efficient ANY 
book of the kind can be, nor can you 
appreciate the all-around superiority of 
$My Finances$ until you have personally 
examined it. 

Order a sample copy NOW— before 
ordering stock of ANY personal finance 


record book. 


TWO QUALITIES OF BINDING 


Style 411 HM—Mahogany Handboarded 
No. 1 Cowhide. ee List $6.75 


Style 411 PM—Black Imitation Leather. List $4.75 
Sheet size 8'4 x 5'4"—'%" Capacity Memo—6 Rings. 


TRUSSELL MFG. CO 


23 to 29 Cottage Street, Poughkeepsie, N.Y. 


— 
as 
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lo S brilliant colors 
to draw eyes 






See how closely 
these cards re- 
semble the strong 
Esterbrook aational ad- 
vertising! People who see 
these cards will remember 
the ads., and will be 
Strongly disposed to buy. 


Lo your 
WINDOWS 


Actual oil paints — not printing — give 
these two new window displays a vivid, un- 
usual beauty. The colors are striking; they 
are harmoniously arranged; they have real 
pulling power. They will draw eyes to 


your windows! 


The displays are 14" wide, 19" high— 
solidly built, with strong easels. 


We are offering them FREE to sta- 
tioners. The supply is limited. We there- 
fore can send them to you only if you 
intend to use them. Fill out and mail the 


coupon promptly if you wish a set! 


ESTERBROOK PEN COMPANY 
Camden, N. J. 


ESTERBROOK PEN CO., Dept. D 

Camden, N. J. 

I wish to use your new window displays. Please send me a 
set as soon as possible. There is to be no charge to me for 
this service. 


i dda ain eal co ctbcalitdinasadubtinnsstméuckasbeons 


MBOGND « o..< ccs oceesnchbhdeusbiees ese 
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hee A. A. Davis Rejoins “G-F” 
A. A. Davis has rejoined The General Fireprooting Com- 


pany, doing special work in the sales department making 
headquarters at Youngstown, Ohio. In recent years he had 
been manager at Chicago for The Berger Manufacturing 
Company. He earned his youthful bread and butter as a 


— member of the rank and file of an American railroad. He 


entered the business field as private secretary to the treas- 

















urer of Armour & Company, and served in the same 
capacity later for Dr. Ed. Rumley, of the Rumley Com- 


in every office |j 1!" 


Upon these varied experiences was built the personality 
and acumen which found for “A. A.” a place with the 
Chicago branch of The Shaw-Walker Company. His next 


For use in every day detail work, for aw may : 
connection was with the Chicago branch of The General 


reference books, maps, clerical 
routine, extra working space for that 
peak load—what could be as good as 
SAMSON TABLES? 


Attractively proportioned to give a 
pleasing appearance, yet extra dur- 
able, lasting and rugged by features 
of construction hidden under the top, 
in glue joints and in the formation 
of the legs. 


You can sell more in your trade, of 
SAMSON TABLES. They serve 
every business purpose. Ask for the 


SAMSON book. Fireproofing Company, where he continued four and one- 
half years. In 1918 he joined the Chicago branch of The 


Berger Manufacturing Company, where he rose to be 
Mutschler Brothers Co. ined 


502 Madison Street Mr. Davis has a versatile faculty of getting along well 
NAPPANEE, INDIANA with folks, from the erection gang on through business 
men, college professors and bankers. His formula is sim- 
ple Friendly relations are simultaneous, for “A. A.” is 





A. A. DAVIS 





friendly through and through. He golfs some, but doesn’t 
let it annoy him. He has all brands of humor on tap for 
instant use—and fits his whimsies accurately to his audi- 
ence. The metal equipment men of Chicago will miss their 
pleasant contacts with this chap, whether it be as friendly 
enemies competing on a big contract, or as an ebullient 
factor of a social gathering. 
= >  - 
Graphic Showing of Lyon Expansion 

The cover of the January issue of The Lyon Standard, 
house publication of Lyon Metal Products, Incorporated, 
is a novel portrayal indicating the growth of the company’s 
lines and business. A panel showed the progress of eight 





distinct periods, with 1929 promising “New Developments.” 
This is illustrated by a drawing showing an engineer and 
a draftsman planning the 1929 contribuiions to the Lyon 
line 

Che eight stages of achievement depicted are: 1901, steel 
“tote” boxes: 1902, steel shelving: 1903, steel lockers; 1908, 
telephone storage equipment; 1914, office cabinets; 1916, 
shop and tool room storage bins, etc. + 1921, retail siore and 
display equipment; 1927-28, “Steelart’” furniture for the 
home. All of these various phases of Lyon progress were 
llustrated by drawings of the products of the periods in 


color. 
>->-_ — 
National Furniture Body Appoints Executive 
The National Association of Furniture Manufacturers 
has appointed Alfred P. Hacke executive secretary. He 


TABLES \§m ) TAB ; peed 
oe had been assistant to the president of The Simmons Com- 











pany, Chicago. 
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> vas NEW PLAN 
ne brings out the 


lity 


* Hidden Profits 


in Pencils 


HE new Eberhard Faber merchandising plan 
puts pencil selling on a sound profit basis for 
the first time in the history of the business. 


















It brings out the hidden profits in pencils because: 


it cuts down sales time and effort 
yne- it helps customers to buy more intelligently 


The it means fewer complaints 
be it eliminates slow moving and unprofitable items 
cual ii appreciably reduces investment in pencil stocks 
sane and it definitely increases turnover and profits 
‘im- Moreover, this merchandising idea is being backed The Eberhard Faber 
36 a ie é buying guide comes in 
oa up by an advertising campaign as carefully planned this folder. This chart is 
ie and as definitely new as the plan itself. This the key to pencil profits. 
udi- advertising, running in the leading general and 
heir technical magazines of the country, will play a 
“is big part in putting the plan across—in making y/ RIGHT PEACH 
your pencil department pay. For the 
The Eberhard Faber booklet, “Sell Them with | niGtt 
ait Less Effort and Make More Money,” describes , 
ted, the plan in detail. The “Right Pencil for the 
ny’s Right Use” Chart is the key 
ight upon which the entire plan is 
its.” based. If you haven’t received 
and ° ‘ 
ai your copies, check and mail 
; the coupon and we will send 
teel you either one or both. 
908 FEBERHMARD FABEF 
916. 








and 


the EBERHARD FABER 0-10 
vere 37 Greenpoint Avenue, Brooklyn, N. Y. 
s in Gentlemen: Please send me without obligation on my part:— 


0 The booklet describing the new pencil plan. 
0 The “Right Pencil for the Right Use” Chart. 


: FABER _“ 
irers 
He 


Address 
om- 





The Right Pencil for the Right Use City 
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Bookcases needed every- 
where. Macey has the line 


Bookcases. One might think there is 
a scarcity of them, judging from the 
average office. Why? Probably be- 
cause the trade, as a whole, have over- 
looked the fact that nearly every office 
accumulates a stack of books—and no 
place to put them. 


The Macey line contains designs dig- 
nified and elaborate for the directors’ 
room and others that harmonize with 
the quiet efficiency of a modern office. 
The range of woods, both imitation 
and genuine, is in keeping with any 
requirement. 


Send for our catalog. 


THE MACEY COMPANY 


GRAND RAPIDS, MICHIGAN 





Better Filing 


A new and better way of filing is 
possible with the Macey 4-drawer 
steel upright files, with the removable 
and interchangeable feature. An 
ingenious device permits various com- 
binations at will. Ask us about this 
feature. 
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Bridgeport Specialty House to Expand 


Office Appliance Company, 172 State street, Bridge 


ort. Conn., has plans for opening two new stores, one at 
Stat ind anothe Waterbury [his business, which 
is est shed | e ] 1928. has since been incorporated 
ith capitalization of $50,000; $10,000 paid i F. L. Bas 

serman is manager. 
é nal locati of the Office Appliance Company 


1 floor of the office building at 1024 Main 


Ss ¢ S¢ yc 
street. JTulv 1 the company moved to a large store on the 
nd floor it 172 State street This is in the banking 
strict Since the removal the company’s business has 
east ver 100 per cent, proving that location and good 
s i es art £ nportant to the oftce equ'p 
‘ ( 
pany has | al agencies 1 1 rie Globe-Wer 
e inv an he Doten-Dunton Desk Company 
‘ will be le iso at Stamtore nd Water 
es when these are established Several large 
st ave bec de recently Phe Post Publish 
gy \ 1 Br oe newspaper! ( National 
$1.000.000 stitution Doten-Duntor and 
\\ \ u t as used thr 
ee = 
Mystery in Office “Office Specialty” Sales Contest 
Office Specialty Manutacturing Compa Ltd., New 
Market, Ont., ( anada, started tne new veat with an inter 
; . th wh Mav. Che branches 
é ded o A and B groups Six cash prizes will be 
ffered to the winning branches each month. Che prizes 
or { ha those oftered 1 the last 
‘ 
hree cash prizes are offered each montl (one goes to 
salesman attaining the highest percentage of quota each 
montl [wo prizes go to the salesmen making the greatest 
sales ot two selected products Chese selected lines 


will not be made known until the end of the month, and 

will be selected from the twenty-two major lines marketed 

the company There are unit quotas on each of these 

nes, so salesmen making quota on the respective lines will 

t “in the money.” 
> 


L. M. Beals Joins O’Cedar Company 


L. M. Beals. who has been assistant advertising manager 


ne ¢ se o peing 


for the W. A. Sheaffer Pen Company, has become adver- 
tising manager for the O’Cedar Company, 4501 South 
Western avenue, Chicago. Before going with the fountain 
pen manufacturer Mr. Beals had been associated with mail 


rder merchandisers and retail concerns of Chicago in copy 


writing capacities He returned to Chicago from Fort 

Madison last month to undertake his new duties. Mr 

Beals’ home address is 6620 Greenwood avenue, Chicago 
— >_> — 


Texas Concern Specializes on Duplicators 
Che Texas Duplicating Supply Company, 1521 Com- 
merce street, Dallas, Texas, devotes its energies to sales 


and service on supplies for all makes of duplicating ma- 


chines The company has its own brand of supplies for 
stencil duplicators. It is agent for the Beck Duplicator 
Company, New York, N. Y., covering north Texas with 


the “Speedograph” and “Ironclad” machines It also 
handles supplies for all makes of gelatine roll duplicating 
machines. Roy C. Baker is manager of the Texas Dupli 
‘ating Supply Company 
—<— > -— 

Fitzgerald Considered for “Hub” Postmaster 

John W. Fitzgerald, general manager of the Ames Safety 
Envelope Company, Boston, Mass., is one of the leading 
candidates for the position of postmaster of Boston. There 
are thirteen applicants for the appointment, which entails 
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Sponge 
Rubber Cushion 
2" thick 


Covered with high quality attractive velour or felt 
and filled with very resilient sponge rubber 4” thick. 


No. 294 
Embossed 
Desk 
Portfolio 


Contains six com- 
partments with re- 
enforced expansion 
back feature. Cover 
is heavy binders 
board with Brown 
Spanish imitation 
leather. 








Colonial Lincleum Desk Pad 


Made of the highest quality linoleum, 4” thick with 
felt bottom. Artistically made and combines excep- 
tional beauty with utility. 


GEO. E. FOX & CO. 


325 W. Ohio St. Chicago, Ill. 


A. H. Denny, 356 Broadway, New York 
New York Representative 


Schubert Office Specialty Co., 1405 S. Hill St., 
Les Angeles, Cal., Pacific Coast Distributer 
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VELVET 


PENCILS 


The Best Lead Pencil 
that 5 cents will buy 


fe: smooth-writing, durable lead 
of the Blue Band VELVET Pencil 
has established a five cent pencil value 
that, today, as when first introduced, 
stands supreme in its field. 


Recognition of this fact is expressed in the 
millions of VELVET users—whose allegiance 
is indicated by the constantly increasing 
sales, which, from the retailers’ standpoint, 
means steady demand, quick turnover with 
a generous profit margin. 


VELVET Pencils are made in the following 


numbers: 
HEX ROUND 
556-1 Very Soft 559-1 Very Soft 
557-2 Soft 559-2 Soft 
557-224 Medium 559-3 Hard 
558-3 Hard 


561 Very Hard 


Make sure your stock is adequate in all de- 
grees and keep a Velvet Display assortment 
on your counter. It helps to build sales. 


AMERICAN LEAD PENCIL COMPANY 
500 WILLOW AVE. - - HOBOKEN, N. J. 


Makers of the famous VENUS Pencils 
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great responsibility. In addition to the training and experi- 
ence necessary the candidates must have executive capac- 
ity, general business ability and the broad viewpoint of 
the seasoned executive. Mr. Fitzgerald’s friends feel that 
his preparation for the duties of postmaster qualifies him 
for the duties. It will be recalled that up to the forma- 
tion of the Ames Safety Envelope Company in 1919, he had 
spent over twenty years in the post office organization 





JOHN W. FITZGERALD 


During his term of service his duties included the supervi 
sion of numerous departments. His business ability has 
abundant evidence in the record the Ames business has 
made under his direction. 

In considering applicants for the postmastership of an 
important city the candidates are interviewed by two Fed- 
eral civil service commissioners, who rate them. The com- 
missioners confer also with representative professional and 
business men and women of the community. 

Sccmndlaataiaaiens 


Spreading the Doctrine of Good Paper 

Rag Content Manufacturers, Box 245, Springfield, Mass.., 
publish occasionally “Rags in Paper.” This cites the im- 
portance of good paper where considerations include per- 
manence, character, impressiveness and good taste. The 
reading matter is addressed to users of paper, directing 
them to go to their printer or lithographer for technical 
advice on the stocks to use for definite purposes. The 
publication is sponsored by a group of paper manufactur- 
ers, a number of which have been in the field over a hun- 
dred years. The mills represented are Advertisers Paper 
Mills, Taylor-Logan Company, American Writing Paper 
Company, Inc., The Beckett Paper Company, L. L. Brown 
Paper Company, Carew Manufacturing Company, Chapin 
& Gould Paper Company, Chemical Paper Manufactur- 
ing Company, Collins Manufacturing Company, Crane & 
Company, Inc., Z. & W. M. Crane, Inc., Crocker-McElwain 
Company, C. H. Dexter & Sons, Inc., Eastern Manufac- 
turing Company, Esleeck Manufacturing Company, Fox 
River Paper Company, Gilbert Paper Company, Hampshire 
Paper Company, The Harding-Jones Paper Company, 
Hawthorne Paper Company, Keith Paper Company, Lee 
Paper Company, Millers Falls Paper Company, Neenah 
Paper Company, Parsons Paper Company, Rising Paper 
Company, Southworth Company, Strathmore Paper Com- 
pany, Valley Paper Company, Byron Weston Company, 
Whiting-Plover Paper Company. 

a 


Stationery Imports of British West Indies 


The Canada—-West India Magazine has tabulated imports of 
stationery (except paper) into the British West Indies. Ca- 
nadian exports of stationery to the West Indies take a prefer- 
ential rate of twenty per cent, while the general tariff rate is 
twenty per cent. In 1926 the Canadian exports of stationery 
(except paper) were valued at $26,000; United States exports to 
the British West Indies that vear totaled $110,000 
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Every office can use 


‘Y and EF’ 
Counterheights” 


OUNTERHEIGHT files are growing in popu- 

larity—and to meet the increasing demand, 

“Y and E” now offer a complete line of single 
wall steel counterheights. 


These files are well made—handsome in appear- 
ance—complete in range of units—moderate in 
price. There’s a big market for “Y and E” 
Counterheights in your territory. Suggest instal- 
lations for insurance offices—lawyers—whole- 
salers — retailers — banks—coal and _ lumber 
dealers. Write us for full details and prices. 











——_ 














‘YYAWMAN 4» FRBE MEFG.(0. 


255 Jay St., Rochester, N. Y.; In Canada: The Office Specialty Mfg. Co., Ltd., Newmarket, Ont. 


EXPORT DEPT. 368 BROADWAY, NEW YORK CITY CABLE ADDRESS “YAWMANERBE” NEW YORK 
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THE OUTSTANDING TYPEWRITER VALUES 


ALSO 


Select Rough Typewriters-- All Makes 


REBUILDING SERVICE — EXCHANGE SERVICE— INSTALLMENT FINANCING 


(@\ (0X). 8. 6.1/6). ev 














BUBUBURUROROROD 










Write for Latest Price List and Complete Details of Our Service 


IEE OOOO \e 


SMITH TYPEWRITER SALES CORPORATION 


469 EAST OHIO STREET CHICAGO, ILL. 












WMO 





World’s Largest Rebuilder of the L C Smith 
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How the Navy Handles Its Supplies 


Since the World War the I > Navy has become one 


greatest specialists in packing merchandise for ship- 

ment. and it has a story to tell that will be of interest to 
rers O: sta ery anc office appliances 

Si l ed he Navy amount to almost a million 

ns of general freight every year Because of this vast 

merchandise, a1 elaborate system of records 1s 

ndicate the relative efficiency of various 

packing goods [These records covering the 


irs show that there has been approximately 


irtv-one per cent less loss by damage to goods packed in 

xes than ill other forms of packing com- 
ined. except in a few cases where certain merchandise is 
wrdered { icked other than 1 wood because of conditions 


eculiar to the Navy 


As a result of this experience, the Navy supply officers 
now request that certain Naval supplies be delivered on the 
docks packed in wooden boxes. Four-fifths of the supplies 
ire now required to be so packed. Among them, of course, 
are stationery and office appliances. 

\ll materials purchased for the Navy are inspected care- 
fully before being placed in the storehouses, and the 
Naval system of inspection will reject all goods that arrive 
so inadequately packed as to result in damage. During 
the last two years no damaged merchandise has been 
delivered in wooden boxes at any of the Navy storehouses; 
ind more than a hundred million dollars worth of goods has 
been handled in that time 

The recent China expedition of the Marine corps was 
one of the most interesting exhibitions of the value of 
wooden box packing. The Marines, of course, have 
adopted wooden box packing practically to the exclusion 
of all other methods of packing their goods, both for sup- 
plies ordered for the corps and for their own goods. The 
advanced base forces on both the Atlantic and Pacific 
coasts have adopted similar methods. As a result, the 
China expedition, involving some 9,000 officers and men 
in two great transport drafts, .succeeded in transporting 
a vast amount of materials to Shanghai and then back to 
the United States in wooden boxes without the loss of a 
box or damage to any contents. 

The Nicaraguan expedition then adopted precisely the 
same methods with the same results accruing; and to this 
day, nine-tenths of all military supplies going to Nicaragua 
goes by request in wooden boxes. Even far into interior 
Nicaragua on mule back, the wooden boxes are labored 
without damage or loss of contents. It is a tribute to the 
American wooden box that these were standard units from 
\merican box factories and not specially constructed boxes 
designed for unusual strains 

Between April and November, 53,480 wooden boxes con 
taining Naval supplies were taken aboard the high seas 
fleet alone from the docks of San Francisco, Bremerton, 
San Pedro, San Diego and Boston, not one of which was 
rejected by inspectors for any reason whatever. The record 
was a periect one for those seven months 

It is also significant that this use of wooden boxes 
which are a little more expensive than substitute containers, 
occurs in an organization forced to the most extreme econ- 
omy by Congress, but experience has proved to the Navy 
that good packing pays, and that through an adequate pro- 
tection of Naval goods there is more money to use for 


other necessarv things 
— > a 
W. A. Sheaffer and Wife at Palm Beach 


Mr. and Mrs. W. A. Sheaffer have taken up their abode 
at the Breakers hotel, Palm Beach, Fla., for the winter. 








‘972 


a year 


profit 
from a $35 investment 


Several years ago an office appliance 
dealer in a Middle Western town of 
moderate size put a few sample St. 
Johns Business Tables on his floor at a 
total cost of $35. 


Since then he has averaged $975 a year 
net profit taking orders from those 
samples. We ship each order promptly 
from our large warehouse stocks, mak- 
ing it unnecessary for him to keep any 
tables on hand. 


This experience has been duplicated by 
hundreds of office appliance dealers in 
every part of the country. You, too, 
can add to your profits by selling St. 
Johns Business Tables in this easy and 
economical way. 


Remember, as we make immediate ship- 
ment you do not have to tie up a dollar 
of your capital in stock. Write today 
for catalog and further details of this 
money-making plan. 





; 

St. Johns Business tables are made in 5-ply 
Mahogany; 5-ply Walnut; Oak, 5-ply quar- 

|| tered or plain; first quality quartered Gum, 

| Mahogany finish and Northern Gray Elm. 

\] The under top construction and mitre-joint 

|| plank edge are exceptionally strong. - 

| tail drawers with 3-ply bottoms. Shipped 

K. D. with bolt construction. 








ST. JOHNS TABLE CO. 


Cadillac, Michigan 
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° ON SELLING 
FILING SUPPLIES 




















ALpHa-MERICAL System in drawer Units 
lessens sales resistance because it gives the salesman 
a definite idea to sell---an idea which immediately 
appeals to the busy businessman because it saves 
time and simplifies his buying. 


You can increase your volume of sales by 
selling Drawer Units in place of indexes and folders 
--and at the same time, give your customer a more 
efficient file because he gets plenty of material for 
each drawer. Transfer time is coming---learn about 
Alpha-Merical System in Drawer Units now. Write us. 


To Sell More, Offer More! 


The WABASH CABINET (2. 


WABASH, INDIANA 


MAIL THIS COUPON 


The Wabash Cabinet Co. 

W abash, Indiana Date . 
Please place my name on your list to receive new 
Sales Ideas, and tell me more about your plans to 
help increase Supplies sales. 





Name_ : " 


Address_ a. 





Firm. — 





Calendars for 1929 


A weekly memorandum calendar was received from The 
Blade Printing & Paper Company, Toledo, Ohio. It is in 
the form of a bound pad, bottom opening, five and three- 
quarters inches wide by nine and one-half inches high. 
Each sheet carries a date and memorandum space for each 
of the six working days of the week. Accompanying the 
calendar was a colorful card extending Holiday greeting 
from “Ye Oldest Printing House in Northwestern Ohio.” 


= * ad 


John D. Cardinell of Montclair, N. J., manufacturer of 
“Vellum” tracing paper and “Ink-Out,” a single fluid ink 
eradicator, sent a combination greeting card and calendar 
on the back of which appeared a very modern version of 
a familiar poem, the first line of which is, “’Twas the 
night before Christmas.” 

* * *~ 

From Kenrick & Jefferson, Ltd., West Bromwich, Eng- 
land, came an individual day calendar pad with a cardboard 
back arranged with an easel support so that the pad can 
be stood on a desk top if it is not desirable to hang it 
on a wall. An innovation in the form of a cardboard 
marker accompanied the pad. The marker, which carries 
a complete calendar for 1929, has a cut-out tongue which 
can be slipped over the edge of any of the daily tear-off 
sheets, thus indicating a particular day. Kenrick & Jeffer- 
son, Ltd, is one of the largest manufacturers and distrib- 
utors of office equipment and supplies in Great Bratain. 

> * * 

The calendar distributed by the Askew Office Furniture 
Exchange, Dallas, Tex., is a neat little contrivance meas- 
uring five and three-quarters inches wide by three inches 
high. The pad, showing three months—last month, cur- 
rent month and next month—is set on a metal back that 
has a crackle gold finish. 

* Sal * 

The 1929 calendar of the Baker Printing Company, New- 
ark, N. J., has a date pad printed in three colors, with a 
sheet for each month of the year. In the spaces not occu- 
pied by the days of the month appear notations as to the 
products handled by the Baker Printing Company. Some 
of these are office furniture, stationery, safes and filing 
equipment. The company also offers lithographing, en- 
graving and book binding service. 

* * * 

The Henry O. Shepard Company, Chicago, IIl., is dis- 
tributing a large calendar for 1929. It is seventeen and 
one-half inches wide by twenty-five inches high. The 
upper half of each sheet carries the name of the company, 
its trade-mark and a few words indicating that the firm 
offers a complete printing service. The lower half carries 
a monthly calendar. In two of the spaces not used by the 
days of the month appear calendars of the past month and 
the next month. The other spaces carry epigrams and 
maxims of the wise men of the ages. 

- « * 

From the Seaman Paper Company, Chicago, IIl., came a 
calendar eight inches wide by sixteen inches high. The 
upper two-thirds of the back of the calendar is a cut-out 
reproduction of the trade-mark of the Seaman Paper Com- 
pany. The pad of monthly calendars fastened to the lower 
third of the back is large enough to make it easy to read 
across an average room. 

* * * 

A twelve by twenty calendar was received from the Kil- 
ham Stationery & Printing Company, Fifth and Oak streets, 
Portland, Ore. At the top, suitably framed in a border 
design, the calendar carries a picture of an Oregon sunset, 
printed by four color process. The red tinge painted 
on rock and hillside by the setting sun is faithfully repro- 
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Oversize 
Model 


$100 





The “Better Pencil” Made of Bakelite 


AUTOPOINT COMPANY 
4619 Ravenswood Avenue Chicago, Illinois window and is a striking example of a superb sales producer. 
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Above—Fot go years S. D. Childs & Co. have been 
successful stationers in Chicago—their merchandising is 
right as you can see by this window. 


Right—Keen merchandising—pushing of profit makers— 
windows like this—have made Horder’s —Chicago—one 
of the most popular stores in the country. 


Profitable Windows! 


These three are making money 
for their owners 


OUR windows are as valuable as any All Autopoints are made of Bakelite, in a 
part of your store. It’s your greeting to wide range of colors—models and prices to 
your customer. meet every need. 


Ask your wholesaler’s salesman, or write 
us. Stock Autopoint and display it. The 
fastest moving nationally advertised pencil! 


Three modern Chicago stationers have 
found Autopoint the ideal article for a real 


display. Handsome, colorful pencils, beautiful, 


artistic displays, make attractive windows. = = - N oe N O » 


And how they sell! The windows attract, 
but Autopoint is its own salesman. Your 
sales effort is cut to a minimum. 





Feature Autopoint like these dealers—re- 
sults will delight you. 








Brentano’s have five large stores. This picture is of their Chicago 








February, 1929 


SO OFFICE APPLIANCES 











Nineteen More Desks In [he Same 
Space With Greater Convenience 





Hk salesman’s room in 
this Chicago office was 

with 609 wooden 
Now 88 


Metal Desks are in use in the 


crowded 
desks. Jamestown 
same space (see illustration) 
without crowding—and each 
desk especially designed for 
the salesman’s comfort and 


convenience. 





built-in mail baskets—the 
two large letter drawers in the 
desk pedestal—and the dicta- 
phone cylinder space between 
the desks. 


Jamestown Metal Desk Co. 
has the facilities for producing 
stock or special desks to meet 
every desk need — economic- 

ally. Com- 





Some ot these 


convent 





ences are the 
shelf across 
the back of the 
desk —the 
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JAMESTOWN 
METAL 
DESKS 


plete informa- 
tion on re- 


quest. Several 





exclusive ter- 


ritories now 






available. Act 


at once. 





JAMESTOWN METAL DESK CO., JAMESTOWN, N. Y. 





>) 





em fa - 





29 February, 1929 OFFICE APPLIANCES 81 


@=- <> 





duced [he picture is alive and brings into being a desire 
to visit Oregon—and stay there. 

A monthly tear-off pad is fastened to the lower half of MR. AUDITOR 
the calendar Between the pad and the picture to Ge name - 2 pour : 
and address of the company and the slogan “Everything . 
for the Office.” The Kilham Printing & Stationery Com- 1929 Calis for 1929 Equipment 


pany has a complete printing plant in addition to a thor- 


Table and pigeonhole sorting are antiquated 
and a needless waste of time and space. 


oughly modern commercial stationery store 


* 
For a beautiful calendar of the new year, we are indebied An inexpensive device that breaks a series of 
. 7 . . . . 
to our friend, Mr. Enrico, of Milan, Italy. 1000 pieces into 10s in one sorting. 
Che calendar divides the year into fifty-two weeks with 


1 sheet 714x614 inches for each. On each sheet is a repro- INDEXES 
‘ , 1 Numerical, Alphabetical, Geographical 
duction in the original colors of a famous painting, the Special Wording 


execution being an example of the high skill in color print 


Made in any size and indexed to fit your needs. 


ing. 
he sheets are atiached to a stiff board of larger dimen 
sions ornamented with appropriate and attractive design in 


' 
} 
| 


varvinge shades of brown, making an entity of high artistic 
merit. 
* * * 
Another impressive calendar, and one which stimulates 
vur desire to visit the land of our early forebears, is a gift 
of our old friend, Mr. M. Nissen-Lie of Oslo, Norway. On 


each of the fifty-two sheets is shown in soft grayish brown, 





picture of Norwegian landscapes. There are scenes in : 
, every season, picturing the grandeur of the heights and the i 
valleys, in the snow and under the sun of spring, summer ; 
and autumn There are scenes of intimidating cliffs and ' 
» fiords, impressive landscapes of pleasant valleys and views ' 
r of winding trails to threatening heights. 
Some dav some dav 
From The Richmond & Backus Company, Detroit, Mich., ; 


comes the annual convenient counting house calendar show- 
ing all of 1929 and the first six months of 1930. This is 
done in color, with a picture of the company’s building at 
the head This calendar includes the maturity feature, per- 
mitting the quick calculation of due dates of various sorts. 
* * + 

Cameron, Amberg & Company, Chicago, distributed the 

105th issue of its semi-annual calendar. This is a standard- 


ized issue which finds its place on many office walls. 
~ * + 





The J. K. Gill Company, Portland, Ore, distributed an 
effective calendar to consumers in its trading radius On desk only when in use 


- > 
Commodore Orr Heads L. M. Y. A. 


William G. D. Orr, of the A. B. Dick Company, Chicago, Standard equipment for such concerns as: 


was elected commodore of the Lake Michigan Yachting Montgomery Ward Stores 
Association at the annual meeting held January 15. This : . 
eagRecapnesy | Chicago Surface Lines 
organization serves the yachtsmen of Lake Michigan in the Di 4dTM 
arrangement of racing schedules by the various yacht clubs otors 
on the lake, avoiding conflicts which might reduce entries General Motors 
in various regattas. The association also acts as a tribu- Associated Gas & Electric 
nal "4 cases of eo yacht ee and other tech- New York Telephone 
nical questions which arise in the yachting sport. DePi 
: : : inn nt Store 
Commodore Orr is a member of the Chicago Yacht a Department Sto 
Club and the Columbia Yacht Club. He is owner of the Abrahams & Straus Store 


schooner “Fortune,” which he brought to fresh water from 18,000 Banks all over the world 


Boston a few years ago to increase interest in large yachts 
on the Great Lakes. Before coming to Chicago Commo 


; We shall be pleased to give you the ideas we have 
dore Orr sailed Lake Ontario. 


aa 5 gathered in the twelve years we have specialized in 
Pelouze Family Touring Mediterranean this work. Catalog and full details upon request. 


Col. William Nelson Pelouze, wife and daughter, sailed 
in January on a cruise of the Mediterranean. They will THE KOHLHAAS co. 
have opportunity to enjoy the culture of the early civiliza- , 

Pa hE Nea it . Manufacturers of Instant Reference Files 
tions centering on that sea, and to partake in the recreation 
and amusements afforded. The Pelouze family will return 183 N. Dearborn St., Chicago, Ill. 
to the United States about May 1. e -@ 
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Its Record 


for Sales 
for Quality 
for Performance 


is unequalled in the field of 
low priced Pencil Sharpeners 





The “CHICAGO” 


The World Famous 


$1 DOLLAR $1 
Pencil Sharpener 


——— In the New Lacquer Finishes $1.25 ——— 


Built with APSCO solid steel, deeply 
undercut cutters — the sharp keen 
edges make perfect points—they CUT 
CLEAN without any scraping or tear- 
ing of the wood. 


THE WISE DEALER CARRIES 
A FULL LINE OF 


APSCO 


Automatic Pencil Sharpeners 


Write for Catalog 


Automatic Pencil Sharpener Co. 
CHICAGO ILLINOIS 
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Fire in New York “Y & E” Store Causes Big Loss 

The New York store of the Yawman and Erbe Manu- 
facturing Company, Rochester, N. Y., was very nearly 
consumed by the flames of a fire that occurred in the build- 
ing at 368 Broadway late Sunday afternoon, January 6, 
1929. The entire building was occupied by the store, 
offices and stockrooms of the “Y and E.” According to the 
New York Times of January 7, the estimated loss through 
damage is between $50,000 and $75,000. 

As the fire took place on a Sunday, only a half dozen 
Yawman and Erbe employees were in the building. C. G. 
Woolsey, New York manager, was on the second floor 
when he smelled smoke shortly before four o’clock. He 
turned in an alarm which brought immediate response. 
Che firemen had a long, hard battle because a strong wind 
fanned the flames continually. 

A thrilling rescue was staged by the firemen. Nathan 
Miller, a deaf mute in the employ of Yawman and Erbe, 
was on the top floor of the building when the fire broke out 
on the third floor. An extension ladder was thrown up, 
but the rescued man was not brought down to safety until 
a water tower had been erected in front of the building to 
quench the flames licking at the ladder. 

The origin of the fire was not determined, but it was 
believed to have been caused by a carelessly dropped 
cigarette. 

a 
Evans Joins Maverick-Clarke Staff 

Addition of Moss Evans, for the past eight years with 
Baker-Vawter, Rand-Kardex and the Library Bureau Com- 
panies, to the Maverick-Clarke Litho Company sales force, 
has been announced by A. M. Pearce, general manager of 
this firm. Mr. Evans will have charge of the visible equip- 
ment, filing systems and business machines department of 
this firm and will take an active part in spreading the 
gospel of better business equipment among business and 
professional men of San Antonio. 

For several months Maverick-Clarke have been seeking 
a man of proved ability to take charge of a new branch of 
work which they knew was needed, but which they hesi- 
tated to install for lack of the proper individual. Selection 
of Mr. Evans brings to San Antonio one of the best known 
business equipment men in the country, and will give this 
firm an opportunity of promoting the idea of better busi- 
ness equipment, a move they have had under consideration 
for the past year.—B. C. R. 

Sn eae a 
Ramsay Organization Adds B. G. Hauser to Staff 

The Robert E. Ramsay Organization, an advertising 
agency located in New York City, has added Bertram J. 
Hauser to its staff as associate on service. In the office 
appliance field, the Ramsay organization handles the adver- 
tising of the Ames Safety Envelope Company, Boston, 
Mass., the Hammermill Paper Company, Erie, Penna., and 
the National Blank Book Company, Holyoke, Mass. 

: ae 
E. W. Harris Calling on Trade in Far East 

E. W. Harris, special representative of the Dalton Add- 
ing Machine Division of the Remington Rand Business 
Service, Inc., Buffalo, N. Y., is traveling down the east 
coast of Asia. He has made stops in China, the Philippines 
and the Dutch East Indies. “The trip is most interesting,” 
says Mr. Harris, “especially these out of the way places.” 

ee 
Greenhaus Filing Systems, Inc., Moves 

The Greenhaus Filing Systems, Inc., New York, N. Y., 
recently moved from 576 Broadway to 61 East 8th street. 
It is believed that the new location will enable the com- 


pany to better serve its customers. 
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Free! Display Material for 
Sales-Making Windows! 


Write for it today. Send February sales to a new high level. 


Weis window displays are producing amazing re- 
sults for hundreds of dealers. Let this one help 
you to increase your February sales and profits. 


The February window is built around the Weis 
Card Index Tray Line and Weis Recipe Outfits. 
It is unusually attractive because of the variety 
of items displayed. 


Six colorful display cards for the window will be 


sent to you free, together with instructions for 
arranging the display of merchandise. 


The large card, 28 inches high, is in five colors and 
emphasizes the construction of Weis Trays.¢ Five 
smaller cards suggest various uses to which Weis 
Card Index Trays may be put. 


All cards are in bright, attention-arresting colors 
and have strong easel backs. Write today for 
yours! No obligation whatever. 


The Weis Manutacturing Company 


Monroe, Michigan 


These pictures show how the display 
material furnished this month can be 
used, not only in the above window 
display, but also for inside displays on 


counter or table 








“Goods well displayed are half sold." 
These unit displays not only show the 
merchandise, but also suggest uses for 
it. Note particularly the large display 
card furnished. 





Three simple display ideas for inside the store on show case, table or counter. 
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Additional Free Sales Helps 


Join us in a nation-wide campaign to sell Weis Card 


} Index Trays. Sell more goods. Make more money. 


Weis monthly sales campaigns are becoming Below is reproduced the cover 
an institution in the office supply and equip- page of a striking envelope en- 
. . : closure prepared for dealers to 

ment field. Each month sees the list of Rite des : 
x eae use during February. Six pages, 

dealers joining in these sales events growing attractively printed in two colors, 
at a surprising rate. Dealers everywhere tell featuring Weis Card Index Trays 
ais and Recipe Outfits. How many 

us that each event has had a most beneficial _— ; y 
can you use? How do you want 

effect on their business. them imprinted? No cost whatever. 


During February hundreds of dealers will join 


ina nation-wide campaign to sell Weis Card 


Index Trays and Recipe Outfits. On the second | 
page preceding our Free Window Display Mate- oF RD IN DEX 
rial for use during the month is fully described. T UN AN 


On this page and the page opposite, are described 
other effective free helps for you to use—No 


merchandise to buy. No obligation whatever. 


Write Today 


Write today for this free window display set 
and for as many of these new envelope en- 
closures with your imprint as you can_ use. 
Also tell us whether we shall send you the 


newspaper ads. All sent to you “no charge”. 





Siete 
Sor home and office 


The Weis Manufacturing Co. 


162 Union Street 
Monroe - Michigan 


NEW YORK: CHICAGO:— 


A. H. Deany, Inc Associated Stationers Supply Co 





(Dealer Imprint Here) 


























. Electros and Mats tor Newspapers 


Once every month Weis offers dealers 
attractive and effective sales helps in 
the way of newspaper ads, display cards 
for counter and window use, ideas for 
installing window displays, envelope en- 
closures, etc. On these pages, and on 
the pages preceding, helps for use dur- 





















Reep a 
Record 


SQ of those unusual 
> kd Recipes 


4 

My, These clever little 
recipe outfits are the 
delight of tnousands 
of housewives. ‘lhey 
provide a convenient, 
orderly means of 
recording unusual 
recipes. 









The recipes may be 
written or pasted on 
special cards included 
with the outfit, and 
filed behind the prop- 
er guides for ready 
reference. 


- 


The box comes in 
light or dark juarter- 
ed oak or mahogany 
finished hardwood, 
The covers are fitted 
with re-inforced 
hinges. 


Four sizes: No. 537 
for 100 recipe cards, 
3"*x5". No. 538 for 300 
recipe ecards, 3° x 5*, 
No. 647 for 100 recipe 
ecards 4"x6". No. 648 


for 300 recipe cards, 
4° x6", 





Prices $0.00 up 


guides and cards 
included 












(Dealer’s Name 
and Address) 

















—— 


Sell Weis Recipe Outfits to the wo- 
men of your city. This advertisement 
has been prepared especially for you 
to use in your local newspapers. It 
features these desirable outfits. 
Mats or electrotypes sent to you free. 








ing February are described. 








Sf 
Card Index 
Trays 


Countless business con- 
cerns employ these sturdy 
little desk files for indexing 
personal data, such as com- 
mercial reports, follow-ups, 
bids and quotations, daily 
sales, address lists, stock 
records, etc. 


Physicians and dentists 
find them ideal for record- 
ing appointments. Libra- 
ries use them for indexing 
titles, authors, borrowers, 
and statistics. 


Made for all standard 
size cards. Furnished in 
light or dark quartered oak 
or mahogany finish, with 
or without hinged cover. 
Alphabetical, daily and 
monthly guides. Also com- 
plete ledger and recipe out- 
fits. Folder sent on request. 
Sold by stationery and office 
supply stores everywhere. 





The Weis Manufacturing Company 


Monroe, Michigan 

















This advertisement is scheduled to 
appear in The Saturday Evening Post 
on February 23, 1929. It features 
Weis Card Index Trays. Order the 
free window display and advertising 
material and ‘‘tie in’’ with this 
national advertising. 











Personal 


File for 
Your Desk 


Weis Card Index Trays 
are used by thousands of 
office workers for individ- 
ual indexing of personal 
data, such as commercial 
reports, employee rec- 
ords, credits, bids and 
quotations, sales, follow- 
ups, mailing lists, confi- 
dential matter, etc. 


Physicians and dentists 
find them ideal for re- 
cording appointments. 
Libraries use ther exten- 
sively for indexing books 
authors, borrowers’ 
names and addresses, and 
statistics, 








In the home they are 
widely used for recording 
income and expenses, fil- 
ing cancelled checks, and 
for preserving recipes. 
Weis makes a special 
outfit for this latter 
purpose, 


Made of seasoned hard- 
wood, with or without 
hinged lid, in sizes for all 
standard record cards. 
Alphabetical, monthly, or 
daily guides, and ruled or 
plain cards supplied if 
desired. Also complete 
ledger outfits for small 
business concerns, Stop 
in and get one for your 
desk, 


$00.00 and up. 





APPOINTMENTS 
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(Dealer’s Name 
and Address 














Feature Weis Card Index Trays dur- 
ing February. ‘‘Tie in’’ with our 
Post advertising. Here is a news- 
paper ad for you touse. Mats or elec- 
trotypes sent free. Note that copy 
suggests many uses for these trays, 
aside from ordinary business uses. 




















We Want Your Name on Our 
Mailing List 


To receive details of our monthly window display service 
4 


¥ and free advertising co-operation. - Write us today. 


WHat 


Index Guides 


¥ Neat 
Orcterty 
Filing, 





One of the hundreds of window displays used by Weis dealers in the Index Guide 


Campaigi Photo by courtesy of the Hiller Office Supply Company, Indianapolis. 


EALERS from coast to coast find the Weis Window Display Service 

of invaluable help in arranging effective, sales-producing windows. 
Once each month photographs, instructions and display cards for such a 
window are sent to them free. This co-operation enables them to arrange 
sales-making windows with minimum loss of time, and at no cost. News- 
paper advertisements and envelope enclosures ‘‘tieing in’’ with the window 
are also supplied free of charge. 


We'd like to give you this free help and co-operation. Send your name 
and address today to include in our mailing list so you may receive details 
of these Weis campaigns regularly. No obligation to buy. No expense 


whatever. 


Mf ito 
MONROE If Cle MICHIGAN 








February, 1929 
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hat business needs is less 


An editorial by 


W.C. Dunlap,Vice President in Charge of Sales, 
The American Multigraph Sales Company. 


A recent analysis of the economic 
process reduces the whole thing to 
motions and material. 

Manufacturing is a series of mo- 
tions which change the shape of 
materials in adapting them to the 
needs of markets. 

Selling and delivering are motions 
which change the location of mate- 
rials so that they meet human needs. 

Profit is the reward which society 
gives the organizer who can reduce 
the number ef motions needed to 
bring materials and users together. 


When profits shrink it means that 
there is too much motion and too 
little movement. Then someone has 
to find a way to cut out motions or 
get more movement. 

Until recently the dominant ten- 
dency has been to find the answer in 
“*high pressure selling,’’ more “‘leg- 
work,”’ more buzzing around, more 
motion instead of less. 


In our own business we have tried 


ducing the motions needed to bring 
materials and logical users together. 


Instead of scattering their effort 
promiscuously over the whole field, our 
salesmen now concentrate their ef- 
fort on those specific markets where 
business can be obtained with less 
motion, or fewer motions — in other 
words, at lower cost. 


As a result we now do more busi- 
ness with fewer salesmen. The busi- 
ness is decidedly more profitable. 
Salesmen are better paid. Customers 
are better satisfied. The whole system 
is on a sounder basis. 


In applying this new principle we 
have developed a new Multigraph 
that simplifies selective selling and 
makes it both effective and economi- 
cal. To this new Multigraph is due a 
good share of our success. 


If this new modern way of selling 
interests you, I should be glad to 
give you further information about 
how our company and some of 





another technique — selec- 
tive selling. It works. It 
works because itis based on 
the sound principle of re- 





Do You Know 
Your Market? 


our customers have applied 
it. Address your letter to 
W.C. Dunlap, 1836 East 40th 
Street, Cleveland, Ohio. 








There is a new MOLT: IGRAPLT for 


today’s new selling conditions. 


motion and more movement! 








gs 
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Let’s make this year 
an. INDIANA year 


You can. The last year has been extremely favorable to 
the Indiana desk line. Dealers generally have fared un 


usually well. 

Users have received full satisfaction. There has been no 
howling ; commendation instead from all sides. The past 
year has been a year of achievement. 

Let’s make this year even more an Indiana year. Our 
business depends on you, and you can count on us for 
one hundred per cent cooperation. 


Is there any way we can help you now? 


INDIANA DESK CO. 


JASPER, INDIANA 


+. JASPER is located here 


on the Southern Railroad 





bruar 


1929 
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Fifteen Years Ago 


Hither and Yon Glances at the Columns of 
Office Appliances as Published in the Issue 
of February, 1914. 


The ntis ce d ted Geo. Ed. Smith, who hdd been 
lected president of the Royal Typewriter Company, Inc. 
Mr. Smith had served as sales manager less than tour 
vears when he was ¢ cted to the chief executive post by 
he board of directors 

Martin Evans told “Why Most Salesmen Are Made, Not 
Born.” Sales strategics are not dependent upon eugenics. 


Arthur H. Breuel, of the Stationers Loose Leaf Com- 
pany, New York, contributed “Loose Leaf in the Station 
ery Store.” 

Illustrations of stationers association dinners gleamed 
with hard boiled shirt fronts, it being the formal dinner 
season 

Patent drawings of the Molle typewriter were repro- 
duced and some of the points of the machine described. 

Several illustrations showed the Remington typewriter 
school at Buenos Aires. 

The “Protectograph” organization had purchased, the 
modern plant at Rochester, N. Y., occupied formerly by the 
Stromberg-Carlson Telephone Manufacturing Company. 

The Oliver Typewriter Company announced its new 
Model 7 machine 

“Uncle” George A. Olney, veteran traveler, had retired 
from the road. He spent nearly fifty-nine years traveling 
for stationery manufacturing establishments. The last two 
vears of this business. career had been spent with the 
Irving-Pitt Manufacturing Company. 

The Rotary Club of Chicago had held a business show 
January 30. 

> 
At Pencil’s Point Over Warts 
rhe common lead pencil seems destined to iake its place 


in the household medicine chest, according to a communica 


on to a newspaper. In discussing means of removing 
warts a reader said that pencil lead used to cauterize a 
wart makes its removal easy. The pencil is sharpened so 
that about a half inch of graphite projects beyond the 
wooden case [he pou is heated to a cherry red, and 
then pushed into the center of the wart After sizzling in 
wart a moment the pencil is withdrawn. Then the wart 
can be picked out from the skin Che heat shrivels the 
truc.ure, Causing it to appeal like a seed. There is 
temporary discomfort when the hot graphite penetrates the 
the treatment is said to be quick and efhcacious 
_ 

Elements of Credit Security 

[wo faciors are operating now to necessitate increased 


vigilance and professional skill in the granting of credit, 
iccording tu the National Association of Credit Men. 
“The first of these problems,” says the bulletin, “arising 
trom the precarious position of many small retailers, is 
inherent in our distribution system. It is made more acuie 
Vv current changes in the retail field. Credit managers can 
make an important contribution toward reducing the fail- 
ures of marginal retailers, and they can hasten the develop- 
ment of sounder distribution, by enlightened credit policies. 
They cannot, of their own efforts, remake the system 
“The second problem, losses due to fraud, is more directly 


within the control of credit executives. These losses can 
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SALES 
DISPLAY 
No. 660 for 


SN 





COOK’S 


FILE SIGNALS 


fl). Shopng 


Bae: 





REAR VIEW 


coor's 
Ne 20 


Siays Flush 


FO 


coon CcooKs 
NO.22 No. 24 


THE NEW _ SERIES 
FOR VISIBLE 
RECORDS 


“Or 


Sample 
Color Cards 
Showing 
All Styles 
on Request 











Sells 


because its hand- 
some lithographed 
metal face flashes 
the common uses of 
metal signals — and 
Cook’s Signals have 
exclusive patented 
features which ac- 
counts for their uni- 


versal demand. 


Signals 


repeat frequently— 
The ,twelve colors, 
plain and printed, 
provide unlimited 
uses in vertical card- 
files or visible 


records. 


Faster 


because unlike pen- 
cils and pens people 
need to be shown 
their usefulness. 
The display does it. 
Let No. 660 work 


in your store. Free to 


Cook distributors. 


Write 


THE H. C. COOK CO. 
ANSONIA, CONN. 
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Vip houses, for that is dealer competition. We sell no job- Sere 
ATER bers, for they can sell direct to consumers. We sell no yt 
(Ce KO premium houses, thereby risking, no loss of prestige. WAS 


2) Profit on all direct factory sales we hand to the dealer. Tis 
G OUR ENTIRE OUTPUT CARRIES DEALER PROFIT! FD 
<)) Where can such policies be matched? ROysA 
> Why encourage unfair competition for yourself? G&S 
Write, now, for the Protected Exclusive Sheaffer oe 
Dealer proposition! { oN 
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De Luxe Black and 
Pearl Lifetime°Pen, 


$10 Ee 
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Washable Skrip-15 and 
25 cents a bottle—in blue, 
areen, violet, red, black. 
Permanent Royal Blue 
Skrip—25 cents a bottle 












’ ’ 
Skrip, successor to ink, ZEN. 
k l l b ages) 
makes all pens write better eal) 
d Lifetime’ te b bee 
and Lifetime® pen write best GR 
j If you believe that all writing fluids are alike, you don't know Yee 
yy. Skrip. Think—Skrip cannot clog your pen! Because of its }uarded i ary 
yo formula, Skrip remains forever fluid in pens, yet, dries quicker on Ser 
WN paper. Skrip-filled pens write instantly and without stutter or blot. Lifetime Desk oy 
Bea, A joy to use! Buy two bottles— Washable Skrip, smooth, and ag moe a ao 
it brilliant, for school and home (washes easily out of clothing) and tal-clear Glass Tek 
E> Identify the £28t-color Permanent Royal Blue Skrip for business. In a Sheaffer's ien Ongar or GaN 
Lifetime’ Lifetime” pen, peer of writing, instruments, Skrip forms the finest amg ng SOY, 
: s . ’ . ’ 10 U« LIA 
whitedot alliance of all. Try them, you'll wish you'd met them sooner! $ SY) ) 


°Guaranteed unconditionally for your lifetime 


. | 15 cones 


*- 


mS New York 
W. A. Sheaffer Pen Co. of Canada, Ltd. - Toronto, Ont.—60-62 Front St., W. 


Wellington, N.Z. - London—199 Repent St. 


Chicago 


Sydney, Australia - 


At better stores everywhere 


=) S PENS-PENCILS-DESK FERS 


W. A. SHEAFFER PEN COMPANY FORT MADISON, IOWA, U.S.A. 


San Francisco 


OReg. U.S. Pat. Off. 





This March Sheaffer national advertisement will appear in Saturday Evening Post, Literary Digest, Liberty, Life, etc. It will reach 
the leading families internationally. It is your local ad wherever you may be. 
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A pproval! 


“Permit us to express our appreciation of your Cage and 
Counter work recently erected in our new Banking Institu- 
tion. The completed contract was far beyond our expecta- 
tions and the quality and workmanship were completed to 
the very letter. We shall be very glad to recommend your 
Company most highly to any Banking Institution or Office 
Building contemplating the erection of this particular line 
of work.” 








So writes the Treasurer of the Broad Street Trust Com- 
pany in Philadelphia. The illustration shows the counter and 
partition work that merited this hearty approval. Columbia 
can serve you with equal satisfaction. 


Columbia Steel Equipment Company 























Office and Showroom P. O. Box 2244 
1735 Chestnut Street Philadelphia, Pa. 
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be, and are being, reduced by the resolute, organized and 
effective co-operation of credit men with public authorities.” 

Although the punitive drive on business criminals carried 
on through the National Association of Credit Men has 
already resulted in the conviction of 569 offenders, “the 
time has not yet arrived,” the bulletin warns, “for com 
placent satisfaction.” 


“There are probably twice that many more professional 


fraud artists at large in the country,” the bulletin continues 
“If the promptness ot investigaiions and the vigor of 
prosecutions should be relaxed during the next year or two, 


the evil of fraudulent bankruptcy would soon be worse 
than ever, and credit fraud losses would quickly mount to 
unheard of proportions 


‘ 


“Conditions of business today, except for the factor of 


vigilant protection of credit, offer the business criminal his 
greatest opportunity It is a major responsibility of credit 
executives in all lines of business to see that the punitive 


rive on business criminals is kept up, and that their own 


+ 


technique keeps at least one siep ahead of the technique 
>—_— 
Kelley’s Car and Phone Number Synchronize 


Charles N. Kelley, veteran typewriter dealer of Madison, 


Wis., has a useful hobby. He always has his business 
elephone number and the automobile license number iden- 
tical Chat makes it easy for folks to associate Kelley with 
his car or telephone. Kelley isn’t one of these folks who 


pester the authorities with requests for low license num- 
bers All he asks is that the state and the telephone com 
pany get in step and give him the same number rhey 
better had, for Kelley offices a block away from the auto- 
mobile license department of the sovereign commonwealth 
of Wisconsin, and a similar distance from the local dic- 
tator of wire conversations at Madison. And when a 
Kelley insurrects 
oe a 
Progress of Simplification 

Preliminary action on the simplification of varieties of 
shipping tags has been taken by the division of simplifica- 
tion, United States Department of Commerce. A meeting 
of manufacturers was held late last year, when a simpli- 
ed schedule was formulated. The tentative setup has 
been submitted to important groups of tag users for their 
comments \ general conference is to be held at some 
future date to consider the simplification program from 
various viewpoints. 

Commercial Standards, published by the commercial 
standards group, Bureau of Standards, Washington, D. C., 
has a special heading, “Simplified Invoice League,” report- 
ing various organizations which adopt the simplified in- 
voice. One item reprinted the resolution adopted by the 
last convention of the National Association of Stationers, 
Office Outfitters and Manufacturers endorsing the simpli 
fed invoice 

A large insurance company has worked out an econom- 
ical method of issuing office supplies to its employees. The 
business is organized into sections, in each of which there 
is a designated stock clerk. He assembles the require- 
ments of the individual employees of the section for sup- 
plies. The different requests are compiled, and the stock 
clerk issues a requisition on the purchasing department. 
\ quarterly statement is prepared to show each section 
head the average cost of supplies per clerk for the com- 
pany as a unit, and for the different sections. The state- 
ments show total values rather than individual units of 
supplies. A definite policy of buying according to standard 
specifications has been adopted, and a continuous effort is 
made to reduce the variety and number of items in stock. 
\s an example, but three kinds of pencils are carried in 


“Se Ur 
easily ’ 


Here’s to Fritz Cross 
And their Ef +C chair, 
It makes you 

sit straight — 
And for work 
youre ‘sure there: 




















This is No. 100 Stenographer’s Chair (swivel) 

genuine Spanish leather upholstering, optional 

saddle seat, Rubroid oil-less casters, standard 
’ . . . . —~" >yu4” 

olive green finish; height 17° to 21%. 


Individually 
Adjusted 


so that the worker is comfort- 
ably seated and supported in 
the correct posture. It 
costs no more to correctly 
seat your office or factory 
workers, and it pays big divi- 
dends in increased efficiency. 


EF Ec 


“Scientifically Correct Chair” 


Dealers write for 
information 


The Fritz-Cross Company 
Guardian Building 
Saint Paul, Minnesota 
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stock. An effective measure of economy had been accom- 
plished by repackaging small items, such as clips and rub- 


ber bands. The manufacturer’s container is broken up into 
ou an small lots, suited to the average requirements of the clerks. 


Chis plan reduces the tendency to order in large quantities. 





— 


+ 
Dominate Todd’s “New Super-Safety” Check Paper 


The Todd Company, Rochester, N. Y., has developed a 
new type of paper for checks. In co-operation with one 








r f. ‘5 500 | of the largest paper manufacturers “New Super-Safety” 

sy ¥ . 

-~ et oa bo ee paper has been produced—a stock characterized by unusu- 

, KY “} op ally long fiber and a minimum of sizing. A prominent 

368 part in the development of this paper was taken by Bur- 

a: gess Smith, director of the Todd research activities. As 

ey inspector of technical work for the United States Bureau 

Rt ZL) of Engraving and Printing he was one of the Govern 

Be ment’s leading experts on anti-counterfeiting measures. 

Sid | Samples of “New Super-Safety” paper were submitted 

Om .. to an independent testing laboratory. The report shows a 

5 resistance to cracking after repeated folding 428 per cent 

. a above the average of five of the best grades of paper used 

te ~— commonly for checks. The tearing strength exceeds the 

piiistise: Fe average by twenty-three per cent. The bursting strength 

: . : after folding is twenty-five per cent above the average 

the held, in the sale of duplicating The paper was subjected also to the effects of acid fumes 

machines, with this trouble-free, eas- intense light, varying temperatures and varying degrees of 

ily-operated, inexpensive model. It humidity. Mr. Smith says that its life is practically indefi 

serves every purpose and meets every nite, and that similar tests made after seven years would 
need. It copies anything typed, writ- show no deterioration. 

ten or drawn, from a postcard size to The long life, resistance to wear and tear and incidental 

a 9x15 sheet, in one or more colors, at hardships are due to the unusually long fiber, and the 

an operating cost of approximately sparing use of sizing About one-fourth the amount of 

25c per 1,000 copies (exclusive of sizing ordinarily used is worked into the pulp for this new 

stationery). And no experience is re- paper. Generally speaking the strength of paper is in 

quired to operate the direct proportion to the length of its fiber and in inverse 


proportion to the amount of sizing. The formula used pro- 
duces a paper into which writing ink sinks without spread 


HEYER ~Rotary- 


- TRACE MARK - 





ing laterally. The green writing ink widely used by banks 





has a tendency to spread on the best papers. The new 
paper takes such ink as well as any other. The chance of 
loss due to alteration after the check leaves the drawer’s 
hands is lessened because of the long fiber. That makes 


erasure difficult, and the accomplishment of the erasur« 


There is a continuous demand for an nae 
efficient, low-cost duplicator. Thou- oS eS oe 


to hide. In tinting the paper a sensi- 


sands of concerns that will not invest tive dve and distinctive design are used as further assurance 


a goodly sum in a machine for part- 


gainst alteration 


time use are immediately aware of a 
the savings that could be effected by Congress Asked to Extend Distribution Census 
a duplicator that Adoption by Congress of legislation to provide for a 


national census of distribution in connection with the reg- 

Sells complete ular decennial census in 1930 is urged by the Chamber of 

for only e with supplies Commerce of the United States. A census bill with such 
a provision already made progress in Congress 


letter to the members of the Senate, William But- 


And there's an attractive profit for In a 
national chamber, said that the 


the dealer at this price. The Letter- terworth, president of the 
graph is a standard item in the stock information made available through such a census of dis- 
of leading dealers everywhere. If you 
are catering to the office supply needs 
of your vicinity, let us show you how 
the Lettergraph will not only be a 
profitable item in itself, but will lead 
to the sale of many additional 
supply lines. 


tribution would be of value to every branch of industry 
and commerce. 

“The facts with respect to the processes of distribution 
and the variety of agencies through which distribution is 
carried on,” he declared, “have never been comprehensively 
collected and made available for the use of business men. 
The regular periodical census of manufactures, as an ex- 
imple of comprehensive business statistics, has proven its 
value 6s 


The Heyer Duplicator Co., Inc. President Butterworth explained that the national cham- 


; RR NN : ret nies athe ; 
Manufacturers Since 1903 ber co-ope rated with the Bure au of Ce nsus in taking the 
limited distribution census in a dozen cities recently. 


945 W. Jackson Blvd. Chicago, Ill. “Members of the national chamber,” he said, “have tes- 


tified to the value of the data revealed by that census. 
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FEARGER SALES 
GREATER PROFITS 
FOR you ix 19239 




















N hundreds of attractive offices throughout 
the country, Security Steel Desks and 
Tables are helping to sell more equipment 
that bears this familiar trade mark. A 

wave of satisfaction and good will follows every 
Security installation, large or small. 


As a Security Steel dealer, you may confidently 
expect larger sales and greater profit throughout 


STEEL 





1929. Larger sales—resulting from the exclusive, 
wanted features and refinements of Security 
design; greater profits—insured by the straight- 
line, quantity production methods of this pro- 
gressive factory. 


The Security Steel franchise is valuable! Send 
now for the Security Steel catalog and learn 
the whole story of the opportunity! 


° 
DESKS 


STEEL EQUIPMENT CORPORATION Avenel, N. J. 


NEW YORK . NEWARK . BOSTON . 


NEW HAVEN . CHICAGO . PITTSBURG 











li 


LD methods of figure 

work should be classi- 
fied among the “hazardous” 
occupations, for break- 
downs among bookkeepers and 
accountants are still all too fre- 
quent. The daily mental grind, 
the sheer monotony of figures, 
the ever present fear of errors, 
force many a figure worker into 
temporary, or even permanent, 
retirement. 





The empty chair—the “want 
ad”—are the outward signs of 
another office casualty. 

To the worker it is tragedy. To 
the employer it means, at the 
very least, lost time and the labor 
and expense of picking and train- 
ing a substitute. 


And it’s all so unnecessary. 
Monroe methods of automatic, 
accurate figuring cut out the 
drudgery of mental arithmetic 


MONROE 


HIGH SPEED ADDING-CALCULATOR 





The Machine for Every Desk 


APPLIANCES 


The Tragedy of the Empty Chair 


and banish the fear of mistakes, 
because the Monroe Adding- 
Calculator shows step-by-step 
proofs of each operation. 


The Simple Machine 
that takes all the hard work 


out of figures 


The Series 3 Monroe divides, 
multiplies and subtracts as easily 
as it adds. 


It is the machine for all the 
figuring of every office—the add- 
ing-calculator of all-around ser- 
viceability. 


It figures invoices, dis- 
counts, payrolls, costs, com- 
missions, percentages, in- 
ventories, estimates, in- 
terest charges, ratios of turnover 
or depreciation, without the ne- 
cessity of even having to set levers 
to change from one mathemat- 
ical operation to another. 


Make the Best Test 


Try a Monroe on your own work. 
We shall be glad to have our 
local representative arrange to 
have you make this test. He will 
gladly show your clerks time- 
saving figuring methods. And 
there will be no obligation to 
buy until you are convinced the 
Monroe will be a good invest- 
ment. 

Telephone the Monroe office 
in your City or write to our home 
office at Orange, New Jersey. 


Send this C oupon 








lator. 
SERIES 3 Name 
MONROE ADDING-CALCULATOR 
with full automatic division 

















MONROE CALCULATING MACHINE CO. Inc. 
Orange, New Jersey 

Please send me a copy of “A Giant Stride Ahead,” 
describing the Series 


ti nsckucdevticcuessee ‘ 


a 


3 Monroe Adding-Calcu- 
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They realize that under modern conditions of trade inten- 


sity ample and ac~ rate data is necessary for the efficient 


conduct of business.” 


a —— 
New Fangled Idea Popper 
Post] Now that 


stock can be made from corn 


From Pillar to Post, Chicago Evening 


it has been found newspaper 
stalks, we are thinking seriously of a similar improvement 


in the manutacture of typewriters for columnists on corn 


stalk 


hese typewriters will be 


newspapers. 

made of pop corn, and when 
ever the columnist has a hot idea the mere touch of his 
the keys will make crisp, warm, hot and but 


pop crackling 


fingers to 


tered jokes torth in a snowy shower of 


comedy 











ASSORT 


PENCIL 
half-gross striped hexagon rubber 
round box is decorated in lively de 
counter 


DIXON NO 166 “CARNIVAL” 
MENT.—Contains a 
tipped pencils. The 
sign and color—a powerful assortment for the 








Solons Abandon Inkwells for Fountain Pens 
Legislators of the state of Wisconsin receive as part of 


issue of ofhice 


their session supplies a $6.00 fountain pen 


Che state could afford more expensive writing instruments, 


factory isn’t immune from violations of the 


so the commonwealth 


but the law 
sanctity of property, minimizes the 
prospective loss by theft in giving a writing instrument of 
The desks used by senators and assembly- 
inkwells, but 

Also, the pages had a 


moderate cost. 

men are provided with sunken these are 

tiny, and afford little ink capacity. 

difficult task in filling them without messing up the desk 

cases the inkwells become ash trays. 
>  - 

Check Forgery Policies in Demand 


Insurance circles report an increased demand for policies 
There has been a nota- 


top So In Many 


protecting against check forgeries. 
ble increase in the number of forgeries of various commer- 


cial instruments in recent years. Two forms of policies 
are written. Depositor’s forgery bonds cover outgoing 
checks only Commercial forgery bonds cover both out- 
going and incoming checks. A discount of ten per cent | 
is allowed from the rates if a check writing machine is 
used, and five per cent additional for the use of safety | 
paper. The base rate for these bonds is $5.00 per $1,000, | 
with fifteen per cent discount is written for three years. | 


Individual members of concerns having check protection of | 


this type can cover their personal checks at the rate of $1.00 


per $1,000, or $2.55 for three years. Insurance men say 
that a large number of individuals are availing themselves 


of this personal protection 


} 


APPLIANCES 97 


The kind of chairs and 
the kind of a 


franchise 


that look great 


to dealers 





ILWAUKEE CHAIRS are the most popular 
LYE Jine ever built andoffered tothe public. 
They have greatest selling appeal because 
they have visible style, dignity, character, 
and they have through and through quality. 

Milwaukee Chairs are produced by the 
largest exclusive manufacturers of chairs 
in the country — in one of the most modern 
and best equipped factories. 

Dealers are impressed by these dominat- 
ing factors and the liberal, exclusive selling 
franchise offered them, and are climbing 
aboard the Milwaukee “Band Wagon” in 
ever increasing numbers. 

1929 is going to be a banner year for 
Milwaukee Chairs and Milwaukee Dealers. 

There are some very valuable exclusive 
territories still open — possibly your own 
town—and you should take advantage of 
this opportunity now to “build a fence 
around it” as your own. Write today for 
full particulars. 


THE MILWAUKEE CHAIR COMPANY 
Executive Offices: 666 Lake Shore Drive, Chicago 


MILWAUKEE 
CHAIRS 
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House Organ Philosophy 

The best argufier is not the best salesman; maybe the 

worst. An argufier wants to win an argument; a salesman 


Why Guess? 











when you can be sure 


Guessing in some lines 
may be necessary, but as a 
practice in selecting your 
Carbon Papers and Type- 
writer Ribbons, it is un- 
safe, unsound, and un- 
necessary. 


Write us for our new book- 
let, “HOW TO SELECT 
YOUR CARBON 
PAPERS.” It deals with 
the subject of the varied 
requirements of modern 
office systems in connec- 
tion with the use of Car- 
bon Paper and Typewriter 
Ribbons. 


THE 


BUCKEYE 
RIBBON & CARBON CO. 


1466-68 East Fifty-fifth Street 
CLEVELAND, OHIO Established 1896 








wants to win a customer. There's a difference. You may 


win an argument and lose a customer. Don't push your 
logic too far—there may be a precipice ahead.—The Pencil 
News (Joseph Dixon Crucible Company) 
= * > 
Giving more than you're paid for is a sure way to make 


sure you'll get paid more!—The Coach (published co-oper 
Company, Eberhard 
Faber Pencil Company, C. Hunt 
Manufacturing Company). 

. * * 


atively by the Boorum & Pease 


Howard Pen Company 


and Sanford 

All of us have our ups and downs, the hardest of which 
are trying to keep appearances up and expenses down.— 
“Uncle Dick” in the Berloyalist (The Berger Manufactur- 
ing Company). 


* * * 


Through argument, information is sifted. From informa- 


from knowledge comes 


The Scroll (Cutler Desk 


tion knowledge is gathered, and 
wisdom which rules the universe 
Company). 

* 7 * 


The formula for success is simple: Learn to work by 
soft Don’t be afraid of 


and develope your initiative—Bramwords (The Bramwood 
I : 


avoiding snaps. responsibilities 


Press). 
* * - 


The man who doesn’t have to work might as well collect 


his life insurance.—Faultless Loose Leaf Bulletin Station- 
ers Loose Leaf Company). 
* * * 


We would rather have one man or woman working with 
us than three merely working for us.—Office Topics (Baker 


Printing Company). 


* * * 

The surest way to get somewhere is to know where 
you're going.—Osco Business Ideas (Office Supply Com- 
pany). 

* * * 
\ train of thought is a fine thing, yet some folks run 


only one a day.—Quality (Clarke & Courts). 


* * * 
The Office Cat 


Every hard boiled egg is yellow inside. 


(The Richmond & Backus Company) 
* 


* * 
The more laws, the more corruption.—Bramwords (The 
Bramwood Press) 
a 
Aw, Go On! 
Gentleman (entering store)—What do your envelopes 
run to now? 
Assistant—They don’t run sir; they're stationery 
Worcestershire Echo 
—_— > -— 


Some Displays at Chicago Furniture Mart 
represented at the 
Mart 


lines 


A number of office furniture lines were 
market, the 


In 


January shown at American Furniture 


Chicago several instances commercial furniture 
furni 

The 
mart is primarily a household furniture display, and in that 
is the 


dealers of the country. 


manufacturers also making household 


to 


produc ed by 


ture, were shown dealers through photographs 


capacity Mecca of thousands of household furniture 
Che Carrom Company, Ludington, Mich., manufacturers 
displayed a variety of 


sets, comprising 


of moulding for rubber stamps, 


household items. The company’s bridge 


folding tables and chairs, are dressed attractively in color, 


with suitable decoration. W. J. Mulder, sales manager, was 


in charge. Space 1027 
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SHIPMAN-WARD SEMI-REBUILTS 


SAVE YOU MONEY IN YOUR SHOP 











Here is Exactly How We 
Semi-Rebuild Underwoods 


*DISMANTLING AND CLEANING 
All machines are stripped to the base ard thoroughly 


cleaned and all old varnish and transfers removed. 


*ENAMELING 
All machines are given a heavy coat of enamel and 
baked, new transfers put on, varnished and baked, 
inspected and oiled. 
*RE-TYPING 
Every type bar and type is inspected and all worn type 
and type bars are replaced. 
PLATING 
All nickel parts receive a heavy coat of plating with 
a copper base. 
"SKELETON CARRIAGE ASSEMBLY AND AD- 
JUSTMENT 
Carriage is assembled including new platen and feed 
rolls, all necessary adjustments made. It is then sent 
to the Assembly Line to be fitted on machine. 
*BASE INSPECTION AND ADJUSTMENT 
Machine is thoroughly inspected and adjustments 
made on key levers and sub-levers and all key levers 
have to be adjusted to a standard tension. 
*FIT SEGMENTS AND BARS 
Bars are fitted to the segments and sub-levers ad- 
justed to the bars. 
*ASSEMBLE AND ADJUST 
Bell rack frame front rods, banking stops, ribbon 
mechanism, tabulator, etc., are fitted and adjusted. 
"INSTALL CARRIAGE FRAME 
Carriage is assembled, adjusted, and put on machine. 
*KEY LEVER LOCK ASSEMBLED 
Adjust Key Lever Lock, banking, adjust back spacer 
and set two color. 
‘SPOT SKELETON CARRIAGE 
Carriages are spotted, motion, two color, ribbon re- 
verse, and shift adjustments are made. 
*LINE SPACE LEVER 
Cylinder scales, tabulator, line space lever and space 
bar are adjusted. 
*KEYBOARD 
Every machine has a new keyboard. 
"ASSEMBLY INSPECTION 
All machines are inspected and a bonus is paid for 
good work. 


Semi-Rebuilts go through exactly the same 
process as 100% Rebuilts, EXCEPT THAT 
WE DO NOT DO THE FINAL ADJUST- 
ING, ALIGNING OR FINAL IN. 


SPECTING. 


























Semi-Rebuilts 
are ONLY 
For the Dealer 
Who Now Does 
His Own 
Rebuilding or 
Adjusting 





The _ following 
new parts, in addition 
to replacing any other de- 
fective or worn parts, are always 
used: 


New Keyboard New Type 
New Shot Pad New Ribbon 
New Feed Rolls New Medes 


as seal Ber New Drawbands 


New Variable Knob New Rubber Cover 
New Right Knob New Rubber Feet 











Other Shipman-Ward Services 


100% Fully Rebuilts Instalment Financing 
100% Re-Building 

Rental Underwoods Welding Service 
Selected Rough 


Underwoods Underwood Parts 


Write Today For Our Complete Price List 
SHIPMAN-WARD MFG. CO. 


ESTABLISHED 1892-37 Years Servicing the Dealer 


1772 SHIPMAN BUILDING 


4401 RAVENSWOOD AVENUE 


CHICAGO, ILLINOIS 
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ocused in...aS 


ready for your inspection every day 
... the VITAL FIGURE FACTS of 
your BUSINESS 


H°” was business yesterday? Gaining .. .slipping 
. Standing still? Do you really know? 
Perhaps you will at the end of the month, but 

wouldn't you like to know today? Wouldn't you like 

to know, at just the right moment, where things are 
lagging, where to put on pressure, where to weed out 
inefficiency? 

You can... and it's really very easy to know all 
these things. At nine each morning you can have on 
your desk a simple, understandable report, giving you 
all the vital figures from every department. Not a week 
old, or a month old, but yesterday's figures from any 
department you will. 

Through the use of Elliott-Fisher accounting-writing 
equipment every operation of your business can be 
brought up-to-date. Inventories, accounts receivable, 
cash balance, sales, production, shipments . . . every 
record that every successful business must keep... can 


Elliott-Fisher 


FLAT SURFACE ACCOUNTING-WRITING MACHINES 


Product of 


Goer!’ OC tice Feipment orporation 


342 Madison Avenue, New York 


OTHER PRODUCTS: SUNDSTRAND ADDING-FIGURING 


MACHINES 


1WoIY 





INGLE REPORT 


be presented for your scrutiny every day. Every morn- 
ing an accurate picture of your business can be laid 
before you. 

This day-to-day, month-to-month and year-to-year 
method of comparison gives you absolute control of 
every department. With Elliott-Fisher machines and 
methods you can’t say, “By George, I didn’t know 
that!” If business is going ahead, you know it today. 
If it is slipping, you know it before the danger point 
is reached. 

Elliott-Fisher can be readily adapted to the most 
complicated accounting systems and it so simplifies 
and combines operations that often even a smaller 
personnel can do faster and better accounting work. 

Clip coupon below and give it to your secretary. Ask 
her to send for fullinformation which will tell you ex- 
actly how Elliott-Fisher can be 
profitably applied to your 


business. 






General Office Equipment Corporation 
342 Madison Avenue, New Yc-k City 


Gentlemen: Kindly tell me how Elliott-Fisher 
can give me closer control of my business 


Name 


Address 














mame 





February, 1929 OFFICE API 


Chicago, IIL, 
Byron J. 


Mirror & Art Glass Company, 
uusehold lines of decorative mirrors 


Chicago 
showed hx 
Roland, designer of the lines, was in charge. Space 724. 
Sheboygan, Wis., 


Crocker Chair Company, devoted its 


space to high grade line of household chairs. Commer- 
cial furniture dealers had access to photographs of the office 


hair items G. A. Reimar 


Franklin Manutacturing Company, 


was in charge. Space 1424 
Franklin, Ind., dis- 


plaved a tull range of low and moderate priced otmee desks, 


charge of John Cox. Space 827 
Hevw l-Waketiel Gardner, Mass., included office 
hairs in an impressive display of household furniture, baby 
S ler spe ilties Novelties in the office chair 
vere ak or birch chairs finished in the standard olive 
een us vy metal office furniture manufacturers. These 
swive irm and side chairs \ number of chairs fin- 
shown with leather upholstering in 
colors. Raymond J. Reed, advertising man- 
part of the time at the exhibit. Space 326 
Metal Products, Incorporated, Aurora, IIl., made an 
extensive showing of “Steelart’” folding tables and chairs: 
é \ Te SE f the company’s commercial 
as lockers, cabinets, “Desk-Hi” cabinets, 
s g. et \. G. Wilson was in charge of this attractive 
isplay. which was probably the most brilliant in the Mart 
¢ < eK capitalized | ndsomely by 
e | es ers Space 620 


e Milwaukee Chair Company has a permanent display 
t tower, Space 2148 This is the headquarters of A. 
H. Harcq, sales manager Chere were shown the complete 
line of office chairs, including the “Anatomic Comfort” line, 
designed to bring complete ease to office workers. 
Mutschler Bros. showed household lines. Commercial 
ortunity to study the office line of 
Carlisle A. Mutschler 
in charge. Space 1017 

. Cadillac, Mich., included both 


urniture dealers had op] 
‘Samson” tables from photographs. 
ind R. C 

St. John’s Table Company 
offices and household items in its display. H. M. Petrie, 


Chapman wert 


general manager, was in charge, assisted by a competent 
staff. Space 1628. 

Tell City Desk Company made a special showing of its 
“William Tell” suite, a moderate priced line which affords 
dealers an opportunity to give the period effect to offices 
where the matter of price is an important consideration 
Chairs from the Tell City Chair Company's lines were in- 
cluded in this space, No. 1122. J. H. O’Toole was in 
charge. 

Udell Works included library, sectional and spinnet desks 
in its showing of household items. A desk of somewhat 
elaborate type was offered for reception clerks of profes- 
sional men, beauty shops, etc. Library bookcases are re- 
cent additions to the Udell line, supplementing the sectional 
line which has been a specialty. The modern trend has 
been for sanitary bases for bookcases, but there is a sus- 
tained demand for the floor base which was standard when 
a! bookcase was introduced. 

_ - 
“Ed” Spaeth Takes on “U-Need-Me” Line 


R. E. Spaeth, who is traveling in the central states with 


the section 


several stationery lines, has arranged to include the lines 
of Geo. E. Fox & Company, Chicago, in his presentations 
to the trade. Mr. Spaeth’s territory for the “U-Need-Me” 
lines includes Iowa, Minnesota, Nebraska, North and South 
Dakota, Wisconsin—excepting Milwaukee—Racine, Ken- 
osha and Zion City, Missouri except St. Louis. Mr. Spaeth 
has a wide circle of friends in the commercial stationery 
held through former representation of the House of Eber- 
hard Faber and the MacMillan Book Company 


i - 
If you would appear snappy, walk with an elastic step.—The 
Office Cat (The Richmond & Backus Company) 
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TYPEWRITER RIBBONS 
TYPEWRITER ~- PEN & PENCIL 


CARBON PAPERS 
REFLEX 


WRITING INKS + SHOW CARD COLORS 
STAMPING & NUMBERING 
MACHINE INKS 


THESE ARE ALL COLOR PRODUCTS 
SOLD BY 
OFFICE SUPPLY DEALERS 





The fact that our business has 
grown and developed largely, 
over a period of 50 years, is in 
itself first evidence Bay super- 
ior goods are produced, that 
they are sold at reasonable 
prices, and that satisfactory 
service to thousands has been 
rendered. 


ee for grade—price for price, 
there are no stationers’ color 
Es that surpass the A. & 
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Winners in Lyon Metal Products Contest 


Salesmen for dealers of Lyon Metal Products, Incor- 


‘A porated, Aurora, Ill, competed in a two-month contest 
THE T. LK which ended several weeks ago. There were two divisions 
in this contest, one for the greatest number of cabinets 
of sold, and one for the greatest number of orders. 

First prize for the greatest number of cabinets sold went 
THE TRADE to F. E. Johnson (The Shaw-Walker Company), Washing 
ton, D. C.; second prize, Paul R. Carlson (Carlson Broth- 
ers), Moline, Ill; third prize, Harold H. Budd (The 
66 $* Shaw-Walker Company), Philadelphia, Penna.; fourth 

Sunruco prize, D. B. Suggs (Stewart Office Supply Company), 
Dallas, Texas; fifth prize, C. P. Watson (Office Outfitters, 

Inc.), Birmingham, Ala. 
EXECUTIVE CUSHIONS N. M. Wright (Ivan Allen-Marshall Company), Atlanta, 
Ga., won first prize in the contest for the greatest number 
of orders; second prize, P. D. Farrell (W. B. Hill & Com- 
pany), Memphis, Tenn.; third prize, C. H. Miller (The 
Shaw-Walker Company), Indianapolis, Ind.; fourth prize, 
Paul H. Hooker (Decker Brothers), Lafayette, Ind.; fifth 
prize, W. C. Thompson (Rothery Office Equipment Com- 

pany), Rochester, N. Y. 

The prizes offered were furniture cherished by the mod- 
ern woman—choice of any “Steelart” bridge set, consisting 
of table and four chairs, or a Style “B” “Steelart” table. 

deicncindidiliiiaeadii 
Veteran Stationer Gets Recognition 

Edward Suydam, of Corlies, Macy & Company, 441 
Pearl street, New York, N. Y., received recognition by a 
metropolitan syndicate writer a few weeks ago. An article 
titled “Veteran Bridge Walker” said: 

“There are no figures available about the number of 
people who make it a practice to walk over Brooklyn bridge 
to and from their daily vocations, but Edward Suydam 





doubtless holds the record for long and continuous per- 


““Sunruco”’ engineers have excelled their rigid stand- 
ard for quality and workmanship in the develop- 
ment of this new, beautiful, luxurious Executive 
Chair Cushion. For comfort, it has no equal. For 
appearances, we do not hesitate to state—it is the 
most beautifully designed chair cushion ever made. 
The “Sunruco” Executive Cushion lends prestige 
and dignity to the finest office. 


It is made by secret process of a light, fluffy, por- 
ous rubber core of full 2” thickness. Completely 
housed in an attractive velour envelope. The cover 
is very artistically constructed. Unlike other cush- 
ions, it will not “pack”. Improves with continued 
use. Will not distort. 





EDWARD SUYDAM 


Don't do yourself an injustice by rendering a de- 
cision on this product without first seeing samples 


. “_: formance. Mr. Suydam, who is employed by a stationery 
in each of the four striking colors :— ee ee , 


concern in Pearl street, has been a daily bridge crosser 


Red, Blue, Green and Taupe since the span was thrown across the East river in 1884. 

He has been employed by the same concern for sixty-six 

Each years, and before the bridge came into being he made the 

No. 3 Stenographer’s, size 17"x1534”.. . .$6.00 East river crossing by ferry boat. Mr. Suydam, who is 
No. 5 Arm or swivel type, size 1834x1714” 6.50 eighty-two and still actively engaged in business, rarely 


misses a day when he does not foot it over the famous 
span. He and Patrolman Martin Flanagan, who has been 


The Sun Rubber Company stationed on the bridge since its ere ction, have exchanged 


daily greetings for more than forty years 
Barberton, Ohio, U. S. A. —_——>—__ 


Walnut Log Exports Segregated in Statistics 


Write for illustrated and descriptive broadside of Walnut logs, which have been classified under the general 
“Sunruce” line! heading of “hardwood logs” in United States export declara 
complete jee” line! tions, are now listed separately under No. 4008 This will 


clarify the export statistics as to walnut logs, and indicate the 
percentage of American production which goes to foreign des- 
tinations 
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itting the Filing Cabinet 
to the job in RICHMOND,VA. 








The GlobeArt Line 





The "7000 Line” 


Globe“Wernicke 


4 Related Groups of 
Steel Filing Cabinets 


Added sales and increased satisfaction on the part of customers . >. 
that’s the experience of Morton Marks, of the Richmond (Va.) 
Stationery Company, with Globe-Wernicke Four Related Groups of 
Steel Filing Cabinets. 


With “a filing cabinet for every purse and every purpose” Mr. 
Marks can fit each group to a specific need. For example, GlobeArt 
de luxe units for the private office; the “7000 Line” for the general 
office; the “8000 Line” where commercial files of high quality are 
needed; the “9900 Line” for factory offices, shipping rooms, ware. 
houses, or wherever utility filing cabinets are required. 


Fitting the filing cabinet to the requirement is part of the construc- 
tive selling method known as Globe-Wernicke Service . . . imparted 
to Authorized Globe-Wernicke Dealers and their salesmen through 
factory Sales Schools. This profitable service is still available in a 
number of choice territories. Write for particulars today! 


Globe-Wernicke 


CINCINNATI 


Canadian Representative 


Preston-Noelting, Limited 
Stratford, Ontario, Canada 


\} 


ahi 


Semce 


This emblem ap- 
pears on the 
window of every 
dealer author- 
ized and quali- 
fied to render 
Globe-W ernicke 


Service. 





The “8000 Line” 





The “9900 Line” 















Your Profits with 


CELLO-CLIP Map and Plan File 





Cello-Clip is available in 
Cabinet or open rack | 
fy pes | WH Mi 
Hii) 
1] 
hi 


! | Hil g Yo ‘f 


On or off—or slid back 


—in a moment — with 


Cello-Clip! 











' 
ii 














Thisk of this market! Architects, engineers, city, county and state record- 
ers’ offices — everyone who uses blue prints or large sheets — your pros- 
pect for a worth-while installation! 


They’re all “live” prospects, too! For Cello-Clip is the only filing system 
that provides indexed, vertical suspension of large papers, singly or in 
groups — the only system making reference possible without removal! 


What a medium of economies! Thirteen hundred dollars yearly saved in 
engineering hours in a 10-man drafting room — days gained for field 
men — useful life of drawings increased 30% to 50% — use of inexpen- 
sive drafting papers now made practical! . . . Write today for full details. 


Globe-Wernicke 


CINCINNATI 


ee ew 
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Sell On Sight In This Display Case 


lo the many good features of loose 
leaf books there is now added the best 
NO RINGS. With rings gone, their 
inconvenient cumbersomeness is no 
more. With rings gone, torn sheets 
and lost notes will be a thing of the 
past. Small wonder that stationers 
knowing their customers’ feelings in 
the matter have placed orders that 
doubled and then trebled the produc 
tion of No-ring Loose Leaf Books. 


These slim, trim, good-looking books 
are so practical, durable and conve 
nient that to be sold they need only to 
be seen. And that they may be seen 
to the best advantage, a most at 
tractive and compact display stand will 

















be furnished free with every order for 
the complete line of 45 books which 
will net you a good profit even when 
retailed for $36.90. 


You ought to see a sample of these 
loose leaf books without delay. We'll 
gladly send you one. Ask for it on 
the coupon below. 


andnapen qoumanemenendmeapananesan aun . 
NEVA-CLOG PRODUCTS, INC., | 
| Bridgeport, Conn. | 


| Gentlemen: 
Kindly send a sample of your No-ring Loose ! 
Leaf Books together with prices and discounts. | 


| Name ..... ° seen 560 wed wba | 
| Street . . . eeeeocorsets eo, a 
! 
CILY wives ; Sone coscoceceseneneseecces ] 
| NRE non s vcns coud cknd athe O, A.-2-39 | 
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And Now the VAIL] VAULT 


PERSONAL 


A steel constructed fire and burglary resisting safe to retail for $32.00. 
Hundreds of dealers are selling this safe to doctors, lawyers, profes- 


sional men, small retailers and home owners. 


Drop us a line for full details as to size, net prices, colors, etc. 


One of the 32 sizes and styles of Meilink Safes 


THE MEILINK STEEL SAFE COMPANY 





RIVATE PROTECTION 


s Toledo, Ohio 
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Possibility of Increase in Pencil Duties 

Office Appliances understands from a reader interested in 
the pencil business in the East, that Congress at an early 
date may raise duties on lead pencils. The present tariff 
is twenty-five per cent ad valorem and forty-five cents per 
gross specific. Therefore, if a pencil costs in Germany $1.00 
per gross, for example, on entering this country, the gross 
of pencils must pay twenty-five cents ad valorem duty, 
forty-five cents specific duty and fifteen cents freight and 
insurance from Germany, making the cost in New York 
$1.85 per gross. Our informant fears that any material 
increase in the lead pencil tariff would probably mean that 
there will be no importers of pencils. 

An increase in pencil duties would not necessarily result 
in an advance of pencil prices in the United States. There | 
are domestic pencil manufacturers who feel that duties are 
too low and that the price at which imported pencils can 
be placed in the hands of dealers is a handicap to domestic 
pencil production. We have no doubt that the matter will 
be thoroughly discussed in Congress. 


a 


Territorial Changes by Charles R. Barry Co. 


The Charles R. Barry Company, San Francisco, Calif., | e 
has made definite assignments of territory for its salesmen 
to enable them to spend a maximum of time in touch with | 
TT 


dealers. Bruce English has the Pacific northwest territory, 
which comprises Oregon, Washington, Montana and Idaho. 
During the past year he covered San Francisco and the 





The Standard Junior Sealer 
affords a permanent and effi- 


bay district : : 
Arthur O. Carlson, formerly traveling northern California The crent method for sealing — 
and Nevada, has moved to Los Angeles. From that point | 7 Oe -_ It — > pect — 
he will make southern California, Utah, Colorado, New CS eee filiine he a Ff both eli 
Mexico, Arizona and El Paso, Texas. Leland C. Adams securely. Many im- ling t e ae i the we 
returns to the San Francisco and bay district, handling also a — mailers and a ow : —_ 
northern California and Nevada. mailers who use it se 
tion with automatic sealers, for 


Hahlon Johnson has joined the organization as a junior, 
working from headquarters at San Francisco. 


ee 
Columbian Art Works Calendar 


The Columbian Art Works, Inc., 1024-32 Juneau avenue, 
Milwaukee, Wis., makers of the Columbian Success line of 
desk calendar stands and pads, and “Tear Kleen” wall 
calendars, are distributing a popular type of calendar for 
1929. It is thirteen inches wide and thirty-two inches long 
and is printed in four colors, black, tan, blue and red. The 
lower two-thirds of the calendar carries a date pad show- Profit for Dealers 
ing three months, past, current and next. The current The great demand for the Standard Junior Sealer together with 


month has blue figures for working days and red for its low retail price makes ony ne Sy dates 
Sundays and holidays printed on a background of white. Co-operative Selling Branchise makes it possi or rs 

Bee © ated ye = “a , to handle this sealer or other Standard machines without any 
making it stand out more strongly than the other months | investment. Send for a copy of this Franchise for yourcon- 


which have black figures on a background of tan. sideration—todoy. 
a 


Conklin “Enduras” Aboard the “Question Mark” | 
Messages dropped from the giant army Fokker mono- | 
plane “Question Mark,” which recently established a new | 


world record for sustained flight, were written with Conklin | MAILING MACHINES CO. 
“Endura” fountain pens. Just before the big ship “took | Everett, Massachusetts 

off,” the Fokker Aircraft Corporation presented a specially Also various hand and motor-driven 
engraved Conklin “Endura,” procured from Conklin dealers | envelope sealers—Postal permil machines 
in Los Angeles, Calif., to each of the sixteen members of | 

the crew and ground men of the now famous “Question | STANDARD MAILING MACHINES CO. 


catalogues and bulky pieces. 


It does its work quickly and neatly 
applying just enough moisture, with- 
out soiling the envelope or the letter 
inside. Moreover, the Junior is 
strictly sanitary and eliminates un- 
healthy sponge cups or rollers—traps 
for germ-laden dust. There is noth- 
ing to wear out; no adjustments, 
cleaning or replacements. It will 
last a lifetime. 











Mark.” The pens proved very satisfactory in writing the ae pene pine oa os 
CK > of » rer i : = ease send me without obligat $ 
records of the record-making flight. = ‘Santen Rachie Sneath, dle Hieciiiaies doves 


pieces daily. ‘ 
7 of C ve Selli ranch 
Los Angeles Stamp Club Holds Meeting Ob -— — -sieebetes ing se 


| 
The Los Angeles Stamp Club held an informal meeting | COMPANY «60. - eee ve eee teen wees wae 
in December and one on January 22. At the last meeting, i Perr se 
F. M. Couch, a national fig i edit circles 
ch ational figure in credit circles, addressed Adina 5. ne euacdunstican 








the club on “Twelve Signs of a Failing Business.’ 














The Newest Thing 


in Posture Chairs 


430 TW 





The Last Word in Correct 
Posture Construction 


\ umber of years of concentration on the manufacture of 
rect posture seating equipment enables Derby, leader in 
s field, to offer the most advanced type of correct posture 
hair ever designed. The model illustrated above, and a 
ompanion chair numbered 435TW, which has arms, repre 
highest development of this type of seating 


A new type back support 


s back which at first glance appears to be of more or 
ess conventional design is included a fully adjustable sup 
ort for the lumbar region of the spine which, through its 
touble-reversed curve construction removes all pressure 
from the spine itself and places it on the great muscles of 
he back This feature is of great service in reducing the 
fatigue arising from all day sitting. * 


The Perfected Thompson Saddle 


The tmproved Thompson saddle—the most thoroughly scien 
tifie seating surface produced—supports the body and dis 
tributes ite weight in such a way that proper sitting pos 
r ‘ ilmost automatk 


sent the 


omes 


Complete adjustability 


This chair can readily be adjusted to fit perfectly people 
f radically different sizes The seat can be raised and 
owered, and the tilting swivel mechanism is provided with 
sn adjustable tension spring The back support is adjust- 
able vertically and also forward and back over a range of 
several inches, and in addition is pivoted on its post so that 
may conform with small movements of the body 
When properly adjusted, the user of this chair has the 
igreeable sensation of complete support, and the lasting 
omfort that omes only from a perfect fit 


P. DERBY & CO., INC. 


Gardner, Mass. 


Pioneer Makers of Correct Posture Seating Equipment 


1 Park Avenue 197 Friend Street 
New York, N. Y. Boston, Mass. 


’ 
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E. R. Underwoods Leave on World Tour 

Ethan Rogers Underwood, president of the Fulton Spe- 
cialty Company, of New York, left the United States last 
month with Mrs. Underwood for a trip around the world 
Mr. Underwood's friends in the stationery trade said “bon 
voyage” as a group by means of a luncheon which was held 
on January 12 at the German Masonic Temple, 220 East 
New York 

The toastmaster of the event was Morris 
ney for the New York Stationers’ Board of 
spoke of Mr. 
friends wherever he goes 


Fifteenth street, 
Popper, attor- 
Trade. Mr 
Underwood's making 
his college days at Harvard, his 


Popper faculty of 
former business associations with the plate glass industry, 
and his many friendly contacts in the stationery trade with 
which his firm has for a number of years been associated 
Two representatives of the Pittsburgh Plate Glass Com 
pany, Messrs. King and Miller, conveyed greetings and best 
wishes from the president of the company and told of the 
impressions Mr. Underwood had made when he was in the 
business still-continuing friendships 


plate glass and the 


which he had then formed. 

For the stationers W. E. Ward referred to the equally 
enviable record for friendship which Mr. and Mrs. Under- 
among stationers and office equipment 
men and women. On behalf of the stationers Mr. Ward 
then presented to Mr. Underwood a Schick repeating razor 


wood have made 


in a very attractive leather case. 


Mr. Underwood in a gracious little speech of accept 
ance expressed his thanks and spoke of that for which the 
gift stood, good will, that best of all lubricants of the busi 
ness as well as the social machine. 

Among the features of entertainment were some excellent 
Hill, a for 


ve cal 


bits of legerdemain performed by Charles K 


mer associate of Harry Houdini, and piano and 


numbers by Walter J. Bennett and Fred Aspinwall, re 
spectively. 
os 
Morse Agency Business Progressing 


manufacturers’ 


John F. 
agent was announced in the January issue of Office Appli 


Morse, whose establishment as 


ances, informs us that he has secured the San Francisco 
agencies for three very good office equipment lines: Steel 
partition division of the Globe-Wernicke Company, Cincin 
nati, Ohio; metal office furniture made by the All Steel 
Equip Company, Aurora, Ill.; and the X-Ray line of steel 
busses, trucks, and custom-made office and filing equipment 
manufactured by the Lefebure Corporation, Cedar Rapids, 
lowa. 

Mr. Morse’s ten years of service as manager of the equip- 
ment division of the San Francisco branch of The Berger 
Manufacturing Company, Canton, Ohio, should stand him 
in very good stead in this new business of his own. His 
Tilden Sales Front 


headquarters are in the building, 7 


street, San Francisco. 
> 
Bates Announces Discount Changes 
The Bates Orange, N. J., 


makers of numbering machines, telephone indexes, eyelet- 


Manufacturing Company of 


discounts on 
indexes and special numbering machines. The 
It is said that in the 


ers, eic., have made certain changes in the 
new dis 
counts went into effect on January 21. 
main the discounts have been lengthened. 

The company states that the Bates eyelets by the carton 
are now assortable with the eyeleters and punches to obtain 
quantity discounts. 

All non-stock machines, such as combination, letter wheel, 
special style and wide frame machines, etc., will be con 
sidered in one class as special machines subject to the new 


and uniform discount. 
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FEATURE (G@tadecK for Office 
Efficiency and Watch February Profits 







Model 6-V with Daily 
eminder 


» ol 
—— Zé 
- Daily Reminder Fold. 


Olive Green, $6.30 ers, 50¢ per set extra. 


Oak, Mahogany, or 
Walnut finish, $7.70: 


Prices slightly higher 
in Canada and on the 


Pacific Coast. 


Office Workers Need the 
Efficient Help of Kleradesk 


Now is the profitable time to feature the greater efficiency 
Kleradesk brings to office workers. New men are getting 
squared away on new jobs. Offices are picking up speed, 
striving for greater capacity. Now, more than ever, this 
time and temper-saving device is needed by every person 
who is sincerely trying to do more work with less effort. 


Kleradesk is a desk-aid for the desk-worker. It eliminates 
the constant shuffling and reshuffling of papers usually 
piled under weights on top of the desk or hidden away 
in untidy baskets. 


Your market is ripe—now—for Kleradesk sales. Show 
Kleradesk in your windows. Display it on your counters. 
Talk Kleradesk. Push it — now — when business offices 
need it most. Check your stock, see that you have enough 
Kleradesks to make a big drive for this profitable business. 


SENGBUSCH SELF-CLOSING INKSTAND CO. 


215 Sengbusch Building Milwaukee, Wis. 






Pile Up 





Shuffling Papers 
On Their Desks 





















A clear desk means a clearer head — a freer 
mind. Kleradesk gives both. Its plainly in- 
dexed vertical compartments invite instant 
and orderly disposition of every paper. 


A Place for Every Paper and 
Every Paper in its Place 


Kleradesk almost automatically sorts, distrib- 
utes and routes your correspondence and 
other papers. Papers are never out of sight 
— always right at finger tips — yet never in 
the way — instantly available — never lost 
— never disturbed in the search for a certain 
paper — never scattered by breeze from 
window or fan. 











Larger or Smaller as 
You Want It 
Kleradesk is made up of steel sections, and 


may be assembled into any model desired. 
The Model 6-¥V illustrated is the most popu- 
lar. Meets the requirements of the average 
business desk. Extra sections can be added 
or removed as desired. Width of space be- 
tween — is adjustable and additional 
space may obtained by inserting floor 
boards 3, 6, or 10 inches in width. 














> KAtetadesK saves Time and Space | ¢ 
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CAN YOUR SALESMEN 


( 
( 
( 





ALWAYS SAY 


YES? 





WHEN your salesmen go into their customers’ offices, can they 


say “YES” to every request for filing supplies? They can if they 


sell the F. E. Bee-Line! ~ . That’s why so many dominant filing 


supply dealers in large cities are now carrying the F. E. Bee-Line 


EXCLUSIVELY! It’s complete ... has everything . . . satisfies 


every customer. Their salesmen almost never have to say “No” 


to a “special purpose” request or a sample to be duplicated. 


Stock F. E. B. filing supplies ... and give your salesmen and 


customers this great advantage. 


a « « HERE’S 
ONE REASON WHY 
the F. E. Bee-Line is the 
shortest way to supply- 
selling success as well as 
office-filing efficiency... 
the F. E. B. Lock Label 
Guide, made in all the 


standard sizes. 





I has three important 
and exclusive features, 
each of which is an im- 
provement over all other 
metal-tab guides... It’s 
the foundation of per- 
manent, heavy-duty files. 


It’s the best there is. 


Filing Equipment Bureau 


Manufacturers of the Widest Line of Filing Supplies in the World 
oe 27 Melcher Street 


F. E. B. Building 





Boston, Mass. 
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Take Stock 
(From the Illinois Booksellers and Stationers News) 

Sidney E. Collins of the Automatic Pencil Sharpener 
Company sends this item which we will head “Take Stock.” 
We hope you will all take time to read it carefully as the 
suggestion should be put in practice by every one of us: 

It is at this season of the year that most merchants 
“take stock.” At the conclusion of this task it is the prac- 
tice of all live concerns to weed out the undesirable slow- 
moving items and mark such prices on the merchandise 
that it will take it off the shelves and turn it into cash. 
Why then would not this be a good time to take stock of 
ourselves and our personnel in order to ascertain if we 
have any undesirables in our organization or if we are 
taking advantage of the many opportunities that present 
themselves each day? 

Upon sales depend the success or failure of our business. 
Why not set aside an hour or two right now and take stock 
of our capabilities and thus determine if we are in a posi- 
tion to sell our merchandise? Are we well acquainted with 
the merits of the articles which we must present to our 
customer in making a sale? Are we familiar with the 
price? Do we know what we have in stock? 

Do we keep our windows neatly trimmed with the items 
of merchandise that will attract the attention of the passer- 
by? Do we make proper display of the same items in our 
stores? Do we keep any record of the sales that are made 
from our show-windows in order that we may know what 
are profitable items to display? 

Business is only as good as we make it and in order to 
make business we must go after it and it is necessary for a 
successful pursuit of business that both the inside clerks 
and outside salesmen have frequent instructions as to what 
to sell and how to sell. The outside salesmen have a splen- 
did opportunity of materially increasing their sales by 
carrying a few samples in a brief case rather than depend- 
ing entirely on a catalogue. 

Let these men carry something new. Something of merit. 
Some item that will operate in order to attract attention. 
By frequent changing of these items which the salesmen 
carry there can be no doubt as to the increase of sales. 


—— 


Ring Binders Solve Insurance Problem 

J. B. Webber Title Insurance Company of Los Angeles 
recently placed through the Stationers’ Corporation of that 
city an order for 26,000 Irving-Pitt ring binders. The J. B. 
Webber Title Insurance Company had a big problem to 
solve. In Los Angeles County, real estate transactions not 
infrequently amount to almost 2,000 in the county recorder’s 
office. Besides this, about 5,000 court actions and from 
300,000 to half a million municipal liens have to be filed 
every year. Old systems had to be replaced by something 
up-to-date—something that would be flexible, simple and 
economical. The answer to the question they found in the 
ring binder in which they have now housed their title 
insurance plant. The binders were to be delivered in lots 
of two thousand or more per week. All were sent in less 
than the time stipulated and every one came through in 
perfect order. 

The Irving-Pitt Manufacturing Company regards this 
order as of no little interest to the loose leaf industry. 

a 


Thompson Purchases Fox Parts Business 

J. A. Thompson, of the typewriter exchange which bears 
his name, informs us that he has purchased from the Fox 
Typewriter Company all the parts and supplies for the Fox 
typewriter. Typewriter repair houses, we feel sure, will be 
glad to know where they can get Fox parts. The address 
of the J. A. Thompson Typewriter Exchange is 35 Ionia 
avenue, N. W., Grand Rapids, Mich. 
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Forward! 
for profit. 


Uhl dealers can move forward in 1929 
with confidence in the line and full 
assurance that their efforts will be 
well rewarded. 


You may be sure that those who pio- 
neered in the manufacture of posture 
chairs will retain their position in the 
field. 


Imitators are usually short-lived. 
When an item becomes popular 
almost over night there are always 
those who flock to the band wagon— 
who want to get in on the clean up. 


Uhl chairs have kept faith with the 
user from the beginning. They are 
not fly-by-night, but here to stay. 
For utmost satisfaction all the way 
through, you should know the full 
story of the Uhl Postur-Chair. Write 
us today. 


The 
Toledo Metal Furniture Co. 


1416 Hastings Street 
TOLEDO, OHIO 
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At Last! 


A SYSTEM 
FOR KEY CONTROL 








Confusion 


is the annoying result when keys are not 
properly identified. Still more confusion results 


when keys are “out” and nobody knows who has 
them nor when they will be returned. 








TELKEE sells on sight be- 
cause it meets a real and 
recognized need. It has no 
competition—for the first time 
it offers an adequate system of 
key control. 


hotel, 
large or small,— 


building, factory, apartment 


institutions, 


office 
other 


Every 
house or 
prospect. 
No competition. Wide profit margin. 

The Telkee system solves the problem of key iden- 
tification—a bugaboo to every organization that 
uses large quantities of keys. 

Che plan is simple, but no one has ever thought of 
it before. 

Che Telkee system also solves the key filing prob- 
lem. Wall safes, drawer files, wall panels, are in- 
cluded in the line. You'll find a method of filing 
and key identification for every need. 

Send coupon for complete information. 


“Thayer TEL]EE Corporation 


656 SO. LOS ANGELES ST. 
LOS ANGELES, CALIF 


| (Attach to Your Letterhead) 
THAYER TELKEE CORP. | 

656 S. Los Angeles Street LOS ANGELES, CAL. | 
| Send Fall Dealer Information on Telkee Devices 
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Eberhard Faber Introduces Plan for Standardizing 

Pencil Demand 
Faber, 37 
inaugurated a plan which is expected to 


In January, Eberhard Greenpoint avenue, 
Brooklyn, N. Y., 
have a considerable influence in standardizing the demand 
for pencils 

In a large and colorful portfolio, the plan is explained to 
dealers. Leading stationers were consulted and their opin 
ions, recorded in the portfolio, favored the idea of standard- 
ization in pencil lines and items. A graphic illustration of 
the condition in a typical store showed eight items repre 
senting ninety per cent of the total sales and fourteen addi 
tional items representing the remaining ten per cent. More 
than half the volume was in five cent pencils, the rest being 
divided among standard ten cent pencils and specials such 
as copying and colored pencils. 

The plan involves the use of a case that displays a repre 
sentative of each kind of pencil in the line. A number of 
pencil selection charts are supplied for use with the display, 
graphically indicating the type of pencils best suited for 
different kinds of work. Exiensive national advertising in 
popular media calls the attention of users to the value of 
the chart, which may be had from the dealer or direct from 
the manufacturer. Thus the purchaser is aided in selecting 
a pencil suitable for his particular use and tends to form 
ihe habit of calling for pencils by number 

Che chart is divided into two general parts, one referring 
to pencils for general use and the other to pencils for tech 
nical and professional use. Each part is divided into col 
umns at the heads of which are numbers or letters indicat 
ing hardness or softnesss of lead, and reproductions of the 
kinds of lines made by pencils within the class indicated by 
Immediately under the heading i 


» printed the character 


the numbers or letters. 
cach column is a section in which are 
istics of the pencils such as very soft, soft, medium soft, 
etc. Next below are listed particular uses for which the 
pencils are adaptable. Another section indicates the kinds 
of surfaces on which writing can be done with the different 
pencils, and finally there are sections in which are listed 
the classes of workers to which the pencils are recom 
Pencils for special uses, such as shading, copy- 
On the back of 


mended.. 
ing, color work, etc., are also considered. 
the chart are listed some 172 occupational and pencil num- 
bers in the Eberhard Faber line that are recommended for 
each occupation. 

It is expected that the plan, so carefully worked out and 
so beautifully presented, will interest the public and the 
stationers and result in a desire to classify pencil stocks 
and may possibly bring about a renewed study of buying 
economy by many dealers. 

_ 
W. E. Prudhomme Retires from Business 

Owing to ill health W. E. Prudhomme has retired fron 
Glass & Prudhomme, Portland, Ore. This business was 
established in the early "90s by Graham Glass and Mr 
Prudhomme, as a print shop. Later stationery was added 
and commercial furniture items included in the stocks. Mr 
Glass retired in 1923. H. M. Harris succeeds Mr. Prud 
Lydon is vice president; J. J 
secretary. The 


homme as president; W. M 
Tyrrell, treasurer, and W. B. Prudhomme, 
original location was on First street. In 1908 the business 
moved to its present location on Broadway. 

H. J. Mehsele Appointed “Y and E” Traveler 

H. J. Mehsele, who had been a salesman with the Pitts 
Yawman and Erbe Manufacturing 
agency-dealer divi- 


burgh branch of the 
Company, has been transferred to the 
sion, and is a traveler in northern and western New York 
state. He takes the work of S. C. Shortlidge. Mr. Meh- 
sele had been in charge of Territory No. 1 in Pittsburgh 


the past two years. 
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Evpanding Markets 
Increase Value of LYON Franchise 
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Two new developments in 
Lyon Cabinets already are 
affecting sales in 1929. Additions 
to the line and a wider range in 
prices have added to the sales pos- 
sibilities of Lyon Steel Cabinets. 

You can equip an executive's 
private office in Lyon Steel Cab- 
inets, beautifully finished to 
match the other furnishings. 
You can supply the stenographic 
department with storage and 
wardrobe cabinets in lasting fin- 
ishes at reasonable cost. There 
are finishes, too, suitable for 
doctors’ and dentists’ offices and 
for other professional uses. 


|e 
« 
CA 














t - 
: 3 = 
“yp 
ae § 
ay 


LOCKERS 
COUNTERS 


’ 


SHELVING 
CABINETS 
; = rT pROOUCTS / 

SHOP AND AUTOMOTIVE 
STORAGE EQUIPMENT 
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There is no office, large or 
small, business or profes- 
sional, that can not use one or 
more Lyon Steel Cabinets. A 
large advertising campaign in 
1929 is telling more prospects, 
too, about this line — about the 
strength, the design, the useful- 
ness, the durability and the fin- 
ishes— walnut, mahogany, oak, 
white, ivory gray and dark green. 
Write us for complete infor- 
mation on our dealer’s franchise. 


LYON METAL PRODUCTS, 
INCORPORATED 
AURORA, ILLINOIS 
Successor to 


Durand Steel Locker Co. + Chicago Heights, Il. 
Lyon Metallic Manufacturing Ne Aurora, Ill. 
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NY item that meets a demand, that sells at a 
reasonable price, and that allows a big profit, 
is a necessity to the dealer! 


The “Force” No. 150 not only allows a big profit 
—it allows the biggest profits on a popular priced 
numbering machine today. An extra dollar profit 
on each sale! And it represents the biggest value 
that can be offered to the consumer. 


By showing that they are a real business neces- 
sity, the booklet reproduced here, has sold many 
numbering machines for our dealers, and the 
dealers we have served in this way, now realize 
that selling the “Force” No. 150 is a necessity to 
their business, too. 


FORCIE 


Model */50 
AUTOMATIC NUMBERER 


Let us tell you about the “Force’’ national 

ampaign; window and counter dis- 

ays, let your imprint, etc. A 

prehensive Merchandising Plan with valu- 
heips ais ent upon request 


WM. A. FORCE & CO., INC. 


105 Worth Street, New York 
180 No. Wacker Drive, Chicago, IIl. 
573 Mission St., San Francisco, Calif. 
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Bert M. Morris Opens Los Angeles Office 

The Bert M. Morris Company has opened an attractive 
office and display room at 415 Transportation building, 
Seventh and Los Angeles streets, Los Angeles, Calif., mid- 
wav between the wholesale and retail districts of that city. 
It is stated that the company will act as Pacific Coast 
represeniatives for several well known Eastern lines, among 
them those of Frank A. Weeks Manufacturing Company, 
Miller Brothers Pen Company, Polar Manufacturing Com- 
pany, Typo Trading Company, Lightolier Company, 
Corona Pen Company and others. 

The company will keep on hand at all times samples of 
all the lines they carry and their salesmen will cover the 
territory west of and including Denver, Colorado. Mr. 
Morris will do much of the traveling himself, visiting the 
larger centers. No stock will be carried on the Coast, but 
all goods will be shipped and billed direct from the manu- 
facturer and carried in stock by jobbers and commercial 
stationers. 

Bert M. Morris is well known in this field. His many 
friends will be glad to learn of his new enterprise. Several 
years ago he built an extensive business as a manufacturers’ 
agent on the Pacific Coast, and handled some of the lines 
which he will market through his new organization. 

eS a 
I. S. M. A. District Vice-Presidents and Secretaries 

Following are the names and business connections of 
the vice-presidents and governors, and the secretaries of 
the respective regional districts of the International Stamp 
Manufacturers’ Association: 

Vice-Presidents and Governors (both offices in one)— 
District No. 1, R. E. Ginn, James H. Matthews & Co., 
Pittsburgh, Penna.; No. 2, Harry Jonas, American Stamp 
Manufacturing Company, New York City; No. 3, E. M. 
Mellgren, St. Paul Stamp Works, St. Paul, Minn.; No. 4, 
Harry Schweizer, Charles K. Schweizer Company, 
St. Louis Mo.; No. 5, H. L. Bitter, Parker Stamp Works, 
Hartford, Conn.; No. 6, George Pettet, Superior Manufac- 
turing Company, Toronto, Canada; No. 7, A. T. Partridge, 
Pacific Coast Stamp Works, Seattle, Wash.; No. 8, Sig. 
Pels, Moise-Klinkner Company, San Francisco, Calif.; 
No. 9, Richard L. Lamb, Lamb Seal & Stencil Company, 
Washington, D. C.; No. 10, W. P. Southwell, San Antonio 
Rubber Stamp Company, San Antonio, Texas; No. 11, 
Carl G. Dury, George C. Dury Company, Nashville, Tenn. 

Secretaries: District No. 1, L. J. Reilly, Detroit & Regal 
Rubber Stamp Company, Detroit, Mich.; No. 2, Adolph 
Gottscho, New York, N. Y.; No. 3, George Roussopoulos, 
Northwestern Stamp Works, St. Paul, Minn.; No. 4, T. W. 
Kisker, Banner Rubber Stamp & Seal Company, St. Louis, 
Mo.; No. 5, Fred Whittaker, Craven-Whittaker Company, 
Providence, R. I.; No. 6, H. R. Rayner, Charles W. Mack, 
Toronto, Canada; No. 7, E. J. Garrison, Tacoma Rubber 
Stamp Company, Tacoma, Wash.; No. 8, P. L. Haworth, 
Los Angeles Rubber Stamp Company, Los Angeles, Calif.; 
No. 9, Robert H. Hay, Hay Rubber Stamp Company, Wash- 
ington, D. C.; No. 10, J. R. Richardson, Houston Stamp & 
Stencil Company, Houston, Texas; No. 11, R. C. McCoy, 
Southern Stamp & Stencil Company, Atlanta, Ga. 

———_.g—__—— 
Royal Typewriter Man Promoted 

E. J. Smith, former national account man in the Minne- 
apolis district for the Royal Typewriter Company, New 
York, N. Y., was recently transferred to the St. Paul office 
and appointed manager of the district. 

Mr. Smith is an old typewriter man, having been in the 
business for twenty-two years. His name very often topped 
the list of sales records made in his district. The promo- 
tion he received was well earned. 
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At Last---you can offer 
your customers a 
water cooler that is 
an asset to an office 
--not merely an ac- 
cessory. 


There is no longer any reason for con- 
cealing a water cooler, for the new 
Cordley 20th Century Cabinet Coolers, 
Model No. 800, are just as handsome as 
any other piece of modern office equip- 
ment. 

A handsome paper cup dispenser that 
attaches right to the Cabinet will be 
furnished free to the purchaser of the 
Cooler. 

A good sized waste container and a com- 
partment in the cooler for used paper 
cups keeps things spick and span around 
the Coolers. Space under the Cooler, 
out of sight, for an extra bottle of water. 
This cooler holds the ice twice as long 
as the ordinary type of cooler. 


Mail coupon-~-Get the full story! 


Cordley & Hayes, 
12 Leonard St., N. Y. 
Please send full information about the new Cordley 20th 


Century Cabinet Cooler, Model 800, with prices and plans for 
me to cash in on the aroused interest in drinking more water. 


BOBTRO 000 00v 05150 se60ce 008s 0 bks 600 66400000 8un Ee eee 
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GF Desk installation in the offices of The Vollrath Co., 
Sheboygan, Wis. Sold by Office Outfitters, Inc., 
of Sheboygan 






OPPORTUNITY 
© job is too big for the aggressive h 
dealer who knows his merchan é 
dise and what it will do. liv 
You can sell complete installations ol St 
GF Allsteel if you go after that kind the 
of prospects. © 
— And GF will help you—with a com oe 
plete and effective sales promotiot Re 
campaign, and a_ sales-compelling to 
background of national advertising ler 
/ that reaches the biggest buyers as well he 
~ as the smaller ones. 
What: Opinion «aoe a ’ 
=~ THE GENERAL FIREPROOFING C0} !# 
| eee cr ae YOUNGSTOWN, OHIO 











THE COMPLETE LIN#O 
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GE Shelving installation in the Aitman Shoe Store, 
Vandergrift, Pa. Sold by Zachary R. Tait, 
Oil City, Pa. 


OPPORTUNITY 
CROSS the street, or next door to 


“AX you, may be your biggest and 
livest prospect. 


Study your territory. Put yourself in 
the other fellow’s place, and you'll un- 
cover many new opportunities to 







make profitable sales. ee 7 

pan “There's a big 
Remember that GF is always anxious : difference J 
to help you get a start selling the (s 


larger installations. We want 1929 to 
be a still greater year for GF dealers. 


THE GENERAL FIREPROOFING CO. 
YOUNGSTOWN, OHIO ZACH TAIT 











OF OFFICE EQUIPMENT 


117 








118 OFFICE 


APPLIANCES 


l‘ebruary, 1929 


ACHINERY IN “BUSINESS 


soon will make pen and ink methods 
as obsolete as the cAutomobile has 


made the horse and buggy 


IEREVER the saving of time, effort 
and money is necessary, machine meth- 
ods are replacing hand work. 


Business offices are looking for easier, 
quicker, surer ways of doing things. 


They want better systems for the handling 
of money. Better methods of accounting and 
analysis. They want permanent, printed 
records that render information not based on 
human calculations. 


They want information quickly—on any 
phase or department for any period of time. 


National Cash Registers are doing these 
things wherever money is handled or records 
kept. 

A New Orleans department store “handles 
150 per cent increase in business with an 
actual decrease in selling costs” through use 
of National Cash Registers. 


A Newark store saves $262 a month in office 
expense with one National Accounting 


Machine. 


The Machine Age of business has come. But 
for almost half a century before its arrival, 
The National Cash Register Company was 
preparing by invention, research and study, 
to supply its equipment. 


The National Cash Register 









National Cash 
Registers meet 
the needs of all 
types of retail 
stores. 








National Accounting Machines 
are saving time and money for 
many businesses. 


This small 
and com- 
pact regis- 
ter meets 
many needs. 





Company 


Dayton, Ohio and principal cities throughout the world 











February, 1929 OFFICE APPLIANCES 119 


A Typewriter Man’s Christmas Celebration 

Buddy Mason and Edward S. Mason are brothers. They 
had not met for several years. They planned to do so, and 
as neither one found it possible to go to the other, they 
decided to meet at an important point about half way. And 
what better time than Christmas, and what better place on 
earth than the old home at Almond, N. Y.? 

So Buddy set out from Hollywood, Calif., where he is a 
special stunt man in the movies, having during the past 
five years doubled for many noted stars of his build. Of 
late he has doubled exclusively for Fred Thompson. 

Edward S., a quartermaster aboard the SS Blue Triangle 
set out from Alexandria, Egypt, for the port of New 
York and reached Almond at the appointed time. So there 
was a big Christmas celebration at the home of Mr. and 
Mrs. R. C. Mason—a great day in the family annals in 
which the boys related their adventure. 

Now, R. C. Mason being proprietor of the Mason Type- 
writer Exchange at Almond, has had adventures of his own 
to tell about. Always there is adventure in the typewriter 
business, so alluring that most of those who enter the field 
remain there. 

In their travels the two boys accumulated a variety of 
souvenirs and curios, Edward’s being photographs, images, 
odd objects of commerce, gathered from cities along the 
rim of the Mediterranean, Buddy’s being some things of 
interest from Hollywood. The collection was displayed in 
the store windows of the Exchange and the public invited 
to view them in the evening. 


——— 


W. C. Bieneman Addresses Evansville Kiwanians 

W. C. Bieneman, secretary of the Imperial Desk Com- 
pany, Evansville, Ind., addressed the members of the 
Kiwanis club assembled in the McCurdy hotel, Evansville, 
on Thursday, December 13, 1928. The subject on which 
Mr. Bieneman talked was “Business Standards and 
Methods.” 

In the course of his address, reported the Evansville 
Courier of December 14th, Mr. Bieneman made it plain that 
business has purged itself of most of its sins and is today 
operating in accordance with a definite code of ethics. 

“Business is coming into its own,” he said. “It is ridding 
itself of its shortcomings and purifying its policies. It is 
steadily becoming more ethical.” 


EE 


Oxford Uses Unique Direct Mail Piece 

From the Oxford Filing Supply Company, 500 Driggs 
avenue, Brooklyn, N. Y., an unusual piece of direct by 
mail advertising was recently received. It consisted of a 
sheet of bond paper folded so as to enclose a three and 
one-half by five and one-quarter return postal card and a 
miniature Oxford filing folder of that size. One of the 
two surfaces exposed after the first two folds had been 
made, carried a sales letter. On the other surface was 
printed a name and mailing address. When the final two 
folds were made, the open edge was sealed with a postage 
stamp. 

Se 


“Charlie” Mitchell, Bank Director. 

Recently Office Appliances received a handsome brochure 
that was printed in commemoration of the sixtieth anni- 
versary of the National Bank of Topeka, Topeka, Kan. In 
leafing throught the pages of the booklet, the picture of 
C. L. Mitchell, grouped with other directors and officers, 
came into view. The National Bank of Topeka is the 
second institution with which Mr. Mitchell is connected that 
celebrated its sixtieth anniversary at the close of 1928. The 
other is Crane & Company, Topeka, of which he is secre- 
tary. 




















Model 24—The new Hotchkiss 
Wire-Stapling Machine. Loads instantly 
with strip ef 100 pre-formed wire 
Binds up to $0 sheets. Easily operated by 
light pressure or « blow on the plunger. 

















For Every Business Need 


Hotchkiss has been a pioneer in the development of 
better paper fastening devices since 1894. Today there 
is a Hotchkiss Automatic Paper Fastener for every busi- 
ness need. And the Hotchkiss name and reputation are 
known throughout the world—making Hotchkiss prod- 
ucts the accepted leaders, easy to sell and profitable. 


HOTCHKISS 


STAPLING MACHINES 


Comprise a complete line, recently increased by the 
addition of the new Model 2A Hotchkiss Wire-Stapling 
Machine. From this line your customers can choose 
just the models they want, just the machines the 
need—that’s why so many leading stationers standard- 
ize on Hotchkiss, the leading paper fasteners. All sta- 
tioners are invited to write for price lists, catalog and descriptive 
circulars giving full particulars about the Hotchkiss line. Let 
us prove to you that standardizing pays. 


THE HOTCHKISS SALES CO. 
Norwalk Conn, 




















Model 1—The standard universal Hotchkiss Paper Fast- 
ener Used wherever papers must be fartened 
together. Binds up to 25 Sheets. Guar- 
anteed non-clogging with Hotchkiss 
Staples. 








120 OFFICE APPLIANCES February, 1929 


Seymour Products Take Over Sale and Manufac- 
ture of the “Ryco” Line 

According to an announcement made early in January, 
The Seymour Products Company, Seymour, Conn., has 
taken over all details of selling and manufacturing of the 
well known line of “Ryco” products, formerly sold by J. F. 
Ryan & Company, 342 Madison avenue, New York City. 

An announcement to this effect by J. F. Ryan, manager 
of J. F. Ryan & Company, states that The Seymour Prod- 
ucts Company has for many years been identified with the 
manufacture and shipment of Adams memorandum pads, 
“Parsul” and “Ryco” tape sealing machines, bankers’ moist- 
eners and “Ryco” steel book ends, and will continue to serve 
the trade in the future. 

In addition to the main offices and factories at Seymour, 
Conn., the company maintains a New York office, room 
2660 Woolworth building, in charge of P. E. Collins, who 
for many years has been associated with J. F. Rvan & Com- 
pany and the paper and stationery trades. 





— i ae 
Conway Joins U.S. Pencil Co. Sales Force 
As pioneer desk makers of Jasper, The United States Pencil Company, manufacturers, of 


Philadelphia, Pa., announces the addition of W. T. Conway 


Indiana, we can offer you the best in high ' ‘ 
to their sales department. Mr. Conway has had consider- 


quality desks. Time tried and quality 
tested for fifty-two years. 
Jasper Desk Company, Jasper, Indiana 


able experience in the pencil industry and will soon start 


We are large enough to serve you and the 
service we offer will meet the most exact- 
ing requirements. Our customers are the 
judges and they have been satisfied. The 
Jasper Chair line is the outstanding line. 


Jasper Chair Company, Jasper, Indiana 





Desks and chairs can be purchased from 
us in pool cars, at carload discounts, lower 
freight rates and the assurance that 
goods arrive in first class condition, with- 
out damage. We solicit your inquiries. 


THE JASPER DESK CO. W. T. CONWAY 





and on a trip taking him through the Southern States, which 
JASPER ( ‘HAIR CO is familiar territory to him, and he is looking forward with 
” pleasure to renewing his old acquaintances in the trade. 
——— 
JASPER, INDIANA 





SPER CHAIR . : , 
ye S Automatic File & Index Moves Chicago Branch 


Che offices of the Automatic File & Index Company, 
until recently at 178 West Madison street, Chicago, IIL, 
have been moved to Suite 1320, 28 East Jackson boulevard. eS 
Both the Chicago branch and the district office are housed a 











at the new location. Space is provided for a comprehen- 





sive display of the company’s lines of office equipment. In 
moving the company has gained additional space, which 
permits of efficient arrangement of the offices 

The new location is very convenient for dealers visiting 
in Chicago, at the corner of Jackson boulevard and Wabash 
avenue, close to the elevated railroad, and with several 
street car lines nearby. 

— oe —— 


New Orleans Firm Suffers Loss in Fire 
Che Schulze Stamp & Stencil Works, New Orleans, La., 
was practically destroyed recently by fire. The set-back 
was only temporary, however, and plans are already being 
made that will put the company back in operation very 
soon. The owners of the company are being helped in 





their trouble by other firms, in and out of the trade 
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THE PARADE TO” 
GREATER PROFITS 


—is in the diree- 
tion of the Diebold 
Line. Progressive 
dealers everywhere 
are joining it. When 
will you join? 




































xs Not that we think a dealer can profit with the Diebold line 
without effort—but we do mean that aggressive dealers can 
collect on the Diebold advertising and sales promotion. We 
are doing the ground work—making the finest quality of safes 
possible and building a demand for them—hundreds of 
dealers are collecting. Why shouldn’t you? Back of our line 
stands seventy years of Bank Vault building—seventy years 
of furnishing equipment to the most exacting buyers in the 
world. This is the standard that we have set for ourselves in 
building our line of Fire Resistive Safes. 


You will be wise to join the parade to Diebold. 


DIEBOLD SAFE & LOCK CoO. 
Canton, Ohio 





THE COMMANDER LINE BURGLAR PROOF CHESTS THE COMMERCIAL LINE 
Two Hour Safes carrying Underwriters’ Carry lowest mercantile burg- Two Hour Safes for the smaller 
Laboratories Labels “B" and “‘T-20 lary insurance rates business office. 





THE VICTORY LINE 


The most up-to-date line of 
vault doors on the market 
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* . the fact of 
the matter is: 


VICTOR gave the 
first quality low- 
cost adding ma- 
vm | chine to business” 


15 Victor produced a low-priced machine . . . Thus a 


and more quality adding machine was given for the first time 
to small business and large business alike . . . Nor 
did the low price of the Victor Adding Machine 
carry a penalty with it—in fact, Victor offered fea- 
tures which many higher-priced machines did not 
contain! That was ten years ago: and today Victor’s 
vigorous leadership still offers a degree of value 
not matched by any other machine! 


VICTOR 


STANDARD ADDING MACHINES 
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T a time when standard adding machines were 











Victor Adding Machine Company 
3900 North Rockwell St., Chicago, Illinois 
Will you kindly arrange through your local agent, a trial of the 
Victor model checked: [)6column []8column [] 10 column 


fora... 


FREE TRIAL=— 
Mail the Coupon! 
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No desk key for you to forget. and 
no duplicate for your 
secretary to lose. 
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Ghe Sesamee keyless lock opens when 
you flick the, wheels to your 


secret combination. 









































100% 


THE MODERN LOCK THAT NEEDS NO KEY 


SESAMNIEE 


STANDARD ON 


Kittinger' 


DISTINCTIVE 























Ss“ 1866, the Kittinger Company of Buffalo 

has been a leader among builders of fine 
furniture. Now, that leadership is exemplified 
by the adoption of Sesamee, the modern lock 
that needs no key, as standard on all 
Kittinger desks and filing cabinets. Other 
progressive builders will shortly announce 


this modern innovation on their products. 


> 
THE SESAMEE COMPANY 


476 CAPITOL AVE. HARTFORD, CONN. 
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Louisville Typewriter Dealer Enlarges 

Che Standard Typewriter & Supply Company, formerly 
at 456 South Fifth street, Louisville, Ky., has taken a larger 
location at 438 South Fifth street. This business, which is 
conducted by E. C. Thomas, has been devoted to the sale 
of used and rebuilt machines. A short time ago Mr. 
Thomas secured the agency for the L. C. Smith & Corona 
Typewriters Inc., and found that increasing business neces- 
sitated more space. The new location at 438 South Fifth 
street has excellent facilities for the display of merchan- 
dise, and affords the necessary space for repair and service 
work. The rentals and repair business have increased ma- 
terially. 

ene 

Los Angeles Firm Uses Billboard Advertising 

The Miller Desk & Safe Company, Los Angeles, Calif., 
is using billboard advertising to keep its name and the 
products it sells before the public. The illustration here 
shown cannot, of course, do justice to the actual poster 
which is in full color. Billboards in many parts of Los 





BILLBOARD ADVERTISEMENT USED BY THE MILLER 
DESK & SAFE COMPANY, LOS ANGELES 


Angeles carry the Miller advertising, and have proved by 
test the value of that kind of publicity. 

Up-to-date and alert merchandising methods have marked 
the Miller Desk & Safe Company as one of the West 
Coast’s most progressive firms and have brought it a 
large measure of success in the office equipment field. 


8 
Eberhard Faber Jewel Pencils 


One of the new items being offered by Eberhard Faber, 
Brooklyn, N. Y., is the No. 1591E Jewel pencil. It is 
hexagonal in shape, six inches long, and is supplied in four 
colors, polished pink, light blue, light green and lavender. 
Each pencil is fitted with a gilt pencil point protector, the 
colored jewels of which match the color of the pencil. 

Jewel pencils are mounted one dozen to an easel, each 
dozen containing four pink pencils, three blue, three green, 
and two lavender. They are packed one-half gross to a 
carton. 

ee 


Varied Functions of Production Executives 

“Functions of the Production Executive” is No. 12 in 
the series on Business Organization issued by the policy- 
holders’ service bureau of the Metropolitan Life Insurance 
Company, New York. The booklet includes a graphic 
chart showing the distribution of the functions of the chief 
production executive in fourteen industrial plants. The 
booklet is sent free on request to the Metropolitan Life 
Insurance Company. 
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1451 Harrison St. 


The New, Improved 
GRAND PRIZE TESTER 


will increase your sales 


of the Grand Prize 


Carbons and Ribbons 

















HE Grand Prize Tester (an exclusive 
"| Genad Prize device-patent applied 

for) demonstrates by impartial tests 

. the superiority of Grand Prize prod- 
ucts. This eliminates guess-work in buy- 
ing Carbon and Ribbons, and increases 
dealers’ sales. 


Grand Prize users know their durability, 
their clean and sharp writing qualities, 
their efficiency and economy. This class 
of business automatically repeats. But 
there are others not now using Grand 
Prize who can be convinced of Grand 
Prize quality by the tester. In other 
words, the tester widens the scope of the 
dealer’s business. 


Typewriter Ribbons and Carbon Paper 
will be bought by tests ... and the dealer 
handling the Grand Prize line, will lead 
in business done, especially if he has the 
Grand Prize tester. Write us on your 
letterhead for details of the Grand Prize 
plan for dealers, and how you can obtain 
this costly tester free of cost. 


GRAND PRIZE 


CARBON AND RIBBONS 


Pacific Carbon & Ribbon Mfg. Co. 


J. Francis O’Connor, President 


396 Flinders Lane, Melbourne, Australia 


San Francisco, Calif. 
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The Aico System 
In December, G. J. Aigner & Company, 521-523 West 
Monroe street, Chicago, Ill, conducted a sales campaign 
on the “Aico” system, a loose leaf notebook provided with 


COMMAS RRA RRA LE RRS HSLOA LALLA ALA ASL A 


‘ 


= 


5 


special printed forms for use by real estate brokers, sales 
men, speculators, specialists and lawyers. The system is 
simple and efficient. It is flexible enough to make it suit 
able for use by almost any type of business man. Two 
truisms that are thought provoking were used in adver 
tising the system. The first is “No successful business is 
conducted without a system” and the other is “No busi 
ness is successful without a system to conduct it.” 

B. E. Lawrence & Company to Build New Plant 

B. E. Lawrence & Company, Inc., Chicago, IIl., patente 
and manufacturer of the “Executive’s” 4-in-1 and 3-in-] 
calendar pads, is making plans for a new building to re 
place the plant which was destroyed by fire late in Decem 


<1 ber, 1928. 
IK i 7 KSKS \ The new plant will be in operation about the middle o/ 


March. Shortly thereafter the company will be showing 





eye 


The Period Grade = samples of the 1930 models to the trade 
‘ ig EY 
x “Uncle Charley” Small Returns to First Love 
Desks look very much alike to the g Forty-six years ago Charles Small left the employ oi 
average buyer but under the sur- * S. E. & M. Vernon, Inc., New York, N. Y., and joined the 
face there is a difference in quality x sales staff of the Boorum & Pease Company, New York 


and materials. We know exactly City During that long period, he earned the pleasant 
what goes into Dietz Desks because 
we manufacture practically all of 


our own parts. 


sobriquet “Uncle Charley.” 
On January 1, 1929, “Uncle Charley” severed his con 


nection with Boorum & Pease and returned again to the 


Dietz Desks are made in combina- 
tion mahogany and combination 
walnut. Panels, slides and surface 
of tops are genuine mahogany or 
walnut. Drawers are dovetailed 
on all corners, framed in at the 
back and have adjustable partitions. 
Every desk can be taken apart to 
pass through narrow doorways. 


RAR 


» 


Be ye Ve eee 


The J. F. Dietz Company is centrally 
located. Direct rail connections with 
most markets—freight and time saved « 
are added profits. 
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Roy 





“UNCLE CHARLEY” SMALL 


4g 
o> = 
* a ’ 
x No. P60T x S. E. & M. Vernon organization, and will travel tor that 
: : company in the South and Southwest Because of his 
. wealth of experience and broad acquaintance in the trade, 

Makers of Good Desks Since 1881 ‘ “Uncle Charley” is indeed a forceful addition to the sales 
» Write for Catalogue and Price List x force of S. E. & M. Vernon. Both he and the company 
3 are well pleased with the “reunion.” 
* . Bas John Wood of Rochester, N. Y., who represented the 
¥: J. F. Dietz Company " company in the South and Southwest for a number of 
. anil ' , & toa . A 
: Cincinnati, Ohio “ years, has been assigned to his old district, New York 


state, and the New England states, a territory he will be 


» 
GAB Bie 2 REE TEE i EE EDI SSS he le Te Tae able to cover from his home in Rochester 
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OF LEADERSHIP 
aneal 


SHAW-WALKER line’ 
































































































THE experience of Bushong & Company is typical of 
scores of other Shaw-Walker dealers . . . Year after 
year they continue to grow and prosper with the line 
that leads the field . . . Just mail the attached memo 
and we'll tell you about the profit opportunities of the 
Shaw-Walker Exclusive Selling Franchise in your 
territory. 


HAWs —--- 


aE 
Sell SHAW-WALKER, Muskegon, Mich. ee 
I'd like to know more about the new Shaw-Walker Selling Plan and how it can make more money 
ee for me as an exclusive dealer. Rize: 
Name . ; Verret Te rere 
EE UAC 
Address ‘ a eee ee | 


TS AS A AS A a 
t 
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(Attractive 
SUITOUNMINGS 
(reate 


Loyalty. 
















Myrtle Suite No. 2000 was designed The complete Myrtle line interprets 
for better class general offices in which demand with a range of moderately 
something more than strict utility priced desks to meet every business 
seems desirable in creating employee need. A copy of our 1929 catalog will 
loyalty through attractive surround- be sent to you upon request. Use the 
ings. coupon below. 


MYRTLE DESK COMPANY, HIGH POINT, N. C. 
/GOOD DESKS \MYRITLE /ror 29 YEARS \ 


- L cn~ % 


MYRTLE DESK CO., High Point, N. C. 

Please send a copy of your new catalog 
Were TORERS cc cccccceccecechec cease Seessesesseccoconccescccnscccccecseseeesseooecooeseeoeeeees 
Ul, Pwr rT rT TrTrTiTTtr tT CATT ETT TT TTT TT Ch tT TTT TT TTT ee TTT 


Address .. eeee oeeveoes eeen TET CT TLU TTP TT LT Te TTT TTT 
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The Stationer 
A Service Station for Office and Home 


In a recent contest conducted for the purpose of finding 
a suitable slogan for stationers, The Coach, a magazine 
published in the interests of the Sanford Manufacturing 
Company, Chicago; the Boorum & Pease Company, New 
York; the C. Howard Hunt Pen Company, Camden, N. J.; 
and Eberhard Faber, Brooklyn, N. Y., awarded the first 


iain a 








MISS CECELIA L. BREDT 


prize of $100 to Miss Cecelia L. Bredt of Horder’s, Inc., 
Chicago. Of the nearly twenty-five thousand entries, Miss 
Bredt’s suggestion was finally pronounced by the judges as 
the most representative and meaningful. It is: “The 
Stationer—a Service Station for Office and Home.” 

Miss Bredt, who is secretary to the vice-president of 
Horder’s, Inc., has been associated with the stationery busi- 
ness for seventeen years. In addition to a wealth of knowl- 
edge and experience gained through the years, Miss Bredt 
believes absolutely that the stationer is essential to the 
business and general public. Knowing these two facts 
makes it easy to understand why Miss Bredt was able to 
write the winning slogan. 

Though Miss Bredt’s slogan was given first place, there 
were many other suggestions that merited a place on the 
roll of honorable mention. They are as follows: “The 
Public’s Need Is the Stationer’s Creed”—Kathleen Mc- 
Guigan, Canal Zone. “The Agent of Prosperity—the 
Stationer’’—Marian E. Ayer, Portland, Me. “The Stationer 
Provides the Tools of Business”—Ivan Allen, Atlanta, Ga. 
“First Aid to Business Trade—the Stationer”—C. L. Arm- 
strong, Hazleton, Ia. “The Real Helping Hand—Your 
Stationer’s”—Dorothy Dase, Detroit, Mich. “The Stationer 
Leads in Supplying Your Needs”—Etta Caton, Hastings, 
Neb. “The Stationer Knows Your Needs—Do You Know 
Your Stationer?”—Proctor S. Masley, Minneapolis, Minn. 
“The Stationer—a Guide to Better Business”—David 
Parmer, Columbus, Ga. “Business Success Awaits Those 
Who Follow the Stationer’s Trail”—E. Y. Horder, Chi- 
cago, Ill. “The Better Stationer Sells Success”—Virginia 
McLaughlin, Ft. Wayne, Ind. 

a od 
Robert T. Bair, in Insurance Business 

Robert T. (Bob) Bair, who was for many years manager 
of the Detroit office of the Marchant Calculating Machine 
Company, and later for several years assistant general sales 
manager for the Victor Adding Machine Company, Chi- 
cago, has gone into the insurance business. He is con- 
nected with the Philadelphia branch of the National Life 
Insurance Company of Montpelier, Vermont. 

“Bob’s” business address is 701 Packard building, Phila- 
delphia. That he is successful in his new work, is, we feel 
sure, a source of gratification to his old friends and asso- 
ciates in the office equipment industry. 


—E—— 
Blessed are the meek, for they shall inherit what is left 
of the earth after everybody else gets through.—The Hon- 
olulu Item (Mercantile Press, Ltd.), 
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PROFIT 
WITH 

PHILCO 
PRODUCTS 


BIG DEMAND 
EASY TO SELL 
GREATER PROFITS 








AIR TIGHT 
COVER 
The new 
PHILCO 
HUMIDOR 
packing for TREATED PULP 
typewriter _rib- LINING: 
bons and— 
METALLIC 
CARBO- PayER 
GRAPH SCREEN 


carbon binders 
will build a 





ORIGINAL AND SECOND SHEETS 
LINE UP AGAINST STITCHING © 
repeat business 
that no one can 
take away from 


you. 








SPECIAL 
LONG LIFE 
CARBON 





MODERN, 
CLEVER 
FEATURES, 
NOT 
FOUND IN 
OTHER 





UNCOATED 

EDGE 
CUSHION THUMB MOLE F LINES. 
BACKING REMOVING ALL 
SHEET COPIES AT ONCE 


Send for Samples and Dealers’ Proposition 


Phillips Ribbon & Carbon Co., Inc. 


61 Halstead Street 
ROCHESTER, NEW YORK 


























Have You Heard, 
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About the 


Cl Goyette Desks 


? | 


The Sensation of the 
Office Furniture World 





Phone—Wire—Write for full Details 


Browne-Morse Company 
Muskegon, Michigan 
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-REG.U-S. PAT. BER 


MONG JEAD, 
PENCIL | 


~always sharp | 
NOW, 

































This story will be told to readers of 


“THE SATURDAY EVENING POST”’ 


twelve times in 1929~—~and “big business” will read it ten 
times 1n 


“THE MAGAZINE OF BUSINESS” 


This advertising will bring new business to Stationers —an 
opportunity to build up repeat sales. Be ready to take advan- 
tage of the prospects which it will develop. 

Scripto Pencils and allied products have been used for years 
as standard equipment by the leading business houses of 
America and foreign countries. Over five million in use 
and the demand is steadily growing. They have stood the 


test of time and service. 
Efficient ~ Economical ~ Convenient 


The ideal pencil for office, factory, home, school—wherever 
pencils are used. Write for descriptive price list. 


ScripTO MANUFACTURING Co., ATLANTA, GA. 
DEPT. O-a 


_ ty 


Canadian Representatives 





Whitelaw, Dickinson & Co., Ltd., Toronto, Ont 


“- —aw 
a eel \ 


—- gt 
; ee = 


~aTes 
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Meyer & Thalheimer Open a Branch Store 
Meyer & Thalheimer, Baltimore, Md., have opened a new 
119-121 East Baltimore Baltimore. The 
branch store is located in the banking and office building 


store at street, 
district of the city, making it possible to better serve cus- 
tomers in that territory. 

Through careful planning of layout and judicious choice 
of fixtures and equipment, the Baltimore street store is as 
The first floor 
The second 


attractive and efficient as any of its type. 
is devoted entirely to stationery and printing. 
and third floors are given over to the display of office 
furniture 


————— 


Recent “G-F” Agency Appointments 

The General Fireproofing Company, Youngstown, Ohio, 
announces that The Eau Claire Stationery Company, Eau 
Claire, Wis, 
northwestern Wisconsin. 

The Springfield Office Equipment Company, Springfield, 
“G-F” franchise for that city. 
a 
George E. Fox on Pacific Coast Trip 
Fox, president of Geo. E. Fox & Company, 
13 on a trip to the Pacific coast. 


has been appointed “G-F” representative for 


Ill., has been given the 


George E. 
Chicago, left January 
He will return to Chicago in about six weeks. Mr. 
will travel from the Canadian border, 
taking advantage of the opportunity to renew acquaintance- 


Fox 
Los Angeles to 
ship with dealers on the coast. 
nennatciitiiacietmiin 
Dean Babbitt Leaves Safe-Cabinet 

Dean Babbitt, sales manager of the Safe-Cabinet Division 
of Remington Rand Business Service Inc., has severed his 
connection to become a member of the Jackson-Babbitt 
Company, New York City. 

Mr. Babbitt has been doing Safe-Cabinet sales mana- 
gerial work for over eighteen years. He was in charge of 
sales and advertising for the former Safe-Cabinet Com- 
pany of Marietta, Ohio, and one of its board of directors. 





BABBITT 


DEAN 


The Jackson-Babbitt Company will act as negotiators in 
the purchase and consolidation of corporations, business 
counsellors and national distributors for certain lines. 
Offices have been opened at 580 Fifth avenue, New York. 
Active operations were begun January 1, 1929. 

Some years ago R. D. Jackson, senior member of the 
new firm, was also manager of the Safe-Cabinet 
Company. More recently Mr. Jackson was connected with 
the General Office Equipment Corporation in a responsible 
position 


sales 
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BENTSON 


A popular priced line 
for quantity sales 


Bentson 800 line is just 
what most business 
men have in mind as to 
equipment for their 
fles—a strong com- 
mercial grade steel fil- 
ing cabinet neatly con- 
structed. Acetylene 
and electric weldi 

eliminate danger o 
parts working loose. 
Simple, easy rolling 
drawer _ suspension 
eliminates possibility 
of binding or sagging. 


Bentson 800 includes 
four drawer (and 
counter height 3- 
drawer) letter and cap 
size files. These sizes 
also come with the top 
drawer replaced by 
two card drawers, two 
compartments each in 
the letter size and 
three each in the cap 
size, for 3 by 5 or 4 by 
6 inch cards. 





Bentson 800 is finished 
standard olive green or 
grained mahogany or wal- 
nut at slight additional cost. 
Cabinets can be fitted with 
general locks, controlling all 
drawers. 


Stationers and office equip- 
ment dealers are selling this 
equipment for many sizable 
installations, every month. 
Illustrated circular and dis- 
counts are sent on request. 


BENTSON 


MFG. COMPANY 


Aurora Illinois 


New York representative, A. H. Denny, Inc., 
356 Broadway, near Leonard Street 
Pacific Coast representative: Schubert Office Specialty Co., 
1403-5 S. Hill Street, Los Angeles, and 580 Market Street, 
San Francisco. 
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Compare 

point for point 

Point tor point—material, work- 
manship or price, B and G desks 
invite comparison. It is worthy of 
note particularly that B and G desks 
while built for the middle class, 
closely rival higher priced models. 
B and G desks give full value for 


every dollar invested. 


* An interesting catalog is yours for 


the asking. 


Bentley & Gerwig 


of Parkersburg, W. Va. 








Hit the panel 
— then decide 


BENTLEY & GERWIG 
DESKS 
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New England Travelers Hold Annual Meeting 
Che first annual meeting of the New England Travelers’ 
December 
Paul 


[Twenty-one members were pres 


was called to order at noon on Tuesday, 


Ll, in the 
W. Cheney in the chair 


Club 


Chamber of Commerce, Boston, President 


ent. Harold C. Scranton of West Newton, Mass., repre 
senting the Judd Paper Company of Holyoke, was ar 
mitted to membership Following routine reports which 


were accepted, W. H. Greenleaf of The Carters’ Ink Com 
pany, chairman of the By-Laws Committee, submitted the 


proposed new by-laws, which were approved and adopted 
President Cheney appointed the following hotel commit 
tee to take action on the subject of recommended hotels 


Mr. Krotz, chairman, and Messrs. Blizard, Driscoll, Ferry. 


Hobart Dresser. 
The 


mn the 


and 
take 
travelers’ part in the sales educational program at 
the First District Regional Boston 
on February 14: Mr. Messrs 


Hart and Myers 


following committee was appointed to action 


Meeting to be held at 


Greenleaf, chairman, and 


Hobart, Horie and Worth were 
nominating committee to suggest the names of officers for 


The 


cepted and the secretary 


Messrs appointed as a 


the ensuing year. report of the committee was ac 
was instructed to cast one ballot 
following nominees as the unanimous choice of the 

President, William Driscoll, The Carter’s Ink 
first vice-president, Guy W. Hart, Joseph Dixon 
Crucible Herbert M 
Blizard, Stationers Loose Leaf Company; treasurer, Harry 
McAdams, Boston: 


Eaton, Crane & 


for the 
association 
Lompany; 
Company; second vice-president, 
R. Bennett, representing William M. L. 
Robert W. Myers, 


corresponding secretary, Fred H 


recording secretary, 


Pike Company; Salmen 


American Manufacturing Concern 


On motion the secretary was instructed to correspond 


with other travelers’ clubs throughout the country with a 


view to exchanging beneficial ideas 
It was voted to hold regular meetings of the club tour 
times a year, place and time of each meeting to be an 
nounced by the executive committee 
Che subject of club insurance and possible assessments 
for death profits was discussed and laid on the table, to be 
taken up at the next meeting. 
President Cheney appointed every member on a flower 
committee and urgently requested each to notify the treas 
urer, Harry Bennett, of the illness of any member 
Mr. Dunleavy moved that the club go on record as rec 
ommending the abolition of the wartime surtax on Pullman 
The motion was seconded and carried 


talk on 


fares 
Mr. Krotz gave an inspirational getting new 
members. 
After a few 
William Driscoll, the meeting adjourned 
- — 
New York Stationers Celebrate Christmas 


Christmas 


appropriate remarks by the new president 


attend the annual celebration 
12:30 Club, New York. were sent 
members of the New York Stationers’ Golf 


Thus there were present at this joint celebra 


Invitations to 
held by the 
also to the 


Stationers’ 


Association 
tion on December 27 more than seventy-five people, mem 
bers of either of or both these stationers’ organizations who 
did full justice to the hearty meal which was served in a 
private room at the Antlers restaurant in New York. 
There was a “grab bag” to which each guest by pre 
arrangement contributed a present worth not less than twen 
ty-five cents. The merriment which accompanied the draw- 
ing of presents by each one present indicated that in some 
cases there is even more fun in giving than in receiving. 
Music by professional artists added to the happy tone of 


the occasion 
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vick as a Flash 


Irving-Pitt’s new Prong Binder Vi-Dex is 
quick as a flash to use ~ and what is better, quick 
as a flash to sell. Just as the other members of 
the I-P Vi-Dex family have led their fields, this 
new addition offers the highest development in 
visible equipment. Get it in stock now! Be 
prepared for a big sale on this newest and most 
convenient item in The Visibility Field! 


Opens for work at a finger’s touch! Easy to use! 
Two lengths! Waterproof Hydroiloid Sheets! 


IRVING-PITT MANUFACTURING COMPANY 


NEW YORK KANSAS CITY CHICAGO 
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Six Reasons 


for Terrell’s popularity 
«but they are enough 


A Lifeti f Steel never wears out, and Terrell’s Steel Filing Cabinets will last a 
iretime O Sse 
lifetime or at least long enough to make your customer thoroughly 


Service satisfied. 
Noisel The drawers in action are as noiseless and sturdy as a lion on a lawn. 
O1SCLEeSS : ge : 
Action Slam the drawers hard, they will not rebound. Special lubricated 
c bearings make them slide easy and stay shut. 

Terrell’s Steel Filing Cabinets come in an 

Ror Ever assortment of styles to meet every need of 

y the modern office. Desk counter, full and 


Purpose five drawer heights with and without locks. 
Letter and cap widths. 


Olive Green, Mahogany or Walnut enamel 
baked on the steel. Terrell’s Steel Filing 

Finish Cabinets keep that new look. Bronze 
plated drawer pulls and label holders that 
look what they are—high quality. 


Terrell’s Steel Filing Cabinets are good 
Reasonable cabinets, judged by any yardstick. And 
Price they are priced at a low enough figure to 
stimulate sales. If price will swing the 

order Terrell’s will do it for you. 


A satisfaction guarantee is no better than 
the merchandise it covers and no stronger 

Guarantee than the manufacturer of the merchandise. 
The Terrell name is found among the 
industry’s leaders—that’s why our guaran- 
tee means something. 


Do you want to see a few pictures of the Terrell line? 
Prices? Discounts? Details? A letter from you fixes that. 
Suppose you write to us now. Address: 


TERRELL’S EQUIPMENT COMPANY 
GRAND RAPIDS, MICHIGAN cod five Drawer, Heights 
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Philadelphia Office Appliance Managers Dine 

The eighth annual dinner party of the Office Appliance 
Managers’ Association of Philadelphia took place at the 
Adelphia hotel on December 20, and was one of the pleas- 
antest dinner parties the association ever held. In addition 
to the regular membership, several invited guests were 
present, also some of the older members who, through force 
of circumstances had been obliged to relinquish their mem- 
bership. 

After the opening song, led by the association’s quartet, 
Messrs. Harton, Hayllar, Hollenberg, Metzger and Taitt 
(we suspect one of the five of being the accompanist), 
President A. W. Sadden presented the opening address, 
followed by Yuletide greetings from John R. Watson. The 
remainder of the program was a judicious and amusing 
blend of art and hilarity in which many of the artists were 
amateurs, several of whom were so good that it is rumored 
some of the New York scouts for Broadway productions 
are seeking to augment the professional ranks from the 
association’s talented membership. 

The association is composed of the following office appli- 
ance managers: 

President, A. W. Sadden, Yawman & Erbe Manufactur- 
ing Company; vice-president, J. B. Jones, L. C. Smith & 
Corona Typewriters, Inc.; secretary and treasurer, C. H. 
Eccles, The A. B. Dick Company; Kenneth MacGregor, 
Addressograph Company; W. H. McFarland, Allen-Wales 
Corporation; J. A. Finigan, The American Multigraph 
Company; C. L. Elofson, Art Metal Construction Com- 
pany; R. J. Henry, Kee-Lox Manufacturing Co.; Wal- 
Brooks Visualizer Company; C. E. Hallenborg, Dictaphone 
Sales Corporation; C. E. Smith, Ditto Systems, Inc.; G. M. 
Austin, Ediphone Agency; C. H. Morrow, Ellis Adding 
Typewriter Company; Thomas T. McCarthy, The General 
Fireproofing Company; G. W. Baker, The Globe Register 
Company; L. C. Bush, International Time Recording Com- 
pany; R. J. Henry, Kee-lox Manufacturing Co.; Wal- 
ter B. Taitt, Keystone Index Card Company; R. J. Nyce, 
Lyon Metal Products, Inc.; S. E. Stuart, Monroe Calcu- 
lating Machine Company; J. T. Watson, National Cash 
Register Company; R. F. Porter, Cynwyd, Penna.; R. R. 
Gleason, Postage Meter Company; Herbert Tindall, Rem- 
ington-Rand, Inc.; H. C. Waldman, Remington-Rand, Inc.; 
P. A. Awartz, Remington-Rand, Inc., Allentown; A. Jack- 
son, Remington Cash Register Company; George W. Ran- 
dal, Royal Typewriter Company, Inc.; C. W. Norton, The 
Shaw-Walker Company; Charles Hayllar, Steel Equip- 
ment Corporation; B. L. McChesney, Tabulating Machine 
Company; G. F. Wagner, Todd Sales Company, Inc.; C. A. 
Harton, Underwood Typewriter Company; W. B. Loomis, 
Van Dorn Iron Works Company, and O. J. Carow, Wood- 
stock Typewriter Company. 





Conklin Pen Company Holds Sales Convention 

That The Conklin Pen Company of Toledo made great 
gains during the past year and is now in a position to con- 
trol a business volume in excess of anything the company 
has ever previously done, was revealed at the Conklin sales 
convention held in Toledo early in January. 

Free life insurance policies covering every employee in 
the Conklin office, sales and factory organizations were 
announced by General Manager C. B. Mathes. Treasurer 
A. B. Richardson told the assemblage of the satisfactory 
financial progress made by the company in recent years, 
which made possible the retirement of a large block of 
Conklin preferred stock and the payment of a handsome 
dividend on the common. 

The Conklin Company, originators of the self-filling foun- 
tain pen, are among the leaders in the industry in the 
creation and development of new models of fountain pens 
and mechanical pencils. Arrangements have been made to 
intensify the work of the company’s engineering depart- 
ment in the development of new and better products. Vari- 
ous new and attractive models will be announced during 
the present year. 

Reorganization of the Conklin sales staff provides for 
the appointment of Ivan Payn as the new Conklin sales- 





A Better Service 
For Desk Users 
exclusively GUNN 


Made in Grand Rapids 


Help your trade to get the best results 
from their staff. Sell them the unex- 
celled service of GUNN LINO. These 
distinctive desks do more than enhance 
the office interior. They promote 
accurate vision and add to the user’s 
comfort. 







“It isn’t a 


Ne 
Unless it’s a 





The Gunn Furniture Co. 


GRAND RAPIDS, MICHIGAN 


Branch Offices and Salesrooms 


11 East 36th St., New York City 
1027 So. Broadway, Los Angeles 
21 Second St., San Francisco 
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Sell New Efficiency 


in this New Year 


MODERN BUSINESS DEMANDS 
The New Bevel Pad Form 


Commercial and Bank Filler 














No te 





the bevel- BsP 
edge! on 





They Tear off as Needed 


\ new year and new efficiency in commercial and bank forms. 
Phis bevel-edged pad introduces the most convenient and eco- 
nomical package of loose leaf form ever devised. 

They are used first, then torn off and filed in the binder. 
Clean fresh sheets always available 
This 


popular forms. 


none wasted. 
and Bank Form 
The number of sheets to a pad is graduated 
to maintain a uniform selling price. Commercial forms up to 
11” x 14”, $1 per pad. Bank forms 16° x 13”, $2 per pad. 
Made on high-grade buff and white “Manhattan” 


paper. 


new Commercial Line comes in 56 


Ledger 


Assortment No. 1 Assortment No. 2 


One each of the 56 new forms 


ae. Same as Assortment 1 but 
exce " . 

No. 116, Daily Exhibit double the quantities. Offered 
No. 118, Membership Ledger dealers in commercial neighbor- 
No. 132, Trial Balance hoods to prevent immediate 
No. 133, Trial Balance Cut Sheet shortage in these forms Ten 
Of these there will be 2 pads black cloth boxes furnished 
each Five black cloth boxes Merchandise to thé value of 
furnished Merchandise to the $100, list prices 

value of $50. ’ . Ls . 


Both assortments carry an unusually wide margin of profit 
for the dealer 


Have Them on Hand 
for the Coming Demand 


BOORUM @& PEASE CO. 


P. O. Box 272 City Hall Station 
NEW YORK CITY 
NEW YORK CITY BROOKLYN, N. Y. 
349 Broadway 84 Hudson Avenue 


ST. LOUIS, MO. BOSTON, MASS. 
212-14 S. 7th Street 29 Otis Street 


CHICAGO, ILL., 500-32 S. Throop St. at Harrison 
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}man in Southern California; O. A. Weber in Oklahoma, 
| and George Sanderson in New England. 

The company officials state that fine gains are being 
made in the export field following a policy of greater aggres- 
sion in overseas markets. President C. E. Bunting of the 
company sailed in January for an extended trip through the 
Orient in the Export Manager 
A. C. Marquardt will leave early in the year for South 
American countries where Conklin is having a 
rapid and substantial growth. 

General Manager C. B. Mathes conducted a sales conven 


interests of the business. 


business 


| tion in January in San Francisco for the West Coast sales 
|men of the company, and reports an unusually active busi 


ness in Pacific markets. 
—— — ~G—- --- 

Sheaffer’s Fifth Annual Convention 

The fifth annual sales convention of the W. A. Sheaffer 
Pen Company was held at Fort Madison, Iowa, January 
2-5 Salesmen were present from all parts of 
this country and Canada, as well as organization men from 
the branch offices at New York, Chicago, San Francisco 
The meetings were of the nature of a school 


inclusive. 


and Toronto. 
in merchandising. 

Trips of instruction through the factory for old and new 
members of the organization were made. All sessions of 
the held in the Sheaffer Club House 
where the new balanced line of Sheaffer fountain pens and 
Addresses were made by men 


convention were 


notable in other lines of business and industries, as well as 
by officials and department heads of Sheaffer. 
Some of the men who delivered interesting and educa 


tional messages to the Sheaffer salesmen assembled are 
A. G. Abel of Cockfield-Brown Advertising Company; 
W. D. McJunkin and W. W. Garrison, McJunkin Adver- 
tising Agency, Chicago; Bert Hassell, famous flyer and 


arctic explorer who piloted his Stinson aeroplane to Fort 
Madison to attend the convention; A. R. McDonald, asso- 
ciate editor of Business; and W. K. Braasch, well known 
sales authority and public speaker of Chicago. 

Although the days were devoted exclusively to business, 
the evenings were given over to entertainment held in the 
club house gymnasium and provided by professional singers 
and instrumentalists of Chicago. At the conclusion of the 
convention, during which several elaborate dinners were 
the company to those present, prizes were 


served by 


|awarded to Sheaffer salesmen for outstanding accomplish- 





ments made during the year. 


Oe 
Kunze Employees Celebrate 
The annual Christmas party of the employees of S$ 
Adam Kunze, typewriter rebuilder, 75 Franklin street, New 
York, N. Y., was held at the Kunze office on December 24 
The members of the staff and several invited guests thor- 
oughly enjoyed the celebration, a feature of which was an 
Italian style luncheon, the preparation of which was super 
vised by one of the ladies connected with the organization 
The participants in the repast gave visible and audible 
testimony that the chef “knew her onions.” The fact that 
the preceding year had been the best in the firm’s history 
contributed not a little to the reasons for the Kunze 
celebration. 
es 
Horder’s Housewarming in March 
Inc., Chicago, will for business in the 


Horder’s, open 


| new building at Quincy and Jefferson streets, Chicago, III. 


| March 4. 


| 


The contractor has promised to have the struc 
to make an auspicious start with the opening 
term. That will a convenient 


ture ready 


of President Hoover's be 


| date for remembering the inauguration of the new building 


with the “Hoover market.” The building will house a 
retail store, the general offices and the wholesale de- 


| partment. 























a —- THE PRESIDENT 82. 
Py Proadty exemplifying the fine cre x biesienter se and correct style of Leopere installations 





“The Spirit of Gretiine Living 


Moves Down Town’’ 


OR executives whose present day success Leopold dealers in principal cities make Leo- 
has outgrown their earlier day surround- _—pold engineering service easily available to 
ings, the Leopold Office Engineering service every executive. Write for name of Leopold 
creates ensembles of gracious dignity—stately, | Office Engineer located near you...andforour 
rich and correct in every detail. Such com- deluxe Brochure—“The Spirit of Gracious 
Living Moves Down Town.” 





plete office ensembles are out- 
ward expressions of success— | BUILT ON HONOR THE LEOPOLD COMPANY 


symbols of achievement. 
fo FFICES 


BUILDERS OF FIWE DESKS AWD OF FICK FURNITURE SINCE 18782 
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The AiRristocRAT Suite 


CAGAIN DEMONSTRATING THE SUPERLATIVE DIGNITY 
AND BEAUTY OF LEOPOLD FURNITURE 


ANELLED walls of walnut or in walnut stain. Orange drapes, 

warm toned rug and lamps with colorful parchment shades. 
Davenport and club chair of morocco. And, in the center of this 
impressive yet cheerful and restful setting, a Leopold ARISTOCRAT 
desk of richly figured walnut and en suite desk chair of walnut and 
leather. 

The Leopold plan of Dealer Support enables forward-looking dealers 
to create office interiors such as these in their entirety. Ask us for 
the details of the plan. And for brochures picturing and describing 
the many distinguished Leopold Suites. 


THE LEOPOLD COMPANY 
BURLINGTON, IOWA 


Leap old 


FINE oerece 8S 


BUILDERS OF FINE DESKS AND OFFICE FURNITURE SINCE 1873 
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In Adding Machines, too, 
ORONA pioneers 


the 
IJORTABLE 








A message to dealers 
who sense the sales 
opportunity of a 


STANDARD 
NINE BANK ADDING 
MACHINE 
at only 


§ SO 





CORON Alaa 


Portable Adding Machine Co. — eR atten thebine a 


To Corona dealers, Corona offers opportunity to share in the most 
remarkable success in adding machine history—the nine-bank 
Corona at only $80.00. Lowest retail cost ever placed on any 
nine-bank standard adding machine. Sales volume never before 
open to independent dealers in adding machine equipment. 
Quality, speed, accuracy in every detail of the beautiful, long- 
lived Corona NINE. And, finally, profit margin unusual—backed 
by national consumer advertising, window displays and local 
help. Full facts about the Corona dealer plan sent free. Use 
the coupon. 
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Division of L C Smith and Corona Dept. 2-F, 703 E. Washington St., 
Typewriters Inc Syracuse, N. Y. 
. 9 ; .= . Please send me full details of your dealer 
Dept. 2-F 703 East Washington St. on Corona adding machines, this without 


Syracuse, N. Y. gation on my part. 


PUM ct ccc ct coviccccnsedsseceesepereeess 





plan 
obli- 
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IDEAL LINOLEUM PADS 


Seventy Numbers... Prices Reduced 


SERVICE PADS with Corners 
Made only with genuine leather corners 
without embossing. 


SERVICE PADS—Straight Sides 
Made in Two Styles. Neat, plain panels of 
Artificial Leather or Genuine Leather. 


STOPPED! 
---Your Profit Margin Protected 
EVER again need you cut into your 
profits to generate desk pad sales. Ideal 
manufacturing methods have now lowered re- 
tail prices and written profit protection into 


SERVICE PADG—Rmbessed Straight Sides your ledger. These prices will open new 
Made with both Artificial Leath ad Gen- arlLate £ , 
sine laather panets beautifully embossed. mal ke t 5 tor y ou. 





Ideal Linoleum Desk Pads are attractive and 


well made. We can stand back of every pad. 
Now you can sell everybody with one of 7 types, 
each in a variety of 10 sizes. That’s a line! 
Read the descriptions, compare the prices, then 
make up your list and go after this profitable 
desk pad business without delay. 
RETAIL PRICE LIST 
Green or Brown Desk Linoleum, with Leather 
to Match. Green Felt Back 
DE LUXE 
PANEL PADS 


SERVICE PADS 


DE LUXE PANEL PADS—Period Style With | ; ) With Period 
Made only with Genuine Leather Panels : Corners With Straight Side Panels Shaped Panels 
Period Shaped Panels of beautifully grained Size at 

eather highly attractive Genuine Artificial Genuine Genuir.e 
Leather Leather Leather Leather 


No Em-|No Em- Em- No Em- Em- No Em- Em- 
bossing | bossing | bossed | bossing | bossed bossing | bossed 


12x19 $2.00 $2.50 $3.00 $3.50 
16x21 2.50 3.00 4.00 4.50 
16x28 2.75 3.75 4.75 5.50 
19x24 2.75 3.75 4.75 5.50 
20x34 3.75 4.75 5.75 7.00 
20x36 3.75 4.75 5.75 7.00 
22x36 4.25 5.50 6.50 8.50 
24x36 4.50 6.00 8.00 10.00 
24x38 4.75 6.50 9.00 12.00 
34x36 7.00 | 10.00 13.50 | 16.50 





IDEAL LINOLEUM TOP CO. 


Linoleum Specialists 


Period Style. 
Made nly mn beautifully grained Genuine 109 W. Austin Ave. Chicago, lll 


Leather Panels Luxuriously embossed. 


DE LUXE PANEL PADS—Embossed, 
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(New York Office Appliances Managers Meeting—Con 

tinued from Page 52) 
gratulated the winners of the prizes and enlarged on the 
possibilities which the future holds, expressing his belief 
in the industry and its continued advancement. He then 
turned the meeting over to C. R. Fox of the Dictaphone 
Corporation, incoming president, to whom he extended his 
heartiest good wishes. Mr. Fox has been manager of the 
New York Dictaphone branch for ten years. In Novem- 
ber, 1927, his office broke the record for sales volume in 
any one branch, and just one year later the branch broke 
its own previous high record, setting a new high mark for 
sales. 

C. F. Price of the Remington Rand Business Service 
Corporation then proposed a silent toast in memory of 
Harry Robinson of The Postage Meter Company, who had 
passed away during the year. This tribute to the memory 
of Mr. Robinson was followed by the presentation of prizes 
by J. A. Noonan of the Kee-Lox Manutacturing Company, 
the new vice-president. Mr. Noonan’s remarks were terse 
and well considered. He urged the successful salesmen 
not to forget the factors that won for them and to continue 
to develop those mental qualities which one must have to 
be a good salesman. He emphasized the fact that the 
winning was not luck, but hard work and constructive 
thought, and he expressed the belief that the men who were 
the guests of the evening would continue to win if they 
kept on developing their latent abilities. He said that the 
number of calls made is not the important fact unless the 
calls made are real ones 

Ralph Coxhead made a few remarks, emphasizing the 
fact that it is not luck that wins, but constructive industry 

Charles H. Everly of Office Appliances warned the boys 
not to be 'ghtning bugs, for these interesting insects, owing 
to the position of the light they carry, illuminate nothing 
but the path which they have gone over and therefore, can- 
not look ahead. He referred to the story about the widow 
whose second marriage was said to be a triumph of hope 
over experience, and observed that the same deduction 
might be properly applied to prophesies of greater pros- 
perity in 1929. The viewpoint is right and proper, but we 
must not be blinded to the fact that progress is always more 
or less up and down. Some years we exceed expectations 
and some years we fall short Last year was one of great 
business activity and 1929 bears indications of continued 
prosperity. Certainly, the vear is not likely to be one of 
depression, since the great consuming capacity of the 
American public is growing constantly. 

he test of business is its market and we are great con- 
sumers, yet faith in our continued prosperity must not be 
based upon the conception that business is static, but rather 
on the fact that a nat‘on such as ours has a great and 
increasing buying capacity which can be drawn upon by 
individual and group initiative and through organization 
work which brings about the constant discovery of new 
enterpr’ses, new products, new methods of service which 
all add to the constant growth of new business. As busi- 
ness grows it brings greater opportunity to our industry, 
which itself also means greater opportunity to all business 
generally he activities of the office equipment field are 
inseparably interlocked with the conduct of all bus‘ness, no 
matter what the line. No other one industry is more im- 
portant to all than is ours, and so the speaker recommended 
the development in the minds of his hearers of what is 
referred to as “class consciousness.” Be proud of your 
industry. It is one which twenty-five years ago had no 


recognition as such, but today is referred to by a leading 


financial newspaper as one of the twenty foremost indus- 
tries of the world. 


“As I go about,” said the speaker, “I get the impression 
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a DESK 


FOR EVERY 
PURPOSE + 


With the wide range of styles and 
sizes, exclusive features of oper- 
ation, and the care and precision 
which goes into their manufacture 
and design, Van Dorn steel desks 
are meeting the demand of the 
modern office for an efficient desk 
designed for a particular purpose. 


There are Executive type desks 
that harmonize with the most lux- 
urious office setting and General 
Office desks that increase the work- 
ing comfort and capacity of employ- 
ees. And with all the advantages of 
durability, cleanliness, efficiency 
and uniformity, they cost no more 
than wood desks of equal beauty. 


With the other items in the Van 
Dorn line you can meet every busi- 
ness furniture and storage equip- 
ment demand. Write for further 
information.2 AA AAA ee & 





THE VAN DORN IRON WORKS Co, 
2685 East 79th St.. Cleveland, Ohio 





































144 OFFICE 


, wants no sl 
satome* re 1S 
rhe cl e+ T het 
nts \) qre 


let Wa 
whet : 
. oth jead 
apbert, 
jong 
re to Noid, TT are 
hile » a 
formity 


emo 
g, tr 


asine 


} y writt! ri 
tas 
\ clean 


oo, 
. \forta 


eT 


ner> con 
omy 
vos that 
thine r 
1 for you - 
pencil roin, 
pe! rofit mars! ess 
rd tenes 
complet , 
helps, jerstanding 
urit . 


service, the 


ynd une Hex 
< . Sem! 
ect make . 


cust ymers- 


ous 1} 


selling 


(,ens t 
thing> 


d 
test 
il 


ars 


dal yle 
. pront 


depe™ p 
il coo 
helpt' Sem! 


shat mak¢ 


\ 


ches pen 


ration , 
Gemi-riex 
customer, 
oft ers 


Semi- 


. you 
io! lity 
yuall 
means WU \ 
cce>> n 
“tu nae you al 
promt ~ 


hoth Phere 
» And make 
: | 


you wencil 

so" in you per 

cet . it? 
help vou 


subst itute 


is no 


there 
ought 


lave : : 
you } Sem 


." department 


do 


, any 
\ pencil Com? sey 
Genera New Jers 


Jersey ity 


- 














APPLIANCES February, 1929 


at times that salesmen and executives as well are not fully 
alive to the need for readjustment of circumstances as they 
exist today.” The speaker referred to the past year and 
uttered a homely warning to the effect that it takes a long 
baby to hold on to its mother’s skirts nowadays, and 
added another to go with it, which is, don’t be a lightning 
bug, shedding light only on the path that he has passed 
over and not on the path ahead 

Che readjustment that has taken place is a consolidation 
movement. The steel industry, for instance, has been con- 
solidated from the mines to the sales organization. The 

Ford Motor Company owns all of its elements from the 
beginning to the end, from the time the ore is mined until 
the car is sold. We have consolidations in the transpor- 
tation field, also we have chain stores, drug store chains 
and others. This movement has achieved a _ substantial 
start in our own field. The speaker asked the following 
questions What will happen in the next ten years and 
what will it mean to you? The problem we face is eco- 
nomic distribution. Are you working and studying with 
this in mind? Sales methods and merchandising methods 
that are good for one day may not be good for the next. 
One can see only that which he educates himself to see. 
There is no limit within reason to the potential market in 
this field. Are you covering your territory as you should? 

Are you selling a product or are you demonstrating its 
value and making your prospect see it? The burden is on 
the salesman to determine the need of his product in this 
country It is claimed that fifty per cent of the business 
activities in the United States depends upon demand cre- 
ation. Do you know the offices that need your equipment? 
Have you charted what might be done in your territory? 
Set a definite goal and let that be nothing less than the 
proper equipment of your territory with the product you 
have to sell. Selling is a wearing-down operation. Keep 
on making the offer and you will obtain a due percentage 
of return if the offer be intelligently made. There is a 
constantly increasing demand for our products: the man 
who is looking forward will go forward, and I hope to 
hear next year better and bigger things from all of you 
than ever before, for this field is going forward at a rapid 
pace and we are working toward a common end, which is 
service 

C. H. Reed of the General Office Equipment Corpora- 
tion then introduced M. S. Eylar, former president of the 
Office Equipment Institute, and vice-president of the Gen- 
eral Office Equipment Corporation. During the course of 
his remarks, following the introduction of Mr. Eylar, Mr. 
Reed referred to the fact that he had spent twenty-seven 
vears in the field and is proud to be allied with the indus- 
try He said he was particularly happy to have been con 
nected with the founding of the New York Office Appliance 
Managers’ Association. Once upon a time competitors 
dodged each other, but today they get together and work 
out common problems in a spirit of friendliness and good 
sportsmanship. Referring to Mr. Eylar, the speaker stated 
that he had met many men in the field and that the field 
had been built to its present high standards by the work 
of certain brainy men willing to work hard and to give 
intelligent application. He said that he felt there was no 
one man in the industry who had done more for it than 
M. S. Eylar in accomplishing the progress which the indus- 
try has shown in the last quarter century or more. Mr. 
Eylar has been forty years in this field, occupying vitally 
important positions and directing a great organization. 
Today he continues to give his life to this one ideal. 

In acknowledging the introduction, Mr. Eylar expressed 
the belief that he had been given a reputation hard to live 
up to, but appreciated the kind remarks which had been 
uttered. He said that the office equipment industry had 
just closed a wonderful year and every one in it should 
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THE POSTS 
PULL DOWN 
FLUSH WITH .---., 
THE COVER 17 
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They Mean Sales 


ONSIDER the sales value—to you—of 
these five outstanding advantages of 

FLEXI-POST: 

1. Non- protruding (disappearing) Posts. 

2. Unlimited capacity. 

3. Direct screw compression. 

4. Two inches of working space, always. 

5. Trouble-proof operation. 
These features are stressed in the big maga- 
zine advertising campaign that tells the 
FLEXI-POST story to 310,000 business 


executives every month. 


If you are not yet handling this live line, 
find out at once if your territory is open for 


our exclusive franchise. Mail the Coupes 


for the Flexi-Post 
Write today for the facts on FLEXI-POST 
Binders, and our full line of loose-leaf goods Booklet and Catalog 
and supplies. 


STATIONERS LOOSE LEAF CO. 


Dept. C-2 MILWAUKEE, WIS. 


XI-POST 


REG. U.S. PAT. OF F. 


of our complete line. 





~ 
a 
STATIONERS LOOSE LEAF CO., } 
Dept. C-2, Milwaukee, Wis. ! 
! 
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' 


Is my territory open for FLEXI-POST franchise? 
Send booklet and catalog. 


ie eree ee eh OA ae 














146 


OFFICE 





APPLIANCES Fel 


ruary, 


We believe that the time has come when dealers want and need 
something MORE than imprinted- circular sales helps, and displays. 


The term dealer help is not confined 
exclusively to sales help. Buying help, 
stock control help, sales education for 
the dealers’ sales force are all factors 
which have an important influence 
upon sales and profits by cutting down 
overhead, and speeding up and increas- 
ing sales and turnover. 


We believe that dealers would like to 
have the benefits of our experience in 
buying, handling, displaying and sell- 
ing our products. We believe that 
they might want us to aid them in 
training their salespeople in filing sup- 
ply selling. So we have prepared, and 
will continue to do so, information 
along these lines for Oxford dealers, 


their sales forces, and any others who 
are interested. 


“How to Sell Filing Supplies’, our 
correspondence course, will presently 
be studied and applied by a new stu- 
dent group now forming. Run accord- 
ing to approved correspondence school 
methods, it calls for a sincere effort on 
the part of all who undertake it, for 
only in this thorough way can filing 
supply study be given the attention 
which it deserves—the study which, 
when applied, brings big profits in 
filing supplies. It consists of 12 in- 
stallments and is open to all Oxford 
Dealers and their employes at no 


cost. 


WRITE FOR FULL INFORMATION 





OXFORD FILING SUPPLY CO. 


500 Driggs Avenue 
N. Y. Stockroom: 321 Broadway 





Brooklyn, N. Y. 
Phila. Office: 441 Drexel Bldg. 





1929 


HELP THE DEALER 
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be happy. We hear in the United States much about sales, 
but not so much about sales in other lands. He suggested 
that people should bear in mind that every time we sell 
$60 worth of goods here, we sell $40 worth in other coun- 
tries. Appreciation of this fact should broaden our mental 
picture. Ours is a great country—the greatest on earth— 
and yet when we get to know the man abroad, we find 
that we are all very much alike and that our problems are 
smilar. Mr. Eylar reminded his hearers that when one 
thinks of a country he always thinks of the great men of 
that country. The world is growing smaller and we are 
all helping to make it smaller. One night, he said, he 
went to bed in Paris. In a little while the phone rang and 
he found himself talking with President Wagoner of his 
company, who was speaking from New York City. We 
have reduced distances by increasing the speed of com- 
munication and transportation, bringing all the nations of 
the earth closer together. The same principle applies to 
our own land, to our states, counties, cities and villages, 
and even to the hillsides on which we build our homes. 
We must realize today that it is well worth while to wipe 
out any feeling that anyone is other than our neighbor and 
our brother. 

“The United States,” said Mr. Eylar, “is the birthplace 
of the office equipment industry.” He referred to Germany 
as being a competitor abroad today, but particularly called 
attention to the competition abroad as being greater than 
here because beyond the ocean there is not only the Amer- 
ican competition, but there is national competition as well. 
“Men,” he said, “are the most interesting factors in busi- 
ness. Management makes or breaks business all the way 
down the line. The best thing a man does is to select 
the right boss. Since the World War America has become 
the financial center of the world The dollar has taken 
the place of the pound and New York has stepped into 
the shoes of London. This has brought about changed 
conditions. The buyer abroad today is getting better 
goods here than he could get if he bought from producers 
in his own country. This business we will hold only so 
long as we supply better goods. Sales should be followed 
by service everywhere if we would continue our progress. 
The same fundamental methods and systems are applicable 
to business abroad that are in use here. There is and can 
be little or no difference in fundamentals.” 

Mr. Eylar urged the development of foreign business be- 
cause the markets abroad will pay for a right product and 
foreign sales are an insurance of stability in the operation 
of factories at home. They act as a balance wheel in in- 
dustry. 

Che entertainment during the evening was furnished by 
the Black Rock Boys, well known radio vocalists and in- 
strumentalists 

: ——* 
Pacific Northwest Stationers’ Association 


During December and January, the secretary of the Pa- 
cific Northwest Stationers’ Association was kept busy an- 
swering inquiries from members for data and information 
that would help them solve some of their problems. This 
information service is one of the most important pieces of 
vork being done by the association. 

Che annual convention of the association is to be held in 
lune at Spokane, Wash. According to present plans a 
monthly bulletin will be published starting in February for 
the purpose of stimulating interest in the convention. Pre- 
convention news, plans, programs, and other pertinent in- 
formation will be printed in the bulletin, which will be 
sent to the members and any others that may be interested. 

Do not ridicule failure Without it there would be no 
such thing as success.—The Office Cat (The Richmond & 





Backus Company) 


The 


staggesing 
total of 


wasted 
minutes 


Check the time squandered 
in your own company on 
the “Buzz and Wait” plan. 


Then think what itwould 
mean to provide Ediphones, 
instantly ready for dicta- 
tion, every minute of the 
business day. 


Your company gains an 
hour a day for the average 
dictator. Two hours a day 
for every stenographer. 
Ediphones pay dividends 
from the first minute. 


Let us prove this at your desk. Tele- 
phone “The Ediphone,” your City, 
and ask for the book “An Easy Way 
to Chart Your Correspondence.” 


Ask for Travel Service 


THOMAS A. EDISON, Inc. 


ORANGE, N. J. 
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Jameco Steel Shelving in a Law Library 


JA-ME-CO 


STEEL SHELVING 
BUILDS VOLUME AND 
PROFITS FOR DEALERS 





The construction and 
| finish make Ja-me-co 
Shelving suitable for 
use in the office or 
Library as well as for 


regular storage pur- 
poses. 


Catalogs and information 

on our Agency Franchise 

will be mailed upon 
request 


JAMESTOWN METAL EQUIPMENT CO. 
JAMESTOWN, N. Y. | 











Capital Districters Meet 


At Keeler’s restaurant, Albany, N. Y., the Capital Dis- 
trict Stationers’ Association held its regular monthly meet- 
ing on January 10, Kenneth Gallien, the newly elected 
president, presiding. 

The meeting was well attended and the members were 
enthusiastic over the possibilities of the coming year. 

C. E. Marsters of Albany, retiring treasurer, presented a 
report that showed the association to be in sound and 
acceptable financial condition. 

On account of the illness of Mr. Clapp, Mr. Marsters 
had been appointed chairman of the committee in charge of 
the annual dinner. He reported that the dinner would be 
held on February 7 at the Ten Eyck hotel. This event will 
be a combination of association dinner and regional meet- 
ing, attended by local stationers and visitors from other 
towns and cities in the second regional district. Regional 
Governor F. D. Sargent has mapped out an interesting 
program 

a >  — 


More About Fifth District Sales Meetings 


Interest in the four cooperative sales meetings planned 
by Governor Edward L. Little of District No. 5 of the 
National Stationers’ Association is being expressed in the 
form of registrations received by the lieutenant governors 
in each of the four cities where meetings are to be held. 
The first meeting of the series will take place in the Book- 
Cadillac hotel, Detroit, February 25. Harry J. Koehn of 
Gregory, Mayor & Thom is the lieutenant governor. The 
second meeting will be held February 26 in the Claypool 
hotel, Indianapolis, Ind. J. J. Hanlon, Banner Furniture 
Company, is the lieutenant governor. The February 27 
meeting will be held in the Deshler hotel, Columbus, Ohio 
William R. Diehl of the Diehl Office Equipment Company, 
is the lieutenant governor. The last meeting will be in the 
Gibson hotel, Cincinnati, Ohio, on February 28. W. H. 
Stanage of the Woodrow-Weil Stanage Company is lieu- 
tenant governor. 

We again outline, with a few additional facts, the pro- 
gram to be followed at each of the four meetings: A ban- 
quet, followed by an address of welcome by the lieutenant 
governor of the territory in which the meeting is held, will 
open proceedings in each case. \ brief outline of the 
National Stationers’ Association plans for 1929 will then 
be given by Governor Little. The succeeding half hour 
will be devoted to a round table discussion on the sub- 
ject, “How the Manufacturer Can Help (a) the Inside Man 
and (b) the Outside Man.” The discussion will be led 
by C. M. Conger, first vice-president of the National Sta- 
tioners’ Association and president of the Irving-Pitt Man- 
ufacturing Company, Kansas City, Mo. During the next 
half hour a round table discussion on “How Sales Meetings 
Can Be Made Helpful to (a) the Inside Man and (b) the 
Outside Man,” will be led by Carl M. Schutz, director of 
sales, The Brown-Morse Company, Muskegon, Mich. Each 
meeting will be concluded by an address, “The Future of 
Selling.” by William H. Greenleaf, sales promotion man- 
ager, The Carter’s Ink Company, Boston, Mass 

Stationers who can attend any one of these meetings are 
urged to be on hand. They will find their minds stimu- 
lated and refreshed, and will take away more than one 
profitable suggestion. 

—— 

Connecticut Valley Stationers Hold Meetings 

The Connecticut Valley Stationers’ Association held a 
meeting on Wednesday evening, January 16, at the Hotel 
Taft, New Haven, Conn. J. A. Lutz, formerly with Kresge 
& Company, spoke on Chain Stores and Co-operative Buy- 
ing. There was a discussion of the program of the annual 
meeting which will be held at Springfield on February 6. 
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You Must Be 
An 
Authority— 
Get the 


Facts! 






OU are expected bv many ot will receive the fullest cooperation 
your customers to know about from Acme in helping you to sell the 


all office equipment — even office supplies that you handle. 
though you do not handle every- a ; . <b 
th; Chere are 12 points of superiority in 
ling. , 
Acme equipment that you should 


. Long know about. To recommend Acme 
For instance—Visible Records. 
Pritie will make your customers respect 
Keeping your customer may depend 
a bitin your judgment. 
on the kind you recommend. Know 


the facts about visible record equip- Just how simple, how easily kept and 
ment, how practical Acme Visible Records 
are, is pictured in a booklet, “Profit- 
The largest exclusive manufacturer able Business Control.” This valu- 
of visible records is the Acme Card able booklet will be sent to you free. 
System Company. Acme neither Tear out the coupon and mail it at 
makes nor sells anything else. You once. Get the facts. 

j Re ee ee ae ee "a 
| O. A. 2-29 

| ACMF CARD SYSTEM COMPANY 
| 116 South Michigan Avenue, Chicago l 
| Gentlemen | 
| a Without obligation you may send your Book—PROFIT- . 
| ‘+ ABLE BUSINESS CONTROL. 
VISIBI E | SOMBIE + neon feako hosts tice ops | 
; FIRM NAME.... < POTETrvrey i tir) Ti Terry | 
RECORDS}: yak STATE. ........0+. 
ss eassssillseponpepeiieancisieieteltdi sian J 
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‘The only basic 
improvement in filing... 


is the outstanding feature that makes 
Automatic Files and Desks easy to sell. 


This advantage is backed up by finest 
construction in every detail, by an un- 
surpassed record of performance and 
user satisfaction during the past 28 years. 


Active dealers will be 
equally interested in 
the Automatic Line and 
Automatic Sales plans. 
Write for complete in- 
formation 




















THE AUTOMATIC FILE @ INDEX CO. 
General Sales Offices: 28 E. Jackson Boulevard, Chicago, Illinois 


Factory—Green Bay, Wisconsin 
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St. Louis Hub Club Elects Officers 
At a meeting held recently, the St. Louis Hub Club, St. 
Mo., 
White, Royal Typewriter Company, president; D. M. 
M. Black, 
O. Herget, 


Louis, elected the following officers to serve for 1929: 
i. 
Brown, Ediphone Company, vice-president; W. 
Domore Chair Company, and E. 
Atlas Linen & 

The Hub Club is sponsor for a subsidiary 
Spokes 
the companies whose managers are members of the 
Hub Club The Spokes Club Wednesday 
noon at the Washington restaurant. 


Late in January the Hub Club held a party to which the 


secretary, 


Towel Service, treasurer 


organization 
known as the Club which is composed of sales- 
men of 


meets every 


members of the Spokes Club were invited. This party, 
like the many others of its kind that have been held in 
the past, was successful in developing the spirit of co- 


operation between the salesmen and managers of the differ- 
ent companies holding memberships in the Hub Club. 
- 


S. E. & M. Vernon, Inc., Annual Dinnei 


Che annual dinner of the S. E. & M 
was given by President Murray Vernon at the New York 
Athletic Club on the evening of January 4, 1929 
present Uncle Small, Arthur 
Fred Christensen, Richard Turner, Charles Kuehne, John 
Cincotta, John Wood, Jerry Mahoney, Harry 
Vice-President R. H. Willis, George Clement, Dan McLeod, 
was spent in 





Those 


included Charley Lawless, 


Connors, 
and President Murray Vernon. The evening 
having a happy good time. 
> — 
Kansas Book Dealers’ Annual Convention 
Annual 
will 


February 


Book 


Kansan, 


Convention of the Kansas 
be held in the Hotel 
18 and 19, 1929. The convention 
committee consisiing of Ralph Moore, John A. Crow, T. L. 
Pattison, H. H. Blair, Charles L. Mitchell, all of 


Topeka, has prepared a very fine program. Because present 


Che Thirteenth 
Dealers’ Association 


Topeka, Kan., 
and 
indications point to a convention that will be the largest 
in the history of the organization, the committee has made 
arrangements with the Hotel Kansan for the exclusive use 
of the Roof Garden, which occupies the entire roof of the 
hotel, for convention headquarters and display room. 
Manufacturers’ and publishers’ displays will be placed 
along the walls of the room in which the convention ses- 
held. The 
space can be handled nicely because of the magnitude of 
As the Hotel Kansan has donated the use of the 


sions will be more than 


100 applications for 


the room 


room, there will be no charge for the spaces used by 
exhibitors. 
The convention banquet will be held Monday evening, 


February 18. Among the speakers will be authors ana 


others vitally interested in book making and selling. 

During the convention, the Kansas Legislature will be in 
that 
interest to the members of the Kansas Book Dealers’ Asso- 


session. It is expected matters of importance and 
ciation will be considered by the legislators. 
AE Saati 
Woodstock Winners Enjoy New Orleans 

A group of field men of the Woodstock Typewriter Com- 
pany gathered at New Orleans January 11-12 for a sales 
conference given winners in a sales contest covering the 
last three months of 1928. October 1 the staff 
formed that three representatives from the branch mana- 
gers, three from the branch salesmen, three from the dis 


was in- 


trict managers, three from the distributors, would be guests 


of the company at this conference. The men in each group 


who earned the highest percentage of assigned quota were 


entertained at New Orleans. At the close of business in 
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Vernon organization | 











| 


| 


December it was determined that the following would at- | 


tend the conference: 


You can 
concentrate 
your buying in 
one New York 
market 


The Fifth Avenue Building can be 
reached, easily, from any part of New York 
City. Buses and surface cars pass the door. 
An elevated line is within a block. The 
building is ten minutes by subway from the 
Pennsylvania Station, and thirteen from 
Grand Central. The New York shopping 
district is a few minutes in one direction, the 
financial district in another. A booth in the 
lobby of the building supplies full informa- 
tion about places of civic interest and amuse- 
ment. 


Situated at the intersection of Broadway 
and Fifth Avenue, this building has a well- 
known address. But, more than that, it is 
well-known throughout the mercantile 
world ...as a buying headquarters. Here, in 
one building, many of the country’s leading 
manufacturers have their office and display 
rooms. You can find men’s wear, women’s 
wear, fine laces, pottery, glass, toys, greeting 
cards, stationery, novelties and kindred lines. 
Products so numerous and so diversified that 
you can complete many of your seasonal 
requirements on one buying trip, in the Fifth 
Avenue Building alone. 





THE FIFTH 
AVENUE 
BUILDING 


@ Broadway and Fifth Avenue 
at Madison Square, New York 


‘‘More than an office building’ 
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xION CHAIN 
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)) MECHANISM OF C@DCO “B” AND 


FLEXOSEX CHAIN POST CURRENT 
BINDERS. 


The Capacity is increased by adding 
Sections to the Chain Post. 
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THE ADCO “A” AND “SERVICE” 
CHAIN POST CURRENT BINDER. 
NO SECTIONS REQUIRED. 
PRICE COMPARISON IN the 943x113 SIZE 
CADCO “A”—$17.85 to $14.30 


Capacity one to 1000 leaves 


» CADCO “Service” $15.85 to $12.30 
Capacity one to 500 leaves 


(ADCO “B”—$14.50 to $11.00 


} Capacity unlimited 


~ 
| ADCO “Flexosex” $13.00 to $9.00 
Capacity unlimited 


Your dealer can supply you 


W. G. LLOYD COMPANY | 


Accounting Devices Company Consolidated 


626 SOUTH CLARK STREET, CHICAGO, ILL. 
pay =. ee PRO TS | /aue (an /amn lame Lee _ 
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Short, New York; G. W. Swi- 
Guy F. Campbell, San Francisco. Branch 
Shaver, S. J. Carney and Wm. Klein, all 
of New York. District managers—S. E. Slaughter, Roland 
F. Gones and J. H. Gaar. Distributors—Tony Micco, Oak- 
land, Calif.; Walter Ellis, Houston, Texas; C. K. McCall, 
Beaumont, Texas. 


Branch managers—C. F. 
kert, St. Louis; 
salesmen—E., J. 


The 


cupying the forenoons of the two days 


The conference was held at Roosevelt, sessions oc- 


The evening of 


January 12 an elaborate dinner, with entertainment, was 


provided by officers of the company. 


Officers of the Woodstock Typewriter Company attend- 


ing the conference were R. W. Sears, II, president; is F 
Swahlstedt, assistant treasurer; J. M. Hackney, general 
sales manager; A. B. Brightman, assistant general sales 


manager; H. A. Sperb, assistant general sales manager for 


Pacific coast 


—_—- > —— 
Stationers’ Square Club Annual Election 


Club of 
December 20 at the Level 
New York. The fol- 
elected to serve during 1929. Presi- 
Louis Tavernier; first vice-president, Aaron Gottlieb; 


\ regular meeting of the Stationers’ 
New York, N. Y.., 
Club, on West 


officers were 


Square 
was held on 
Seventy-third street, 
lowing 
dent, 


second vice-president, Harry W. Lynn; secretary, Mortimer 


Libien; assistant secretary, Jack Levenson; treasurer, 
George Nitschke: assistant treasurer, Louis Wachtel 
Finance committee Donald D. McLeod, chairman; Mil- 
ton Van Alst, A. S. Van Hise, J. J. Arnold. Nathan Gold- 
berg was elected to the board of directors for a three-year 
term to succeed Harry Jonas, whose term of office had 
expired 

At this annual mecting an engraved Hamilton wrist 


watch was presented to C. C. Shee by his friends of the 


Square Club 


liam S. 


The presentation speech was made by Wil- 
The Modern Stationer 


It is planned to hold a stationer’s night on 
I 


Donnelly of 
April 20. 





meen 
Pittsburgh O. A. Managers’ Christmas Party 
Promptly at noon, Friday, December 28, 1928, the mem- 
Pittsburgh Office Asso- 
room 901 of the hotel for a 


bers of the Appliance Managers’ 


ciation gathered in Chatham 


joyous Christmas-New Year’s party. The program in- 
cluded music, talks, speeches (there is a difference) and 
jokes. Louis Victor Eytinge. author, advertising author- 


ity, and salesman extraordinary, was the principal speaker 


Several other visitors were on the roster in addition to 


many members of the association. Though the 


held at 


a good 


party was noon, it was unanimously pronounced 


a success 
—_ ee —— 
Pal Clark Heads Pacific Northwest Group 
Pal Clark of Clark's Walla Walla, Wash., 


was elected president of the Pacific Northwest Stationers’ 


Book store, 


Chapman of the Helwig- 
Ore., who is now the re- 
11 of the National Station- 


succeed E. ba 
Portland, 
No. 


Association, to 
Chapman Company, 
gional governor of district 
ers’ Association 

Other Ralph Ortell, Shaw-Borden 


secretary-treasurer; 


Idah« . 


officers elected are 
Spokane, Wash., 
Cunningham's, Inc., 


Company, Norman 


Cunningham, Boise, vice- 


president 


—__—~> 
Connecticut Valley Stationers’ Annual Meeting 
Valley Association will hold 
ng at the Hotel Kimball, Springfield, Mass., 
held 


The evening program will commence with 


The Connecticut Siationers’ 


its annual meet! 


February 6, 1929. Regular business sessions will be 


during the day 


a banquet to which the ladies will be invited The re- 


mainder of the program includes special entertainment and 


dancing 
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A million busy men’s desks, need 
~~ - e s The 


Dormeyer 


Telephone 
Extension 
Bracket 


(Formerly Known as Sperry 
Extension Bracket) 






Keeps phone and cord off the 
desk, clear of papers, ink wells, 
and ash trays. Wonderful con- 
venience and time-saver. 








A Dormeyer user writes us 
“IT wouldn’t do without my Dormeyer 
’Phone Bracket for a hundred dollars” | 


Think of that! A four or five dollar ine The worker across your desk or stand- 
vestment that’s worth a hundred dol- ing at your side can take a message 


lars in convenience. from your phone without a second’s 
The Dormeyer bracket extends any delay or inconvenience. 

direction, and by using the Universal The Dormeyer Telephone Bracket in- 

attachment, adjusts to any angle for stalls anywhere—on desk top, side of 

sitting or standing. desk, or wall— wherever it’s most 


convenient to have it. 

Handsomely finished in rubberized black. 
Never rusts. Holds its good looks for many 
years. Prices low as $4. Universal attach- 
ment only $1.50. Prices include mounting for 
any installation. Send coupon for information. 


a The MacLeod Mfg. Co. 
2640 Greenview Avenue, CHICAGO 


* The MacLeod Mfg. Co. Dept. 100 
8 2640 Greenview Ave., Chicago 


One stock for trade to carry 
Standard Model 





with 
Universal 
attachment 












Send complete information on Dormeyer Telephone 
Bracket. 


® Your Name 
s Address 
£ 


7 Meme of Gem... ... ..--s5<0s04) abun 


makes Standard 
Bracket 
Universal 


a ae et | 
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No Seams 















More Substantial 
Drawer Pulls, One 


Piece Solid Bronze  Sidesand Back 


Heavier Steel 


Heavier Label! 

Holders 
-— Ball Bearing 
i RaceRollers 


fiosteasdige 


No. 900 
STEEL FILES 





More Substantial 
Follower Rod 
Steel Channel 

Reinforcements 


An Attraction in the Salesroom 
built with and without the 
CONCEALED SAFE 


NALYZE this line and you will understand why dealers 


the country over are giving it “first call.” In its refine- 

ments it surpasses equipment much higher in price. In its 

‘ strength it stands out from the mob. In its beauty it compares 
with the best. In its price class it stands alone! 


Overcomes Sales Resistance 


With the Invincible No. 900 Line you can answer every need 
without switching to odd lines. You can supply cabinets with 
a complete variety of drawer inserts for cards, checks and 
documents 

These inserts come in 4-drawer heights, counter heights, and 
desk heights. Includes also gates, corner fillers, and all-over 
tops. Every size 900-line file is available with the popular 
Concealed Sate! 

Check this line point for point with any line. Consider the 
sales advantages of the “Concealed Safe” feature now com- 
manding an unprecedented wide sale. Write for the catalog. 


INVINCIBLE METAL FURNITURE CO. 


Manitowoc, Wisconsin 


NEW YORK CHICAGO LOS ANGELES 
R. Orthwine, E. E. Blankmeyer M. Corbett, 
344 W. 34th St. 133 W. Lake St. 1206 Santee St. 
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Amesco Night with the Chicago Typewriter Dealers 

At the invitation of the Ames Supply Company of Chi- 
cago, the Chicago Typewriter Dealers’ Association met on 
Tuesday evening, January 8, at the Hamilton club. A full 
attendance was present. After a steak dinner topped off 
with ice cream, coffee and cigars, President Eimer Young 
suggested that the reading of the minutes be dispensed 
with and called on P. E. Kinnisten, secretary, for remarks. 
Mr. Kinnisten made an appeal for codperation in the work 
incident to the coming annual meeting of the National Asso- 
ciation in Chicago in August. After a few remarks from 
Art Froehlich, chairman of the publicity committee, Presi- 
dent Young turned the meeting over to A. R. Ames. 

Mr. Ames spoke reminiscently giving many amusing and 
interesting incidents of the early days in the rebuilt type- 
wriier business in Chicago. He introduced John Luetz as 
the oldest employee in point of service in the Amesco 
organization, having been with the company over twenty 
years. Mr. Luetz, in a pleasing baritone voice of good 
volume, sang part of a song popular twenty-five years ago 
and everybody enthusiastically joined in the chorus. 

Frank Marshall, who comes No. 2 on the list of employees 
in point of service, was introduced and spoke briefly, and 
he was followed by Clarence Marshall, No. 3 on the list, 
who told some amusing things about the parts orders that 
come into the Ames establishment 

FE. J. Sheehan told a story illustrating the power of union 
and organization. He was followed by “Doc” Frank Buell, 
who insisied that the stories he told were true and not 
fiction. Mr. Buell told stories of far western origin, which 
rivaled some of the efforts of Sherazade in entertaining 
King Sharkhan. 

Mr. Ames next told a story on his son, Hazen R. Ames, 
who responded with a come-back on his father which 
amused everyone. 

Marcus Harwitz, general manager of the Regal Type- 
writer Company, who was in Chicago from the east for a 
short time, was preseni at the meeting and extended a 
cordial invitation to all Chicago dealers to be present at a 
luncheon which he expected to hold during the convention 
next August. 

Brief talks were made by Messrs. Shipley, Borresen and 
Martin, after which the real event of the evening was pu‘ 
on—a series of performances in magic by Henry Karcher, 
who is a brother-in-law of Mr. Ames and is connected with 
the Ames Supply Company. Mr. Karcher gave a truly 
wonderful performance, as good as any professional the 
writer ever saw, and better than most. As a prestidigitator, 
Mr. Karcher would take a high place in professional ranks. 

Following this principal entertainment feature, President 
Young appointed the following committee chairmen to 
carry on the work in preparation for the coming convention 
in August: convention committee, J. E. Pratt; reception and 
registration committee, James P. Ward; entertainment com- 
mittee, Art. Froehlich; program and transportation com- 
mittee, P. E. Kinnisten; exhibits committee, James P. 
Ward, Jr.; treasurer, P. E. Kinnisten. 

Art. Froehlich of the Reliable Typewriter & Adding 
Machine Corporation extended an invitation to the associa- 
tion to be guests of his company at the meeting in Febru- 
ary Mr. Froehlich’s invitation was _ enthusiastically 
accepted. 

After expressions of gratitude to the Amesco organizat on 
for its excellent entertainment and dinner, the meeting 
adjourned. os 
Little Rock Apela Club Elects Officers 

On Saturday, December 15, 1928, the Little Rock Apela 
Club, Little Rock, Ark., held an election of officers. The 
following were selecied to serve for the coming year: R. E. 
Waite, president; A. W. Sloss, vice-president, and W. D. 
Gruenberg, secretary-treasurer. 





























1929 
OPPORTUNITY 


This is the year of cpportunity. Al- 
ready dealers in Mastergrade remanu- 
factured typewriters have made a good 
start. The climb to success has begun. 


And Mastergrade typewriters can help 
you, tco. In the first place they elim- 
inate all shopping because we furnish 
any serial number desired. 


Next Mastergrade machines are dif- 
ferent from ordinary rebuilt machines 
because they are entirely remanufac- 
tured. The machines, so far as use- 
fulness is concerned, rival new ones. 


All orders are shipped promptly. You 
get what you want, when you want it. 
Plus a guarantee that protects you and 
insures full satisfaction to the user. 


Our price list shows why you should 
standardize on Mastergrade machines. 
Ask for it. 


THE 
WHOLESALE TYPEWRITER 
COMPANY 


Exclusive Distributors of Mastergrade Re-manu- 
factured Underwoods and Largest Wholesale 
Distributors in the World 


428-430 Broadway New York 


od , A \nclerwoao 











To Get The Original 
Ask for “Bernard 180” 


We have manufactured this favorite for 
many years under private brand. It is 
now our privilege to offer it under the 
“Bernard” trade-mark. 


Because of its small size (5-inch) and 
consequent fitness for women’s hands, it 
has led in the school supply trade and for 
office use. Packed one in a carton with 
sample box of standard stainless eyelets, 
to retail at $1.75. 








BERNARD 


TRADE MARK REG 


STATIONERS 


TOOCGS 


Made by the Makers of 
TRIUMPH EYELET PUNCHES 


THE WM. SCHOLLHORN CO. 
NEW HAVEN, CONN. 





| 
| 
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New England Travelers Elect Officers 

The New England Travelers’ Club held its semi-annual 
meeting Tuesday noon, December 11, 1928, at the Boston 
Chamber of Commerce. The following officers were elected 
for 1929: Wm. J. Driscoll, president; Guy Hart, first 
vice-president; Herbert Blizard, second vice-president; 
Robert W. Myers, financial secretary; Fred H. Salmen, 
recording secretary; and Harry R. Bennett, treasurer- 
custodian. 

Last spring the New England Travelers’ Club was organ- 
ized with nine charter members. The present membership 
is ninety-one and the roll is constantly increasing 

Ne Ee ae 


Carter Sales Convention 


Che Carter’s Ink Company held its annual sales conven- 
tion in the main factory building at Cambridge, Mass., the 
week of December 31. Morning and afternoon conferences 
were held every day. Executives active in the meetings 
included Richard B. Carter, president; Charles B. Gordon, 
general manager; George P. Metcalf, vice president; Walter 
F. Wyman, general sales manager; Fletcher W. Taft, pen 
and pencil sales and advertising manager; William H. 
Greenleaf, manager sales promotion department; John A. 
Corliss, carbon and ribbon sales manager; Selden W. Tyler, 
ink and adhesive sales manager; Clinton B. Wiley, export 
manager and in charge of sales statistics. 

Announcement was made of the new Carter “Pearltex” 
line of de luxe fountain pens, selling at $10.00, $8.00 and 
$6.00, with pencils to match. Included in the line are desk 
stands with single and double pens. Many new ink and 
adhesive lines were announced, including Carter’s “Tiger” 
cushion stamp pads, rubber spreader “Stikist” mucilage and 
“Ryto” ink for fountain pens and steel pens 

The stationer’s sales opportunities in Carter’s carbon 
papers and typewriter ribbons were outlined by several of 
the executives. Many improvements were featured in this 
fast growing division of the Carter family. Special empha- 
sis was placed on Carter’s fountain pens and pencils. The 
salesmen were gratified to hear of the great strides that 
have been made in getting distribution for the line, and the 
part the field men had played in this development 

The final event was a dinner and entertainment given in 
the ballroom of Hotel Commander, Harvard square, Cam- 
bridge. This was attended by executives, department heads 
and the sales staff, together with the ladies. Dancing 
occurred during the dinner. Later an entertainment pro- 
gram was presented, under the direction of Fletcher W. 
Taft. This continued until time for the advance contingent 
of salesmen had to leave to catch trains for home points 
Many humorous references and special events of interest 
to the salesmen and executives were made during the 
evening 

= - =>  — 

Underwood Dinner for Managers at Chicago 

Twenty-five branch managers of the Underwood Type- 
writer Company operating in the central west, were the 
guests of J. E. Neahr, sales manager, at a dinner given 
December 27 at the Palmer House, Chicago. Maitre 
Muller, of that hostelry, was given orders to do his best 
for the Underwood men, and he did not disappoint the 


sales heads 
Se 


Big Meeting of I. S. M. A. in February 
Districts 2, 5, 6 and 9 of the International Stamp Manu- 
facturers’ Association will convene in Montreal, Canada, on 
February 22 and 23, 1929. The present outlook indicates 
that visitors will be present from Chicago, Pittsburgh, 
Detroit, Toledo and other points outside of the four dis- 


tricts concerned 
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gpeedly PUNChing 
~at a touch of the fingertips 


NLY a slight effort is neces- 
sary to operate an ACCO 
PUNCH. Only the easy action of 
wrist and finger-tips create the 
short powerful drive, the brute 
power and the sharp, accurate cut 
through the paper which distin- 
guish the ACCO PUNCH from all 
others. There is an ACCO PUNCH 
for every standard loose leaf gauge 
and hole. 


Only a slight effort is necessary to 
sell them—displayed with your fil- 
ing supplies, your loose leaf ledgers 
and binders, ACCO PUNCHES im- 
mediately suggest themselves as es- 
sential adjuncts. 


ACCO PUNCHES stay sold—their 
users stay satisfied. 
servicing 


There’s no 


for ACCO 


necessary, 


THE SAFE PUNCH! 
Hands h Iding —_ are SAFE 


To attain punching power, the 
punch handle DOES NOT have 
to descend clear a. wn to the 
base, driving powerfully in but 





half the distanc e! 



















Punch No. 40. 


PUNCHES never rust, break or get 
out of order. They are guaranteed 
to perform perfectly, always. 


Get acquainted with ACCO, “the 
selling punch”—the punch which 
sells with other merchandise—the 
punch which sells other merchan- 
dise, the punch which sells in 
greater volume for you! 


AMERICAN CLIP COMPANY 
Long Island City, N. Y. 
CANADA: Acco Canadian Company, Ltd 
454 King St. W., Toronto 
EUROPE: Acco Company, Ltd 
18 Whitefriars St., London, E. C. 4 
ARGENTINA: Fred Berg & Co 


448 Sarmiento, Buenos Aires 


Another 
inexpensive office unch. 
Single holed, adjustable to 
any distance, for all sorts of 
loose-leaf ledger forms, etc. 









Punch No. 10—illustrated below 2 
Y¥” holes, 2%” gauge, fixed centers, 
Broad, sliding table gauge holds paper. 
All punches unbreakable die castings, 
attractively enameled and nickel plated. 
Broad bases have rubber cushion feet. 

















FIND THE PUNCH FOR YOUR 
REQUIREMENTS HERE 
Punch Number Diameter Distance 
No. of holes of holes bet. holes 
10 2 V% in. 2% in. 
ll 2 11-32 in. “ 
12 2 13-32 in. 
13 2 Slot* 
40 2 V4 in 414 in. 
41 2 11-32 in * 
42 2 13-32 in 
43 2 Slot* 
80 2 V4 in. 3% in.(8cm) 
83 2 Slot* 7 
50 1 V4 in. Adjustable 
51 l 11-32 in a 
52 | 13-32 in 
53 1 Slot* 
54 l 11-32 in. Slot 
55 l 13-32 in. Slot 
“® Slot 1/16 x 7/32 in. to fit prongs so 
Acco Fastener 








ACCO PUNCHES 


Gasy to Operate ~ Gasy to Sell 














THE ACCO STENO BOOK 
HOLDER 


Securely holds stenographer’s note 
book between two covers, furnishing 
a firm, flat writing surface. Always 
ready at the right page, always indi- 
cates where transcribing ceases. Page 
bar takes care of used sheets. Cov- 
ers form stand that holds book at 
proper angle for easy transcription. 


Each ACCO 
Product Sells 
Another 


pleas 
The ACCO | ilders 

I yo 
£e 4 Y l find 
ACCO e | Cata 

y »¢ rO1 Ou a 
e ACCO No obliga 














THE ACCO CLAMP 


Guaranteed Rustproof in any climate 


The gripping power INCREASES 
as the jaws open—a feature which is 
embodied in no other clamp. Jaws 
have turned-in edges which assure 
this tenacious hold. Open easily, 
but grip harder. Made with hook in 
handle for hanging. Handsomely 
finished in rustproof steel. On 
account of the wide opening, posi- 
tive gripping jaws, but three sizes 
are necessary—1%", 2%” and 3%” 
wide. 





THE ACCO FASTENER 
The Device That Insures Correct Filing 


Binds papers firmly, either permanently or temporarily. Allows sheets to be 
removed from or inserted in a jiffy in any part of the bound contents. Takes up 
no room. The broad base assures rigidity and reinforces papers at the perfor- 
ations, preventing tearing. Will bind thin tissue paper as tightly and securely as 
any heavy bond or ledger. For all standard gauges of punching, and any capacity. 





THE ACCO EZEON CLIP 


Holds with three points of contact instead of one or two. 
Powerful but never tears even the thinnest of papers. 
Glides smoothly on and off papers despite its high ten- 
sion, which never relaxes. Clip can be used again and 
again for this reason. Send for samples which demon- 
strate EZEON superiority. 








EUROPE: 
ACCO COMPANY, Ltd. 
18 Whitefriars Street 
London, E. C. 4 


ARGENTINA: 
FRED BERG & CO. 


448 Sarmiento 


AMERICAN CLIP COMPANY 
Beebe Ave. & William St. Long Island City, N. Y. 


CANADA: 
ACCO CANADIAN COMPANY, Ltd. 
454 King Street W., Toronto 
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The Dependable 


. SMITH-PREMIER 


ES 

: 1 

ely A Single Keyboard 
ci typewriter, designed for 


EFFORTLESS OPER- 
ATION—Responds to 
the manipulation of 
the FASTEST TYPIST 

-Stands up under the 
HARDEST USAGE. 

Furnished in all Car- 
riage lengths from 10.6"! 
to 40.6'' paper capacity. 
(The Widest Carriage 
furnished on any Type- 
writer.) 

It will pay you to 
investigate the sales 
possibilities of this 
MOST MODERN OF 
WRITING MACHINES. 





Dealerships Open 


AMERICAN WRITING MACHINE COMPANY 


Sole Distributors 
U.S. A. AND CANADA 


449-455 CENTRAL AVENUE 
NEWARK, N. J. 
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STEEL IS KING! 
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Desk is 


this is 


mean that the Steelcase 


facilities 


this present age—and it domi- Such 





Steel! It has made 

ates it With qualities no other material can produced at a remarkably low price. Yet 

ffer, steel is the one most important material in but one advantage. Steelcase Desks unquestion- 
branch of manufactured goods. No- ably represent the greatest desk value available. 


early every 
where is this more true than in 
Steel is at its best in Steelcase Desks. 
dealers everywhere know that Steelcase represents 
selling franchise; they know that it 
money, builds prestige for their stores 


office furniture. 
This is why 


t 1 
t Vailladie 


nakes them 

and creates the most sought for thing in all busi- 
nes goodwill 

Behind Steelcase Desks is nearly three acres of 


nanutacturing space, equipped with every modern 
appliance machine. These facilities have but 
one purpose—the production of the finest steel 
lesks that can be built. It is the only plant in the 
country designed, built and operated for the manu- 
of desks exclusively 


and 


lacture 


Chis is largely on account of the patented features 


of design and construction. These cannot be dupli- 


cated. Steelcase Desks have all of the advantages 

of steel—strength, permanence, indestructibility, 

fire-proofness—all at the price of wood. The 
at all 


“secret” of their popularity is no secret 
There is a Steelcase Desk for every need—a com- 
Our great plant is 


plete range of sizes and styles. 
ship 


your guarantee of adequate stock, prompt 
maintenance of that high 
won national recognition for 


ment and the quality 


standard that 
Steelcase | Jesks. 


has 


METAL OFFICE FURNITURE COMPANY, GRAND RAPIDS, MICH. 


—aEe—'STEELCAS | —= 


bo Busiriess qt sipirm enr 
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R. F. Smith Passes On 
Robert F. Smith, general superintendent of the Ofhce 


Specialties Manufacturing Company, Ltd., Newmarket, On 
tario, Canada, passed away He born 
1864, coming to the United States with his 
varents when four years old. In 1880 he joined the Yaw- 
Shortly 


December 28. was 


im (Germany in 


man and Erbe Manufacturing Company. after 


the Othce Spec ialty business was established at Toronto he 


was made superintendent. Surviving are his widow, and 


Mrs 


ci re¢ 


Gustav Erbe, a sister. Mr. Smith was a thirty-second 


Mason, and interred with the rites of that order 
+ + +- 
Demise of Charles M. Cott 


Charles M. Cott. president of The Cott Printing & Index 


Company, Columbus, Ohio, passed away January 17 at 
Union Memorial Hospital, Baltimore, Md. He was en 
gaged in installing a filing system at Baltimore when taken 
il] Mr. Cott entered the printing business in 1873; he 


developed a system of indexing especially useful in county 


offices, and made installations all over the country Sur 
viving are his widow, one brother, two daughters and four 
sons 

+t + + 


Harry E. Normandin Passes 


Harrv Ek. Normandin of The Richmond & Backus Com- 
pany, Detroit, Mich., passed away January 17. He was 
born at St. Hvacinth, Canada, in 1851. At the age of fitteen 


he went to Detroit, where he was apprenticed to the late 
William Graham, printer salesman for 
The Ault & Wiborg Brothers & 


Spindler His widow 


Later he was a 


Company, and Barnhart 


and a daughter survive 


+ + + 
Daughter of R. L. Lamb Succumbs 


Miss Ethel Lamb passed away at Washington, D. C 
January 12, following an illness of about two months. She 
was the daughter of Richard L. Lamb, of the Lamb Seal 
& Stencil Company, whose many friends regret the un- 
timely ending of this fine life. 

(Other Obttua Items on Page 179) 
> 


Staff Changes by Victor Adder 
[wo promotions and three appointments have been made 
recently by the Victor Adding Machine Company. C. W. 
Webb, formerly the company’s agent at Dayton, Ohio, has 


become district manager in the New England territory. He 
succeeds H. A. Thomas Mr. Webb entered the Victor 
family in May 1928, and in less than a year his efficient 


as district manager. 


energy won appomtment 
J. H. Nichols is now district manager for the south cen- 
tral territory He was a proficient producer at Cincinnati 


W. Nichols Salesbook Company. Subsequently 


agent for the Victor at Oklahoma City, where 


Che H 


he became 


tor 


he closed much excellent business. 


has become agent at City. 


John Adams Oklahoma He 
had been an executive for the Real Silk Hosiery Company. 
The Victor appears to appeal to hosiery men as a fine sales 
entered the Victor organization 


proposition, as others have 


through the same field 

H. C. Wallenhorst has established the Victor Adding 
Machine agency at Buffalo, N. Y. He had been proprietor 
of the Buffalo Typewriter Emporium, a substantial busi- 


ness of long standing. He has had an extended experience 
in the sale of Victor machines, and determined to devote all 
his energies to the sale of that Chicago product. 

Kenneth B. McQuaid has taken the agency for the Vic- 


tor at Denver, Colo. Previous connections with two manu 
facturers of adding machines have given him the perspec- 


tive which scents prospects and closes them. 
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So FAST, 
so VERSATILE, 
so EASILY OPERATED 














The 
speed. 
operation and fine balance distinguish it immedi- 
Business 


new Protectograph is built for 


. . Its easy 


Century 


It is surprisingly versatile. 


ately as a different kind of check writer. 
throughout the country has given this latest Todd 


machine a very enthusiastic reception. 


The universal acceptance of the new Century 
Protectograph is evidence of how thoroughly this 
rapid, adaptable, new check writer has met every 
modern business need for such an appliance. Its 
quick visibility, its finger-touch control, its perfect 
work, its handsome, sturdy, business-like appear- 
ance—these are all new features doubly welcome at 


such a moderate price. 


You must actually see and try the splendid new 
Century Protectograph to realize what a value it 
is—to understand what new standards of perform- 
ance it establishes for a moderately priced check 
protector. 


Todd Expansion Creates Opportunity 


for Salesmen 


National advertising identifies the Todd name with the protection 
of bank accounts—business and personal. New models are being 
made for a constantly widening market. This era of expansion 
means opportunities for men who can qualify to represent a pro- 
gressive organization If you are interested, write to us at once. 
The Todd Company, Protectograph Division. (Est. 1899). 1129 
University Ave.. Rochester, N. Y. Sole makers of the Protectograph, 
Super-Safety Checks and Todd Greenbac Checks. 


TODD SYSTEM 
OF CHECK PROTECTION 


The Protectograph eliminates a 
check frauds by 


large percentage of all 
preventing raised amounts. 


Todd Greenbac Checks, with their patented self-canceling 
features, prevent change of payee’s name, date and num- 
ber and “counterfeiting.” 


Standard Forgery Bonds cover the remaining check-fraud 
possibilities, namely, forgery of signature and forgery of 
endorsement. 
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RIBBONS 
and CARB ONS, 








Removat Notice 


of the 


MANUFACTURING 


PART of our PLANT 


GLEN COVE, Long Island 


New equipment and larger quarters 
to manufacture 


Columbia 


Ribbons & Carbons 


Of Highest Quality 
New York City Office and Other Offices 


as Before 


COLUMBIA RIBBON & CARBON MFG. CO., Inc. 


Dixon, Holmes & Dixon 


69-71 Wooster St., New York 


Dwight Bldg., 1305 Arch St., 
Kansas City, Mo. Philadelphia, Pa. 


Agencies in all other Principal Cities in 
the United States 


COLUMBIA RIBBON & CARBON MFG. CO.,, Ltd., 
22 Bush Lane, London, E. C. 4, England 
COLUMBIA RIBBON & CARBON MFG. CO., S. A. 
Viale Abruzzi No. 20, Milano, 119, Italy 
Valenzue!a 4, Madrid, Spain 

















Rotaprint Reorganizes in Canada 
Harry S. Sanders, vice-president and general manager 
of Reiner’s Rotaprint, Inc., of One Park avenue, New York, 
announced on January 1 the purchase of the entire stock of 


ithe Rotaprint Company of Canada, Ltd., organized two 


years ago for distribution of the Rotaprint in Canada. F. M. 


| Kimbark has operated the agency Gordon D. Watson, 


who has been associated with Mr. Kimbark, now represents 
Rotaprint in Canada, operating under the same name at the 
same address—Rotaprint Company of Canada, Ltd., 73 
Adelaide sireet, West, Toronto (2), Ontario 

[The change in organization followed resignation of Mr 





GORDON D. WATSON 


Kimbark as agent on account of increasing demands on his 
time made by other business interests. Mr. Watson, on 
being appointed to succeed Mr. Kimbark as Rotaprint agent, 
immediately made a trip to the central office in New York 
to confer with Mr. Sanders on the latest developments in 
the Rotaprint field, and returned to Toronto the latter part 
of January to take charge of the work in the Dominion. 
Reiner’s Rotaprint, Inc., are sole distributors of the Roia 
print in the United States, Canada and part of Central 
America. The Rotaprint was introduced in America for the 
first time in 1926, and has rapidly gained popularity with 
American business because of its speedy and economical 
production of offset work of quality and variety with ordi- 


nary office help 


—_ = 
Major Daly Appointed Advertising Manager for 
Ralph C. Coxhead Corporation 


The Ralph C. Coxhead Corporation, 22 Park Place, New 


York, N. Y., distributor in the United States of Mercedes 
calculating machines, has appointed Major John Daly ad 
vertising manager 

Major Daly, who is a graduate of West Point and who 
distinguished himself during the war in the aviation serv- 
ice, has recently been associated with the New York Tele- 
gram, a Scripps-Howard publication, in the advertising de- 
partment. Through the efforts of Major Daly many dif- 
ferent classes of advertisers began using the columns of 
the New York Telegram to tell their stories 

For a time after the war, Major Daly was in the United 
States diplomatic service, but business finally claimed its 
own and the major joined the staff of the Telegram. 

Major Daly brings experience and ability to the Coxhead 
organization, which will no doubt give an added impetus 


to the sales program of the corporation 
> 
Chicagoans Enjoy French Lick in Winter 
F. P. Seymour, vice-president of Horder’s, Inc.,and C. C. 
Carpenter, vice-president of the Wilson-Jones Loose Leaf 


Company, spent a few days in January at French Lick, Ind 


They report balmy weather amid pleasant surroundings. 
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MILLS AT 
DALTON, MASS. 
NATIONALLY 
DISTRIBUTED 








THERE IS A 
WESTON PAPER 
FOR ANY USE THAT 
DESERVES THE BEST 

















BYRON WESTON CO. LINEN RECORD 
IS USED WHERE ONLY THE BEST WILL SERVE 


] 





WAVERLY LEDGER is USED WHERE 
QUALITY AND COST ARE A FACTOR 





CENTENNIAL LEDGER is USED WHERE 
A GENERAL UTILITY PAPER IS REQUIRED 





FLEXO LEDGER Is USED WHERE A 


FLAT LYING LOOSE LEAF SHEET IS DESIRED 





TYPACOUNT LEDGER Is USED IN QUALITY 
FORMS FOR MACHINE POSTING PURPOSES 





WESTON’'S POSTING LEDGER is USED 
WHERE ECONOMICAL SERVICE IS REQUIRED 








DEFIANCE BOND Is USED WHERE A 
QUALITY BONDor HIGHEST CHARACTER COUNTS 








* 


eSpecify.. 


DeF1aNce Bonp 











for stationery, 
stock and bond cer- 
tificates, insurance pol- 

icles, Contracts, trust 
deeds, or any of the hundred 

and one uses to which a fine 
Bond Paper is put in the busi- 
ness world. It has an ideal sur- 
face for all forms of printing, die 

stamping, lithographing or engraving. 
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You May Get 
Speed... 


...But You 
Can’t Get 
QUALITY in 
Office Printing 

Without 


olaprink 


The main reasons for office printing have been speed and economy. Up to 
now you've had to be satisfied with mediocre quality. But suppose we told you 
that you could get more speed, save more money and produce the finest type of 
work—wouldn’t you be interested? 








You May Get 


Low Price... 











That’s just what we're telling you about ting or skilled help are required. Perfect 
ROTAPRINT. Your office printing— work at a speed and price hitherto unknown 
forms, form letters, sales bulletins, maps, is the result. 
charts, photos, advertising matter—may all We can prove ROTAPRINT’S value to 
be turned out by the finest process known to you if you will write us or get in touch 
printing — lithography with nearest ROTA- 


REINER’ S 





PRINT agency. Do 
that now. 


—on the ROTAPRINT. 


No cuts, stencils, typeset- 














INC. 
1 Park Ave. New York, N. Y. 
Branches in all principal cities . 
AGENCIES Kansas City Rotaprint Co 





O. C. Haney Corp. Los Angeles, Calif K City, M 
» Rotaprint Corp. .Cleveland, Ohio a Rotaprint Sales ¢ pany of New 
oh Rotaprint Corp. . Cincinnati, Ohi Pi t Rotaprint, Inc. . Atlanta, Ga Rotaprint Sales Co. of Va : England Worcester, Mass 
Chicago Rotaprint Agency Michigan Rotaprint Corp. c —- " “ 1 he Connecticut Rotaprint Cory 
‘ = rke & yurts salveston, é s 
Chicago, III Detroit, Mich —rer-entnelyy-- . Hartford, Conn 
N M. Minnix ¢ Inc : ™ Rochest Rotaprint Co : ‘ 
Washington. D. € O. C. Haney Comp... .ccccceces Rochester, N. ¥ Rotaprint Tulsa Company 
Rot ( Canada, Lt Frar ‘ k C £ St. Louis Tulsa, Okla 
t St. Louis, M Mr. Fred W. Pyman. . Madison, Wisc 
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Acme Visible Agency at San Francisco 


Acme visible records, manufactured by the Acme Card 
Systems Company, Chicago, have just been taken on by 
the Schwabacher-Frey Stationery Company, San Francisco. 
The large San Francisco stationery house goes into this 
business with a great deal of experience, having been Rand 
visible agent more than fourteen Already, there- 
fore, they have on hand an experienced crew of salesmen 
in the application of Schwabacher-Frey 
Stationery Company's sales for Acme visible records are 
in charge of H. E. in 
charge of sales for the Rand Company, North Tonawanda, 


York. 


years. 
records. 


visible 


Ingram, formerly vice-president 


New 











OF 


YEARS 
EXPERI- 
PICTURE. 


SIX TY-ONE 
PENCIL SALES 
ENCE IN ONE 
“Billy” Allen and “Ham” 
Kendrick had a photographic 
jamboree in a Photomaton at 
Minneapolis while discussing 
the dinner of the Northwest 
stationers January 31. The 
topic appeared to arouse 
happy memories. Mr. Allen, 
of the Joseph Dixon Crucible 


Company, on the right has 
been in the pencil field 
thirty-five years. Mr. Ken- 
drick on the left is north- 
western representative of the 
American Lead Pencil Com- 
pany. He has spent twenty- 
six years in the lead pencil 
business and gets along very 
well for a youngster in the 
field. 








Bogalusa Stationer Moves Into Larger Quarters 


The Bogalusa, Inc., 
which for the last two years has been located in Avenue B, 
has moved to Columbia street in the Saltzer building. 

J. B. Clemmons, president and general manager, states 


Louisiana, Stationery Company, 


that the object of the move is to make it more convenient 
to operate a completely appointed modern stationery store, 


carrying a sufficient line of articles needed in stores and 


offices. The company is the agent for a number of leading 
manufacturers and is prepared to furnish practically any- 
for offices, schools, churches, fraternal organizations, 
etc., included in the stationery line. 


The corporation has conducted business within a radius 


thing 


of one hundred miles of Bogalusa and it is not unlikely that 
with the increased facilities the territory will be enlarged. 
At the stockholders, Mr. Clemmons 


was made president of the corporation. 


the last meeting of 


>_> - 
M. D. McPherson Transferred to Minneapolis 


M. D. McPherson, formerly in charge Dalton 
Adding Machine Division of the Remington Busi- 
ness Service Inc., in the Chicago territory, has taken over 
the sales direction of Dalton products for the entire state 
of Minnesota. Mr. McPherson’s headquarters are located 
in the Roanoke building, Minneapolis. 


the 
Rand 


of 
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Patented 
1928 
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“GREEN-EDGE” 
Storage Files 


“a newer, better, cheaper, 
quicker way to file old records 
for permanent protection. 


“GREEN-EDGE” Storage Files present a 
new conception of record protection, acces- 
sibility, economy, adaptability and strength. 
So manifold their advantages that many of 
the country’s largest firms have standardized 
on them. 


No buttons, rivets, strings or straps to snag 
other files or scratch shelves. One piece top 
opens in a jiffy, like a lid. The flap closes 
snugly between double thickness sides. Dou- 
ble thickness walls and bottom. Bearing 
edges protected by durable green cloth tape. 
Clean and dustproof. 


You can stand on a “GREEN- 
It won’t cave in. 


Strength? 
EDGE.” 


The Dealer who sells “GREEN-EDGE 
Storage Files has a tremendous advantage. 
Twenty standard sizes. Shipped knocked 
down. And we have a special money making 
plan for you. Write for full information, 
prices and discounts. 


Fred H. Jones & Son 


217 W. Superior!Street 
CHICAGO, ILL. 


Note in this circle how the top 
cover fits snugly between dou- 


ble thickness of front side, 
giving triple thickness when 
closed. Cover rests firmly on 


special support. 
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Self expression in the American Ofice 
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MTT TWIT 
MUTT 1 


Tell City‘ Desk Company 


| TELL CITY, INDIANA 


TATA 








Finished tn Oak, Walnut, 
Mahogany, Maroon-Brown, 
Olive Green. 






OUGHT to hold waste 
paper—built to hold its 
job—andthensome! Vul-Cot 
is made of genuine vulcan- 
ized fibre with solid sides and 
bottomsthat holdtheir shape 
and do notleak ashes or dust 
onto your floor. A man’s size 
basket, too—big, capable and 
handsome... Buy them by 
the dozen — one for every 
worker... At your stationer. 
Guaranteed for 5 years. 


VUL-COT 


-the national wastebasket 
National Vulcanized Fibre Co. 
Wilmington, Del. 





—————\ 
The thirty million readers of these magazines know oaly 
one wastebasket by name—Vul-Cot! So it’s the Vul-Cot 
dealer who gets their business. Is your store linked 
up with this advertising? If not, write us for the facts 


National Vulcanized Fibre Co., Wilmington, Del., U. S. A 
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Texas Blue Print Firm in New Quarters 
The Texas Blue Print and Supply Company of Houston, 
Texas, is now established in its new location at 1013 Capi- 
tol 


after the first of the year, the business of the firm demand- 


avenue. The move to larger quarters was made soon 


This company specializes in 
Kodak 


tion to stocking a complete line of supplies for engineers, 


ing greater working facilities. 


blue printing, photostating and finishing, in addi- 


architects, artists, show card writers, and commercial firms. 


The plant is equipped with three continuous electric blue 
printing machines with automatic washers and dryers, 
which will turn out work of the highest quality, in from 


ten to hfitteen minutes. 
the W P 


Gordon, Jr., vice-president and 


Officers of company include Cottingham, 


president; and C. C secre- 
tary. 


Mr. 


printer in 


Cottingham has the distinction of being the first blue 
M. Col- 
lege in the school of engineering and since leaving college 
Houston 

Mr. Gordon opened a blue printing establishment here in 
1910 under the name of the Electric Blue Printing Com- 


Texas. He is a graduate of the A. and 


has been established in business in 


For fourteen years the two companies operated in- 
dividually 1924. The volume of 
business of this firm is the largest for any firm of its kind 
in Texas.—B. C. R. 


pany. 


before consolidating in 








Bangquete en honor del Seftor Presidente 
e€Yecto de Estados Unidos de America 
Mo Herbert Hoover, obsegviade per 
e0 S.P.E. de Honduras - 


MEM Lk 
SD 
Hors d ce uvKRe varies 
Consomme tetes d‘asperges 
Truite de Mer GRAND Varer 
Veau brais€ a Pa Cheralfiére garny 
CREME Pom PADOvR 


CHAMPAGNE 
Vietsd « CAFE LIQUEURS 


4mapa la  Honduva”? 
Noriembre & 


19 2% - 
GREETING PRESIDENT-ELECT HOOVER WITH AN 
AMERICAN PRODUCT Reproduction of menu of the 


dinner to Herbert Hoover at Amapala, Honduras, Novem- 
ber 1928. This was sent to the Heyer Duplicator Com- 
pany, Chicago, by Pablo Uhler & Company, Amapala, as 
i sample of the work turned out by the “Lettergraph.” 
Each menu was headed with the crossed flags of Hon- 
duras and the United States, done in watercolors. 








Faber Salesmen Put a Watch on E. A. Mayer 


E. A. Mayer, manager of the central states district for 
the Eberhard Faber Pencil Company, was very pleasantly 
surprised by his salesmen in January. In appreciation of 
his efforts in aiding them to increase volume, they pre- 
watch. 


the 


wrist 
Mayer of 


Hamilton 
Mr 


him with a nineteen-jewel 
to 
esteem in which his staff holds him 


sented 


It was engraved suitably remind 
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The stem of the caster 
has perfectly smooth 
surface on both top and 
sides. 


A wheel of our own composition 
—‘‘Ruberex”—solid from bush- 
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In swiveling the stem never 
touches the spring socket— : 
that’s the reason Faultless > | 
Casters can’t fall out. 


—_ 
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A case hardened steel drawn cap 
that cannot wear out—carries an 
inverted pivot on which the 
caster rides easily, silently. 


The horn of this new caster is 
of heavy gauge steel with a brass 





ing to tread—unaffected by 
water, acid, heat or cold. Soft 
tread for tile or cement floors 
—hard tread for carpets or 
linoleum. 










plated finish. Rugged in con- 
struction—beautiful in appear- 
ance. 
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The VFW Faultless 
_. Office Chair Caster 


, Here is a caster designed for one purpose to carry the loads in the 

office smoothly, efficiently, rapidly, quietly. From the “Ruberex” wheel 

to the case hardened cap, it is as good as a caster can be made. One of 

a line of 7,000—each caster designed for a specific purpose. Dealers 

everywhere are stocking Faultless Casters because of the satisfaction 

‘ they give. Be sure the furniture you buy is equipped the Faultless 
\ way. Write us for complete information. 


\ FAULTLESS CASTER COMPANY 
b \ New York 










Evansville, Indiana 


Chicago Grand Rapids Los Angeles High Point, N. C. 


< 


Canadian Factory: Stratford, Ontario 


An extensive national campaign 
is acquainting office managers 
and busy executives with the 


advantages of Faultless Casters. 


Let this campaign help you sell FE U RN ITURE e HARDWARE 


MAKERS OF QUALITY CASTERS FOR A THIRD OF A CENTURY 
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recommend without qualification for any office where good furniture is requisite. Real 
salesmanship in the appearance and thorough satisfaction in performance. The four 
drawer sanitary pedestals afford better division of storage space and add dignity and pres- 
tige to the effect. 
The group includes besides the desk, table and costumer illustrated, a roll top desk, drop 
head and pedestal typewriter desks, telephone stand, combination telephone stand and cellar- 
ette and waste basket. 
This Colonial design is available in Oriental walnut and mahogany —the first, all walnut 
exteriors—the second, mahogany combined with other high grade cabinet woods. Finished 
with four coats of high grade lacquer and equipped with English antique knobs. 


Folder illustrating this group in color, or catalog showing the entire line of Jackson Desks 


: a bocturedt- by : 
JASPER OFFICE FURNITURE COMPANY? 


i an oe ae ae | 1 A_N A 


—_——— ; > = -—- . . 
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J “ecomme OFFICE DESKS in the Colonial design are the sort of equipment you can 
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Convenient Account Book Revised 
$My Finances$ Revised is a more complete and practical 
book than its predecessor known as $My Finances$ but it 
maintains the leading characteristics which the Trussell 
Manufacturing Company, Poughkeepsie, N. Y., built into it 
ten years ago. The new book contains not only a supply 





NEW EDITION $MY FINANCES$ REVISED 


of forms for the recording of stocks, bonds, real estat 
insurance, etc., but also single sheets as specimens of many 
additional forms, such as budget, margin trading, etc 
These sheets may be bought in any quantity desired io 
meet individual needs. Every phase of personal finance is 
provided for in this way. 

It is said that the actual labor of making entries is 
reduced to a minimum by the completeness of each form. 
Space is provided for use of daia which has been omitted 
in previous books of this class. The book is further simpli- 
fied by an entries chart and checking column, insuring a 
complete record of each transaction and knitting the various 
forms into a complete system, enabling the user to have a 
correct statement of his finances at any time. 

[he new book is supplied in two kinds of covers—hand 
boarded No. 1 mahogany cowhide, all leather one piece or 


in black box grain Fabrikoid. 
—>—— 


A New Line of Boston Pencil Sharpeners 
C. Howard Hunt Pen Company of Camden, N. J., who 
for some time have manufactured and distributed the Bos- 
ton pencil sharpeners, have just announced the new Boston 
Rainbow pencil sharpeners. The Rainbow line consists of 


three Boston machines, the colors of which have beeu | 


chosen after a systematic study of the effects most in 


demand. These colors include Mediterranean blue, old rose 
and Nile green. There are nickeled silver fittings and 
black incidentals. The effect is said to be one exceptionally 
pleasing. The sharpeners are an adaptation of the Bosion 


L. sharpeners with embellishments and are made to retail at 


twenty-five per cent more than that model. 
- —— 
Two New Office Water Coolers 

[wo new models of water coolers have been announced 
by Cordley & Hayes, 7-9 Leonard street, New York, N. Y. 

One of these coolers, style No. 800, is designed for use 
with water bottles of from one- to five-gallon capacity. The 
bottle is inverted in the usual manner and placed in an 
opening in the top of the cabinet. Under the cooler, out 
of sight, is space for an extra bottle of water. Cooler No. 
800 is finished in mahogany, green, or white enamel. It 
holds about twenty-five pounds of ice. 

Another new Cordley and Hayes water cooler uses city 
water and operates by means of the regular pressure of 
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A Directors’ or Conference Room Table 
is more than an elbow rest for the execu- 
tive group of typical American Business, 
with here and there the accustomed pad 
and reference notes. 


Rather, it is that commanding something 
which distinctly sets the tone for the inner 
sanctuary. 


If the desired tone would portray modern 
beauty, the “Eleven” Series is a satisfying 
and popular selection for your client-not 
only as a matter of appearance, but service 
as well. 


Inspect it from the top down, from the sides 
in, or from the bottom up, and you'll rec- 
ognize the work of honest craftsmanship 
in applying long table-building experience 
to present day needs. 


This is characteristic of all GUTH TABLES 
for Offices, Banks, Public Buildings and 


Institutions. 


If you are not already acquainted with 
GUTH TABLES, ask for a catalog. If you 
have anything special in mind, our design- 
ing staff will gladly work with you for the 
presentation of plans and suggestions for 
your client. 


GUTH TABLES constitute a compre- 
hensive line—from the simple re 
leg designs to the most elaborate hand 


x carved—all designed to harmonize x 
with the lines of chairs as by 


leading manufacturers. Stock sizes 
ce from three to sixteen feet lengths, larg- 


er sizes on special order. 


Allentown, Pennsylvania 
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Henry L. Guth Associates 
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HILADELPH® 





Number Two 


of a Series 


Largest Contract for 
Court House Chairs 


Awarded to SIKES 


The chair contract for the Buncombe County (N. 
C.) Court House was the largest contract let in some 
five or six years. Sikes was awarded the contract. 
For as architects and business men become increas- 
ingly aware of the importance of comfortable, well- 
made and appropriate chairs, the name Sikes is more 
and more accepted as a guide to wise selection. 


Sikes Chairs meet even the most exacting require- 
ments—for the impressive, palatial offices of the pro- 
fessional suite—for the businesslike, practical mer- 
cantile establishment—or for the unique environment 
peculiar to most public buildings and _ institutions. 
Each type reflects the specialization which has been 
the Sikes watchword of success during its many years 
of chair making. 


SIKES COMPANY 
Philadelphia 


Chairmakers for 70 Years 






See the 
Feb. 9th 


Saturday Evening 
Post 








the water system. It is called style No. 900-B. Connec- 
tion with the city system can quickly be made by any 
plumber. This cooler holds about thirty-three pounds of 
ice, which surrounds a sanitary, non-corrosive cooling coil 
leading from the supply pipe to the faucet. The patented 





NO. 900-B, Cc. & Hz. 
PRESSURE COOLER 





NO. 800, C. & H. BOT- 
TLE TYPE WATER 
COOLER 


faucet provides a fast flow and 1s self-closing. Without 
adjustment it will take care of all ordinary city water 
pressures. The 900-B cabinet is finished in either olive 
green or white enamel. 

Both of these new water coolers have cabinets the digni- 
fied unobtrusiveness of which entitles them to a place amid 
the best of office surroundings. They are of general 
rectangular form with enough curved lines to make them a 
combination of dignity and beauty. The cabinets are of 
“sanitary base” construction and are forty inches high. 

A feature of these new coolers which will appeal to 
stationers is that they are both equipped with a connection 
into which a paper-cup dispensing machine can be fitted. 
The paper-cup container is furnished with the cooler and 
accommodates Tulip, Dixies, Lily, and Burt cups. 

Other features common to both types of coolers are: 
A catch-all for used paper cups, a large size container for 
waste water, and heavy insulation which reduces ice con- 


sumption to a minimum. 


A 
Stylograph Copying Paper 

Stylograph is the name of a specially treated paper made 
by the Stylograph Company, Rochester, N. Y. It is offered 
as a copying medium in place of ordinary carbon paper 
and is said to be more efficient. The base paper is blue 
in color. One side of the sheet is coated with a wax-like 
substance. This coating is very thin and does not add 
materially to the thickness of the paper. 

Stylograph, when used, takes the place of a sheet of 
carbon paper and a sheet of copy paper. For instance, in 
writing a letter, a letterhead and one sheet of Stylograph 
are all that are needed. The coated surface of the Stylo- 
graph sheet is placed in contact with the back of the let- 
terhead and as each letter is struck on the typewriter, it 
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How 


ART METAL 
helps the Dealer Build Sales 






1 
yn Fach Lit 
es * 


One example of practical selling helps 
available to Art Metal A gents . 


ERE is an example of the coopera- 

tion that Art Metal gives its agen- 
cies. “Art Metal Advertising and Selling 
Helps”... a booklet that shows just how 
the ‘“‘sales-way is paved for Art Metal 
Salesmen.” 


The booklet tells about the Seven Spoke 
Selling Plan. It shows window and coun- 
ter cards and window displays that stop 
the feet and start the mind. It gives many 
examples of blotters, folders, broadsides 
and special mailing pieces. It shows ad- 


, aadside 


Br 
e\ 
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iN dees 
nd Special Mailing \ 
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vertisements ready for insertion in local 
papers. All these helps are available to 
the Art Metal Agent. 


The most complete line of steel office 
equipment on the market is backed by 
the most complete line of effective selling 
aids—advertising and sales promotion 
carried right to the point of sale. 


Do you wonder, then, that aggressive 
office equipment dealers find the Art Metal 
Agency franchise so valuable? Such co- 
operation actually builds sales. 


Art Metal 


JAMESTOWN ~ NEW YORK 


THE WORLD’S MOST DIVERSIFIED LINE OF STEEL OFFICE EQUIPMENT 
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A MODEL FOR EVERY NEED 


Latest 
Efficient 


Creation 









’ 












Model No. 13 
Price $6: 
Capacity up to 120 
sheets (16 lb. paper) 

This machine is for 
heavy binding and 
uses % in. staples; 
sturdily construct- 
ed of hard wearing 
metals; all ex- 

posed surfaces 
rustproof. Takes 
6x34 in. space, 
5 in. high. 


A combination fastener for tem- 
porary or permanent fastening 
of papers Staple is easily 

removed—no pricking of fin- 
gers—automatic in action. 


Model No. 5 
Perpetually 
(Guaranteed 


price $ 5-00 












Price $3.00 

The handiest, lightest (wt. 8 oz.), 
smallest stapling device on the mar- 
ket. Has rubber feet, stop gauge 
and side indicators. Six attrac- 


tive colors: black, blue, rose, 
green, mahogany, oak. 



















price $5 -00 





























A versatile, economical ma- 
chine; will fasten paper, 
leather, fibre, rubber, card- 
board, celluloid, aluminum, 
etc., up to 3% inches from 
edge. Positive, simple ac- 
tion, non-clogging 


We also manufacture Speed Fasten- 
er Model No. 100, a 3-position ma- 
chine: It binds along the margin, 
directly across the sheet, or without 
the base fastens shipping tags, labels 
and tickets on cases, walls, etc., 
shade rollers. 





A New Idea 
Stapling margin 
of full eleven inches 


Model No. 2 

a Ape fl — E Price 1 Q -00 
Model No. 213 

Staples 4 » -—- cae of Peles $ 1 pi 





» Parrot 
Speed Fastener 
Corp. 
388 Broadway 
i New York 


| 


All Speed Fasteners are perpetually guaranteed 
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appears on the Stylograph paper as well as on the letter- 
head, and no mark is left on the back of the letterhead. 

Because Stylograph takes the place of two sheets of 
paper, its use saves time in handling. This is particularly 
true in the case of manifolding. For each extra copy 
desired, only one extra sheet is needed. This circum- 
stance also makes it possible to get more clear copies be- 
cause each sheet inserted in the typewriter will have a 
copy of the original on it when the writing is completed. 

Stylograph is especially adapted for use in counter regis- 
ters, sales books, billing and bookkeeping machines and for 
duplicate adding machine rolls. It is non-smutting, leaving 
the fingers clean in spite of constant handling. 

AREY is st 
Orthwine Steel Display Rack and Carry-All 

The combination merchandise display rack and carry-all 
here illustrated is being marketed by R. Orthwine, 344 
West Thirty-fourth street, New York, N. Y. It is equipped 
with four smooth rolling, noiseless casters which makes it 
possible to move displays in their entirety from one van- 

















ORTHWINE COMBINA- 
TION DISPLAY RACK 
AND CARRY-ALL 


tage point to another. For displaying articles of merchan- 
dise it is particularly efficient because of the perfect visibil- 
ity of each shelf. 

As a carry-all, the new rack is very handy. It may be 
used to move merchandise from one place to another. 
Because of its strength and rigidity, it can be used as a 
carrier for heavy ledgers, card record systems, etc., in 
offices, accouniing departments and banks. 

The rack stands fifty-one inches high overall. The top 
shelf measures seventeen by thirty-five inches, the second 
shelf nineteen by thirty-five inches, the third shelf 21 by 
thirty-five inches, and the bottom shelf twenty-three by 
thirty-five inches. The standard finishes in which the rack 
is offered are olive green and brown. 

Eberhard Faber Holds Sales Convention 

During December there was held an Eberhard Faber 
sales convention at which there were present besides home 
office executives and district sales managers a large num- 
ber of the men on the sales staffs in various parts of the 
country. Among the plans thoroughly discussed were 
those for 1929 sales activities and the extensive new adver- 
tising campaign of the company. 

The members of the staff who attended the convention, 
in addition to those from the Brooklyn office, numbered 
twenty-nine men from all parts of the country. 

\ banquet was held at the Lafayette Hotel and was 
followed by a theater party at George White’s Scandals 
On the following evening the sales representatives and fac 
tory executives were entertained by Mr. and Mrs. Eber 


hard Faber at their home. 








The 


KVER READY 





HE pioneer of loose leaf desk 

calendar pads—equipped with 
a rigid leg and screw adjustment 
which provides a permanent stand 
and makes possible the removal of 
the pages complete, thus doing 
away with the objectionable stubs. 
Dealers have found these features 
greatly appreciated by users every- 


where. 


The same high grade of pen 
ruled bond stock, heavy cloth- 
covered baseboards and adjustable 
metal plates are included in the 
new edition. 


Write 


TYPO TRADING COMPANY 


541 Pearl Street New York, N. Y. 


Calendars 
Bridge Pads 
Memo Pads 


us for catalog. 
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ANOTHER STAR PRODUCT!! 





The renowned Typewriter Shock Absorber 
and Silencer (Krantz Patents) is now exclu- 
sively distributed by us. 


Proven Advantages: 


Actually eliminates desk noises. Adjustable to any machine. 
Standardized equipment in efficient offices. Volume production 
and popular appeal permits attractive price to consumer and 
interesting proposition to distributors. Write us today. 


STAR PAPER FASTENER CO., INC. 


67 West 44th Street 
New York City 


Factory Branch: 330 Se. Wells St.. Chicago, Ill. 





Ss 
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Equipment Display at Addressograph Convention 

As an interesting adjunct to the Fifteenth Anniversary 
convention of its Hundred Club, held in Chicago during 
the week of January 14, the Addressograph Company, Chi- 
cago, arranged a special display of all the products in its 
extensive line. The exhibit was very complete, compris- 
ing about $40,000 worth of name and data writing machin- 
ery. All sizes and types of machines were shown from 
small and simple hand operated models to elaborate and 
complex motor driven equipment. 


The room in which the display was located was deco- 
rated with banners each of which carried the name of a 
quota-making salesman and the total of his sales for 1928. 
The banners were colorful and truly decorative, serving to 
beautify the room as well as to honor the star salesmen 
who are members of the Hundred Club and were present 
at the convention. 


Many executives in the Chicago territory responded to 

invitations sent them to examine the exhibit on Saturday 

afternoon and evening, January 19. They found the display 

intensely interesting and were more than pleased to have 

had the opportunity to inspect the complete Addressograph 
line. 

———————— 

An Eberhard Faber Innovation 

The No. 683 “Art” set recently introduced by 

Brooklyn, N. Y., has won the favor of artist, both 

drawing It 


Eberhard 


Faber, 


and of students. 


amateur, 


professional and 














DESK TRAYS 


ERE the Aristocrat of desk 
trays. Artistically designed and 
beautifully finished. Just the tray for 


the fine executive suite. 


is 





No. 


16 


Made of Genuine Walnut and Mahogany. 
Outside dimensions, 15%" long, 105%" wide, 
2\4" high. Bottom completely covered with 
green felt. 


Order Samples Today 


IMPERIAL METHODS CO. 


FOREST PARK 
ILLINOIS 





EBERHARD FABER 

NO. 683 “ART” SET 
consists of “Rainbow” and “Artint” colored pencils, a 
paint brush, and solvent and linseed oil. With these, beau- 
tiful aquarelle and rich oil effects are easily obtainable. 


This handy box eliminates the necessity of lugging around 
heavy, messy tubes, and appeals strongly to those who like 
to sketch, away from home or the studio. 

——————— 


Theo. A. Heyer and Wife to Hawaii 
Mr. and Mrs. Theo. A. 


Pacific coast. After spending several days in Los 
Mr. 


about 


Heyer, Chicago, left January 17 
for the 
Angeles they embarked 
and Mrs. Heyer are back 
March 1. While this trip is made primarily for recreation, 
Mr. Heyer will endeavor to visit with the trade as he has 


opportunity. 


for the Hawaiian Islands. 
expected in Chicago 


ee 


Fire Destroys Store at Reading 


The George J. Hintz estate book store at 756 Penn ave- 
?? 


“> 


Penna., was destroyed by fire January 
houses 


nue, Reading, 
Smoke water damage to adjoining 
caused a total loss of about $250,000 


and business 

















Big Sales Opportunities in These 


Rand Visible Tube Panels 





_, VERY business can use a Rand Telephone Index— 
every bank a Stop Payment Register. 


Each unit is equipped with transparent celluloid 
tubes. Perforated inserts are furnished with each panel. 
The information is typed on the inserts and they are then 
placed in the tubes where they are always protected from 
dust and dirt. 


The tubes can be removed or shifted instantly, giving 
100% flexibility to the index. Items may easily be 


changed, withdrawn or inserted without disturbing their 
proper sequence. Each panel is equipped with an eyelet 
by which it may be hung where its information is always 
visible. 

Colored tubes and signals, used to feature special names 
or other information, add greatly to the efficiency of the 
record in either of these panels. 


Their long life and new low prices make them ready 
sellers because of their outstanding value. 


. 
adeaierTs 


THE VICTOR SAFE & EQUIPMENT COMPANY 
MARIETTA, OHIO 








ictor Reintorced Construction 
for Protection Extra-Ordinary 





Sectional view showing construction of 
ill Victor Certi d Sates 


HE construction illustrated above is commen to all Victor 
Certified safes and is not to be found in any other safes of similar 
size or price This construction insures strength, rigidity and 
almost unbelievable resistance to impact, owing to the steel re 
inforcing rods and the interlocking steel mesh that are embedded 


throughout the patented, molded, seamless, dry insulation. 


Ihe engineering principles involved are identical with those em- 
ployed in the construction of modern reinforced concrete buildings, 
bridges, subways, viaducts and the like. Unlike the ordinary safe, 
the Victor is not dependent for its strength upon heavy castings, angle 


irons and a burden of weight. Look for the certification on every 





Victor Safe—it is your assurance of definite and permanent pro- Re ie ee 
: Victor Safe No. 516 
tection. . 
The best safe buy on the market. One hour 
certified protection—reinforced, monolithic 
construction—dry insulation—roomy—sub 
, stantial — fully equipped— genuine Duco 
W rit today tor detail ; irclin t dealership a - s =i . 
, finish. Retails for only $42.00, far Western 


im your terrmtory states. $47.00. 


THE VICTOR SAFE & EQUIPMENT COMPANY 
MARIETTA, OHIO 
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Completes the family circle 


Every Royal Portable Typewriter Dealer should have a most vital in- 
terest in the purchases of his community—especially what the family 
buys. In selling the Royal Portable he has the advantages of one prod- 
uct among a surprising few which really enter into the family circle. 


Every member of the home knows about this finely built writing instru- 
ment and many eager, responsive fingers in every family await your 
demonstration. 

Unlock the doors to an unfailingly large amount of business by going 
into the homes with Royal Portables. Royal Typewriter manufacture 
and advertising are your most powerful assistants. 


THE ROYAL TYPEWRITER COMPANY, INC., 316 BROADWAY, NEW ,YORK CITY 


Obtainable ina wide vari- 
ety of colors and wood 
finishes at no extra cost. 


PORTABLE 
TYPEWRITERS 
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Is This Business 
Worth Going After? 


ae are photographs of three bank vaults 

















equipped with LIBERTY Collapsible Storage 
Files. In all there are today more than 30,000 
users of these files. Not only banks, but trust com- 
panies, manufacturing plants, railroads, public utilities, 
schools and colleges, city, county, state and national 











fot nie 





‘ Pt EE offices, stores, insurance companies and the like are 

i win also enthusiastic about this new filing equipment. And 
aE EEE that is our message to you. Many office supply 
li — houses are today making splendid profits out of this 
aig; LIBERTY Line. In your territory are many possible 


buyers, such as mentioned. And storage filing equip- 
ment is something needed every year. Write us for 
_ the facts and our plan that is building business for 
other houses. No obligation. 





ate EAS tS | - | 
i» oe This advertisement is addressed solely to 


; *) ; 

: , ; ba =a - ; 

Khai, che ae Sal rated stationers and office supply houses. 
} 


| 
Peere , oe a Ee 


pe BANKERS BOX COMPANY. INC. 


mal " RAND MSNALLY BUILDING — CHICAGO, ILL. 






































Are You Acquainted with 
Old Town Products? 


Why Not Sell Old Town “‘Hermetic’’ Typewriter Ribbons and 
‘“Triple-Wear”’ Carbon Papers? They Will Increase Your Good Will. 





ey 
LD TOWN Rizzon ¢ Carson Co. tne. 
call BROOKLYN, N.Y. = Vaspinaton 





San Francisco England 
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Beh BK 
§ PASSED AWAY % 


A. H. Barkerding—An Appreciation 

Notice of the passing of Mr. Barkerding appeared in 
Office Appliances for January on page 22. Information 
of his death came to us as we were going to press, hence 
the brevity of the item 

4. H. Barkerding was one of the well known figures in 
the ribbon and carbon world. For many years he had 
been vice-president and general manager of Mittag & 
Volger, Inc., Park Ridge, N. J. For some time Mr. 
Barkerding had not been in good health and on Christmas 





THE LATE H. BAR- 
KE RDING 


day it was decided to take him to a hospital, where he 
lingered for a week and died at one o’clock on New Year’s 
day. 

The funeral services were held on January 4 from his 
late residence in Park Ridge and the remains were placed 
in a mausoleum in Fairview, N. J. 

Mr. Barkerding came to Park Ridge from his home in 
Charleston, South Carolina, about a third of a century ago 
and started to work with the company as assistant to his 
friend, the late Theodore G. Voiger, junior member of the 
company. He remained in that capacity until the death 
of the latter, when the company was incorporated and Mr. 
Barkerding was made vice-president and general manager. 

Always deeply interested in the welfare of his company, 
Mr. Barkerding nevertheless gave freely of his time in the 
service of his community and in supporting institutions, 
which will long remain a testimony of his good works. 
Some few years ago he served on the board of education 
of Park Ridge, where he performed valuable work. In 
1922 and 1923 he served the borough as mayor and during 
this time many notable improvements were made. He had 
also served as president of the chamber of commerce and 
was one of the organizers and directors of the First 
National Bank of Park Ridge, which position he held at 
the time of his death, as well as that cf president of the 
Eureka Building and Loan Association. Mr. Barkerding 
had always been active in various organizations connected 
with the stationery and manufacturing business and was 
a frequent attendant at national and local conventions, 
where his friendly courtesy and sound advice were much 
appreciated. 

In the passing of Mr. Barkerding, Office Appliances feels 
the loss of an old and valued fiend and joins his many 
other friends and the family in sorrow over his demise. 

The Carbon and Ribbon Dealers’ Association of North- 
ern California was to be addressed by Mr. Barkerding in 
November. His health did not permit him to come and 
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the meeting was deferred until the following month in the 
hope that he would be able to be in California by that 
time. News of Mr. Barkerding’s death came early in 
January President Robert Pinney of the Carbon and 
Ribbon Dealers’ Association of Northern California at once 
addressed a letter to Treasurer Harry S. Stark of Mittag 
& Volger, Inc., expressing the sympathy of the associatio1 
its profound regret at Mr. Barkerding’s passing and the 
respect and esteem in which he was held by the members 


of the organization. 
tt’ FF + 
L. C. Kelting 

R. A. Stewart & Company with deep sorrow announce 
the death of L. C. Kelting, who was treasurer and director 
of the firm and for many years a decided factor in its 
operations. Mr. Kelting, after a short attack of pneumonia 
passed away last month at his home, 1336 East Twenty 
second street, Brooklyn, N. Y 

Something of the wide acquaintanceships which Mr 


Kelting had formed and the many people who were pleased 














The Triumph self-inking The Premier 
Band Dater Numbering Machine 


We point with pride 


to a consistent record of prompt 
and sufficient service to users 
and dealers; we are the largest 
distributor of rubber stamp 
supplies, stamp pads, dating 
and numbering machines, and 
inks for use with them. We are 
not only the largest distributor, 
but the quality cf our products 
is unsurpassed. We have been 





L. C. KELTING 


to be able to call him “friend” was evidenced by the unusu 

ally large attendance at the obsequies. To the members 

salizi in this ii f pip ly aa of the family there was deep significance in the many 

specializing in is line for i a AS . 5 ge 

ee © ov Li 10)0 condolences which came when Mr. Kelting’s death was an- 

forty years and our knowledge WA fo lai aay ; : 

2 : AMAR AILAE TA; nounced, Letters, telegrams, and floral pieces came from 

is the result of experience. We Teh Wed : iy: , a , 
‘ ; IbK 2 eS\ all parts of the United States There were messages of 

fully guarantee every item in 

the line. Let us put this unex- 

celled service at your command. 


WYK #0 Jase sympathy from individuals, business houses, and associa- 
| i “4 VY . eC 7 : P a . 
4 tions both here and abroad, for Mr. Kelting’s friendships 


rR 8 OHAS 
a or Wee 167 - 





extended beyond the borders of his own country. 


The Crown line dater wie . . , ‘ . 
The funeral services were held at Mr. Kelting’s home and 


(fl ppyfrQ 


there were represented the fraternities as well as the busi 
ness organizations of which Mr. Kelting was a member. 





Some of the organizations in which Mr. Kelting held mem- 
bership were: Delta lodge No. 451, F. & A. M.; New York 





————EORPORATED 
Consistory; Kismet temple, A. A. O. N. M. S.; Brooklyn 
New York, N. Y. U.S lodge No. 22, B. P. O. E.; Brooklyn Chamber of Com 
. GC. Volger Mie. ¢ : : > < i 
p - ; . merce; International Stamp Manufacturers’ Association 
The honorary pallbearers, representing the rubber stamp 
industry, were W. L. Edgarton, Chicago, IIl.; Richard 
Volger’s Inks and = : a , , : 
Excelsior Stamp Pads R. Roe, New York, N. Y.; John W. Meyer, Chicago, IIl 


Roger W. Brett, Passaic, N. J.; Roy L. Melind, Chicago 
Ill.; Samuel F. Curry, Philadelphia, Pa.; J. R. Swift, Chi 
cago, Ill.; Thomas Hardenbergh, Philadelphia, Pa.; B. A 


Vee CERS Stewart, New York, N. Y. 


é NEW DEPARTURE J Mr Kelting was born fiftv-one vears ago in Brooklyn, 

ba STAMBE PAD AL; m3 He was a graduate of the Boy’s Commercial High 

School of that city and resided in Brooklyn the greater part 

K of his life. Thirty-one years ago he began his service with 
Quic Stewart and Company as a bookkeeper. Seventeen years 


DrRyinG 
INK 








= -— = ago he purchased an interest in the company and was 
EWILLNOTINJURE TAMPS made assistant treasurer and was elected to the board of 
directors. In March, 1917, he became treasurer and from 
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Will the Easter Season mean 
business for you-the Printer? 


Next to the Holiday Season, Easter is the greatest buying 
season of the year. Furthermore, it ushers in general Spring 
buying. Business houses which eater to the varied demands 
which the Easter and the Spring buying seasons create, are 
laying their plans right now to get their share of this business. 
efnd their plans include Printing. You ean get your share! 


Goes Line Will Help You 


GOES Easter Letterheads, with their timely designs and beautiful colorings—likewise the color- 
ful **All-Year’’ Letterheads... GOES Art Advertising Blotters and Folders which offer almost 
unlimited advertising possibilities ... the Advertising Coupons, ete.! Bring all these ‘Printers’ 
Helps”’ to the attention of your customers and prospects through the mail, and by personal calls, 
and you will get your share of this profitable business. 


Send Today for Sample Sets 


Equip yourselves and your salesmen. Send today for full sample sets, with suggestions as to where 
and how to sell. Put them to work. Thus will the Easter Season mean money for you. 


GOES LITHOGRAPHING COMPANY 


19 West Gist Street 33 (4253) 33 Chicago, Ilinois 











ROBARCO 


IROBARCO 








ADDING MACHINE ROLLS 


MANUFACTURED IN OUR OWN PLANT 


Every roll firmly wound, with smooth edges, 
free from breaks and lint—standard widths 
—special sizes to order. 
No. 900 ADMA BOND—a high grade hard 
finish Bond. 


No. 700 UNIVERSAL—a fine white Writing 
—our “‘best seller.” 


No. 600—S T ERLIN G—a hard finish white 
Print—recommended where price is a 
consideration. 

2- 5/16” rolls packed 100 to carton. 

3-15/32” rolls packed 50 to carton. 


PRICES ACCORDING TO QUANTITY—send for samples and quotations 


ROCKWELL-BARNES COMPANY 


1511 WEST 38th STREET CHICAGO, ILLINOIS 
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| Co-operation 


The dealer who han- 

1 dles Imperial Desks 

|| gets cooperation. First 

Hi, the Imperial Line is 
designed to meet the 

' meeds of large and 
small business offices. 

} It is priced to sell 


and make a profit for 





No. 1261 Flat Top 


the dealer. ” ” ” 
60° x34 x30 High 
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mailing Uterature, ex- A LINE IT PAYS TO TIE TO HH MN 
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—f bring customers into 








Let us tell you more about it. 








You will increase your desk business and your profits if you tie to the Imperial Line. | wn 
Wit 


your st« 











Send for Catalog No. 28 * | 


| IMPERIAL DESK COMPANY, EVANSVILLE, IND. MIL 
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VISIBLE 


THE PERSONAL RECORD FILE. 

> 
A NEW CARD INDEX FILE FOR THE DESK 
A TICKLER WITH INDIVIDUALITY 


THESE NEW FEATURES 


COLOR—A FLASHING RED RELIEVES THE OFFICE 
ATMOSPHERE. VISIBILITY—SEE THE TERRACED 
BANK OF THE INDEX GUIDES. FOLDER GUIDES— 
EXPANDING FOLDER FOR EACH CLASSIFICATION. 
EASY SELECTION AND REPLACE- 








«<A 





{ ( MENT OF CARDS. ACTIVE 

|| CARD LEDGE. PENCIL 

| || SHELF. PROVISION FOR WALL 
al || MOUNTING. 


Ie \ | 








) COMPLETE WITH 3x5 RECORD CARDS. 
| WRITE FOR CIRCULARS AND PRICES. 


_ PROFITABLE SALES! 
REPRESENTATION OPEN. 


| VISIBLE _—— ae 
=) INDEX 1 ~ WRITE FOR PARTICULARS. 

















| | atoz | | GRIFFITH-HOPE CO. 
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then until the time of his death was in active charge of the 
affairs of R. A. Stewart & Company, Inc. 
In addition to L. C. Kelting’s attractive personal quali- “ “ 

ties he was thoroughly acquainted with the industry which FiberstoK Wallets and 
was so important a part of his business life. He had given 
to it many years of study and hard work and had become 9? 
one of the most influential men in its councils. To his Envelopes Last Longer 
immediate business associates and to the International 
Stamp Manufacturers’ Association he ever gave unspar- 
ingly of wise counsel and valuable time and effort. Indus- 
trious to an unusual degree yet at all times companionable, 
L. C. Kelting was the embodiment of the true spirit of 


comradeship. 
To the widow, two brothers, and two sisters of Mr. 


VERTICALFILING 
FOLDERS AWD 


ETS 


Kelting who survive him are extended the condolences of 
those other of his friends in whose business and social lives 
Mr. Kelting’s passing too leaves a void. 
- + + 
Charles M. Skinner 
Charles M. Skinner, chairman of the Board of Directors 
of the Buxton and Skinner Printing and Stationery Com- 
pany, St. Louis, Mo., died at his home, Joy and Haw- 
thorne avenues, Webster Groves, Mo., Sunday, January 
13, following a heart attack. He was eighty-one years old 





and had been ill for three months. 
Mr. Skinner, with O. W. Buxton, formed the stationery 
company in 1875 when the two purchased the stationery 








HROUGH the medium of the 

Saturday Evening Post, we are 
broadcasting to millions of your 
customers the fact that FiberstoK 
Products are a quality line—a line 
that means long time service and 
efiiciency—a line that should be 








Cc. M. SKINNER 


department of the a. P Studley Company, then locates purchased at “Your Stationers”— 
at Main and Olive streets, St. Louis. Three years later : 

they moved to 219 Chestnut street and at that time estab- made by the world’s largest mak- 
lished the firm name, having operated previously under ers of envelopes, wallets and filing 


the name of the Studley concern. devi 
Mr. Buxton was president of the company until 1886, evices. 
when he retired. Mr. Skinner then held the presidency 


and treasurership of the firm until three years ago, when To help our dealers take advantage 
he retired from active business and his son, Jesse S. of the easy, profitable sales created 
Skinner, took the presidency. a in 

Mr. Skinner was born November 3, 1847, at Prattsburg, by this national advertising we are 
N. Y. When he was five years old, his parents moved to offering the FiberstoK Salesmaker. 


Oxford, O., where they lived until after the Civil War. 
Mr. Skinner served as a volunteer in the war for three 


How you can obtain one of these 


months. : 
At the end of the war, he entered the employ of a Chi- FiberstoK Salesmakers is a pleas- 
cago stationery company, and when it went out of business, ant surprise for interested dealers 


came to St. Louis to work for the Studley concern 

He is survived by his widow, Mrs. Elizabeth B. Spalding 
Skinner, and seven children, Jesse S., Walter R., Sidney M.., 
E. Lemoine, and Miss Julia H. Skinner, and Mrs. Frank 
Mead and Mrs. Robert F. Britton. 


He was a member of Ransom Post, G. A. R—P. J. P. National FiberstoK Envelope Co. 


- - +& 
A. L. Fierlein 
Those who remember the earlier days of the National 
Business Show will recall the name and personality of 
A. L. Fierlein, who passed away in Milwaukee about the New York Office—150 Nassau Street 
middle of November last. From about 1902 to 1906 
Mr. Fierlein was connected with the Fay-Sholes Type- 


Write us for particulars. 


427-447 Moyer St. Philadelphia, Pa. 
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INCREASE 


YOUR BLOTTING SALES 


The desk blotter is a staple stationery item 
and gives large profits. 
In order to increase your sales you must dis- 
play the blotters to best effect. The display 
cabinets illustrated here are made by the 
General Fireproofing Company of Youngs- 
town, Ohio. They are attractively colored in 
mahogany and olive green and have plate 
glass fronts and tops. The attractive colors of 
Wrenn Blotters show up exceedingly well in 
these handsome cabinets. They are capable 
of holding 750 Wrenn Desk Blotters and 600 
Wrenn Lettersize Blotters of assorted colors 
and designs. 
Let us install one of these cabinets in your 
store on a basis of our special introduc- 
tory offer. 

Our dealer sales plan 

is just what you are 

looking for. Write us. 


The WRENN PAPER COMPANY 
Middletown, Ohio 
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writer Company. He was manager of the business show 
when it was owned by Harry Cochrane, whose interests he 
later purchased. He conducted the show successfully for 
several years, finally selling out to Frank E. Tupper. 

Mr. Fierlein was a man of much force and ability and 
He is survived by his widow. 


' F&F + 


Mrs. J. S. A. Wittke 
Mrs. Phoebe A. Wittke, wife of J. S. A. Wittke, head 
of the J. G. Shaw Blank Book Company of New York 
City, passed away on Monday evening, January 14, at her 
Hillside avenue, Westfield, N. Y., after a short 
Mr. and Mrs. Wittke had been married about fifty- 
six years. 


had many friends. 


home in 
illness. 


Mrs. Wittke was a well-known and much loved resident 
of Westfield, having lived there for fifty years. She was 
born in 1836 in a house on the old turnpike from 
Brooklyn to Flatbush, now known as Flatbush avenue. The 
old homestead has been torn down to make way for 
improvements needed for Prospect Park. Mrs. Wittke’s 
father, Richard Cooper, was born in Nova Scotia, and her 
mother, Gitty A., was the daughter of John Blake, one of 
the early settlers at New Utrecht. 

Mrs. Wittke is survived by her husband, two sons- 
Wellington C. of Summit, and Charles F. of Westfield; 
two daughters—Mrs. George H. Whitney and Mrs. Henri- 
etta W. Roberts, both of Westfield; a brother—Cornelius 
Cooper of Brooklyn, and five grandchildren. 

Funeral services were held on Thursday, January 17 

Office Appliances joins other friends in sympathy to the 
bereaved family. 


- + + 
C. A. Patton and L. L. Collett 


unusual occurrence in the business life of 
in a half century were the deaths of C. A 
L. L. Collett, partners in the stationery busi- 
& Collett, who died at the same hour of 
The death of Mr. Collett, who 


at noon 


The most 
Fulton, Mo, 
Patton and 
ness of Patton 
the day just a week apart. 
was sixty years old, occurred Monday, January 7, 
and Mr. Patton died at on Monday, January 14 
The shock over the death of his business associate is be 
lieved to have precipitated the illness of Mr. Patton, for 
he became ill the day after the funeral of Mr. Collett 
The latter died suddenly while watering his favorite cow 


noon 


in his barn lot. 

Mr. Patton was eighty-one years old and the oldest man 
actively engaged in in Fulton. He began his 
business life while his father was postmaster of Fulton, 
This soon grew into a pros- 
He erected a building on the 
Fulton and was located in 


business 


starting with a news stand. 
perous stationery business. 
main thoroughfare in 
the same building almost all of his business life, which ex- 
The record of 


business 


tended over a period of sixty-three years. 
no other business man has ever approached that figure 

He conducted a business without a partner for fifty-five 
years, and then chose Mr. Collett, eight years ago, as his 
Collett clerk in his store for 
twenty-seven years at the time he was chosen as a partner 
by Mr. Patton. 

Mr. Collett for many years was a devotee of the bicycle 
and he rode to and from his work for more than twenty- 
five years. He also used the bike to make deliveries for 
the store and he and the bicycle were familiar figures on 
affairs of 


associate. Mr. had been a 


the Fulton streets. He was prominent in the 
the Court street Methodist church, where he was superin- 
tendent of the Sunday school at one period for twelve years 
and he was a member of the board of stewards at the time 


of his death. He served one term as treasurer of Callaway 
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THEY’RE HERE!! 











BOSTON RAINBOW 
SHARPENERS MAKE 


IMPRESSIVE DEBUT 


Beauty of New Line Causes 


Considerable Comment 


LARGE INITIAL DEMAND 


Camden, N. J., Feb. 1.—The C. 
Howard Hunt Pen Company has 
announced the new BOSTON RAIN- 
BOW Pencil Sharpeners! 

The trade has for some time looked 
forward to this new line, and the ap- 
pearance of the colorful RAINBOWS 


| 





is a justification of the painstaking 
methods employed by the _ present 
manufacturers, whose influence has 
become more and more evident since 
the BOSTON Pencil Sharpeners were 
taken over by them. 

The new RAINBOW line consists 
of three BOSTON 


colours chosen after a_ systematic 


machines, the 


study of those effects most in demand. 
Mediterranean Blue, Old Rose and 
Nile Green comprise the selection, 
and the actual beauty achieved is lit- 
erally indescribable. The nickel silver 
fittings and black incidentals stand 
out in marked contrast to the delicate 
colours and present an ensemble 
which, it would seem, cannot fail to 
become an immediate success. Even 
elaborate colour reproductions would 
fall short of doing the BOSTON 
RAINBOWS justice, and the manu- 





] 
| 
| 





facturers have refrained from an at- 
tempt of this kind here. They much 
prefer that the new sharpeners be 
seen, and offer a convenient means to 
that end at the conclusion of this 


article. 


C. Howarp Hunt PEN Co., 
CAMDEN, N. J. 





Please send us a complete display 
of the BOSTON RAINBOW Sharp- 
eners as described in the foregoing 
article. We enclose $2.25 to cover all 
costs. 
Name 


Address —* 


City sieiaiapcatine 
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; 


ress 
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ER. 
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In many cities, Office Furniture Dealers utilize their relations with buyers 
fully—they have realized that the industrial purchasing agent, who buys 
office furniture, office supplies, etc., also buys factory chairs and stools— 
and would prefer to buy through them, their local dealers! 


“Royal” Factory Chairs are not technical or difficult to handle—they 
require no installation, servicing or repairing—and are a repeat sale 
proposition. 


Think—how many of your local industries that look to you for their office 
supplies, look elsewhere for factory chairs—are you making the most of 
your opportunities ? 

Line up on “Royals”—and receive complete co-operation, free trial prop- 
osition to your prospects. 


Continual Purchasers R O Y A zs 


of Royal Chairs “Seat of Production” 


and Stools Factory Chairs 
Eastman Kodak Co. 


are scientifically built to reduce unnecessary 


International Harvester and preventable tiredness caused, for the 
Co most part, by chairs that are either too high 
. : - " or too low—with ridiculously inadequate 
General Cigar Lo seats and imitation back rests that give no 
Western Electric Co. support where most needed 
Singer Sewing Machine 
Lo. 


. d . CATALOG ON REQUEST 
American Can Co. Q 


srow : Sharpe Mfg. 
E Co. n & ein 8 Largest Manufacturer of Factory Seats, School 
Oo. Furniture, Folding Chairs, etc. 





Johnson & Johnson ROYAL METAL MFG. COMPANY 


1135 S. Michigan Blvd. CHICAGO 


Others Sell Them—Why Not You? 






Adjustable 
Ranges 


17 to 23” 
21 to 27” 
25 to 31” 
28 to 34” 
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GAIL 


Paper Punch 


Carried right in 


Punches Holes Where You Want Them 





loose-leaf binder. 
Punches sheets, 
charts, photos, 
price lists, to fit 
your Binder quick- 
ly and accurately. 
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RICES 
Illustration shows — P " 
sasy adjustment. Punches . ete with = 
can be shifted on the Set of 3 punches and ruler ay 
ruler to any center de Ruler a a ate te el oy 
sired, Ts ibe Worctsvocaeneee 
= You hook the little tabs With Fiber Ruler.... " on 
ento the binder rings and any Bs Set of 2 punches and cee . 
comes along is punched in an insta . > ert 
Punched to fit—as accurately as sheets Steel Ruler se seeeees J ro 
bought especially for your binder. Rine W ith Fiber Ruler.. + on Fat ° Se 
Especially valuable to users of ing me 4 Stee ° Tiber 
Books Makes a handy, reasonable Single ruler, Steel 25e; = 
priced adjustable office punch tical Single punch cenit heteaee ees . 
= te Gail is not a toy but a practica : Packed 6 Punches and 1 Dozen 
punch . " ca . , 
PYThe fiber ruler on which the punches TATIONE® Rulers mn self display box. 
are mounted is divided into inches and Steel Ruler not graduated. 
fractions 
A 
an Se < —s Write for Latest Catalogue. 


Mfg. Co. 
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New York City 
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county and was treasurer of the Callaway County Chapter 
of the Red Cross from its inception. 

Mr. Patton was a member of the First Presbyterian 
church of Fulton. He was a man of quiet disposition and 
not aggressive but he and Mr. Collett both were regarded 
as upright, honest, Christian men, who stood very high 
in the Fulton community. Their store was the headquar- 
ters for college students of Fulton and did a big stationery 
business with them. It is likely that the store will be con- 
tinued at the same location as negotiations are already 
under way by several Fultonians for the purchase of the 
business.—P. J. P. 

+' F & 
Mrs. W. C. Bardenheuer 

Sorrow and grief came into the home of W. C. Barden- 
heuer, vice-president in charge of sales of the C. E. Shep- 
pard Company, Long Island City, N. Y., on January 5, 
1929. With appalling suddenness death came and took 
Mrs. Bardenheuer. Her passing has left a great emptiness 
in the heart of Mr. Bardenheuer, to whom the sympathy 
of friends and acquaintances throughout the field is 
extended. 

The funeral took place Monday, January 7, from the 
Bardenheuer home in Brooklyn. 

' F +} 
Mrs. T. W. Smith 


Just a few days before Christmas Mrs. T. W. Smith, 
mother of T. W. Smith, Jr., secretary and treasurer of the 
Sun Rubber Company, Barberton, Ohio, passed on. She 
was buried on Christmas day. 

A few days prior to the mother’s passing, Adelaine Smith, 
a daughter, was stricken with death. Miss Smith was only 
twenty-six years of age when she died. 

The deepest sympathy of friends in the field and of Office 
Appliances is extended to Mr. Smith in his bereavement. 
- + + 
Mrs. Agnes Mary Hummer 
Mrs. Agnes Mary Hummer, wife of L. A. Hummer, 
L. C. Smith & Corona dealer in Fort Smith, Ark., died last 
month after an illness of only five days. Influenza-pneu- 

monia was the immediate cause of her death. 

Mrs. Hummer was a member of the American Legion 
Auxiliary, having been a Red Cross nurse during the World 
war. She was also a member of the Business and Profes- 
sional Women’s Club, of which she was secretary for two 
years. 

- - +& 
William A. Bishop 

Just after our January issue had gone to press word 
reached Office Appliances of the death of William A. 
Bishop, president of Richardson & Bishop, Limited, 263 
Portage avenue, Winnipeg, Man., Canada. The firm of 
Richardson & Bishop is one of the oldest in the Dominion, 
having been established in 1878, and Mr. Bishop had for 
half a century continuously been connected with the house 
of which he was president when he passed away 

' & & 
James Maguire 

James Maguire, of the Schwabacher-Frey Stationery 
Company, San Francisco, Calif., suffered an apoplectic 
stroke while on a trip, and passed away. He had been with 
the company since 1915. 

+t F&F + 
Mrs. John Hibbard 

Keen sympathy is felt in the trade for John Hibbard in 
the very sudden death of his wife, Dorcas Hibbard, which 
occurred in San Jose, Calif., January 2. Mr. Hibbard, who 
is coast representative for The Globe-Wernicke Company, 
had been accompanied by his wife on a motoring trip to 
Arizona, for business and pleasure. They reached San 
Jose on their homeward trip to Portland, Ore., and it is 
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CHas M. Hicows & Co 
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271 Ninth Serer Broukive, N.Y 














Frequent 
Advertising 
Messages 


MOST—AND MOST 
FREQUENTLY 


Higgins’ Eternal Writing Ink 
will continue to be advertised 
consistently to your best cus- 
tomers—those who buy the 
most—and the most frequently. 
1929 will witness the greatest 








Your Doctor Uses 
ETERNAL 
; the Sate Black Ink 





24 advertising cooperation which 

= we have ever accorded our 
mY}, Ty: dealers. Write for full details 
a Se ee 





and samples of our latest dealer 
sales aids. 
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TO THOSE WHO BUY 


ville, Ky., early in January. 
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Mrs 


to the time she was seized by a sudden attack of diphtheria. 


understood that Hibbard appeared in good health up 


which proved fatal in a few hours. She died in her hus- 
The remains of the late Mrs. Hibbard were 
Hibbard for Portland, 


band’s arms. 
taken Mr 
home city. 


by interment in their 


The news cast a gloom over Mr. Hibbard’s many friends 


in the H. S. Crocker Company, San Francisco, for he is a 
frequent and very popular visitor to the San Francisc 
headquarters. The company is Northern California dis 
tributor for Globe-Wernicke. 
' FF + 
William D. Slater 

William D. Slater, a veteran of the United States En 
velope Company, passed away at Springfield, Mass., Janu 
ary 3. He was a founder of the Morgan Envelope Com 


pany and superintendent many years. He continued with 
the organization when the United States Envelope Com 
pany formed. Mr. Slater was eighty-nine years old 
and is survived by a daughter, Mrs. Herbert L. Wheeler, 


was 


New York; a son, Dr. Arthur F. Slater, New Haven; and 
seven grandchildren Mr. Slater was active in Masonic 
organizations 
- F + 
Frank Lovejoy 
Frank Lovejoy, of the Lovejoy Stationery Company 
Seattle, Wash., succumbed to pneumonia some weeks ago 


Surviving are his widow and an eight-year-old daughter 
Bernice. Mr. Lovejoy established his business in 1921, ther 
located in the Washington building. Subsequently he moved 
to Fourth and Union streets. After four years at that 
location the store was moved to its present address, in the 
Dexter Horton building. The business is being continued 
by Mrs. Lovejoy, assisted by Henry W. Salo and Robert | 
Sands 


+ + +F 
Ralph D. Johnston 
Ralph D. Johnston, many years a salesman for the Un 
| derwood Typewriter Company, passed away at Louis- 


Interment was at Flint, Mich 


Mr. Johnston had served as Underwood manager at Flint 
and Saginaw, Mich., and at Oklahoma City, Okla \ 
wide circle of friends regrets his passing 
' + + 
Charles S. Zimmer 
Charles S. Zimmer, one of the best known stationery 
men of Ohio, succumbed to influenza January 2 Mr 
Zimmer was fiftv years old. He had been associated 
twenty-five years with The Burrows Brothers Company 
Cleveland Mr. Zimmer was born at Piqua, Ohio, and 
was interred there. Surviving are his widow and tw 
daughters 
+t + + 
Mrs. Olive Thurston Anderson 
One of the sad events of the past month was the death 
of Mrs. Olive Thurston Anderson, wife of Phil M. Ander 
son, bookseller and stationer at Newton, Kansas, president 
of the Kansas Book Dealers’ Association. Mrs. Anderso1 


passed away on New Year's eve in the room in which she 


had spent many vears as an invalid, where at the time ot 
her passing she was surrounded by her loved ones and the 
evidence of their recent Christmas activities 

Mrs. Anderson had been an invalid for fourte¢ years 
Although confined to an invalid chair, hers had been the 
controlling hand in a well ordered household Her home 


has been an ideal one since her marriage. She has brought 


up her children, managed the affairs of her home with as 


care and success as most women in possession of 


full bodily 


ind 


much 


their faculties. Her son, Philip, is now twenty 


her daughter, Verna, is eighteet She 


vears ot 


are 
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New and Better Uprights 
Progress means change. Customers expect improvements 
and new things. Manufacturers of office equipment must 


keep step. 



























Hence the new 800 line of steel filing cabinets—a line of 
better files, with movable, rustproof slides and solid brass 
hardware. These are made in a variety of colors and in 
both letter and legal widths. 


“. Details Which Make Sales 


The frame is formed by welding eight 16 gauge 
drawer slides to four 18 gauge corner posts. The 
top and dividing sheets between the drawers are 
welded to this frame and the 22 gauge furniture 
steel sides, steel top, back and bottom are se- 
curely fastened on the outside. 

The slides are full progressive, in three 
parts, and made from 16 gauge steel. 
Eight rollers are used on each. Rust- 
proofing is an exclusive feature. 

The drawer fronts are 22 gauge furniture 
steel. Body, liner and backs 24 gauge 
O. P. C. R. steel. Followers are positive 
locking, operating in extra drawer 
channel. 

Send for full details and prices. 


AURORA 


METAL CABINET WORKS 
AURORA, ILL. 


No. 641 Letter Size 
No. 842 Cap Size 
































7006 





No. 721 double 
flat top in oak. 


EDCO DESKS “en cae 


SUSTAIN THE DEALER’S PRESTIGE 


craftsmen are all combined to produce an outstanding line. 
ment and the Edco Dealer offers his trade unusual value for Fast freight service extends from Evansville in all direc- 
the money. Refinements in finish, adherence toa highstand- tions. Most markets are on direct line, eliminating delay 
ard in the selection of materials, skill and persistence of at transfer points. Catalog on Request. 


EVANSVILLE DESK COMPANY Evansville, Indiana 


EDCO Desks include models for every business require- 











190 


OFFICE APPLIANCES 





February, 1929 








Among the Six Grades of 


HOOSIER DESKS 


What the prospect wants is not always 
clear in his own mind. In such cases it 
is especially important that the dealer 
show a representative display. The six 
grades of HOOSIER DESKS are all 
“Built true, clear thru”—we stand back 
of every one as giving good value for the 
money. The Colonial design illustrated 
here, No. A-560, represents one of our pe- 
riod suites. The other desk, No. 9560, 
shows our highest grade commercial type 








of desk. 


No. 9560 





Our catalog illustrates all grades and ex- 
plains the intrinsic quality of all 
HOOSIER DESKS, how we make them 
and why they are dependable. Dealers in 
open territories are invited to ask for 
our proposition. 


HOOSIER DESK COMPANY 


JASPER, INDIANA 




















and BUSHNELL are marks that stand 
for quality in red rope products — 


Quality in merchandise is never accidental and the means by which 
it is attained is generally known to competitors, dealers and con- 
sumers. 

The foundation of ‘‘Paperoid” is hemp rope. This information has 
never been withheld and is by no means a manufacturing secret. 
Hemp rope fibre paper must wear longer than even fine grades of 
jute—and certainly outdistances wood pulp papers. 

Look beyond the popular red color in buying envelopes. Ask if 
they are made of HEMP ROPE. If the name BUSHNELL is 
stamped thereon, you need not ask—you know. 


Alvah Bushnell Company 


13th & Wood Streets Philadelphia 
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was interested at all times in their affairs and the affairs 
of their young friends and enjoyed having young folks 
about her. Mr. Anderson built her a lovely sun room 
on the south side of the Anderson home after 
was taken ill and here she spent almost all her time and 
received members of the family and friends. She was a 
great reader, always interested in national 
events and well informed on a wide number of subjects. 
Everything was done for the relief of her physical condi- 
tion, but to no avail. 

Mrs. Anderson was born in 1881 on a farm near Huron, 
South Dakota. At eighteen, shortly after the death of her 
mother, she went to Newton, Kansas, to join her sisters, 
who already lived there. Soon after, her father came. She 
was a graduate of the Huron high school and on coming 
to Kansas, attended the Kansas State Normal, after which 
she taught for four years. She was married to Mr. Ander- 
son in 1905. Mr. Anderson and their two children, named 
above, survive, with the following brothers and sisters; 
Mrs. Carrie Shaw of Wykoff, Minn.; the Rev. Al Thurston 
of Woonsocket, S. D.; Mrs. C. F. Nissen and Mrs. Carl 
White of Los Angeles, and B. B. Thurston of San Diego. 

The funeral was held on Thursday afternoon, January 3, 
following an impressive service at the home. The services 
were conducted by the Rev. F. E. Black. The setting for 
the final obsequies was one of exquisite beauty, appropriate 
to one who had loved beauty always and at her passing 
received the devoted offerings of family and friends. 


' * & 
J. Guthrie Gifford 


J. Guthrie Gifford, former general manager of Kenrick 
& Jefferson, Ltd, West Bromwich, England, passed away 
He entered the service of the company May l, 
1924. Mr. Gifford was a very 
capable printer, and company ascribes its 
success to the efforts he made in close cooperation with 
the late chairman of the company, Mr. Fred’k T. Jefferson. 

Two sons of Mr. Gifford occupy responsible positions 
with Kenrick & Jefferson, Ltd. J. G. Gifford is general 
Dr. R. D. Gifford is the company’s chief engi- 
Gifford are also in 


soon she 


and world 


January 1. 
1894, and retired July 1, 


his much of 


manager; 
neer. Two grandsons of the late J. G. 
the employ of the company. 


+' + +& 
Mrs. George D. Snyder 


Mrs D. Snyder of Saginaw, Michigan, passed 
away January 13. She was the wife of George D. 
Snyder, formerly connected with the establishment of Wil- 
Indianapolis and at present with the 
her hus- 


George 
on 


liam B. Burford at 
H. B. Arnold Company of 
band one daughter, Phyllis Edna Snyder, aged seven, sur- 


Saginaw. Besides 


vives. 
Office Appliances joins the many other friends of Mr. 


Snyder and his little daughter in sympathy over their 
great loss. 
' F + 
Emory C. Underwood 
Emory C. Underwood, who had been connected with 
the rebuilt typewriter business in Chicago some years 
ago, passed away suddenly January 18. He was about 
forty years old. Surviving is a sister, Mrs. Ida Goshert, 
906 Grace street, Chicago 
—__<—_—__— 
Madison Invites National Stationers Meeting 
The Association of Commerce, Madison, Wis., has ex- 
tended to Alvin R. Skibbe, governor of District No. 6, 


The National Stationers’ Association, an invitation to hold 


the district’s meeting in that city. Madison is centrally 
located, has good rail transportation, excellent highways for 
stationers who wish to motor to the convention, and many 


natural attractions. 
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machine — 


, aon got to con- 


sider the viewpoint of 
your customers first, of 
course. You've got to 
give them numbering 
machines that will do 
the work for which they 
are desired PLUS such 
important factors of 
service, speed, simplic- 
ity, durability—guaran- 
tee of perfect workman- 
ship and fair price. 


But the way you buy de- 
termines how much you 
will sell, and how much 
you will make. 


By buying—and selling 
—the Roberts “49” you'll 
be pushing the world’s 
largest selling number- 
ing machine. It is made 
by the world’s largest 
numbering machine 
manufacturers—used by 
the world’s leading busi- 
nesses—the biggest sell- 
er and the biggest profit 
maker you can buy. It 
has three easily regu- 
lated movements, con- 
secutive, duplicate and 
repeat, with a number- 
ing capacity from 1 to 
999,999 — sufficient, by 
far, to satisfy practi- 
cally every usual num- 
bering need. At $7.50— 
the lowest price for a 
quality numbering ma- 
chine—you’ll sell many. 


Send for special price 
list and biggest discount 
allowance made on any 
line of numbering ma- 
chines—for exceptional 
dealer helps and orig- 
inal sales ideas that will 
make money for you. 


ou buy 
anumbering, 


’ 








ROBERTS NUMBERING MACHINE CO. 
694-710 Jamaica Ave., Brooklyn, N. Y. 


WESTERN DISTRIBUTOR 


The Superior Type Company, 
3940 Ravenswood Ave., Chicago, Ill. 
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So Easy to Open and Close 


The QUIK -LOK Storage File 


PAT. PENDING 


THE ONLY FILE HAVING 
Automatic Lock, Dust-proof Top, Steel 
Reinforcement, Unusual Durability, 
Three-ply Bottom, Never-Spill Features, 
Handy Pull Strap, All Smooth Surfaces, 
Steel Reinforced Sag-proof Lid, 
Bulge-proof Ends. 


Quik - Lok Stor- 
age Files will keep your 
inactive records clean, 
orderly and accessible 
for immediate reference 
at the lowest possible 


cost. 
Quik-Lok _ stor- 
age Files should not be 
confused with the or- 
dinary storage files on 
the market today—they 
are distinctly different, 
not only in construction 
but in ease of operation, 
convenience, and dur- 
ability. 

Quik - Lok Stor- 
age Files are distinctive 
in Convenience, Dur- 
ability, and Appearance, 
~——yet cost no more 
than the ordinary fibre 
board files. 
lustrating our A-124 for Letters Quik - Lok — 
end 4-93 for Cancelled Chocks age Files are Guaran- 


teed to assemble and 
fasten perfectly, quickly and easily, and to give satisfactory service. 


Quik - Lok Storage Files have no parts to wear, tear or tangle. All 
outside and inside surfaces are smooth—no projections to catch on the 
shelving and nothing to mar the finest furniture. Send today for your sample. 
Call up your favorite Stationer and give him your order—or write us 
or your nearest distributor. NOW 
TO DEALERS—Write today to your nearest distributor or 
lirect for literature and discounts 

























DISTRIBUTORS 
The Quik-Lok File Co., Cc. F. Kappes, H. C. Parker, Inc. 
636 Broadway, N. Y. Zanesville, O. 445 Camp &t., 
Fer the States of New York, Ohio and New Orleans, La., 
New Jersey, Mass. and Conn’t. Penn. Miss. & Louis’na 
Schwabacher-Frey Sta. Co. Irwin-Hodson Co., 
San Francisco, Los Angeles, Portland, Oregon 
Southwest States Northwestern States 


THE KAY-DEE COMPANY 


Mfrs. Steel, Fibre and Paper Transfer and Storage Files 
3644-64 So. 36th St., Lincoln, Nebraska 





























Review of 1928 Business 


By Dr. Julius Klein, Director, United States Bureau of Foreign 
and Domestic Commerce, Department of Commerce 

The year 1928 closed with domestic business larger than ever 
before and foreign trade in exceptional volume, and there is 
every indication that the high levels of recent months will be 
carried into the New Year. The output of farm crops during 
1928 was about five per cent larger than in the preceding year, 
and industrial production showed an even greater increase. 
Exports of merchandise were larger than in any year since 
1920, exceeding $5,000,000,000. 

The automotive and _  consiruction industries continued 
throughout 1928 to be the back-log of America’s prosperity. 
Automobile production was larger than in any earlier year and 
contracts for future construction showed a substantial growth. 
The activity of these industries has resulted in a greatly in- 
creased demand for many related products such as steel, ce- 
ment, rubber tires, and refined petroleum 

The heavy outflow of gold in the first half of 1928 resulted 
in a considerable change in the money situation Partly as a 
result of this reduction in our gold stock but more largely as a 
consequence of the extraordinary activity of the stock ex- 
changes, rates for call money and for stock exchange time loans 
advanced sharply. tank credit for commercial purposes, how-— 
ever, has continued in ample supply at rates only slightly 
higher than a year ago; while open market rates for commer-— 
cial paper have shown a somewhat greater advance. 

Wholesale distribution showed little change in volume, but 
sales of many different types of retail establishments increased 
in 1928 Sales of mailorder houses and various kinds of chain 
stores had a particularly large growth but this was partly due 
to an increase in the number of stores operated. Department 
store sales also increased and there was a considerable reduc-— 
tion in the size of their inventories 

Further progress has been made in the elimination of waste 
and in the increase of business efficiency. During recent years 
there have been marked increases in the per capita output of 
the manufacturing industries and of agriculture and efforts are 
now being made to improve the efficiency of distribution, which 
is still relatively wasteful. 

There has been no considerable accumulation of stocks of 
commodities, and the general level of wholesale prices has 
shown comparatively little change. Increases in prices of hides 
and leather, food, building materials, metals, and fuel and 
lighting slightly more than offset declines in prices of other 
groups of commodities. 

Wages continue at a high level, and the unemployment 
which was noted in the early part of 1928 has been reduced to 
a minimum Factory employment was increased for the first 
time in a number of years; gains were particularly noteworthy 
in the automobile, rubber tire, iron and steel, petroleum, and 
nonferrous metal industries. Mercantile establishments, hotels, 
and the automotive distributing and service industry also ab- 
sorbed many additional workers as in other recent years. 

Much Expansion Due to Automobiles 

The great increase in production and sales of automobiles 
during the past year has had far-reaching effects on many 
other lines of domestic business. The automobile has been the 
most important single factor in the expansion of our export 
trade. A total of over 4,250,000 passenger cars and trucks were 
produced in 1928, which was about one-fourth more than in 
1927 It is an indication of the yet unsatiated demand for auto- 
motive vehicles both in this country and abroad. There were 
also marked increases in output of rubber tires, gasoline, steel 
sheets, and many other industries which sell their products to 
automobile manufacturers or car owners. 

Construction operations which declined slightly in 1927 showed 
another large expansion during the year just finished. Con- 
tracts for new construction increased in value by almost seven 
per cent, as larger awards for residences, industrial buildings, 
public works and utilities, and educational buildings more than 
offset the decreases in other types of construction. These ex- 
panding operations resulted in a larger output of structural 
steel, brick, cement, and many other building materials. Lum- 
ber cut, on the other hand, decreased for the third successive 
year 

The iron and steel industry reflected to a marked degree the 
stimulus of increased demands from building contractors, auto- 
mobile factories, and manufacturers of many types of machin- 
ery. Prices showed a moderate advance and output of crude 
steel, sheets, structural shapes, and many types of finished 
products was substantially increased Unfilled steel orders 
were higher in every month than in the corresponding period 
a year earlier 

The copper industry which has been undergoing a prolonged 
period of readjustment in recent years, partly a result of after- 
effects of the war and partly caused by improvements in tech- 
nical processes, had a marked recovery during 1928. Copper 
prices advanced steadily throughout most of the year and 
stocks of refined metal were greatly reduced Production of 
smelters, and refineries was larger than in any earlier year. 

Agricultural output has shown almost as great an increase 
as manufacturing during the past year. The total land used 
for all crops harvested was larger by about 8,000,000 acres than 
in 1927 and the aggregate production increased approximately 
five per cent The average of farm prices showed little 
change; prices of meat animals, dairy products, and poultry 
products advanced, while quotations for grains, and fruits and 
vegetables receded 

Although the textile industries as a whole have failed to 
share in the widespread prosperity during the greater part 
of the year, signs of increasing activity became evident to- 
ward the close of the year. Prices of textile products showed 
a moderate recession during 1928 and mill consumption of both 
cotton and wool declined as compared with 1927 Silk mills 
on the other hand, were somewhat more active. 

The world—wide improvement in business conditions in recent 
years is indicated by the steady expansion in the exports of 
other nations which has rather closely paralleled the growth of 
our own trade. The combined figures of ten leading European 
countries for the first nine months of 1928 show an increase 
of five per cent in value of exports as compared with the cor- 
responding period of 1927 The fact that this expansion is 


elat ly greater than that of the exports of the United States 
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The New HOGE 
STAPLER 











O MORE CLOGGING 


HE new Hoge Stapler is the mas- 

ter achievement in stapling machine 
construction—performing with speed and efh- 
ciency every service required of a stapler. The 
loss of time caused by staples clogging is as old 
as the stapling machine itself. Modern business 
efficiency demands a stapler with this undesir- 
able feature removed—the new model Hoge 
meets this demand in a way long expected by 
the user. 


Here are some of the distinctive advantages 
that will make the new Hoge Stapler a big seller 
for office, factory and school use. 


Non- Clogging Attachment. Developed and 
tested by skilled engineers, this exclusive fea- 
ture of the new Hoge model ejects the jammed 
staples in one operation, greatly increasing its 
efficiency and speed. 


Rugged Construction. Scientifically built to 
withstand hard and continuous use. 


Positive Mechanical Action. Develops smooth 
and rapid operation. 


Large Capacity Holding Magazine. Holds 200 
V itrocoted wire staples in one load. 


Convertible into a Tacking Machine. Base re- 
moved in one operation. 


Attractive Appearance. Finished in bright 
nickel — plunger knob in blue, a distinctive 
identification mark of the new Hoge model. 


List Price $5.00. 


Write for circular and trade discounts. Be the 
first to cash in on the most efficient stapling 
machine on the market. 


THE HOGE MANUFACTURING COMPANY 
3-25 East 21st Street : : : New York, N. Y. 








Vitrocoted 
Wire Staples 


Hoge Vitrocoted wire staples are fastened to- 
gether into compact strips of 100 by a special 
process which has recently been perfected. These 
strips of preformed wire staples are easily and 
rapidly loaded. A slight pressure on the plunger 
knob is sufficient to separate the staples. 


Hoge Vitrocoted wire staples are ideal for in- 
creasing your repeat sales business. They pro- 
duce the maximum of efficient results when used 
with the new Hoge Stapler and are equally suit- 
able for any similar wire stapling machine. 1000 
Vitrocoted Staples to a box. 10 boxes to a carton. 


Let us send you circular and prices, giving com- 
plete description of the new Hoge Stapler and 
Vitrocoted wire staples. 


THE HOGE MANUFACTURING Co. 
23-25 East 21st Street : New York, N. Y. 
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ORPIN DESKS... and Your 
New Avenue of Profit 


Without reducing your sales of standard office desks, these By restricting the styles and manufacturing on large scale, 


genuine mahogany and walnut especial designs will produce we are able to offer high quality at attractive prices, rivalling 
a very welcome business from professional offices, studios . - aot 4 
and persons having considerable business or personal corre- combination woods. Let us send you description an 


spondence to attend at home. prices. 


ORPIN DESK CO., 121 Medford Street, Charlestown, Mass. 


GENUINE Battleship Linoleum TOPS 


Hundreds of offices have “se their desks, tables, counters, etc., with Genuine Batriesnip Linoteum Tops. 





























fous give the appearance of a newly furnished office pe make working conditions more practical and sanitary. 


OLAR Genuine Battleship Linoleum Tops owe their remarkable popularity to the fact that none 

has been produced by us’ made of material other than Genuine Battleship Linoleum, 3-16" in 

thickness. ‘This permits us to guarantee each one to lie perfectly flat at all times. This superior 
material is being rapidly adopted by many banks, business offices, schools, hospitals, hotels, etc., because 
»f its durability and attractive appearance. 

It is not necessary to fasten Polar Battleship Linoleum Tops to the desk, as they are all 
3-16" thick and heavy enough for their own weight to hold them in place in most cases, 
However, we furnish free with each top four neat brass or nickel corners, to be used if pre- 
ferred. Backs of all tops are covered with green felt. We 
ilso manufacture special brass binding to go around the 


entire edge of desks or counters which extends 4% on 





top of linoleum and 3 ,” on edge of desk or counter. 
No. 1434—Polished Brass Linoleum Top Binding fur- 
nished in 6 ft. lengths. 
Sizes in Stock 
Sizes of Desk Tops Ready for Prompt Shipment in Either 


Green, Br n or Grey Color 
Double Desks 


4? x 30 50 x 34 60 x 34 66 x 36 55 x 48 
48 x 30 $$ x 32 60 x 36 72 x 34 60 x 48 
48 x 32 $$ x 34 66 x 32 72 x 36 66 x 48 
50 x 30 60 x 30 66 x 34 72 x 38 66 x 54 
30 x 32 60 x 32 72 x 48 
72 x 54 
iny special size made 1 rder. Send paper patterns when Send for our complete catalog illustrating 


pecial odd cut-outs are required to insure perfect fit. 60 different office articles 





POLAR MANUFACTURING COMPANY — brinkvetrni ts 
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1 IS PRICE COMPETITION AFFECTING 


| YOUR RIBBON AND CARBON SALES? 


HEN sell Quality—sell Novelty — sell 


Efficiency. 


Show it—it sells itself. 


| You don't have to talk Whitedge Carbon Paper 
| 
| 

















Carbon Papers 
561 GRAND AVE. 


Whitedge ‘‘Noiseless’ carbon paper is clean to 
handle —durable—makes clear copies. 


Stormtex Typewriter Ribbons write like print. 


Write for samples and prices. 


H. M. STORMS COMPANY 


(THE COMPLETE LINE) | 
Typewriter Ribbons 


BROOKLYN, N. Y., U.S.A. 
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- LOOSE-LEA 


HOLDER 


ECONOMY FOR BIG AND 
LITTLE BUSINESS 


For transferring all sorts of post binder sheets, the 
F. B. Loose-Leaf Holder is unexcelled. Sheets may be 
narrow or wide and of any center distance. The Holder 
readily adapts itself because of the simple adjusting 
mechanism. Likewise, sheets in quantities from a few 
to many, are securely held and available instantly. 
You'll like this F. B. Holder because it is practical, 
efficient and economical 


F. B. MANUFACTURING CO. 
1228 INTERVALE AVE., NEW YORK 
































THE NEW MODEL A 


<EVEREADY> 


Paper Fastener 





Retail Price, $5.00 


The Stapling Machine Beautiful 


COLORS: 
Olive Green, Mahogany, Walnut. 
Different from any other machine. 
5000 Staples without a stop. 


Write us for Further Information 


Eveready Mfg. Co. of Boston 


Factory: 34 Southbridge St., Worcester, Mass. 
General Sales Office: 50 Church St., New York City 
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Europe. Of 
smaller ex- 
especially 


is evidence of the further economic recovery of 
the ten countries, only Sweden and Finland had 
ports than in 1927 Germany's trade showed an 
marked growth. 

The exports of countries outside of Europe reached about 
the same aggregate value as in 1927. Canadian exports in the 
first nine months of 1928 were six per cent larger in value than 
a year earlier, while the total value of exports of four im- 
portant Asiatic countries declined by three per cent, chiefly as 
a result of the decrease in price of rubber and silk 

The total value of our exports of merchandise increased 
about three per cent in 1928 and was larger than in any of 
the seven preceding years As the average prices of com 
modities exported was unchanged, the change in value of the 
trade measures quite accurately the change in its physical 
volume. Exports of wholly and partly finished manufactures 
comprised about three-fifths of the total trade (twice as large 
a proportion as in 1896-1900) The size of exports of this type 
of merchandise is determined very largely by the extent and 
effectiveness of our sales efforts. The further substantial 
growth of our exports of these fabricated products in 1928 in- 
dicates once again our ability to compete successfully with 
other industrial nations 

Exports of Manufactures Show Good Gain 

Exports of finished manufactures have been steadily ex- 
panding for six years and in 1928 were about seventy per cent 
higher in value than in 1922. The most marked growth during 
the past year occurred in the exports of automotive products 
which reached a total value of almost $500,000,000 (according 
to ten months’ figures) and were about one-fourth larger than 
in 1927, the best previous year. During the past six years the 
value of our automotive exports has increased by about $300,-— 
000,000, or more than one hundred and fifty per cent. As the 
purchasing power and standard of living of other nations 
shows further improvement, it is probable that there will be 
yet greater demands from abroad for American automobiles. 
Marked gains have also occurred in recent years in our exports 
of many other fabricated commodities—industrial machinery, 
agricultural implements, office appliances, rubber tires, and 
cutlery. 

Exports of semi-manufactures continued to show a steady 
growth in 1928, owing to larger sales of copper, iron and steel 
products, and leather in foreign countries. Exports of copper 
were about seven per cent larger in quantity during the first 
ten months of 1928 than in the corresponding period a year 
earlier. This increased demand from abroad was accompanied 
by a steady advance in the price with the result that the 
value of exports was fifteen per cent greater than in the pre- 
ceding year. 

The value of crude materials exported was also larger than 
in 1927, in spite of a smaller movement of coal, largely because 
the exports of cotton, tobacco, and undressed furs increased. 

Exports of crude foodstuffs were materially reduced, as the 
movement of wheat and rye was much smaller than a year 
earlier. Trade in manufactured foodstuffs, on the other hand, 
showed comparatively little change in value, since a marked 
growth in exports of canned fruits offset declines in the values 
of flour and meat sent abroad. 

Consideration of the geographic distribution of the trade in- 
dicates that exports to all continents except Oceania increased 
in 1928. Exports to Canada increased eight per cent and that 
country advanced to first place in our trade. Much of this 
gain resulted from larger shipments of automobiles, agricul- 
tural machinery, and other manufactured articles. 

Exports to Asia showed an even greater growth, amounting 
to about twelve per cent, as a consequence of largely increased 
shipments to China, Japan, and the Philippine Islands. Ex- 
ports to China were about one-half again as large as in 1927, 
owing to a marked expansion of sales of illuminating oil, leaf 
tobacco, cigarettes, and many other manufactured products as 
a result of improved conditions in that country. 

Shipments to South America have also continued their up- 
ward trend and reached a total value more than twice as large 
as in 1922. Practically all of the growth occurred in our trade 
with Argentina, Brazil, and Colombia, which were already our 
largest customers on that continent. The increased purchases 
of South America as in other recent years consisted largely of 
manufactured articles—automobiles, machinery, iron and steel 
products, and gasoline. 

Exports to Europe Show Slight Change 

The total value of American exports to Europe was about 
the same in 1927 as in the previous year, the principal changes 
being increases in shipments to Italy, Russia, Sweden, Spain, 
and Poland which were about equal to the aggregate decreases 
in value of trade with the United Kingdom, Germany, and 
Denmark. The increase in exports to Italy and Russia and the 
decrease in exports to Germany were both ascribable largely to 
changes in the value of shipments of raw cotton, while the 
most important cause of the decline in exports to the United 
Kingdom was a reduction in wheat shipments. The larger 
part of the increase in Swedish trade and also of the decrease 
in Danish trade resulted from changes in the quantity of 
automotive products shipped to those countries and apparently 
represented in large part a decrease in Swedish purchases of 
American cars assembled in Denmark. 

Demand for American manufactures continues to increase in 
Africa and has caused a steady expansion of our trade with 
that continent. Exports to Oceania which also consist largely 
of fabricated goods have, on the other hand, been declining as 
a result of smaller sales to Australia which has suffered a re- 
duction of buying power owing to the relatively low price of 
some of its staple products 

Imports of the United States were valued at about $4,100,- 
000,000 in 1928, or two per cent less than in the preceding 
year. There was a further moderate decrease in import prices 
during the year, so that the quantity of goods imported was 
actually slightly larger than in 1927. The average price of 
rubber was about one-fourth lower than a year earlier, and 
there were also marked declines in the average unit value of 
raw silk, sugar, and many other commodities which we import 
in large quantities. 

Of the five great economic classes of imports only crude 
foodstuffs and finished manufactures showed increases in 1928. 
The rise in value of crude foodstuffs was primarily a result 

(Continued on Page 202) 
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“Standard” Filing Boxes 


for storing checks, letters, deposit slips, time 
cards, etc., are the strongest collapsible filing 
boxes ever made. Triple ply bottom without 
creases. Positive fastening by two metal straps 
that will not come off. Last twice as long. 
Made in standard sizes. “Built like a pirate’s 










chest.” 
Dealers: You can write 
your own guarantee on 
STANDARD collapsible 


filing boxes — we'll back 
you. 


You take no risk—orders 
shipped subject to your 
approval. There is good 
profit here. Send for prices 
and discounts. 


1115 N. Franklin Se. 
CHICAGO, ILL. 











1830 coece, sox cum: 1929 


TATION BASED ON MERIT 








No. 2401-6W 


S.K. PIERCE & SON CO. 
GARDNER, MASS. 


96-102 Cross Street 25-27 Carroll Street 


Warerooms: BOSTON, MASS. BROOKLYN, N. Y. 
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Ingento Cutters 


for CARD AND PAPER CUTTING 





NOW MADE IN 7 SIZES 





| A SIZE FOR EVERY NEED 


No. 1. 6% inch blade. No. 4. 12)% inch blade. 
No. 2. 8% inch blade. No. 5. 15 inch blade. 


No. 3. 10!4 inch blade. No. 5!4. 18 inch blade. 
No. 6. 24 inch blade. 





Manufactured Only by 
IDEAL SCHOOL SUPPLY CO. 
8316-8340 Birkhoff Ave. 
Chicago, Illinois 











An Opportunity for Young Men 


An old, established firm offers a chance 
to sell a standard product, and GROW 


Only one class of men will be interested in this adver- 

tisement. These are the young men,—perhaps in their 

twenties and fresh from college,—who are wondering 
what line of business to enter. Or the young fellows 
who now have an inside position and want to get out in 
the selling game to broaden themselves both in income 
and experience 
In short, they are the class of men who are willing to 
work and learn and build their future with us. And to 
such men we wish to tell our story 
The John B. Wiggins Company has, in the past seventy 
years, developed a national business in all forms of 
copper- and steel-plate engraving. Most of this has 
been carried on up to now by mail. Now we desire to 
establish direct representation and to engage a few 
clean-cut young men who will be a credit to us. We 
prefer that they be in their twenties, and sufficiently 
well educated to be able to converse intelligently. Each 
will be assigned to a certain district in his locality 
Here he will contact prospective customers and show 
them, from the beautiful book of actual engraved sam- 
ples our complete line 
Experience is unnecessary, for we would prefer to teach 
the men we select in our own way of selling our quality 
product. Their remuneration will be on a commission 
basis 
Each will be given an opportunity to advance and con- 
nect himself permanently with this firm 


Reply by letter only, please. If 
you ere such a young man, we 
would be glad to have a letter 
directly from you mentioning as a 
reference some prominent business 
acquaintance. 


The John B. Wiggins Company 
| 1153 Fullerton Ave., Chicago, Ill. 


| 
| (Established 1857) 
| 
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Aurora, (til.—The B. C. Jess Company, 140 Fox street, has 
been chartered to manufacture and deal in office supplies; capi- 
tal stock, $10,000; incorporators—B. C. Jess, Manie V. Ells 
R. C. Woodworth 

Bremerton, Wash.—Anchor Stationers has been incorporated 
capital stock, $7,500; incorporators—P. M. Black, H. B. King 
and A. A. Johnson 

Chicago, tll.—Ed Spaeth has taken on lines of George FE. Fox 
& Company in several mid-western states. 

Chicago, I!l.—The Wrenn Paper Company has opened an of 
office at 725 Conway building, in charge of F. A. Roll He was 
connected many years with the Garrett-Buchanan Company 
Philadelphia 

Chicago, IIl.—The Horder store in the Conway building was in 
the thick of a January fire, but escaped damage. A tall build- 
ing is being erected next door, and the timber framing for 
concrete work in a tower caught fire. Flaming brands flew 
all around, but did not damage the Horder store, or even break 
a window. 

Cleveland, Ohio.—Curtis, 1000, St. Paul, Minn., has opened an 
envelope mill at 205 St. Clair avenue, in the Ajax building 

Danbury, Conn.—Elijah Sturdevant has purchased the sta- 
tionery business of Lewis F. Ising, 260 Main street Mr. Ising 
is retiring from business because of ill health. Mr. Sturde- 
vant’s sons, Harry and George, will conduct the business 


Danville, Va.—The Townes Book & Stationery Company has 
changed its name to the Dixie Book & Stationery Company 

Dover, Del.—The Alton Superior Printing & Stationery Com- 
pany has been chartered in Delaware; capital stock, $50,000 
100 shares no par value; E. EF. Craig, charter representative 
Dover 

Elizabeth, N. J.—Turner’s Stationery Store, 2 South Broad 
street, has been chartered to do a wholesale and retail station- 
ery business; capital stock, 200 shares no par value; incorpo- 
rators—Samuel H. and Anna Turner, 1021 North avenue, and 
David Schwartzbach, 720 Van Buren avenue 

Hammondsport, N. Y¥Y.—The stationery and jewelry business 
of the late Henry G. Layton has been purchased by Harold 
Wood 

Jackson, Miss.—Th« Mississippi Stationery Company has 
moved to 139 East Pearl street 

Los Angeles, Calif.-The Bert M. Morris Company, San Frar 
cisco, has opened a branch at 415 Transportation building 

Madison, Wis.—H. C. Netherwood, of the H. C. Netherwood 
Printing Company, was appointed vice chairman of the sun- 
shine committee of the Madison Kiwanis club 

Milwaukee, Wis.—The Safety Envelope Manufacturing Com 
pany has been chartered to manufacture, print and deal i: 
paper, envelopes, stationery, etc.; capital stock, $15,000; incor 
porators—John F. Ragsdale, Arch Griffith and Ida C. Ragsdak 

New York, N. Y¥.—Greenhaus Filing Systems, Inc., has moved 
from 576 Broadway to 61 East Eighth street 

New York, N. Y.—The Fan-C-Pack Company, Inc., 151 West 
Nineteenth street, has taken a membership in The Merchants 
Association of New York 

New York, N. Y¥Y.—Henry Frank has incorporated to conduct 
a stationery business; capital stock, 200 shares common: Kurz- 
man & Frank, charter representatives, 25 Broad street This 
is the incorporation of the business at 29 East Twentieth street 
which will locate at 429 Fourth avenue in February. 

Philadelphia, Penna.—The Stillman Stationery Company, 812 
Ritner street, has been registered as a commercial title in the 
common pleas court by Frieda Stillman 

Salt Lake City, Utah.—The Breeden Office Supply Company 
has moved to 152 South Main street The store is one of the 
largest of its kind in mountain district 

San Francisco, Calif.—Stationers generally seem to have en- 
joyed a satisfactory holiday business in this city. Robert Pin- 
ney, sales manager for Neal, Stratford & Kerr, speaking of the 
month of December, said that they had the biggest cash busi- 
ness they had ever experienced and the biggest month in their 
business, since the wat 

San Francisco, Calif.—Paul Elder & Company of this city had 
a substantial increase during the past year, especially in the 
stationery department This well-known book and stationery 
house has had excellent response to the revival of the art of 
good engraving Hand-blocked stationery monograms and 
Christmas cards were introduced about three years ago by Miss 
Reynolds and the demand has grown steadily, and the interest 


shown by many advertising men, artists and printers has been 


(Continued on Page 202) 
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Standard Size Adding Machine Paper Used in These Pads 


Gulmo Memo Pads 








For your office, stock room or home; 
for taking telephone calls, 


inventory notes, etc. 


An Everlasting Time Saver 


PRICES: 

4 Inch Writing Space 
Brush Brass Finish - - - 
Black Enamel Finish - - 
Order by Number Only 

Refills 30c each 


No. 3-BB 
No. 3-B 


Dealers and Agents—write fo: particulars 


Manufactured by 


GULMO CO. - Eden,N. Y. 
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Quality- Built 


MOTORS 





Makers of office appliances will find 
at the Emerson factories a long expe- 
rience in designing and supplying 
highly successful motors for many 
types of office appliances—and a rec- 
ord of 38 years devoted exclusively 
to building small motors and fan 
motors. Surely your small motor 
problems deserve the extra help that 
this specialized experience can offer. 


A. C.and D.C. 1/30to2H.P. 


THE EMERSON ELECTRIC MFG. CO. 
2018 Washington Ave., St. Louis, Mo. 
806 W. Washington Blvd., Chicago, Ill. 
50 Church Street, New York City 


EMERSON 


MOTORS 
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A large manufacturer has 
heretofore marketed a single 
Stationers’ specialty as a side 
line. He now has a selling 
organization for the Station- 
ers’ Trade covering the entire 
country and is desirous of 
entering into negotiation 
with other manufacturers 
similarly situated with a view 
of combining a number of 
established or promising 
specialties into one line. 


Confidential correspondence 
solicited. 


Address KT-29, care Office 
Appliances, Chicago. 








DIEMER 
PRODUCTS 


FOR 
SATISFACTION ano SERVICE 


ENVELOPES for Filing, Mailing and Carrying 
Purposes, in RED ROPE and JUTE, for flat or 
folded papers. Also Metal End Filing Boxes. 

The illustrations show a few of the designs carried 
in stock. 

Samples furnished on request. 


JOHN F. DIEMER COMPANY 
519 Broadway (Est. 1869) New York, N. Y. 


SEND FOR CATALOG NO. 30 
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PEERLESS SANITARY LINE 


PEERLESS 
PRODUCTS PLEASE 


Letter trays and waste paper baskets, all sizes, 

mail and tape baskets, space baskets, built up 

trays, locker baskets, PEERLESS paper burn- 

ers, wire globe guards, office partitions, wire 

guards, etc. SPECIAL WIRE GOODS 
MADE TO ORDER. 


PEERLESS 
WIRE 
GOODS CO. 
2720 Ferry Street 


LAFAYETTE, 
INDIANA 
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PEERLESS SANITARY LINE 
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How Much Is It? 


An every day question, and the inquirer 
juggles the answer while he weighs it 
with respect to the item under con- 
sideration. 


How much is it? Is it worth it? Will 
it stand up? Will I get my money’s 
worth? Thoughts flash quickly, one 
after another through the buyer’s mind. 


But price is not an index to quality as 
Western desks prove. The quality is 
far in advance of the cost, as any dealer 
can easily prove by direct comparison. 


Western Furniture Company 


Blair Ave. at Palm St. St. Louis, Mo. 











February, 1929 










| Get 

stat, Set 
Sa for 

Spring Business 


OW is none too soon to get 

set on your costumer require- 
ments for the spring selling sea- 
son. Sanymetal Steel Costumers 
with their cross-locked and welded 
base, their handsome baked enamel 
finishes and their non-tip-over feature 
are a fast-moving item in any season. 
They’re a staple that requires no wait- 
ing for turn-over, and priced to com- 
pete with wood costumers, too. Write 
for the facts. Get set with Sanymetal 
now. 





















So 


Std t 255 


The Sanymetal 
Products Co. 

1695 Urbana Road 
Cleveland, O. 


New York Distributor 
A. H. Denny, Inc., 356 Broadway 













| AD-JUS-TO-FORM Chairs | 















have a feature that 
has mever been in- 
corporated in a chair. | 





The seats of 
AD-JUS-TO-FORM 


chairs are adjustable 
forward or back, to 
fit people of different | 
size. They have an 
adjustment for rais- | 
ing and tilting of | 
back and all other | 
features to insure } 
perfect comfort. 
Write for full par- } 
J _ . ticulars. 


THE 











MARBLE & SHATTUCK 


CHAIR CO. 
CLEVELAND, OHIO 
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station known as the Thorp & 
has been opened by the Thorp & Martin 
All makes will be cared for, with 





Boston, Mass.—A 
Martin Pen Company 
Company, 66 Franklin street. 
special attention to Parker, Sheaffer and Wahl products. 

Chicago, it).—The new “Balanced Lifetime’’ pen line of the 
W. A. Sheaffer Pen Company has met with ready approval by 
the trade. The sales have far exceeded the expectations of the 
company 

Chicago, ilil.—J. H. Hildreth, of the Esterbrook Steel Pen 
Manufacturing Company, made a trip to middle west points in 
January, arriving at the Twin Cities in time to participate in 
the annual dinner of the stationers. 


service 


Chicago, Itll.—E. A. Mayer, manager here for the Eberhard 
Faber Pencil Company, spent several days on business at St. 
Louis in January.—A. C. Burton has been appointed salesman 


in the Chicago territory He had been with the L. E. Water- 
man Company in the past.—Mr. Mayer had appointed two new 
junior salesmen, W. J. Krause and Roy Lawrence. 


Fort Madison, ltowa.—Craig R. Sheaffer, treasurer of the 
W. A. Sheaffer Pen Company, and E. H. Pollard, the company’s 
general counsel, have been at Toronto several weeks. They 
are organizing the W. A. Sheaffer Pen Company of Canada, 
Ltd., which will function for the local corporation in Canada 
and other British countries. 

Philadelphia, Penna.—W. T. Conway has joined the United 


States Pencil Company. He will travel the southern states. 

Philadelphia, Penna.—J. Cowley Huss, president of the Turn- 
er & Harrison Pen Company, is recovering from a sprained 
ankle which kept him from business for some time. 

San Francisco, Calif.—Edgar Sparks, coast manager for the 
L. E. Waterman Pen Company, reported a good holiday busi- 
ness with all the salesmen out in their territories early in 
January. 

San Francisco, Calif.—Charles Nunn, of the Joseph Dixon 
Crucible Company, came to California for the holidays to visit 
his father at his ranch near Hanford. Prior to going out on his 
territory, Mr. Nunn visited the San Francisco office with a big 
bunch of quail. 

San Francisco, Calif.—H. L. Carmen, general manager and 
vice president of the Mabie-Todd Company, is contemplating 
visiting the coast early in the year. According to W. H. Gold- 
finger, retail store manager for the H. S. Crocker Company, 
business has been exceptionally good in pens and desk sets. 

San Francisco, Calif.—Angy B. Thomas, coast manager for 
the Eberhard Faber Pencil Company, and Thomas McElroy, his 
assistant, got back for the holidays after visiting headquarters 
of the company in New York, where they attended 
ference. In the latter part of January, Mr. Thomas stated that 
they were booking big orders for ‘‘Mongol’’ pencils, showing 
that the national advertising campaign in January was bringing 
in very good results 

San Francisco, Calif.—c. B. 


a sales con- 


Mathes, general manager of The 
Conklin Pen Company, arrived in San Francisco, January 18. 
Mr. Mathes stayed at the Sir Francis Drake hotel, San Fran- 
cisco’s newest hostelery A sales conference was held at the 
hotel, where representatives of The Conklin Pen Company 
from the Coast territory gathered. Those present included: 
Oliver R. Pierce, Pacific coast sales manager; Leon Hewitt, 
manager in the Pacific Northwest; I E. Payne from Los An- 
and Howard Jones and Carl Lipner from Denver, Colo. 
San Francisco, Calif.—H. Hornback, the new branch office 
manager of The Wahl Company, began January by being com- 
fortably settled, with all the local force, in the Russ Building, 
San Francisco’s largest and one of its most luxurious office 
buildings Mr. Hornback, though new to San Francisco, has 
been for years with The Wahl Company. Prior to coming 
here, he was office manager for the company in Chicago. He 
is branch office manager for the coast territory. Corbell Smith 
is sales superintendent for the Northwest and J. M. Sandee 
sales superintendent for California and the Southwest. The 
new offices in the Russ Building are very commodious in equip- 
ment and physical lay-out They have a stock room and a 
shipping room and every facility for prompt shipping of orders. 
The Wahl Company’s suite consists of five rooms, large, light 
and sunny. Mr. Hornbrook expressed special satisfaction with 
the new offices and their facilities because The Wahl Company 
is bringing out a new line in the coast territory at present and 
it is quite interesting to the dealer. This is the interchange- 
able nib feature. A dealer can carry thirty-six pens and show 
as high an assortment of stock as when he carried 324 fixed 


ge les; 


nib pens. In other words, to get nib selection, a dealer only 
has to carry about one-tenth the amount of stock he had to 
carry when he used pens with fixed nibs. Mr. Hornbrook pro- 
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QUALIFIED protects 
expensive machines 


Especially made to save wear 
and prevent clogging. 
Smooth and lintless. Econ- 
omy is also assured by the 
guarantee of full 250 foot 










rolls. Ask for it at sta- 
tioners. Free samples 
from us. 





CENTRAL PAPER CO. 
Menasha Wisconsin 


STATIONERS: If you are not 
already stocking QUALIFIED, 
write us for detailed information 
en the special ways in which it 
assures profits. 


QUALIF! 


ADDING MACHINE 
PAPER 













CENTRAL PAPER CO., Menasha, Wis. 
Please send free samples of QUALIFIED. 


O I am a user. (J I am a satationer. 
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CANODE INK CO. Inc. 


CANODE 
PRODUCTS 


The Canode line of 
Inks and Office Sup- 





plies includes inks, 
inked ribbons, car- 
bons, stencils, etc., 


for all business pur- 
poses, all used daily 
in the modern office 














and sold through 
stationers and office 
equipment dealers. 


Especially in de- 
mand are Canode 
inks and stencils for 
rotary duplicating 
machines. Every 
item in our line is 
manufactured in our 
Sown plant under our 
own supervision. 
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During the past seven 
years the name Canode 
has been synonymous 
with unsurpassed qual- 
ity at a popular price. 
Write us for particu- 
lars. 


CANODE INK & 
OFFICE SUPPLY 
COMPANY, Inc. 
3005 Carroll Ave. 
CHICAGO, ILLINOIS 

















202 OFFICE APPLIANCES February, 1929 







101 VEARS OF MANUFACTURING EXPERIENCE 


a ™~ 





There is a swivel 
chair to match 


This chair is 
No. C 3004 CX 























\ , 
STYLE AND STAMINA 


HIS modern H-W chair has the style 
that better offices demand today— 
and the stamina to serve which every 
purchasing agent seeks. Of course, it 
is guaranteed by Heywood-Wakefield 
—and, of course, it will make money 



















for you. 
c ~~ . 1] 
Heywood -Yf ahefield 
. nt on re 
Baltimore, Md. Los Angeles, Calif. 
Boston, Mass New York, N. Y. 
Buffalo, N. Y. Philadelphia, Pa. 
Chicago, Ill. Portland, Oregon 
Kansas City, Mo. St. Louis, Mo, 






San Francisco, Calif. 







































Pencil & Pen 
both for the price of one 


Many pencil users like to have a 
pen handy, too, when needed. 
The Viseon Duplo is the answer. 


It is a novelty only to the ex- 
tent of being unique—it’s thor- 
oughly practical. The “Viseon” 
Duplo will do every task, and 
equally as well, as a separate pen 
ind pencil 

A simple turn and the user has 
his choice of either pen or pencil. 
Both are equal to the finest 
quality mechanical pencil and 


fountain pen. Fully guaranteed. 


Send for full descriptive circular 


il d prices, 


HUTCHEON BROTHERS 
245 Centre Street 
NEW YORK 














nounced this new feature both simple and fool-proof and ex- 
pressed satisfaction with the campaign started for it on the 
Pacific Coast. A. G. Frost, sales manager for The Wahl Com- 
pany, is expected here directly after the national convention in 
February. 

Sonora, Cal.—Partial confirmation was recently given to 
rumors that the Pickering Lumber Company plans to install a 
pencil slat manufacturing unit at its Standard City plant. The 
company, which is one of the biggest lumber operators in 
California, is preparing to erect a tremendous plant at Alturas, 
but it also operates at Standard City (Tuolumne county) and 
D. H. Steinmetz, vice president and general manager, while 
declining to say that the pencil lumber plant would be built, 
stated that if a decision was made in its favor, the location 


§* STAMPS « STENCILS « SEALS 


Chicago, !il.—The Stamp Manufacturers’ Club, Inc., sent a 
delegation to the St. Louis regional meeting of the L S. M. A 
consisting of W. Farr, S. D. Flinn, Chas. Taylor, Geo. T 
Schmidt, Chas. L. Safford, Hans Hellesoe, Charles Hanson and 
Jos. A. Pardi. 

Chicago, Ilil._-W. Farr, western manager for Wm. A. Force & 
Company, Inc., returned to Chicago January 17 from a trip east 
He visited with his family, and found his aged mother well. 
Mr. Farr spent some time at the company’s offices in New 
York, and made business calls at Toledo and Detroit on his 





return trip 

New Orleans, La.—The Schulze Stamp & Stencil Company 
was burned out by a January fire. The company was enabled 
to handle incoming business through the courtesy of other 
stamp manufacturers. 

New York, N. Y.—H. G. Baumann, of Wm. A. Force & Com- 
pany, Inc., is making a good recovery from his broken ankle 
It will be some time, however, before he can return to work. 

San Francisco, Calif.—Wilfred Crowell is manager of the new 
rubber stamp division of the Schwabacher-Frey Stationery 
Company. Rubber stamps are made and a considerable line of 
alphabet signs is handled. The new division aligns Schwabach- 
er—Frey with the rubber stamp manufacturing interests of San 
Francisco 

——_.——_—— 
(Stationery—Continued from Page 198) 
practically nation-wide. It has been found necessary to enlarge 
this department. 

San Francisco, Calif.—Arthur C. Moench, vice president and 
general manager of the H. S. Crocker Company, Inc., states 
that the corporation has taken over the Cahen Stationery Com- 
pany, 258 South Los Angeles street, Los Angeles. The change 
took effect January 1. The Cahen Stationery Company was a 
wholesale firm and Mr. Moench said that the Crocker interests 
are going to move their own wholesale department from 723 
S. Hill street, Los Angeles, to the location at 258 South Los 
Angeles street, which will be run as their wholesale department 
with W. E. Wilbur, the Los Angeles wholesale manager, in 
charge The Crocker interests are taking on the Cahen Sta- 
tionery Company's wholesale lines, but they had not any exclu- 
sive agencies. Their sporting goods lines, however, are being 
added, and these embrace tennis, baseball, football, etc., goods. 
The store at 723 S. Hill street, Los Angeles, will be run exclu- 


fae 


sively as a retail establishment. 


. : : ge te 
Opportunity will linger longer at the door of the hard 
worker.—The Honolulu Item (Mercantile Printing Company, 
Ltd.) 
—_— > 


(Review of 1928 Business—Continued from Page 197) 


of an increase in both the quantity and average price of our 
imports of coffee, while about one-half of the advance in im 
ports of finished manufactures was due to increased purchases 
of burlaps 

Crude materials, the most important class of imports, de 
creased in value about nine per cent, as a result of lower prices 
of rubber and silk and smaller purchases of rubber, tobacco, 
and furs. Imports of hides and skins, on the other hand, in 
creased in value by more than one-third, as there were larger 
purchases at much higher average prices 

Decreases in both the quantity and value of sugar imports 
accounted for the decline of more than one-tenth in imports 
of manufactured foodstuffs. There was very little change in 
the value of semi-manufactures imported, as large increases in 
imports of fertilizers and leather about balanced declines in 
the value of tin, lumber, and aluminum purchased in foreign 
countries 

The only important changes in the geographic distribution of 
the import trade in 1928 were a decrease in imports from Asia, 

(Continued on Page 210) 
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in the 
Field of 





BLUE-BLACK 
ITS PERMANENT 


SANE WRITING FLUID 


For Signatures of Importance 
and all Writing of 
__Intended Permanence 






VISIBILITY 


Is the demand in 
Office Appliances 
Today 


Get in line with the ONLY 
Visible Numbering Machine. 


Good profit and quick turnover be- 
cause only ONE model to stock. 


Retail Price in U. 8. A. only 
$12.00 


6943821 





You see it 


— before it 
. 3-Movement prints! 


CAN VISIBLE 


NUMBERING MACHINES 


NOV18°34 By the makers of 
Fac-Simile Impression AMCODATER 


The great little desk companion with the 
sharp metal figures and the long life. All- 
metal construction—dates run for 12 years— 
brilliant colors: Chinese Red or $2 95 
CED GOO vc occwavnsébeseeateciscses ° 


Manufactured by 


American Numbering Machine Co. 
224 Shepherd Ave. Brooklyn, N. Y. 


AMER 






= 





Chicago London Paris 
Canadian Agents 
8. 8. Stafford Co., Ltd., 146 King St. 
Toronto, Canada 











APPLIANCES 


203 








BALL BEARING 
LETTERING PEN 


COIT’s 


Give these pens — 
a fair test. 


Give Coit’s Ball-Bearing Lettering Pens a fair 
test. Put them on display. Let the storekeep- 
ers, students, architects, real estate agents, 
artists, etc., see them. Tell about the enthusi- 
asm of the users. A good business soon results. 


SAMPLE DISPLAY FREE—A sample display 
card, containing 12 assorted pens, will be sent 
for 30 days’ sales trial, prepaid. Ask for it today. 





THE BRIDGEPORT PEN CO. 
239 John Street 
BRIDGEPORT, CONN. 

















No. I11E-B 


14 drawers, 


Weceeeeeereaea: 





LOOK—* 
into this PROFIT PRODUCER 


Service Steel Products, with a liberal profit margin, pay handsome 
profits to any aggressive dealer. They sell everywhere and serve 
all storage purposes—economically. Cubic Inch Storage is the big- 
gest selling idea the industry has had since the advent of 


steel equipment. 


No 111 E-B shown above is designed particularly for the 
- filing of electrotypes and cuts. Also suited 
for filing plans, blueprints, charts, maps, drawings, etc. 
Good looking, dust-proof, rust-proof, fire-resisting. Smooth 


top, sides, and back. No bolts, rivets, open joints or laps 
exposed. Strong, double walls of steel enameled in olive 
green. 14 sizes, 7 styles, suited to every office, store 
and shop need. 


Sell Cubic Inch Storage—it produces profits 


SERVICE STEEL PRODUCTS CORP. 


914 W. North Ave., Chicago (4100A) 
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or Are Under Construction 
There Is a Market for 
IMPERIAL Built-in 


Steel Furniture 


Banks, courthouses, stores, public 
institutions, buildings of all kinds 
require a certain amount of special, 
built-in furniture. Imperial dealers 
are enabled to bid successfully for 
this business because Imperial 
installations are built right and in- 
stalled at a cost that rivals stock 
lines. The dealer carries no stock, 
simply outlining the requirements. 
Plans, prices and suggestions that 
will help close the contract are sup- 
plied as part of our co-operative 
service. Your inquiry is invited. 


IMPERIAL 


STEEL CABINET COMPANY 
2130-2152 Fulton Street 
CHICAGO, ILLINOIS 

















Many 
Customers 
Want 
Long Wear 
and 
Good Looks 
for 
Little Money 


a 
Alma desks are not the cheapest on the sell your economy minded customer on 
market but we believe they are the best low choosing Alma. 
priced product it is possible to build. The desk shown is the 42-inch size of the 
And they cost so little more than the complete 1100 line, finished in Mahogany, 
cheapest, give so much more in good looks Walnut or Oak with quartered tops. Write 
and long wear; it is no problem at all to for interesting data on Alma desks. 


ALMA Furniture Co., High Point, N. C. 
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Baltimore, Md.—Mayer & Thalheimer have opened a branch 
store at 119-21 East Baltimore street. This is located in the 
banking and office building district. 

Baltimore, Md.—J. W. Lewis, who had been manager here 
for the Art Metal Construction Company, has been transferred 
to the Philadelphia branch, Ninth and Sansom streets, where 
he is manager 

Birmingham, Ala.—A. C. Atkins, manager of the dealer divi- 
sion, Lyon Metal Products, Incorporated, gave a sales talk to 
salesmen and officers of Office Outfitters Company, Inc 

Dallas, Texas.—The Dallas Office Supply has added a floor 
to its space, permitting a complete showing of ‘‘G—F"’ products 

Detroit, Mich.—Lynn B. Emery, Inc., has succeeded to the 
business of The Hilton, Hart & Garrett Company 

Eau Claire, Wis.—The Eau Claire Stationery Company has 
been appointed representative for northwestern Wisconsin by 
The General Fireproofing Company. 

Haverhill, Mass.—The Oxley Steel Equipment Corporation 
has been chartered to manufacture and deal in all kinds of 
stationery, office supplies and equipment, including desks and 
cabinets; capital stock, $25,000; incorporators—Thomas H. 
Arnold, Plaistow, N. H., John H. Oxley and Mary L. McCarthy 
of Haverhill. 

Kansas City, Mo.—The Office Equipment Company has added 
the lines of the Oxford Supply Company. It had already car- 
ried such representative items as the Metal Office Furniture 
Company, Englewood Desk Company, Schwab Safe Company 
and Fred Medart Manufacturing Company. 

New York, N. Y.—The local store of the Yawman and Erbe 
Manufacturing Company, 368 Broadway, suffered a fire loss of 
about $50,000 January 6 

Philadelphia, Penna.—The Shaw-Walker Company, Muskegon, 
Mich., has purchased the four-story building at 1010 Chestnut 
street, now occupied by the Philadelphia branch. Extensive al- 
terations will be made, including a basement salesroom 

Portiand, Ore.—K. F. Belding, who had been a part owner in 
the West Coast Printing & Binding Company, has joined Glass 
& Prudhomme. 

Portiand, Ore.—The J. K. Gill Company has installed an argon 
electric sign on its building, displaying three shades of green 
in the design and lettering 

Portiand, Ore.—The Paul C. Giesy Company, Pittock block, 
has established a salesroom for office appliances at 103 West 
Park street The main store is on the Stark street side of the 
building 

Rochester, N. Y.—H. J. Mehsele has been appointed traveler 
by the Yawman and Erbe Manufacturing Company, covering 
the territory handled formerly by S. C. Shortlidge This in- 
cludes western and northern New York state. 

San Antonio, Texas.—Moss Evans has been placed in charge 
of visible and filing systems and business machines department 
of the Maverick-Clarke Litho Company. He had been formerly 
with The Baker-Vawter Company, Rand-Kardex and Library 
Bureau. 

Springfield, !ti_—The General Fireproofing Company has ap- 
pointed the Springfield Office Equipment Company its local 
dealer 

> — 


Iraq Trade in Fountain Pens and Pencils 

Commerce Reports] Fountain pens have been known in 
Baghdad for twenty-five years, but until ten years ago the 
trade was very limited The trade in refillable pencils is like- 
wise a development of the last ten years. 

Iraq’s customs publications do not show as separate items 
the quantities or values of fountain pens and pencils imported 
into the country, but one of the leading Baghdad merchants 
estimates that the value of these products sold in the Iraq 
market totals $6,500 annually, $4,000 worth being imported each 
year from the United States and the remainder from Europe. 
It is claimed that the imports from Europe, however, consist 
partly of American fountain pens and pencils sent out by 
European agents or distributors and classified as European on 
the shipping documents. 

The better quality fountain pens sold in Iraq are of ordinary 
black rubber composition, with one or two gold or silver bands 
The better quality refillable pencils are either gold or silver or 
gold or silver plated. 

Fountain pens retail at ten rupees ($3.60 each), including 
customs duty of fifteen per cent ad valorem. Cheaper fountain 
pens are also sold in Baghdad and retail at two rupees ($0.72) 
to five rupees ($1.80). 

Gold or gold plated refillable pencils or silver or silver plated 
pencils retail at varying prices, bring generally between eight 
rupees ($2.88) and twenty rupees ($6.72) each, including cus-— 
toms duty of twenty per cent ad valorem. Cheaper automatic 
pencils are also sold in Baghdad and retail at one rupee ($0.36) 
to three rupees ($1.08). 


———_—>——. 
An idea at work is worth a hundred in your head.—Quality 
& Courts) 


NEW CURMANCO 
STATIONERY SEPARATOR 


ALL ONE PIECE 


Welded Together 
Fits in Any 
Desk Drawer 


5 POCKETS 


4 for letter heads 
1 for envelopes 


Will Not Warp, Crack or Fall EACH 


Apart Like Wooden Separators. $2.50 


Finely Finished in Olive Green 
Art Steel 


Size 
8%&x3x18 inches 


Pays for its cost four times a year. Keeps Letter 
Heads Clean, Saves Space, Saves Operator’s Time. 


Order Sample on Approval Today. 
Regular Dealer Discount 


Currier Manufacturing Company 
N. W. Terminal, Minneapolis, Minn. 














8617-2 JE 
SWIVEL TO 
MATCH 





CROCKER CHAIR CO. 


SHEBOYGAN, WISCONSIN 
CHICAGO NEW YORK OAKLAND 
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where profit 
beckons * 





Profit is calling you. It is 
waiting for any live type- 
writer dealer in the sale of 
Lincoln Superior typewriter 


keys. 


Typewriter keys are ac- 
cepted as a matter of fact in 
most offices and Lincoln 
keys are generally requested 


when the user specifies. 





Details on request. 


LINCOLN 
RUBBER KEY Co. 
27 Thames St. 
New York, N. Y. 


























The Superior 


MULTIPOST 


STAMP AFFIXER and RECORDER 
SAVES STAMPS, TIME and MONEY 


Eliminates four out of five necessary oper- 
ations in the stamping of mail. Prevents loss, 
misuse and mutilation of stamps by keeping 
them locked together in one safe place. 
Makes possible an accurate record of all 


stamps used. 

DEALERS: 
You know that persistent National Advertising 
creates a steadily increasing 
demand for an article, the 
merit of which has already 
been established. Each of our 
advertisements urges pros- 
pects to ask you for the Mul- 
tipost and you should be pre- 
pared to supply them. Under 
our Dealer Plan you carry no 
stock, have no money in- 
vested and are not obligated 
for service. 











If you have not received our 
Dealer Book “Why & 
How,” write for it now. 


Multipost Company 








ROCHESTER, N. Y. 
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S TYPEWRITERS % 


Cedar Rapids, lowa.—F. E. Wells is now selling Royal type- 


writers here, working through the branch at Davenport. 

Chicago, Ilil.—H. L. Bridges, manager of portable typewriter 
sales for the Underwood Typewriter Company, visited the Chi- 
eago branch in January 

Chicago, !!1.—The Shipman-Ward Manufacturing Company is 
working night and day to keep up with orders, especially for 
semi-rebuilt and rental machines. 

Chicago, I!l.—E. Y. Horder is expected back at his desk about 
February 1, to spend a brief period with business. He will 
then return to his southern home at Magnolia Springs, Ala 

Chicago, II!._—Edward Patrick Ryan, special representative of 
the Underwood Typewriter Company, made a brief sojourn in 
Chicago last month, and the state of our community appeared 
to be satisfactory to him. 

Chicago, Itll—The Woodstock Typewriter Company has ex- 
panded the territory of Leonard Weiner, who had been district 
manager for the western half of Pennsylvania and West Vir- 
ginia. He now had charge of the entire state of Pennsylvania 
with the exception of the branch territories, and also the bor- 
der cities of West Virginia. 

Chicago, It!|._—F. H. Morse, Chicago branch manager for the 
Woodstock Typewriter Company, returned to work in January 
after a ten-day siege with the flu.—Harry V. Temple has been 
appointed special school representative to act in Chicago branch 
territory A. G. Hendrickson, of the Chicago branch, got plenty 
of thrills while on his Christmas vacation at Chetek, Wis 

Cincinnati, Ohio..-Woodstock sales in Butler, Warren and 
Claremont counties have been placed in charge of G. N. Slade 
who is now a member of the Cincinnati branch organization 

Defiance, Ohio.—A typewriter and stationery store has been 
opened by Wesley M. Beatty, near the Crosby hotel. Mr. Beatty 
had been with the Defiance Printing & Engraving Company 

Des Moines, lowa.—4?. P. Johnson, the new manager here for 
the Royal Typewriter Company, Inc., had been a salesman at 
the Kansas City Branch before this promotion. 

Detroit, Mich.—Karl Snider and H. M. Walmsley have joined 
the Detroit branch office of the Woodstock Typewriter Com 
pany tjoth have had extended experience in the field, includ 
ing former connections with the Woodstock organization. 

Fort Worth, Texas.—-S. H. Phillips, formerly a salesman with 
the Dallas branch of the Royal Typewriter Company, Inc., 
has been appointed manager here. 

Fredonia, Kans.—A. A. Wray, distributor for the Woodstock 
Typewriter Company, has been assigned additional territory 

Gainesville, Fla.—W. W. Brown, operating from the Jack- 
sonville branch of the Royal Typewriter Company, Inc., is sell- 
ing machines in this city. 

Johnstown, Penna.—The Johnstown Typewriter & Supply 
Company has been appointed distributor by the Woodstock 
Typewriter Company. A number of counties surrounding 
Johnstown are handled by Alan R. McReady, the manager. 

Milwaukee, Wis.—Edward Yochum is a recent addition to the 
local sales staff of the Royal Typewriter Company, Inc. He 
has been in the office appliance field five years. 

Minneapolis, Minn.—Ray C. Shumway has been appointed 
manager of the Minneapolis branch of the Woodstock Type 
writer Company. W. D. Foster. his predecessor, has been ap 
pointed district manager for New York state. 

Oklahoma City, Okla.—W. H. Warden, who had been with the 
Underwood Typewriter Company at Muskogee, Okla., has been 
transferred to the local branch, 220 West First street. 

Pittsburgh, Penna.—Jay F. Wingard has been transferred by 
the L. C. Smith & Corona Typewriters Inc., from the office 
at Johnstown, Penna., to the local branch, 112 Fulton building 

Quincy, til._—The local branch of the Underwood Typewriter 
Company has been moved from 208 W. C. U. building te 429 
Hampshire street. The company now occupies a ground floor 
location in the Washington Theater building. O. G. Dunlap 
has been manager here thirteen years, and says that prospects 
for 1929 are very good. 

Richmond, Va.—The sales roster of the Royal Typewriter 
Company's branch here contains three new names: Messrs 
Morris, Cassidy and Farish. 

St. Louis, Mo.—W. M. Pettit has joined the Royal Typewrite: 
Company, Inc., as a salesman with the local branch. He has 
an extended experience in the typewriter field. 

St. Paul, Minn.—E. J. Smith has been appointed manager of 
the local branch, Royal Typewriter Company, Inc. He had been 
national account man in the Minneapolis district heretofore 
Mr. Smith has been in the typewriter field twenty-one years 
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Hard Work 


have resulted in the 
production of the 
present perfected, 
lower priced line of 








Sherman-Manson 
Tubular Steel Stands; 
CROWN PRODUCTS, for more adaptable to scores of 
than a quarter century, have been 
making “Good impressions.” office and factory 
uses. 
From every quarter of the globe, 
those who sell our products, have Use the coupon to se- 
come to associate the CROWN . 
TRADEMARK with quality and cure further full in- " B 
Style 23- 
good service. formation and prices. 
Responsible distributor connec- SHERMAN-MANSON MFG. CO. 
tions are desired in both domestic 621-31 S. Kolmar Ave., Chicago 


and foreign fields. 


Crown Ribbon & Carbon Mfg. Co. 


Rochester, N. Y. 
U.S. A. 











Please send folder with full information regarding your new, lower prices. 








Name _ 























City State. 








SS] LSS] LE, SSS az=aB 


| 





nant, Good Number 1) KUMFORT 
KUSHINS 


Turned Leg Narrow Table 
Made right - _ sold right 


48x24”, 60”x24”,. 72”x24” 

You can recommend our line to the trade 
without qualification. Every step in man- 
ufacture is right—selection of coverings 
that wear, uniform, fast colors, and fillers 
that hold their resilience. KUMFORT 
KUSHINS stay put, they are made in 
various styles, with the bevel edge for gen- 
eral office use, the de luxe mohair velour 
covered cushion, and the smaller styles 
for telephone chairs, for round chairs, and 
the griptite edge for stools. 


>= 













We give full co-operation and sell thru 
the dealer. Introductory offer with prices 
and discounts are sent on request. 





Made of Walnut and Mahogany. We manufacture 
the largest variety of wood accessories for the office 
in the world. Write for our catalogues, and 1929 


will be your most successful year of profitable num- 
bers if they are Quigley. 


The Quigley Furniture Co. 


| 
ro] ; oO 
WHITESBORO, NEW YORK 
oO 


Featheredge Rubber Co. 


340 West Huron St. Chicago 


New York City Office: 130 W. 42nd, Room 414 





=] SS SSS HO —B 











OFFICE 





The floating ball positively closes 
the pen opening when the well is 
not in use, preventing evaporation 
8 or coagulation of the ink. Lewis 
The Ball Bearing Floats Ball Bearing Inkwells never squirt 
Rf Fed nor get out of order. They are 
= ~ er guaranteed to give absolute 
satisfaction 
Desk Set No. 221 
Manufactured by the 


Lewis Ball Bearing Inkwell Company 


Box 228, Paulding, Ohio. U. S. A. 
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a newW 


Changeable “IN and OUT” Board 


Made in standard sizes to accommodate twelve names 
and twenty-four names, special sizes to order, these 
boards will tell at a glance just who is in or who is 
out and when they will return. The twelve name 
size is 11x104% inches. 


Instead of using the old style peg which was very 
often misiaid or lost, a celluloid sliding indicator 
marks the time of return. The names are changeable 


You can pick up worthwhile orders by showing 
this new board Prices and information on request 


DAVENPORT-TAYLOR MFG. CO. 


Main Offices and Factory 
Chicago, Ill. 


412 Orleans St. 
Boston New York San Francisco Detroit 


-_ 


NAME WILL RETURN 
ANDREWS, J.P S i 
BRADLEY. J.0 6 9-0-fpe 
CAMPBELL. I.C. | 
DERMOTT. R.A 
EURECK,E.G 
FRANKLIN, P_R 
GREGARR, J.J 


HAMLEY.K.! 


JENKINS. E.T 
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dealer proposition y 
Please ship my wder for Ajax 
a Service Stamps ) 










Here is what you can tell your customers about 
the Ajax: Its dating wheel lasts 10 years. The 
dial is installed with any reading matter the cus- 
tomer desires, without extra charge. Any color 
ribbon desired. And an unconditional guarantee! 
Carry the Ajax line! 














Write ,Wire or Mail Coupon 


ay 
Ajax Time Stamp Co., 
3564 Broadway, New York 


Please send complete information on 





15 
Liberal 


| 

| 

Dealer | 

je Discounts 


Jax Service Stamp 








N Address ‘ R 


City State 

















The Arlac Plan for 
Dealer Profits 


Arlac Duroderma Dry Stencils make repeat sales 
because they do the work better. This firm, hard sten- 
cil is easy to cut—o’s and other round characters repro- 
duce perfectly—and the sharper lines require less ink. 
Especially fine for all stylus work. Easier to read 
proof. Customers like Arlac Stencils and come back 
for more—and repeat sales make profits. 


Arlac believes that co-operation with the retailer is an 
important factor in the sales plan. Inquiries from 
national advertising are turned over to the local dealer 
Examples of Arlac work are furnished for exhibition 
purposes. Quality and co-operation—these are the 
reasons wide-awake dealers are making money on Arlac 
Stencils and Duplicating Supplies 


There are several profitable territories 
available for alert dealers. Write 
today for full details of the Arlac 
Plan. Sample stencils sent on request. 


Arlac Dry Stencil Corporation 
418 Fourth Avenue Pittsburgh, Penna. 
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San Francisco, Calif.—The San Francisco Typewriter Dealers’ 
Association held the first meeting of the year January 16, in the 
usual form of a dinner meeting in Elks’ Hall. 

San Francisco, Calif—The L. C. Smith & Corona adding 
machine is ‘“‘going big,’’ according to Lester Secor, of the Guar- 
antee Typewriter Company, who has the distribution of it for 
San Francisco 

San Francisco, Calif.—Messrs. Perry & Guy, of “Typewriter 
Guy” store, expressed satisfaction with the progress of busi- 
ness since establishing themselves in San Francisco. They are 
both enthusiastic hunters and recently came back with the limit 
of fat, rice-fed wild geese, shot in and around Willows. 

San Francisco, Calif.—H. A. Sperb, Pacific coast manager for 
the Woodstock Typewriter Company, and Guy M. Campbell, 
San Francisco manager, left January 3 for New Orleans to at- 
tend the Woodstock sales conference, January 11 and 12. They 
both earned the trip because San Francisco stood third for the 
company’s branches in the United States, in Woodstock sales. 

San Francisco, Calif.—Hearty satisfaction was expressed in 
local typewriter circles when it was learned that James H. Sait 
had gone to Spokane, Wash., as manager for the L. C. Smith 
& Corona Typewriters Inc. During the years that Mr. Sait 
was manager for the Hammond typewriter in this city he made 
many real friends in the trade, and they were all glad to learn 
of his new appointment 

San Francisco, Calif.—The 
occupies its new offices at 576 Market street, two doors west of 
the former location The new store is very light, convenient 
and attractive. It is finished in oak and Filipino hardwood and 
has fine large showcases and filing facilities. The shop, in the 
rear of the store, is large and very convenient Messrs. Stone 
have been receiving congratulations on their new headquarters. 

Seattle, Wash.—E. H. Thorp, who had been branch manager 
at Omaha, Nebr., for the L. C. Smith & Corona Typewriters 
Inc., has been made division manager, with headquarters with 
the local branch in the L. C. Smith building. 

Tryon, N. C.—Wm. R. McDowell, a salesman for the Under- 
wood Typewriter Company at Detroit, Mich., is here on a leave 
of absence. He is making a good recovery from illness. 


Stone Typewriter Company now 
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: ADDING MACHINES % 


Chicago, Ill.—L. J. Zant has been appointed sales manager 
by the Victor Adding Machine Company. 

Chicago, Ill.—Otto Munzer, of the Adding & Calculating 
Machine Exchange, returned to work early in January follow- 
ing a siege with the flu. 

San Francisco, Calif.—The annual meeting of stockholders of 
the Marchant Calculating Machine Company was held January 
14 Officers and directors were all re-elected for the coming 
year. The company's annual statement was not issued at the 
time, but it was expected to be available before long. 

San Francisco, Calif.—F. C. Chard has been appointed adding 
machine and cash register specialist for Zone 7 by Remington 
Rand Business Service, Inc He makes headquarters at the 
San Francisco district office, 39 Second street. Mr. Chard had 
been Dalton adding machine specialist for Rem Rand at Port- 
land, Ore., in charge of that department. Mr. Chard was con- 
nected continuously with The Dalton Adding Machine Com- 
After the Remington Rand merger 
Portland until the present 


pany the past twelve years. 
he was department 
promotion. 


manager at 
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§ OTHER MACHINES *% 


J. McFarland, of the United Autographic 
was elected a member of the 1929 commit- 
a department 


Chicago, I1Il.—A. 
Register Company, 
tee on salesmanship by the Advertising Council, 
of the Chicago Association of Commerce. 

New York, N. Y.—H. Lee Conner has joined the advertising 
agency of Charles Austin Bates, Inc. He had been assistant 
advertising manager for The Todd Company, Rochester. 

Rochester, N. Y.—The Todd Company has placed its produc- 
tion staff on a five-day week basis. This new arrangement will 
be followed closely to determine its effects on health and output. 

San Francisco, Calif.—There is a good deal of interest in office 
circles here in the business show which takes place in this city, 
April 8-13. The National Cash Register Company which has 
never exhibited here before, will be one of this year’s new ex- 
hibitors at the business show 


The girl who knows her carats gets the best engagement 
ring.—The Office Cat (The Richmond & Backus Company) 
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PELOUZE POSTAL SCALES 


HEY tell automati- 

cally the exact amount 
of postage, in cents, re- 
quired on all mail matter, 
including parcel post rates 
by zones. Warranted ac- 
curate. Beautifully finished 
in French gray or gold 
bronze enamel. 








National 


Made in Several Styles 


Intended for in- 
dividual desk, 
library, office or 
shipping room. 
Dealers supplied 
by principal job- 
bers. 





ASK FOR PELOUZE SCALES 


Pelouze Manufacturing Co. 
232-242 East Ohio Street Chicago, Illinois 
Original Manufacturers of Reliable Automatic Postal Scales 



































“The Best Scales to Use Are Made by Pelouze” 
Conrades 


2 
NEW Posture Chair 


You have seen the rest—now try this latest and 
farthest advance in posture chair designs. Let 
us tell you of our dealer arrangements—it means 
more business and profit 
Write today. 





for you. 


CONRADES 
MFG. CO. 


| 1942 N. Second St. 
St. Louis, Mo. 


Full Line 
Exhibited 
1718 


Washington Ave. 
St. Louis 


No. 320 


Posture type- 
writer chair 
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] 
WE OFFER THE FINEST 
LINE OF 
{i CARBON PAPERS 





TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


~—weweveveeweweeeeeereeeeeS* 
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33 Allen & Company 
11-13-15 Vandewater Street 

; New York 
q 
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The cards that detach from 
tabs with perfect edges 





Build Business With 
Book Form Cards! 


They are working for hundreds of other 
printers — why not let them work for you? 


require no binding or stitching. We will 
supply you with these leather cases, in 
different styles and grades, in which the 
cards are kept crisp and fresh. 

Profit on these cards and 
cases will average you 50 
per cent. Capitalize on the 
demand for them! The field 


THE PRINTER who prints nothing but 
ordinary business cards is only an ordinary 
printer—and the printer who can furnish the 
cards that detach from tabs with perfect edges 
is a long step ahead of him. PRINTERS’ SPECIAL GRADE 
You can obtain these SAMPLE ASSORTMENT LOTS 
blank scored cards direct 200 Cards, Cusiness Size $i! 
from us, ready for print- 2 Lever Cinder Cases 


ing and inserting in Patent naar | bonne he ne $s we have been cultivating 
Lever Binder Cases hold- 9 soo cards, 4$izes - - $10 fF you during the past 


ing 15 of more, which 1S Lever Binder Cases years is unlimited! 


Write today for sample assortment of cards and cases 


The John B. Wiggins Company 


Established 1857 


1152 Fullerton Avenue, CHICAGO 


P-8 26-2 
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Chicago, Iil.—The Miller-Bryant-Pierce Company has in- 
creased its suite at 1004, 20 East Jackson boulevard thirty-three 
per cent. This has permitted a large increase in the stocks 
carried here. 

Chicago, ili.—J. A. White, manager here for the F. S. Web- 
ster Company, Inc., left for Ocean Springs, Miss., January 11, 
where he will spend a winter vacation. Among the attractions 
are golf, fishing and motoring, and Mr. White is prepared to 
enjoy all. He drove his car to Ocean Springs late last year, 
and left it there, returning to Chicago by rail to organize his 
branch for the work of the new year. 

Milwaukee, Wis.—The Ault & Wiborg Wisconsin Company 
has been chartered; capital stock, 230 shares no par value; in- 
corporators—R. E. Showerman, Earl T. Nigman and Howard BE 
Berry. 

New York, N. Y.—The Neidich Process Company of New 
York has been chartered to manufacture office supplies; capital 
stock, 25,000 shares common; Delaware Registration Trust 
Company, charter representative. 

San Francisco, Calif.—Robert Pinney, president of the Carbon 
and Ribbon Dealers’ Association of California, sent a letter of 
condolence in the name of the association to Harry S. Stark, 
treasurer of Mittag & Volger, Inc., regarding the passing of 
A. H. Barkerding. Mr. Barkerding was expected to visit the 
Pacific coast, and had planned addressing the association. 


Y LOOSE LEA Yl 


Chicago, til.—O. D. Fielding, of the National Blank Book 
Company, spent the holidays at his family home, Monroe, Mich 

Chicago, !!I.—R. G. Fuller, of the Tallman-Robbins Company, 
is a member of the 1929 committee on window displays of the 
Advertising Council of Chicago. This a department of the 
Chicago Association of Commerce. 

New York, N. Y.—The Graham-Chisholm Company has opened 
a branch store at 15 Park place. 

Pittsburgh, Penna.—E. J. Lapp, local sales agent for The 
Leaf Binder & Equipment Company, Kalamazoo, has 
moved his office from 102 Sixth street to 213 Clark building. 

San Francisco, Calif.—In the present ‘‘Flexipost”’ contest of 
The Stationers Leaf Company, the H. 8S. Crocker Com- 
pany, Inc., stands fourth in the United States. 

San Francisco, Calif.—The ‘‘De Luxe Line” leaf de- 
vices and systems is now well represented in a wholesale job- 
Jack Polster, through the 

by the way, spent some 
manufacturer and as usual 











is 


Lot se 


Loose 
of loose 


bing way by our well-known friend, 
Ingrim-Rutledge Company. Polster, 
eighteen years with the “‘De Luxe” 
lending the West his valuable in 
solving their loose leaf problems. Mr. Polster is anxious to add 
other good lines to his wholesale department and says he will 
be glad to hear from manufacturers of stationery specialty 
items who are interested in distributing their products in north- 
ern California. 


is coast dealers assistance 


San Francisco, Calif.—The Schwabacher-Frey Stationery 
Company has become representative of Acme Card Systems 
Company, Chicago. Sales of this line are in charge of H. E 
Ingram, formerly of the Rand Company. 

Syracuse, N. Y.—Karl E. Castle will call on the trade in the 
Chicago and the northwest territory for the McMillan Book 


Company until a salesman can be assigned to the district per- 
manently. 


- SS 
(Review of 1928 Business—Continued from Page 202) 
ascribable chiefly to the lower average prices of rubber, silk 


and tin, and an increase in imports from South America which 


resulted from larger purchases of coffee, nitrates, and 
petroleum 

In summarizing conditions at the end of 1928, we may state 
that domestic production and trade are in record volume and 


continues to show steady growth as 


for American manu- 


that our foreign commerce 


a result of an increasing foreign demand 

factures. The maintenance of our imports at about the same 
level as in the two preceding years indicates the large purchas- 
ing power and general prosperity of the United States. 


Rar SEE 
October-November Exports of Bands and Erasers 


Commerce Reports] United States exports of rubber bands 
and erasers in October and November, 1928. were: October, 
86.568 pounds at $56,937, unit price, $0.66; November, 85,368 
pounds at $85,268, unit price, $0.62. Great Britain was the 
best outlet for these shipments. importing rubber bands and 
erasers totaling $53,060 in value. 
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A most practical 


Calculator Desk 


For best work, a calculator must 
be held at the proper height—in 
the correct position Ordinary 


desks and tables won't do 


But Furnas builds a desk designed 


for the job The machine is held 
in the proper position, with plenty 
of table room for papers which 
are to be audited [here's a big 
market for this desk—some firms 





having large batteries of them 
May we send complete details? 


FURNITURE CO. 


FURNAS 


INDIANAPOLIS, IND. 








Performance Speaks 


Not until an office machine has actually been put 
into use can its merits be judged. The “Satellite” 
stands the tests of 
time and hard usage. 
It is heavy enough 
to stand steadily, yet 
it can be moved eas- 
ily and quietly on its 
large metal casters. 
The “Satellite” can 
help swell your 
sales volume. 


Model 2X 


. Made especially for 
typewriters and other 
office machines. The 
top is made of highly 
finished oak, mahog- 
any or walnut and is 
sixteen inches square. 
If desired the top can 
be had in all metal, and 













is adjustable. The 
metal top is supplied 
in a baked ebony 
enamel, 


Adjustable Table Company 


Grand Rapids, Michigan 


























QuickasaF lash! 


End Mistakes—Double Speed with 
Precalculated Verified Answers 


Meilicke ready-made answers to routine problems cut 


calculating time in half for Western Union, Western Blectric 
and many other users. 

Systems without training. 
levers to pull. 


Any employee can use Meilicke 
There are no keys to punch, no 
Just turn the card and copy the answer. 



























The Melilicke line consists 
of the following devices: 


Interest Calculators 
Savings Bank Calculators 
Time Calculators 

Pay Roll Calculators 
Bonus Calculators 

Unit Basis Calculators 
Dozen Basis Calculators 
Freight Calculators 
Express Calculators 
Lumber Calculators 

Coal Calculators 
Commercial Calculators 
Butter-fat Calculators 
Yard Goods Calculators 
Discount Calculators 
Water Bill Extenders 
Blectric Bill Extenders 
Price Checkers 

Vertical Cataloging 
Phone Indexes 


The Dictaform for letters, 
paragraphs and all 
data. 


Meilicke Systems meet every need, and special Calculators 
can be supplied to meet any special requirements. Let us 
show you without obligation how Mellicke systems can save 
money for your business. Write now. 


Agents—Some valuable territortes are still open. 


Meilicke. Systems, Inc. 
3471 No.Clark St. Chicago, Illinois 


Write today. 
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CHAIRS 


for a better 
day’s work 


Designed comfortably to fit 
the body, this Colonial Fit- 
Well chair induces the cor- 
rect posture and conserves 
human energy. It is recom- 
mended as the proper chair 
for all sorts of sedentary 
work. 


Furnished in oak, birch, 
imitation walnut and imita- 
tion mahogany—also avail- 
able in solid walnut. 


Our new catalog shows 
other Fit-Well designs and 
a line of period styles— 
sent on request. 


Colonial Chair Co. 


CHAIR MAKERS FOR HALF A CENTURY 
1740 N. Maplewood Ave. 





Chicago 
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New Patented Binding Systems 
ANDY DESK PAD 

















Made of imitation leather—pad slides in— 
| quickly refilled. One of our many patented 
refill products such as memo books—check 
book covers—bridge score books—catalog 
| covers, etc. 





$24.00 a gross. Send trial 


| order hv ea dozen. Office Chairs 


Made to stand long service 


YYTO'TO!, ~ at minimum price 
| SYSTEM BINDERY, INC. Empire Chair Company 
































442 North Wells St. CHICAGO, ILL. r 
| Johnson City, Tenn. 
STATIONERY SPECIA LTIES Permanent Exhibit — American Furniture Mart 
Space 1526 — 1527 — 1528 Chicago, Il. 
, 














TYPEWRITER STANDS “Bold Stand ard” 


PERFECT REBUILT 





NEW NEW 
In : « IN 
APPEARANCE Ss EFFICIENCY 


Darel a 


We never rest at “good”— 
We reach forward to “better”— 
Each day producing the “best”— 


PROGRESSIVELY SUPERIOR 
(1898 to 1929) 
OWER || unverwoon IGHER 
REMINGTON 
“A production unit at remarkably love PRICES || ano accotners || AA VALUE 
— EXPORT--- WHOLESALE 


GENERAL TYPEWRITER EXCHANGE, INC. 


McLEOD FURNITURE COMPANY, LAUREL, MISS. 462-464 BROADWAY NEW YORK, U. S. A. 
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* CATALOGUES #4 ) oD 


a 
Paragraphic reviews of current issues from the catalogue and y 8) 
allied fields, classified for convenient reference. THis Rg RIB® 


Manufacturer 


The R. H. Smith Manufacturing Company, Springfield, Mass., 
has issued Catalogue No. 45, a book of 246 pages and cover. 
Prices are given in a separate list No. 45 shows a complete 
line of supplies, machinery and other essentials for the marking 
device trade. 

From The Udell Works, Inc., Twenty-eighth street at Barne 
avenue, Indianapolis, Ind., comes Catalogue No. 89 of secretary, Just To Prove It 
wall, spinnet, lid, book, hotel, hutch and table desks, library e ° 
and fireside bookcases, sectional bookcases and highboys The Try An Imperial Ribbon FREE 


library and sectional bookcase lines include many which are 








suitable for office uss ‘ 
> : -— > Mook : —- ~ HE secret of Imperial’s popularity with dealers is a 

i ayn = Rey EE, = ae: oe gb ars simple one—but not so easy to find. It's just quality 

is printed in contrasting colors, simplifying measurement, and at a moderate price. . . 

increasing the accuracy of the work. The new ruler was de- You and your customers will both like these type- 

signed by an educator as an aid for school pupils, and has writer ribbons, because, like Chesterfields, “they sat- 

also a wide field of utility in the commercial field isfy.” They stand up under hard usage; they will not 
The Shipman-Ward Manufacturing Company, 4401-09 Ravens- smudge; they erase = write Cal and stay 

wood avenue, Chicago, Ill., has reprinted two important ad- black longer, because of their even inking. 

dresses given at the 1928 convention of the National Association Profits come with repeat sales and repeat sales are 

of Typewriter Dealers. These reprints are sent without charge easy with Imperial Ribbons. They come boxed with 

to dealers. The addresses given are “How to Make More your imprint, if you wish, or in 144 yard reels. Try a 

Money in the Typewriter Business,” by J. P. Ward, and sample, and you'll order a gross—the coupon below 

“Overhead,” by W. R. Shilling brings the sample FREE. \ 
From the Readesk Manufacturing Company, 244 South Hirst 

street, Philadelphia, Penna., comes a bocklet descriptive of the . . 

company’s device. This is a convenience when studying or Imperial Manufacturing Co. 

reading books, permitting the user to read while seated or @ N 

reclining, giving no thought to supporting the book. The Rea- 

desk is supported from the neck and abdomen, and when not 295 Washington St. Newark, : J. 

in use collapses to a compact bundle. ee ae ee ee eee ee eee ee ew 
The Heinn Company, Milwaukee, Wis., distributes a hand Please send us sample typewriter ribbon (at no 

some brochure of thirty-two pages and cover “Covering the charge) for: 

Subject of Sales.”" Loose leaf catalogues are the theme, and 

illustrations in color show the use of Heinn binders for cata- BMMOMIME. occ cccccccscccsece coccce CONGR ccccccccccccs 

logues in many lines of trade. Binder mechanisms are de- 

scribed and illustrated in detail. The specimens illustrated in- i i a ee Pe) es 


clude simple one-color stamping and elaborate designs, decor 
ated and air brushed. 

From the systems service department of the Gilman Fanfold 
Corporation, Ltd., Niagara Falls, N. Y., come the first four of 
a series of seven manuals on “Forms in Modern Business.”’ 
These are used as a part of the company’s “after sale service” 
to customers, acquainting them with the technique of the pro- 
duction and use of modern business forms. The present man 
uals are: ““‘What Are Forms?” “Form Design—First Principles,"’ 

“Form Design—Other Considerations,” and ‘‘Paper in Relation . a a 
to Forms.” These manuals are dignified in typography, and 
educational in character 

Direct Mail—Manufacturer 


The Trussell Manufacturing Company, Poughkeepsie, N. Y., 
circulates a broadside on $My Finances$, telling of the im- éé 99 
provements made in this convenient account book for persenal 
records. e z 


A mailing by the Oxford Filing Supply Company, 500 Driggs 
avenue, Brooklyn, N. Y., offered a dependable source of supply 

















for stationers seeking folders and other filing accessories. A 
miniature sample folder was enclosed, and also a reply mail The steel engraved blanks that look and feel 
ecard to simplify requests for prices. like money and are engraved and printed in 

A mailing by the Oxford Filing Supply Company, 500 Driggs exactly the same manner in which United States 
avenue, Brooklyn, N. Y., suggests the sale of No. 9332 ‘bulk’ Bank Notes are produced. 
folders with orders for manila folders. The company has found They are admirably adapted for the production 
that at least five of these should be included with every 100 of high class Bonds, Stock Certificates, Short 
manila file folders, to care for extra heavy correspondence from Time Notes, Mortgages, Interims, Guarantees, 
important cusemers. —— : Warrants, Licenses, Merchandise Certificates, 
, The = ‘ ity Desk ¢ ——- i * ity, Ind., sent pa trade Membership Certificates, Letters of Credit, 
three catalogue pages showing 1e company’s four-piece 
“William Tell’ suite in walnut. This suite comprises desk, — Drafts, Securities and all papers of 
table, waste basket and telephone stand. The suite is mod- 7 
erately priced, and enables dealers to furnish period furniture A great variety of designs in six colors is car- 
to customers desiring beauty and harmony for but little more ried in stock to meet the needs of every 
than standard commerciai designs. — fiduciary requirement. 

The American Numbering Machine Company dispatched a 
broadside, “They Say—Justice Is Blind.”” The broadside is When these blanks are overprinted from type or 
folded cleverly to bring out this thought in sequence. Users by lithography they have the appearance and 
are urged to do justice to themselves by taking advantage of quality of high grade securities and prove most 
the “visibility” of American numbering machines. This broad attractive to the dealer and the investor. Thus 
side is done in black and red. and is very striking. | providing an unusually profitable source of 

business for the printer. 


The Dictaphone Sales Corporation distributed a leaflet telling 
of the service for travelers on the “Broadway”’ train of the 
Pennsylvania Railroad. The train stenographer can arrange Samples on Request. 
for the use of a Dictaphone in the passenger’s compartment or 
elsewhere on the train. On arrival at Chicago or New York a | 
Dictaphone messenger picks up the dictated cylinders, which | 
will be transcribed locally or mailed to the business man’s Kihn Brothers Bank Note Engravers | 


office. 








The National Cash Register Company, Dayton, Ohio, dis- 
tributed a broadside in black. red and gold showing the ad | 205-209 West 19th Street, 
vances made by its organization in Men, Methods, Money, . 
Fields and Products. A giant letter by J. H. Barringer, gen- New York City 
eral manager, listed the progress made. The broadside was 


illustrated with pictures of eighteen shop scenes, showing new 
machines and conveyor equipment which increased the ef- 
ficiency of the plants in 1928 
Direct Mail—Dealer 

The Franklin Printing & Engraving Company, Toledo, Ohio, 
dispatched a broadside featuring January discount sales on 
various lines of merchandise. This was printed on green stock 
vivid enough to get quick attention, and heavy enough to ride 
well through the mails 

The Columbus Blank Book Manufacturing Company, Colum- 
bus, Ohio, sent to its customers a four-page bulletin devoted — —_ = 





























The Defiance Eyelet Punch 


thor- 


\ combination punch and eyelet set 


lv re fully guaranteed and con- 


\lso Defiance Eyelets. 


oug! hable 
stantly in stock 
STANDARDIZE ON THE 


\. GENUINE GEM AND 
m PERFECTION 


Desk Memorandum 
-alendars 









No. 30 





Perfection 


‘House of Service” 





“DEFIANCE © 


| Sif SALES CORPORATION * 
72 SPRING STREET NEW YORK 


Stationers’ Glassware, Hardware and Specialties 
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The COMP-STAND 











The Comp-Stand 
“Makes operating easy’ 


The Comp-Stand is a simple device designed to 
secure maximum efficiency in the operation ot comp- 
tometers—by providing correct position 

The Comp-Stand supports the rear of the machine 
and thus brings the keyboard within easy reach and 
full visibility 

The Comp-Stand aids accuracy and speed, reduces 
fatigue, absorbs the jar and lasts a business lifetime. 


DEALERS AND SPECIALTY MEN WANTED 


The Comp-Stand is now being used by many large 
firms. It sells for $3.50 to $4.00 and offers a good 
opportunity for dealers and specialty men Write 


us today 
CLEVELAND CALCULATING CO. 


CLEVELAND, OHIO 


’ 


439 The Arcade 











the year. These 
machine posting 
transfer cases, 


variety of 


to items of special interest at the opening of 
included loose leaf systems bound books 
equipment, visible index records, filing supplies 
““Kleradesk Acco punch and a comprehensive 
calendar pads. 
Price Revisions 

Oakville-American Division of the Scovill 
Waterbury. Conn., has announced a new pric 


Manufacturing 


The 
: sched- 


Company 
ule 
a 


College Requests Window Display Material 


The Hampton Normal and Agricultural Institute Hampton 


Va., requests from manufacturers specimens of window display 
material \ course in retail merchandising has been estab 
lished, and dummy display windows are provided as a part of 
the training Manufacturers are invited to send to Charles H 


Welch specimens of window cards, cut outs and other display 
material for the use of the students This appears an oppor 
tunity to help a deserving negro educational institution, and at 
the same time to impress on students’ minds the products of 
manufacturers 


BIO —— 4 IK 
§ HOUSE ORGANS % 





Paragraphic reviews of current issues from the house organ 
field, classified for convenient reference 
Manufacturer 
\ thought from Lightning Flashes (Hedman Manufacturing 
Company) ‘The Quota Cards Represent Our Real If Intan 

gible Working Capital.” 
Fritz—Cross Service (The Fritz—Cross Company) offered New 


Year’s greetings to customers, and announced increased factory 
facilities. One of the first three improved lithographic presses 
to be installed has been added to the company’s facilities 


“Luck in Business," by John T. Flynn, in Weston’s Record 
(Byron Weston Company), cited some of the trivial things 
which led successful Americans into the fields which brought 


them power and wealth Dick Whittingten repeats—but on low 
wave length 
“How We 


Smith & Corona 


Bar Bulletin «(L. € 
contributed by H. W. 
was qualified to write 
made 100 per cent of 


Sell Supplies" in the Type 
Typewriters Inc.) Was 
Foley, manager at Portland, Maine He 
on the subject, as the Portland branch 
quota three months running 

The Milam building at San Antonio, devotes window display 
space in the building lobby to merchandise showings of unusua) 
character. The Mouthpiece (Dictaphone Sales Corporation) 
showed a display of the Dictaphone in color, and stated that 
more displays are to follow in the Milam building windows 

‘It Pavs to Advertise,”” said The Berloyalist (The Berger 
Manufacturing Company). The article reported and illustrated 
the plan of S. C. Sherry, agent at Englewood, N. J., when he 
makes a notable installation of “‘Berloy”’ equipment He runs 
i display ad in the newspaper telling about the equip 
ment used, and also the various items in the 

ferloy line.”’ 

The expansion of machine 


lo al 
advertising 
business was 


posting in American 


indicated by an article, “All Previous Machine Accounting 
Sales Records Broken in 1928,"" contributed by R. A. Furlong 
to The “Y and E” Idea (Yawman and Erbe Manufacturing 


co-operation of posting machine salesmen was 


Company). The 
growth of this branch of the “Y and 


an important factor in the 
Ek’ business 

Meeting requirements of banks for colored stock for bill straps 
has obliged manufacturers to appropriate the greater part of 
the rainbow “Steel-Strong”’ Dealers’ Every Month (The C 
lL. Downey Company) reports that one bank placed an order 
for a color which could not be obtained in stock suitable for 
bill straps This was the first instance in the experience of 
the Downey company that stock houses could not meet the 
demand 

An impressive 
the Paramount 


building of 
was shown 
Com 


of office furniture in the 
Corporation building 


irray 
Fa mous-—Lasky 


in The DuPont Magazine (FE. L du Pont de Nemours & 
pany) The tentley—Gerwig desks shown were finished in 
Duco.”" Another use of “Duco,”” showing good service when 


exposed to the elements. was a coach on the Erie railroad, 
finished four years ago, and still good 

Jos. A. Ryan, manager foreign sales, contributed to The Royal 
Standard (Royal Typewriter Company, Inc.) “‘Two Reasons for 
Success in Foreign Fields During 1929."" He based his predic- 
tions on the proficiency of the foreign establishment during 
1928, and the good will which the Royal engenders in service. 
The continuing recovery of European countries is further 
assurance of a good sales record abroad in 1929 

Pounds (Hanson Brothers Scale Company) cautioned mer- 
chants against window displays which do not attract If a 
flapper pauses before the polished plate glass to ‘police’ her- 
self. that's not helping store sales If she, and other passers- 
by, stops to study the merchandise display, that's the first step 
toward a business transaction in which the merchant profits 

The Fellow Aladdin Magazine (Aladdin Manufacturing Com 
that the burden of monthly issues has been 


panv) announced 

ihandoned for less frequent publication The editor aims to 
present real sales material, and had expected the field sales 
staff to turn in good “copy.” Rather than issuing a monthly 


of moderate value to the salesmen. the editor will run an 
edition as frequently as good material is available 

Diamond Star Points (Eberhard Faber Pencil Company) ex 
plained the company's new merchandising plan from the view 


wint of wholesale and retail stationers, as well a from the 
company executives In the same issue “What I Learned 
About the Value of Display told how a successful customer 
adopted some of the principles of the five and ten-—cent stores 


gaining sales and net profits 


Talks on Sales Promotion’’ in The Coach (published co 
operatively by the Boorum & Pease Company, Eberhard Faber 
Pencil Company, C. Howard Hunt Pen Company and Sanford 


takes up letter writing—both direct 


Manufacturing Company) 
and replies to inquiries prompted by 


mail solicitations to a list 
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and Ring Book 
Metals— 


MANUFACTURING STATIONERS use 
our metal parts service to advantage in 
handling quantity orders for memo and 
ring books, loose leaf catalogs, price 
books, etc. Many firms would use this con- 
venient, economical method of cataloging 
their goods if the proposition was prop- 
erly placed before them. We shall be glad 
to send full details of our extensive as- 
sortment of these metals, as well as our 
complete line of book rings, posts, keys, 
end lock metals, etc. 


Write for illustrated catalog and price-list. 


Loose Leaf Metals Co., Inc. 
6816-6824 Arsenal Street 


ST. LOUIS, MO. LE 





a 


PREMIER 


STEEL SECTIONAL BOOKCASES 
At the 
Price of 
Wood 


Standard sizes and 
finished in Oak, 
American Walnut, 
Mahogany, in na- 
tural wood effects 
and in Olive Green 
enamel. Construct- 
ed of cold rolled 
steel welded into 
rigid units. 

Each section com- 
plete. No top is re- 
quired. eceding 
doors. Can be had 
with steel doors, 
with glass doors, or 
without doors to be 
used as shelving. 


Folder and Prices 
on request. 








Address All Communications to the Chicago Sales Office 


Premier Metal Products Co. 


JOHN W. MESSIMORE, Sales Manager 





1467 CATALPA AVE. CHICAGO 
Address Ex Inquiries to G. W. Snowman, 215 W. 35th 8t., 
New York City. Factory: Mishawaka, Indiana 






































ROTOSPEED STENCIL 


When your duplicating supply cus- 
tomers once use Rotospeed’s NO-WAX 
Dry Stencil they will demand it always. 
The demand is ever increasing for be- 
sides producing sharp, clean cut repro- 
ductions of both stylus and typed work 
this stencil really stands the “gaff” of 
long, hard runs. Too it is an American 
made product—produced in our own 
plant at Dayton, Ohio, insuring both 
you and your customers against the 
contingencies surrounding an imported 
product and assuring constant supply at 
reasonable cost. 


DEALER OPPORTUNITY 


Rotospeed’s merchandising plan through deal- 
ers is a most interesting one, particulars of 
which will be sent on request to territories not 
already closed. Just mail your letterhead for 
Booklet Al0O for full information and sample of 


a 
ROTOSPEED Co. 


DAYTON, OHIO 























First of all na kd pp Se: 


If there is one thing above another that is neces- 
sary in making quality partitions, it is good lumber. 
There is no substitute for it. 

Add-A-Unit Partitions are made by an organiza- 
tion with forty years’ experience in producing every 
kind of partition for almost every conceivable use. 
Lumber used in the manufacture of Add-A-Unit 
Partitions is especially selected and is the most 
suitable for partition manufacture that is possible 
to secure. 

This company manufactures Add-A-Unit Partitions 
and stands back of the finished product without any 
reservations whatever. 

Your line of office equipment is not complete with- 
out this versatile line of wood partitions. 


Add-A-Unit Partition Company 




















872 West North Avenue Chicago 
AS a 
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| EVERY great selling organization, every 
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outstanding sales executive, all examples of 
successful merchandising, base their position 
on firm conviction of the quality of the goods. 


That confidence in the quality of the supplies 
when properly supported by the manufacturer 
is a VITAL essence—an ingredient that in- 
sures success. 


H We are in search of that VITAL essence to 

i carry our campaign to success in various 
localities throughout the field. Queen brand 
ribbons and carbons are manufactured in 
various weights and degrees of inking for 
#peciic purposes. When used as specified, 
these typewriter supplies are superior 
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ditional details to any retailer. 


UEEN| 


| 
i Ribbon and Carbon Co., Inc. 
i MANUFACTURERS 
| 109 Reade Street | 
| New York, N. Y. 


PEXEXESUOITIIIIT TIT 


| We shall be glad to furnish proof or ad- 
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The 
EJECTOR 
BAR 


makes the 





Hard daily we by girls and men, for many 
hours at a time, in thousands of offices, is the 
basis for Neva-Clog’s boast that the stapling 












pliers never clog in actual use If misused, 
Neva-Clog alone has a device to instantly and 
easily remove all jammed staples It's the | 
Ejector Bar Merely to depress it for an in- 
stant is to clean out all jammed staples. It 
never fails to work and it never fails to sell 
Neva-Clogs. It's the neatest thing you ever 
saw Send for a sample Neva-Clog, the stapling 
plier that will be unconditionally repaired or 

\\ replaced free of charge for three years from 





\\ date of purchase 






NEVA-CLOG PRODUCTS, INC. 
BRIDGEPORT, CONN. 
Dept. OA- _ gh 
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“Accessories 
that pay greater returns” 


Most stationers can profitably deal in 
No. 3611idesk lamps. A committee reporting to 
the stationers convention last fall, rec- 
ommended more retail advertising of 
“accessories that pay greater returns in 
profits.” 


(mronlite 5 





lamps fit perfectly in any office furniture 
or equipment display. Stock patterns of 
the right color and design for practically 
any grouping are available. The Slip-on 
shade is worthy of especial demonstra- 
tion, a patent device which holds the 
shade securely, yet permits ready re- 
moval for replacing the bulb or cleaning. 
Use Mazda inside frosted blue daylight 
bulbs with AMRONLITE Lamps for 
that “natural daylight” effect. Detailed 
information of the line is given in our 
AMRONLITE booklet O-2 sent for the 


asking. 


Faries cuspidors are made only in 
popular styles and offer profits for 
progressive dealers. Folder OA-2 
describing them, mailed on request. 


Faries Mfg. Co. 


Decatur, Illinois 




















LITTLE NECESSITIES 
for BIG BUSINESS 


The large corporation demands value and efficiency. 
It also appreciates distinctiveness and is always inter- 
ested in bettering existing things, whether it involves 
building a factory or buying paper clips. 

The two Graffco Products shown here are unusual. 
The Paper Clip is more efficient and neater than the 
ordinary clip. The Vise Signal is the best to be had. 

It’s little necessities such as these that help to 
make “big business” for the dealer. Why not write 


for catalog. 


Graffco Products profit dealers 
and please customers 


GEORGE B. GRAFF CO. 


64 Washburn Ave., Cambridge, Mass. 


Graffco Graffco 
VISE VISE 
SIGNALS CLIPS 


For Card Files with an _ inner 
and Follow-Up Systems. Bring tongue that prevents papers 
to your attention the right . 
things at the right time 12 slipping in any direction. 3 
colors 2 sizes. sizes, holding 2 to 60 papers 
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display advertising Many points were made lucid for the man 
who has to tackle letters in quantity and make them produce 
business. 

Harry Slemin, managing director, Office Specialties Manufac 
turing Company, Ltd., contributed ‘““My Trip to England” to the 
company’s house organ, The Idea He attended the official 
opening of the new offices of a large English corporation, which 
had been equipped with the company’s steel products. He also 
visited Kenrick & Jefferson, Ltd., that substantial English house 
which celebrated its fiftieth anniversary late last year 

How a popular subscription bought steel equipment for a com- 
mercial high school was narrated in Art Metal Service (Art 
Metal Construction Company) The Jersey Shore High School 
lacked funds to equip the commercial department The Office 
Equipment Company Williamsport, Penna., furnished 31 Art 
Metal desks, which were paid for by popular subscriptions pro 
moted by the Parent—Teachers Association. A bronze plate was 
iffixed to the desk provided by each donor giving his name. 
Posture chairs were included in the installation 

The Lyon Standard (Lyon Metal Products, Incorporated) 

came out in a new dress,’’ according to printer lingo This 
house organ has always been notable among the many which 
reach this desk. The new typographical layout provides strik- 
ing headlines, and skilled use of color for emphasis and em-— 
bellishment One of many instructive articles in the January 
issue tells how Lyon lockers protected school books against fire 
idjoining But little water loss occurred, and that was due to 
hose streams playing water through the ventilation slots in the 
doors 

Thrillers’’ are not found in the average house organ Yet 
Typing Tips (The Miller—Bryant—Pierce Company) interests its 
stenographer readers with ‘“‘Query Ten."" It concerns a com- 
mercial school graduate who applies for a position, and is given 
a questionnaire to fill out. ‘‘Query Ten” ought to show the ap 
plicant’s knowledge about ribbons and carbon paper. The 
young girl turned to a salesman friend for help Readers are 
invited to write an installment of the letter, developing the re 
ception of the questionnaire by the prospective employer. The 
best installment published gets a cash prize of $10.00 

Association 

Rags in Paper is published occasionally by the Rag Content 
Paper Manufacturers, Box 245, Springfield, Mass to remind 
printers and users of the importance of durability, high ad- 
vertising value, impressiveness and good taste through the use 
of rag content stock 

Dealer 

A display ad in The Blank Book News (The Columbus Blank 
Book Manufacturing Company) featured the Wagemaker ‘“Du- 
plex” filing system as an accurate method of guiding corre- 
spondence. 

“St. Paul—The Master Salesman” in Bramwords (The Bram- 
wood Press) showed how the Apostle Paul made his conquests 
by the indirect approach Having won his audience, he had the 
situation under command, and proceeded. 

A clear presentation of ““Vi-Dex” as an efficient visible record 
system was published in Osco Business Ideas (Office Supply 
Company). Accuracy, flexibility and quick action are afforded 
for all types of business records. 

A ten-page edition of The Honolulu Item (Mercantile Printing 
Company, Ltd.) was written by Ed Towse, describing the cere- 
monial of inducting the new emperor of Japan into office. The 
issue Was very interesting and included word sketches of many 
of the important temples and parks. 

Internal 

The Gill-O-Gram (The J. K. Gill Company) printed a series 
of “New Year's Resolutions,’’ reporting on actual or fancied 
promises for self improvement. 

“A Holiday Message” in the Strathmorean (Strathmore Pa- 
per Company) was contributed by H. A. Moses, president of the 
company He prophesied general prosperity for 1929 


—_—_————— 


Chinese Exposition in Kwangsi Province 
An exhibition of products of Kwangsi province, China, to 
which will be added manufactured products from other coun- 
tries, will be held at Liuchow, Kwangsi, China, October 10 to 
November 10, 1929, inclusive. Arrangements are in charge of Hin 
Wong, foreign secretary, information office, fourth floor. No. 6, 
Des Voeux Road, Central, Hong Kong. Under the classification, 
‘Accessory,”’ are included bookkeeping systems, typewriters 
and accounting machines, office and shop records and supplies. 
Machines and merchandise will be sold if the exhibitor wishes, 
or will be returned to him or his agent. Unclaimed exhibits 
or parts will be delivered to the Industrial Museum of the 
Kwangsi Institute for the Development of Industries 
A jury of awards will view the exhibits and present appro 
priate testimonials 
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Typewriters 


United States exports of typewriters by countries during October, 
1928 In exports under this classification where the machine is driven by 
an electric motor, the value of the motor is included with the machine 
By the Division of Statistics, Department of Commerce 

Standard, New Portable, New Used & Rebuilt Parts of 








Countries No No No. 
Austria . 88 $ 29,031 153 $ 5,472 571 $ 16,065 $ 242 
Belgium 440 29,264 180 6,795 177 3,658 966 
Bulgaria 15 1,050 35 1,20 ‘ - eves 
Czechoslovakia 468 27, 766 iso 17,278 nO 1,413 190 
Denmark 87 6,300 63 2,418 6 2,693 128 
Estonia . 26 1,723 4 180 5 220 wieth 
Finland 76 5,600 195 7,245 27 108 
France 4 22,125 512 18,657 28 2,897 
Germany 624 52,195 27 9,935 47 1,372 
Greece 14 1,080 nO 1,890 lo d 78 
Hungary 2 670 tat oes 110 2,712 36 
Irish Free State 21 1,470 . aa 
Italy 607 19,625 281 11,243 159 4.919 4,712 
Latvia 7 685 By N75 5 om) 33 


‘“‘The Standard of Quality 
and Service for 
Over Fifty Years.’’ 


Write for Illustrated Folder C5 


Seneca Falls 
Rule & Block Co. 


INCORPORATED 
Seneca Falls, N. Y., U. S. A. 
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Build up your sales 
by ordering at once 


Yankee Val-U-Roll 
Adding Machine Paper 


A guaranteed roll containing 250 
lineal feet of paper. All rolls 
are 34 inches in diameter, not 
short in yardage. An excep- 
tional grade of paper at a 
moderate price, considering 
quality. 


Manufactured by 


Yankee Paper & Specialty Co. 
MENASHA, WIS. 
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} PRINTED FORMS and SHEETS 
? HELD FIRMLY and SECURELY 
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Countries 
Malta, Goze and 
Cyprus Is 
Netherlands 
Norway 
Pol. and 
Portugal 
Rumania 
SOV Rus 
Spain 
Sweden 
Switzerland 
United King 
Yugo. and Albania 
Canada 
Brit Honduras 
Costa Rica 
Guatemala 
Honduras 
Nicaragua 
Panama 
Salvador 
Mexico 
Newfoundland and 
Labrador 
termudas 
Barbados 
Jamaica 
Trinidad and Tob 
Other B. W. Ind 


Danzig 


in Eu 


Cuba 
Dom Rep 
Neth Ww Ind 
Haiti, Rep. of 
> Virgin Is. of U.S 
P24 Argentina 
4 Bolivia 
) Brazil 
4 - 
é Chil 


Colombia 





P24 Printed forms, loose sheets ot papers, etc., 4 | ay ~ 
$ frit. Guiana 
33 are firmly and securely held by the FREE > ion 
: 2 . 
r4 HAND BINDER. But thev are easily and 3 Uruguay 
. . ‘ > els 
3 quickly removed, at the will of the user. p24 — , 
, The Free Hand takes its name from the fact 2 Brit. India 
‘ ' ~o 
% that only one hand is required to operate it. 3 ie Malaya 
“ oun P eylon 
“ That's why it is so convenient and popular i China 
z wherever. used 22 lava and Mad 
4) 7 ’ , D2 Other Netherland 
x2 Write for our latest circular and prices. z E. Indies 
“ z Fr Indo-China 
3 . 92 Hong Kong 
; 6UOU#F Hand Binder C ra 
ree Han inder Company 3 [™, 
, , > *h ypime S 
2 227 Pearl Street New York, N. Y. 33 —- § 
5? ‘ 8 
POPPA PRPS - oll 
Australia 
Brit Oveania 
Fr Oceania 
New Zealand 
Ethiopia 
Belgian Congo 
Brit I Africa 
Un of Ss Africa 
Brit Ww Africa 
Egypt 
Algeria and Tun 
Other Fr. Africa 
Liberia 
Morocco 
Mozambique 
Other Port Afr 
Canary Is 





BERKSHIRE Typewriter Pa 


pers are invariably used where 


work demands good 


on «l 


paper—Eaton Crane & Pike Co. 





Other & Africa 


rotal 


Hawalil 
Porto Rico 


United States 
machines ete by 


lassification Where 








<ports of 


S 











Standard, New 
No 
19 15.800 
163 11,548 
26 ; 
47 
oo 4 
91 ‘ 
615 = 
28-5 7 
260 7 
740 250,665 
4 2,923 
1 57,655 
2 32 
on 2,080 
is 2.356 
Ss S10 
7 42S 
16 on. 
| 910 
71 24,101 
7 ish 
1 st 
28 2,249 
19 1,378 
1 70 
124 9,681 
1 “ 
16 1,298 
1) 1,990 
68,161 
3,044 
44,755 
$2,786 
16,405 
+,201 
3 1v1 
147 10,960 
P| 3,910 
47 +. 708 
5 imo 
171 35,561 
14 7.419 
s a 
Td > SO 
163 10,007 
»s 1.400 
6 5 
oe 7.000 
we. >> ROL 
° 1.510 
. 640 
ho 1.735 
TO 47,118 
1 14 
7 5.47 
5 76 
200) 
24 17,133 
17 1.315 
a" 6,016 
112 +. 840 
30 2.180 
HD S02 
24 1,68 
2% 1,976 
o4 1.680 
10 Nim) 
t iso 


16.192 $1,120,005 
Shipments from United States to: 


“Ss 2885 
128 & 7O2 


countries in 


the machine is 


Portable 


No 


1” 


129 


24 


mw s 





New 


560 
5.006 
1S 
2,952 


1,025 





Sey 


180 
1,224 
s. 610 


2.196 
216 
2.448 
1.680 
4.938 
2.665 
See 
Lose 
TG 


1 


hi 
o40 


10.696 $401,247 


ee 
140 


calculating 
October 1902S 
driven by 


an electric 


Used & Rebuilt 
No. 


™ 
LLD 
40 
v65 
noe 
11,401 
17.480) 
2 “i 
14 575 
1s mse 
2 ~r 
6 20 
1 th) 
1 = 
6 ret 
4 28 
af 1,2 
bd s7 
16 432 
62 1,322 
2 ST 
106 3.60% 
14 raw 
8 2So 
20 Ti 
, «4 
1 i 
1 6 
“3 ATO 
1 is 
1 7 
6 140 
1 4. 
6 om 
1 wo 
1 = 
1” 0 
> 140 
Ss 4 


986 $116.05 


14 $ iw 
4 "9 


bookkeeping and 
under 
motor the 


In exports 


February, 1929 


Parts of 





aot 


Th 


$65,814 


$ nw 


Adding—Calculating—Billing—Tabu- 
lating—Machine Exports 


adding 


billing 
this 
value 


Parts of adding and calcu 


of the netor is included with the machine 
lating machines are not shown separately They are included 
general classification Other machinery and parts of which 
segregated for publication iy the Division of Statistics, I s 
ment of Commerce 

Listing Ivpewrite 

adding bookkeeping Non-listing I 

bookkeeping billing viding 
machines thachines machines 
Countries 0 No ‘ \ 

Austria 1s 41 in $ 40 Th 
selgium 11 11,121 5S 2.118 aren 5 
Bulgaria 
Czechoslovakia 1 174 1514 7 
Denmark 2 1,704 11 2.180 ic 
Finland 12 6.618 74 
France 1,482 24,858 1.(HM i 
Germany i 253,868 92 44,586 11 77 tii 
Greece 1 OS] 1 ma l 
Hungary ; 11 2,145 
Italy ss 1 06) 14,157 13 My 2 
Netherlands 1 ww 10 000 12s 
Norway $061 } 2.397 +1 
Poland and Danzig 7 2,719 7 2.0K 1,260 61 
Rumania 2 300 2 
Sov Rus in Eu 2 we 
Spair 4 2,022 1 S70 uD 
Sweden 6 3.810 11 2.881 17 
Switzerland 11 10.175 Ww 7600 «60 im) 11 
United Kingdom 7 iS 804 se 25.000 119 
Yugo. and Albania s 


under a 


$261 
17.818 
16,877 
15.550 
ne 
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Sencibs 


Try Our 


STABILO 


THIN LEAD 
COLORED PENCILS 


THEY DO NOT BREAK 


Prices and samples on request 
Stationery Export & Import 
Corp. 


221 Fourth Ave., New York 


Sole Distributor of Swan Pencil 
Co. 
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ine instantly 






with water to produce 






fresh, smooth, vivid col- 


ored ink. Write for 






samples and dealer offer 


> 
, 
> 

GENERAL 

ECLIPSE 
Co. 

Dept. A 
DANIELSON, CONN. 
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DE LUXE BRIDGE SET 


(Hand Decorated) 
Durable, Comfortable and Inviting. 


Also STEEL FOLDING CHAIRS for 
Auditoriums, Schools and Salesrooms 





WARK - BEACON 
STEEL FURNITURE COMPANY 
1410 So. Wabash Ave. 
Chicago 


















320 Broadway 


Manufacturers of 


Duplicating Supplies 


Specializing in Dry Stencils 
(Mounted or Unmounted) 
Sold to the Trade Only 


. W. ERSKINE 


NORTH AMERICAN AGENT 


525 Market St. 


New York San Francisco 
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you can make a handsome profit by selling 
UNIVERSAL” SWING-WING DISPLAY- 
ORS among the Sales Managers, Advertising 
Men, Realtors and Executives in your city. Dis- 
play matter such as Maps and Photographs,— 
when posted on these swinging leaves, are readily 
accessible and visible at a glance. Write for 
literature OE. 28, telling all about this profit- 
able line. 


UNIVERSAL 


FIXTURE CORPORATION 


135 W. 23rd ST., NEW YORK CITY 
U.S. A. 
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Products Add Profits 





No. 700 Postal Scale 


Here are I D L office articles 
that have become popular 
through sheer quality and con- 
venience. Include them in 
every display of stationery 
items. 

The I D L Postal Scale has 
an adjustable spring balance 
and a computing dial; is sold 
at a price to recommend its 
installation in every depart- 
ment. The No. 800 scale has 
these features and in addition 
is made of solid brass and has 
mahogany base. 

The I D L patented eyeletter 
is readily loaded with a strip 
of fifteen eyelets. Insert papers 
and press lever—quick, sure! 

We have many other 
saving office accessories. 
for the I D L catalog and die- 


200 ilees Street, 
New York, N. Y. 
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The Ideal Chair 
For Clerical Workers 


Ideal. The Cook 
Posture chair is ideal 
for clerical workers } 
because it gives real ) 
comfort and pro- 
motes efficient work. J 
Efficient work is aid- 
ed because the Cook } 
chair abates fatigue. 
It prevents nerves 
from tiring because 
it encourages a cor- } 
rect position. Much 
unnecessary fatigue |} 
is produced by incor- J 
rect chairs; Cook 
chairs eliminate all 
this, 


There is a good 
business in Cook 
chairs for you. Ask 
for catalogue and 
prices. 


Cc. A. COOK COMPANY 


Ashland, Mass. 
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STAM P PAD 


Conceded by the largest consumers of 
Stamp Pads to be the only pad having 
every essential quality necessary for com- 
plete satisfaction. 


Guaranteed to outwear any other pad 


25%, and due to its radically different 
type of construction (patented), elimi- 
nates all traces of surplus ink on the 


striking surface of the pad, therefore you 
must get absolutely perfect rubber stamp 
impressions at all times. 


Sample on Request. 


Peerless Carbon & Ribbon 
Mfg. Company, Inc. 


476-478 Broome St. New York, N. Y. 
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Listing ly pewriter 
adding bookkeeping Non-listing Listing 
bookkeeping billing adding adding 


machines machines. machines machines. 

Countries No No. No 0 
Canada. 3 1.835 24 10,726 431 38,399 
Costa Rica 1 S31 . ° 17 1.915 
Guatemala 1 293 a td 
Honduras onece 1 TH 
Panama. 7 10 60 
Mexico . 4 1,215 4 1,926 20 1,945 20 2,62 
Barbados l 9S1 7: 4 208 
Trinidad and Tobago 1 105 7 $20 
Cuba , : 4 176 18% 16.950 
Dominican Republi . 3 177 . 
Netherland W Indies ’ Thy 12 925 
Virgin Is. of U. 8 we 2 53 
Argentina 2 1,722 16) 15,000 
Solivia s 723 
Brazil : 457 Si4 181 21,813 
Chile ; . . - 10 7 ‘ 5.356 
Colombia . ° , . 9 1,755 25 2.688 
Eeuador . 1 125 
British Guiana 2 120 
Peru .... 1 1,026 1 224 7 2 942 
Venezuela . 1 766 1 122 18 1,783 
British India 2 390 ) 580 
British Malaya ; 925 2 390 
CRABB cccese : . . 32 2.695 
Java and Madura.. 1 SO4 2 438 , 6 660 
French Indo-China l 771 . 
JOQPAR cece. we ‘ : 2 240 
Kwantung e 1 200 
caves , vee , 1 190 
Philippine Islands... ; 4 780. ‘ 1,908 
Turkey aveseuse . ek ia 4 676 
Ce 15 9,601 25 5,375 20 1.860 
New Zealand .. on 22 2,100 
Union of South Africa 1 936 4 2,598 iS 4,004 
ERS cccccse ° 1 195 ’ 

Total ‘ 263 $191,662 466 $171,935 630 $16,390 2.609 $280,442 


Shipments from the United States to: 





Hawaii . 1$ 891 ‘ 4 
Porto Rico 3 $ 180 31 
Card 
punching, sorting Other 


Calculating 
machines 


and tabulating including used 
machines and rebuilt 








Countries No No No. 
Austria 0 ; . , , 
Belgium 47 4 $ 4,510 2 $ 196 
Bulgaria —_— ww se ness os Saale 
Czechoslovakia 3 ; sO 
Denmark 25 3 110 
Finland 100 120 
France 7 2 230 
Germany 124 71 26,905 1 60 
Greece 4 
Italy 158 7 2.681 
Netherlands 12 
Norway ... 2 - 
Poland and Danzig 2 1 44 
Rumania. 45 3,600 
Soviet Russia in Europe 10 4,500 16 16,100 5 ‘ 
Sweden . 13 2,419 1 500 5 162 
Switzerland 4 10,216 : 
United Kingdom 117 31,057 41 4.464 
Canada 151 18,020 14 34 1,200 
Guatemala 11 1,605 
Honduras 1 204 
Nicaragua , 1 195 i 
Panama : , 1 {8 
Mexico 4 1,153 1 “0 
Bermudas ; 275 4 
Newfoundland and Labr . 10 122 
rrinidad and Tobago 
Cuba ... : 21 1 6t 
Netherland West Indies , 
Argentina ... 1S 
Bolivia ..... 7 
Brazil to 
Chile 10 . Py 4 
Colombia , ” 1™4) 
British Guiana , 375 
Surinam l 200 
Peru... - } 225, 
Uruguay . ‘ sae 1 145 6 415 
Venezuela , 375 
British India 14 2,300 
China .... 15 4,056 
Java and Madura is 7,295 
Other Neth. E. Indies ‘ 2 1.681 
Persia. 2 72 
Philippine Islands a an “os  éecen’? “an” Sieee 
Australia 11 1,575 
New Zealand 4 769 
Union of South Africa 7 1,380 

Total . 1,952 $227,057 9 $53,629 295 $13,796 


Shipments from the United States to: 
Hawaii : 6 $ 2051 - 
Porto Rico 1 45 


Metal Office Furniture Exports 


United States exports of metal furniture by countries during 
October, 1928 By the Division of Statistics, Department of 
Commerce: 


1 $ 95 


Safes Bank 
and and 
cabinets, safety Other 
fire deposit office 
and vaults furni-— Other 
burglar and ture metal 
Filing cases proof equip— and fix— furni 
Countries No No ment tures ture 
Austria . 28 $1,246 $25 
Belgium . 15 927 20 $935 $473 334 
Bulgaria 75 
Czechoslovakia g 69 58 2.943 9 
Denmark 9 1,813 24 1,831 137 478 
Finland 20) 1,989 7 105, 107 
France 15 243 2 184 1,257 410 
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DESK NO. 1408 


Popular and 
Practical 


Perfectly Designed 
to meet the needs 
of any Office. 


Priced Right 
to insure increased 
Sales 








Place your order for any of 
THE LAMB 


Costumers, Desks and Sereens and receive 
Quality and Satisfaction 























CERTIFIED 


Adding 
Machine ‘S2 
ROLL PAPER <%= 


Z 
Used everywhere, deal- 
ers who buy from 
U. S. develop a _ busi- 
ness that repeats con- 
tinually, adds to their 
profits and_ attracts 
attention to their com- 
plete service. Certified 
Rolls include sizes and 
styles for every pur- 
pose. Samples and 
prices on request. 


CO. Se 


Lace 
Paper 
Works, 


Inc. 


163 Union Ave. 
Brooklyn, N. Y. 
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For Men Who Think 


A market of major executives is 
within your grasp—a market of men 
who control the destinies and ex- 
penditures of large organizations. 

This is a market of thinking men— 
executives who appreciate the busi- 
ness value of well furnished offices. 
Such men know the merits of over- 


stuffed where real character is de- 
sired. To these Gunlocke Chairs 


make a strong appeal. 

Gunlocke Chairs are good chairs for 
your trade. Would you like more 
complete details? 








3 & 


THE W. H. GUNLOCKE CHAIR CO. 
WAYLAND, N.Y 








The “Aluminum” Pocket Seal 
and other MARKING DEVICES 





LEVER SEALS 





POCKET SEALS SPECIMEN IMPRESSION 
Cooke Self - Inking Numbering 
Rotary Dater Rubber Stamps Machines 





NAME PLATES 


METAL CHECKS 





MANUFACTURED BY 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 28 S. Jefferson St. 


Catalogue of Complete Line will be sent upon request 
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Safes Bank 
and and 
cabinets, safety ct) eT 
fire deposit office 
and vaults furni— Other 
burglar and ture metal 
Filing cases proof equip— and fix— furni- 
Countries No No ment tures ture 
Germany 1.085 7 
(jreece 21 304 
Italy 67 005 1 180 1.839 20 
Netherlands 157 4.11% aD Lod: 752 1.053 
Norway ou 1.671 ?1 1.273 1 TT R15 
Poland and Danzig 2 1.500 TS 640 
Portugal ' 386 
Rumania 1,534 
Soviet Russia in 
Kurope 416 
Spain 220 2.604 >, 180 1.776 
Sweden 11 140) HS 1,292 at 35 
Switzerland 06 319 
United Kingdom 334 14.790 > 707 » S66 6.734 
Canada . 681 16,211 60 )06«—«13.96 $1,541 17,637 17.201 
british Honduras 2 60 163 
Costa Rica i 202 15 S00 773 
Guatemala 29 1,162 ti 78 f 1,242 
Honduras x 179 20) “) 10 
Nicaragua ; 60 i 01 
Panama bz 12s 24 1,161 131 178 1 
Salvador 1 15 13 604 20) 197 
Mexico $01 16,503 113 », 046 1,810 71 «10,247 
Newfoundland and 
Labradot 7 69 { 312 OR 
Bermudas 1 200 
Barbados 12> 
lamaica \ 70 ( 1.6°0 ‘ x0 
Trinidad and 
Tobago 11 $45 Ho t 
Other British 
West Indies 2 <4 
Cuba 231 i. 78S D 1.830 16. 2¢ 4 2.947 
Dominican Re 
public lo HOS ‘ # 44 
Netherland West 
Indies 1 1.158 24 1.237 21 17S 
Haiti, Republic of 32 wn2 1 (os 6 2.912 
Virgin [Islands of 
United States 16 
Argentina 268 11,286 l 915 
Bolivia 20) 350 he 1,864 247 
Brazil 0 | IS ,SST 130 1.546 +110 
Chile 17 OX0 1 144 li " 1.048 
Colombia 139 >, 208 109 $825 1,52 he 13,637 
Meuador a 1,485 1 196 597 
British Guiana 6 DDS 
Surinam l 118 
Paraguay 10 
Peru 81 1,654 21 1.046 N44 2.491 
Uruguay 20 735 10 750 27 7,184 
Venezuela 30 1,552 St) 1,862 799 171 850 
Aden 5 412 ne 
British India 154 5,163 182 5.483 1.052 5&7 
British Malaya ' 746 
Ceylon 20 489 15 
(hina 1s 12S 19 1,066 ] AD 1,654 
Java and Madura 16 S15 2 811 16 
Other Netherland 
East Indies l 61 >4 
French Indo-China st ] 
Hong Kong 265 
Japan 5 2,163 1 $.494 19,609 6.630 837 
Persia 6 254 . Tr 
Philippine Islands 51 1,918 O68 », 348 Lit 1,155 
Siam ‘ , 1 »D dna 
Turkey a4 1,103 
Australia 126 2,288 ! 24 10,732 107 
French Oceania 20 
New Zealand 14 807 19 774 120 292 
Union of South 
Africa 57 2,522 ; 265 275 ye: 1,633 
Egypt 61 1,610 616 10) 
Algeria and 
Tunisia : 23 947 77 
Liberia 1 5 ae 
Morocco 24 
Mozambique 2 {84 
Other Portuguese 
Africa 2 35 ‘ 

Canary Islands 2 ov D 32S YS 
Total 4,.228$145.980 1,756 $81.838 $42. 367$108.568$129.448 
Shipments from United States to: 

Hawaii 27 932 9 $361 $2,380 $1,926 $4,741 
Porto Rico 6S 1,840 11 $51 SUO 4,286 


Carbons, Ribbons and Filing Supplies Exports 


United States exports of carbon paper, typewriter ribbons, 
filing folders, index cards and other office forms in October 
1928 By the Division of Statistics, United States Department 
of Commerce 


Filing 
folders, index 
cards and Typewriter 


ribbons 


Carbon 


other office paper 
Countries forms Pounds Dozen 

Austria 102 $132 $32 
Belgium $1,397 328 223 638 1,728 
Czechoslovakia : : 10 25 
Denmark 254 2,735 1,308 392 1,127 
Finland 422 81 98 166 421 
France 174 2,072 1,029 708 1,881 
Germany 990 5,427 2,547 ‘ ‘ 
Hungary 31 80 

3.610 1.072 0 °10 


Italy 
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TRINER 


NEW TYPE 
AIR MAIL 


SCALE 





This scale is used by the post office depart- 
ment for air mail. It was selected as the 
best type for the purpose. It is built of steel 
with brass beam and poise. By means of 
deep “V” notches in the beam and a steel dog 
on the poise which seats in them, it is easy to 
get positive, accurate weight. 


All Triner Postal and Parcels Post Scales 
show the latest rates, in effect July 1, 1928. 


Triner Scale & 


Manufacturing Co. 
2714 West 21st Street, Chicago 
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Good Impressions 


You can recommend 
VICTORY Stamp Pads tv 
your trade with ful! assur- 
ance of satisfactory service. 
Made of high quality ma- 
terial, they wear long and 
retain a smooth inking sur- 
face despite the most severe 
pounding and scraping. 
Made in six sizes as follows: 

Junior ..2 x3% inches 

No. 0....2%x3% inches 

No. 1....2%x4% inches 


No. 2....3%x6% Inches 
No. 3....4%x7% inches 
No. 4....4 x9 inches 


Supplied uninked, or inked 
in red, black, blue, violet 
and green. We have a 
price-list and details of our 
line of stamp pads, inks, 
mucilage, paste and sealing 
wax for stationers on ap- 
plication. We can furnish 
any of these items for 
your own private brand. 








U 7 H E 4 INK ARD STAMP PAD 


55-57 East Park St. Newark, N. J. 


[STAM FP PAD] 


OR APE OPE TE Dual WiTh 4 i 


























Our “600 Line,” low 

priced commercial 

grade four drawer 
filing cabinet 


Substantial and hand- 
somely finished; all hard- 
ware brass, in satin brass 
finish. 


Each drawer operates 
on two anti-friction roll- 
ers at the front. This 
value is also available in 
the four drawer legal cap 
size and in the corre- 
spondence unit. 


Very adaptable for in- 
active files or files not in 
use every day. 





Write for our catalogue 
and prices. 


601 Without Lock 
602 With Lock 


Corry-Jamestown Mfg. Corp. 


CORRY, PENNSYLVANIA 





WINDOW 


ODERSISTIC DISPLAY PONT Rs 














New Line for Stationery Show Windows 


Ask for Book No. 24D—Use your Stationery 


No. 624 W. 4th St. 
Tur Oscar Onur Co. bev ahhy 0. ; 
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Copy Book Holder 


A portable device for holding 
stenographer’s notebook or 
copy. Shelf may be tilted to 
any angle. Equipped with 
adjustable line indicator and 
spring clip leaf holder. Base 
is weighted to prevent top- 
pling and has protected 
rubber ring to prevent 
marring of desk top. 











Glass Mouthpiece 


¥ | Made of clear crystal glass, with 
.. | threaded metal section for screw- 
—- y ing into transmitter front. Easy 


to keep clean. 





State and 64th Sts., Chicago, U.S.A. 


STEEL BOUND 
STORAGE BOXES 






_uw 


OPEN 


The dealer who supplies this equipment to his 
trade is in the lead. STEEL BOUND BOXES 
are made in ten stock sizes for storing drafts, 
checks, deposit slips, letters, vouchers, bills, 
etc. Special sizes made to order. Papers thus 
stored are made safe from dust or muss at 
small cost. DEALERS: Write for proposition. 


Steel Bound Box Co. 


5039 Cottage Grove Ave. Chicago 
























































th 
worth while quality 


No one ever paid too much for the 
satisfactory service of ESCO chair 
cushions and pads. Most stationers 
give them unqualified recommendation 
and take no chance. By sticking to 
the original felt top chair pad, you can 
be sure you are playing safe with 


quality—and with your customers. 


Economy Seat Co. 
511-517 S. Paulina St. 
Chicago, II. 








PENCILS 


A Consistently Good Pencil! 
Why? 


Because it includes the 

Highest Grade Raw Ma- 

terials — Fine Grained 

Cedar —the Smoothest 

Writing Lead—The Best 
Eraser 





Send for Samples and Prices 


UNITED STATES PENCIL CO. 


Manufacturers 


PHILADELPHIA, PA. U. S. A. 
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Filing 


folders, index 
cards and 
other office 


Countries 
Latvia ... 
Netherlands 
Norway ... 
Poland and Danzig 
Portugal 
Rumania 
Spain 
Sweden . 
Switzerland 
United Kingdom 
CRM. .ccccsce 
British Honduras 
Costa Rica. 
Guatemala 
Honduras 
Nicaragua 
Panama 
Salvador 
Mexico 
Newfoundland 
Jamaica ...... 
Trinidad and Tobago 
Cuba . 
Dominican Republic 
Netherland West Indies 
Haiti, Republic of 
Virgin Islands of U. 5S 
Argentina . 

Bolivia 

Brazil 

Chile 

Colombia 

Ecuador 
British 
Peru 
Uruguay 
Venezuela 
British India 
British Malaya 
Ceylon , 

COR cusses 

Java and Madura 
Other Netherland East 

Indies 
French Indo-China 
Hong Kong. 
ee. svkin 
Philippine Islands 
Siam , 
Turkey 
Australia 
British Oceania 
French Oceania 
New Zealand. 
Ethiopia 
British East 


and Labr 


forms. 


999 


167 


600 


12 


$46,038 


from 


$8,034 


716 


() 


FFICE 


Carbon Typewriter 
paper ribbons 
Pounds Dozen. 

663 677 90 455 
1,424 1,012 199 507 
1,125 555 101 256 
37 95 
459 180 50 133 
49 70 131 457 
771 1,046 55 134 
1,110 1,907 509 1,763 
17,306 13,149 107 8,173 
18,560 8,690 977 3,561 
337 340 79 444 
91 84 3 146 
51 68 36 130 
83 63 3 15 
182 188 151 438 
saci i 8 26 
4,246 3, 869 793 ? 841 
44 33 14 35 
286 212 57 266 
32 61 25 65 

3,106 1,916 1,077 512 

548 479 37 140 

179 14 sie’ 

hn - 2 11 

347 74 4,115 9,966 

601 811 63 269 
1,033 831 35 110 
1,035 793 189 690 

197 228 477 1,089 

228 119 61 155 

744 734 98 500 

102 144 231 660 
1,354 »,499 185 599 
7,310 3,169 1.563 3,615 

605 357 20 81 

153 79 &3 286 
4,766 3,139 993 2, 888 

441 162 S 22 

33 &5 

211 176 , hy 

22,170 11,335 116 356 

2.088 1,512 396 873 

1,055 871 30 86 

; 12 21 

6,964 4.91 847 2,298 

95 N¢ 2 14 
5,254 S71 348 943 

21 11 : 

31 61 { 10 

4.393 1,602 165 429 

231 161 

291 187 162 443 

147 72 

31 15 4 8 

278 332 20 137 

27,383 $80,166 19,820 $54,740 
United States to: 

1,725 $1,088 101 $373 

1,190 1,119 101 166 


Writing Instrument Exports 


Union of South Africa 
British West Africa 
Egypt oowae wai 
Algeria and Tunisia 
Other French Africa 
Liberia 
Mozambique 

Total 

Shipments 

Hawaii 
Porto Rico 

United 


Statistics 


Refillable 


the Division of 


pencils and 


pencil 
ountries leads 

Austria s 946 
Belgium 956 
Bulgaria 

Czechoslovakia 28 
Denmark 11,165 
France 11,271 
Germany 1,824 
Greece 281 
Iceland 48 
Italy 2.586 
Latvia : 22 
Malta, Gozo and 

Cyprus Islands 58 
Netherlands 4,568 
Norway . m™) 
Poland and Danzig S83 
Portugal 4S 
Rumania 

Hungary 

Spain 1.300 
Sweden 148 
Switzerland 2.059 
United Kingdom 25.444 
Canada 14,252 
Costa Rica 64 
Guatemala 446 
Honduras. 93 
Nicaragua 1% 
Panama 407 
Salvador 81 
Mexico. 3 825 
Newfound. and Lab 34 
Barbados : : 
Jamaica. 41 
Trinidad and Tob 146 


Other BR. W. Ind 


Fountain pens 
Number 

323 $ 3,872 
25 614 
64 109 
91 1,661 
1,628 13,993 
556 7,778 
64 465 
8 275 
4 102 
5 1,597 
45 267 
152 1,969 
7 214 
3 107 
62 2°53 
53 138 
S6 3,479 
24 480 
138 1,363 
4,875 55,326 
648 10.369 
20 178 
€9 1.921 
2 305 
19 512 
26 1,216 
37 1,423 
653 8,381 
11 162 
6 197 
2 46 


States exports of writing instruments during October, 
United States Department of Commerce: 


1928, by 


Pencils, Metallic pens, 
except metal, except gold 
Dozen Gross 


108 $ 
240 


6,972 


41s 
117 


RASS 


1,220 $1,425 


24 
104 


12,506 250 


18,828 2,219 1,220 
385 Bees ocee 
515 
124 30 29 
173 1 1 
616 2 37 

eeees 150 65 

12,084 315 222 
231 eves oe 
48 sek 
369 175 108 
316 eee 
33 
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AGENTS 


WANTED 





VIDAVER Starts the Day Right! 


of the day is to open 
ding that detail accelerates all things that 
follow—handling of orders, bank deposits, shipments, filing, and 
important executive decisions. 


VIDAVER opens the mail at a speed of 21,000 per hour, 


In every business office, the first du 


the mail. § 


feeding automatically and accurately 


sandths of an 


nding off six thou- 


from the e of the envelopes, thus 


avoiding any damage to enclosures, and any interference in 
operation sometimes occasioned in other methods by coins, 


clips, or other metallic contents. It opens all sizes a 


shapes 


of envelopes requiring no previous preparation of envelopes or 
adjustment of machine. 


There are still a 


few choice territories available. Write us 


in detail of your qualifications; we shall be glad to explain 


our proposition. 


Our folder “Time” gives details of machine 


and is sent on request. 


IDAVER 
LETTER OPENER COMPANY 


1755 Broadway 


New York, N. Y, 














Wallets, 
velopes 
WEAR 


file folders, and mailing en- 


made from “LEATHER- 
STOCK” have proven them- 


selves economical and serviceable. The 


standard 


ready for prompt delivery. 


sizes are carried on hand 
Special 


sizes and items furnished upon short 


notice. 


Samples and illustrated cata- 


logue furnished upon request. 


McGill Paper Products, Inc. 


501 7th Ave., South, Minneapolis, Minna. 
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¢}= Wanted | 


tosell Tested and Approved | 


- DRY STENCILS | 


Two years of research and experimenting 
| with dealers and consumers proved that we 
_ have a product which you can handle with 

great profit. 

Government Purchasing Agents, supply men 

representing the largest Public Utilities and 

Industrial Corporations have tested, com- 

pared and reordered our “Aladdin” Stencil. 

It meets all commercial requirements. 


Quick-Selling Stencil 


| Embodying the finest ingredients for duplicating 
| work—“Aladdin” gives clearer copies at greater 
speed. Extensive advertising will acquaint your 
customers with its qualities—a /ower selling price 
will move your stock more rapidly. Dealers receive 
| full protection and greater discounts. 


f Get behind this approved Dry Stencil. 
Write us for samples and best dealer 
discounts. One dealer sold 2200 quires 


(retail) the first month! } | 


ALADDIN DRY STENCIL CORP. 
72 Duane St., New York City 














ROLL TOP 


Glass Inkstands 





SLIDE TOP 


Well made, good looking, double-well ink- 
stands to hold red and black ink. Each has 
two pen racks and a pin cup. Made of solid 
sturdy clear glass. Will last a lifetime. Cov- 
ers of hard composition in red and black re- 
spectively Rolltop covers roll back like 
a desk. 


In addition to inkstands we have a full line of 
stationers’ glassware, stationers’ hardware 
and specialties. 


FRANK A. WEEKS MBG. CO. 
93 JOHN ST., NEW YORK 
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Refillable 


pencils and Pencils Metallic pens, 
pencil Fountain pens. except metal. except gold. 
Countries leads. Number. Dozen. Gross. 
Cube cece 168 234 2,060 40,857 8,401 1,526 1,292 
Dom. Republik 32 19 393 1,914 787 175 97 
Netherlands W. Ind 229 29 664 4,200 1,177 im, > aoe 
Haiti, Rep. of 6 1 27 S608 ese 
Virgin Is. of U.S abe 2 71 ; ' 7 ae AP 
Argentina 1,255 174 5,743 11.957 2.527 2,065 1,055 
Bolivia 29 14 436 Oo 15 7 45 
Brazil 376 83 2,327 2,600 609 725 215 
Chile 504 75 583 782 350 138 83 
Colombia 1,963 172 5,343 12,106 2,588 32 44 
Ecuador 69 206 1,030 264 3s : ’ 
Brit. Guiana 76 11 271 852 79 
Surinam 1 3 58 980 60 
Paraguay a 295 ; 
Peru . 31 s 254 2,220 749 
Uruguay 150 20 645 956 200 . 
Venezuela 4a 102 2.064 4,549 790 10 90 
Aden 28 5 129 , ‘ 
Brit. India 1,304 431 9,421 5,088 695 
Brit Malaya 910 228 5,573 8.400 1,141 
Ceylon 3 501 , 
China 1.971 2,015 41,039 5 R80 1,414 12 13 
Java and Madura 1%) 104 3,223 2“ 57 
Other Neth. 1} Ind 23 eese 8 eecece , 
Hongkong 419% 145 1,447 917 241 
Iraq 25 96 143 
Persia 410 14 300 
Japan 7,305 3,705 
Palestine , ; ecco ettese 240 3o 
Philippine Islands 7 166 1967 13,642 3,937 1,985 972 
Siam 
Syria 72 4 119 240 39 
Turkey. 10 4 18 ‘ ; 
Australia 6,616 474 5,238 19,891 4,003 
Brit PE cacesas Coden (aeee #ebese 384 6n 
French Oceania ececes 1,082 502 
New Zealand 626 22 437 12 10 
Belgian Congo 12 2 105 és 
Brit. E. Africa 19 otis. weenes , nee 
Union of 8. Africa 2,204 3 79 he 179 1,170 714 
Brit W. Africa ‘ 33 531 er 
Liberia - . it 48 
Algeria and Tun 1,104 1 520 oe 
Other Fr. Africa 44 53 101 
Morocco . nO 12 206 
Mozambique a4 me 108 2 
Canary Islands “4 19 113 , 
Other Port. Africa ‘ , ‘ onen u6 he 
Total $104,954 14,811 $213,361 365,447 $81,887 12,740 $8,015 
Shipments from the United States to: 
Hawaii $ 108 198 $ 2,435 4.986 1,191 250 1%) 
Porto Rico : . 220 46 559 13,195 $ 5,044 10$ 16 


= a 


“Proceedings of Life Office Management Association” 
“Proceedings of Life Office Management Association” covers 
the 1928 conference of that organization, held at Chicago. 
Non-members can secure a copy for $5.00 from F. L. Rowland, 
secretary, Life Office Management Association, care Lincoln 
National Life Insurance Company, Fort Wayne, Ind 
— 


“Our Outlying Territories and Possessions” 

The foreign commerce department of the Chamber of Com- 
merce of the United States has issued a sixty-—page pamphlet 
on the commerce and economic resources of Alaska, Hawaii, 
Philippine Islands, Porto Rico, Virgin Islands, Guam, American 
Samoa and Panama Canal Zone. Each of these outposts of 
American commerce is described, and its import and export 
trade shown 


a 
House Organ Philosophy 


Service is our business—not our slogan.—Mercantile Printing 
Company, Ltd 
7 . . 
Modesty is the best policy.—The Pencil News (Joseph Dixon 
Crucible Company) 
> > > 
There is a wealth of difference between being dissatisfied and 
unsatisfied Fritz—Cross Service. 
. > . 
You have a thousand potential friends—but how many actual? 
Office Topics (Baker Printing Company) 
. > . 
These days it’s easy to meet expenses—at every turn.—The 
Office Cat (The Richmond & Backus Company) 
> > > 
Did vou ever think how much we all seek reflected glory? 
Berlovalist (The Berger Manufacturing Company) 
. * . 
There is one thing the cynic does approve of—that is the first 
person singular Bramwords (The Bramwood Press) 
. > > 
When they’re sick even the toughest old bachelors like to have 
a woman looking after them.—Quality (Clarke & Courts). 
> > > 
It is better to begin at the bottom and work up than to begin 
at the middle and stay there.—Faultless Loose Leaf Bulletin 
(The Stationers Loose Leaf Company). 
. > . 


As lone’s we all got to be ruled more or less by our disposi- 


tions, why not try to make ‘em kindly, democratic leaders ‘stead 
of domineerin’ 
by the Beorum & 
pany, Eberhard Faber 
turing Company) 


tvrants.—The Coach (published co-operatively 
Pease Company. C. Howard Hunt Pen Com 
Pencil Company, and Sanford Manufac 
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The Famous Argus Line 


Calendar Clasps, 
Typewriter Erasers, 
With or without Brush, 
Paper Clips, (3 Sizes), 
Pen and Pencil Clasps, 
Argus Sanitary Moisteners 


Ask your jobber for Prices and Discounts, or write 


ARGUS MANUFACTURING COMPANY 


1134-44 North Kilbourn Avenue 
Chicago, IIl. 


DEALERS: Write for beautiful counter easel 


REGAL REBUILT 
ROYALS 


ROUGH TYPEWRITERS 


| oo” 7 
Stock in 82 Cities 


All Makes All Models 
All Series - All Types 


Lowest Prices 


REGAL TYPEWRITER COMPANY, Inc. 
{12-14 So. Jefferson St., 


Chicago, Illinois 


524 Broadway, 
New York, N. Y. 


Cable Address: REGALTYPE, N. Y 














Every 


OFFICE 
FURNITURE 
DEALER 















can profitably stock this stand and stool, con- 
venient for typewriter, telephone, filing, adding 
machine, etc. Light and strong, they will last 
indefinitely; when not in use, stool is placed 
under stand out of the way. They are fitted 
with rubber tips or steel caps or with castors on 
two or four legs. 


You can sell this specialty to many firms for 
extra typists, for stenographers using clerical 
desks or many other purposes. 


Write for descriptive matter pertaining to 
weights, dimensions and PRICES. 





Searles Electric Welding Works 


Manufacturers 


1850 Fulton Street Chicago 
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Salesmen who are filing equip- 
ment experts are the best in- 
come producers in the store. 
Their advice frequently saves 
hours of business time every 
month, and hundreds of dol- 


Sell Bump lars. They advise use of the 


a BUMP paper fastener — no 
clips, staples or pins to catch 
with ever y and scratch—no mucilage to 
° gum up unrelated papers. 
file cabinet 


There are two models; the 
stand machine illustrated 
here, and the hand model, 
portable and easy for long, 
continued use. 









BUMP 
PAPER FASTENER 


LA CROSSE, WIS. 


Eastern Representative 
mour Conover Company 
350 Broadway, New York 
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U.S. SIPEWRITER BeDON MFG. CO. 








RIBBONS CARBONS 


ESTABLISHED 1895 


Dealers Inquiries Solicited 


Sansom at Tenth Street Philadelphia, Penna. 








MARKIT TICKET PRINTER 
Every Store and Stockroom should have it NEVER 


LESAARLUTELTET wer printing ax 


numbering 


bins, boxes, PAD 


shelves, etc. 









There is nothing quite so good as Hoffman Neverwarp 
blotter desk pads—firm yet yielding and restful to the 
eye. The leather corners give a pleasing finish and 
hold the blotter securely, but permit easy replacement. 

Be sure your stock of Hoffman pads is complete for 












HOLDERS MAY BE FASTENED TO ANY ARTICLE OR average calla. The sixty styles take care of almost any 
SURFACE: wood, glass, tin, paper, et« by means of a demand. 

lasting adhesive m terial ee d. Made in two sizes, 

Write for prices and discounts t L. HOFFMAN 

HANS H. HELLESOE, 2444 Ainslie St., Chicago 145 Lafayette Street New York, N. Y. 
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of resources and opportuni- 


Intensive — sais ino ttane 


dinary success. In many 
ases it proves to be the 


CONFIDENTIAL WHOLESALE 


fe conripe out! 
CATALOGUE No. 500 





Development #2 <5 







24 pages fu of information Information and Prices 

on all makes rf rypewriters Adding Machines Calcu 

ating Machines Duplicating-Addressing-Folding-Ma ‘ . successful + and —_ 

hines whose achievements are mediocre. A careful reading of trade litera- 
Write ne or Wire for your copy today! ture, of advertisements, sales plans, and other subjects which are 


met every day by men in positions very similar to your own, 
will increase your power toearn. OFFICE APPLIANCES prints 
each month such material as we have just referred to. And if 
you will read it monthly, you will find that in some way jt will in- 
crease your capacity for work and your earning power. 


Subscription price is $2.00 a year 


THE OFFICE APPLIANCE COMPANY 
417 S. Dearborn Street, Chicago 


BALTIMORE INDEX MFG. CO. 


(Specialists in Metal Tab Guides) 
AN ASSORTMENT OF FIVE COLORS 


RED BLUE - ORANGE - GREEN - BLACK 


Your Name Stamped on Guide Tab Without Charge 


WRITE FOR ; ' —— 112-114 S. Calvert St., 
PARTICULARS Baltimore, Md. 


“ YELIABLE 
Typewriter Adding Machine Cop 


Lowest Prices Ever Quoted 





170 W. Washington Street, Chicago, III. 

















ee et oe 
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SIMONSON 


For Vertical Letter Files, Ledger 
Check Files, Are 








NONE GENUINE UNLESS STAMPED U. S. 
PATENT NO. 794,749 ON METAL TIP. 










PATENTED 
Posting Trays, Card Systems and 
Indestructible 








Send for Free Sample and 
Dealers’ Discount 


Roger A. Simonson & Co. Manufacturers 122S. Michigan Ave., Chicago 








eee eeeeeseeeecccccc else See eee reser eres 


- 

x 

t Dealers 
* Attention * 
4 Sell inks for all DUPLICATING ¥% 
- MACHINES, also STENCIL COR- 
x RECTION VARNISH UNDER Pf 
+ YOUR OWN BRAND. Half acen- ¥* 
¥ tury of ink manufacturing experience + 
x is back of our product. 
‘ Send for samples and prices : 
+ Peerless Ink Corporation 
¥ 350 Broadway New York ¥* 
JanASSSI SS SSSI OCC Cook x 

















STYLOGRAPH 


AUTO-COPY CARDS 


Tucked under the flap of envelopes they copy 
name and address. 

Spotted behind letterhead they copy (in addition 
to regular copy), the name, address, date, subject, 
file reference, date, etc. or full data included in 
the salutation. 

For duplicate or multiple files there is nothing 
equal. For the compiling and maintenance of 
mailing lists they are invaluable. 


$2.00 per box (1000) cards 3 x 5 inches. 


THE STYLOGRAPH CoO. 


COLDWATER, N. Y. 





STEEL DIE ENGRAVED 


Business 
Motto Cards 


can be used to good advantage in your 
correspondence especially where quota- 
tions are being made. They are steel die 
engraved on a paneled card, size 3x4} 
inches, and are enclosed in folded wea- 
ding tissue. We give below the wording 
of a few of the cards. 


Beware of the higher cost of the 
lower price. 

Cost is measured by the results 
obtained and in no other way. 
It’s what you get, not what you 
pay. 

Anybody can cut prices but it 
takes Brains to make a better 
article. 


We have samples and price list ; send for them. 


The American Embossing Co. 


Steel Die and Copper Plate Engravi 
and Printing in All its beenshes 


192-96 Seneca Street Buffalo, New York 























All Stationers 
20c Box of 100 
Canada 25c 


imum Capacity. 








“TéP" 
*=a The Universal Paper Clip 


For Genuine Brass Fasteners 
Specify “TIP TOPS” 


Distinguished by Lasting 


Golden Color, Full Drawn Eye- . 


lets that protect the fingers, Max- The Tip Top Mfg. Co., Inc. 





818 Park St. Syracuse, N. Y. 


Canadian Agents: Brown Brothers, Ltd., Toronto 
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What are those 
cars costing us 
to maintain? 


Important question with any 
firm using a fleet of autos 
Costs must be watched 

The Harvey automobile 
expense book shows to a pen- 
ny the exact cost. 

There's a ready sale for 
these little books. Write for 
sample 


Fred W. Harvey Co. 
214 West Genesee Street 


SYRACUSE, N. Y. 











Easy Grip 
LISTO PENCILS 


Amazingly efficient. Knurled front barrel in- | 
| sures easier, firmer hold and absolute relaxa- || 
| tion in writing. A sturdy, serviceable, | 

economical pencil for pocket or desk. 50c i} 

Surprisingly low priced............... | 


In reds, blues, greens, blacks, browns, lavenders. 


DEALERS: This new idea offers a real 
sales opportunity. Get them early. 


| 
| } 
| 

| LISTO PENCIL CORPORATION, Alameda, Cal. 





























Card Cases, Bill Folds, 
Playing Card and Cig- 
arette Cases. Keep 
contents absolutely 
clean. Easy to get at. 





GARDNER'S HOT 
GOLD LETTERING 
MACHINES 





Write for Samples and 
Prices 


P. A. GARDNER 
LEATHER WORKS 
Pu TA | CARO CASI | 709 Pine St. oe 

















Record the hour and 
minute A.M. &P.M.., 
firm name and char- 
acter of the transac- 
tion—such as Re- 
ceived, Sent Out, 

Started, Finished,etc. prince ORE" Paper 


TELLS WHEN THINGS HAPPEN 
Special Seth Thomas Movement with Jeweled 
Balance. No soft metal used in construction. 

Used by prominent firms all over the world, MODEL B hasthe 
Repeat orders will follow the first sale. Write for folder 5 piece bed plate. 


THE THOMPSON TIME STAMP CO., Inc- 
240-2 W est 23rd Street New York, N. Y- 









{THOMPSON TIME STAMPS | 





KLEEN KWICK KLEENER 


A Liquid Cleaner 
“THREE KAY” 


Cleans Typewriter Type 


CLEANLY EFFICIENT 
ECONOMICAL 
QUICK HARMLESS 


Simple, ey Practical; 
not a fad 


Result of 25 Years’ Ex- 
perience and Research. 


50c oe eee 50c 
Ask for liberal dealers discounts 
E. E. PURCELL 


Distributor 
Westport Station Kansas City, Me. 


















CHAMPION 
Window or Display Hooks 





“SECURITY” 
Pen and Pencil Clips 







STEELGRIP 


as 7a) STA-FAST yusse Clips 
in sizes Ne. 0, 1, 2,3 & 4. 
VAL-CLIP 
SZ 
Zh 





Pencil Point Protector, Eraser and Clip 


L. D. VAN VALKENBURG CO., Holyoke, Mass., U.S. A. 





STOP evertasnnc NOISE 





Made for L. C. Smith, Remington, Royal and Underwooa 


> 
en ordering state ke of hi 

Saves repair calls, does away with desk drumming, makes 

iter more quiet and snappy. 
"Pret en s quickly and automatically attached and as 
> without tools, from the d 

Sold Me : all offices of The L. C. Smith & Corena Typewriters 
Inc. Ask for trial. 

Dealers write for liberal proposition. 


Smith Noise & Shock Eliminator 
303 Kellogg Street Syracuse, N. Y. 











AIR MAIL 


and Parcel Post Rate 
Reductions are now in 
effect with greatly ex- 
panded mail service. 


Over 125,000 
TRINER SCALES 


are now used by the 
Post Office Dept. for 
computing and recheck- 
ing mail and parcel post 
up to 70 pounds. 


TRINER SALES CO. 


53 W. Jackson Boulevard Allmail Computing 
CHICAGO, ILL. 4 Ib. Scale. 


























rr 
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THE COLYTT “REDI-ROLL” 
TELEPHONE MEMO — 


A neat, compact writing shelf, 

with paper roll, for attaching 

to the telephone stand—for 

memorandums } * pe SN 
4 Gat 












Has continuous writing sur- 
face for standard paper roll. 
Sharp cutting edge for tear- 


ing off 

Takes up small space 
leaving room for Y= 
hand grip on tele- 
phone 

Easily attached. PRICE 
Nickel and black $1.00 
finish 


Dealers Write for Discounts 


THE COLYTT LABORATORIES 565 W. Washington St. 
(Engineering) Chicago, 





MR. BUSINESS MAN 


Start using WASHBURNE’S PATENT “O. K.” 
PAPER FASTENERS; you'll never stop. 

POINTS! They hold two to twenty sheets of paper 
tight together. Make check stick to remittance letter. 
Easy to put on or take off. Don’t bulk up files. Not 
costly—box of 100 for only 25c. 

Buy ‘em; try ‘em. 

Start using SANITARY “O. K."” ERASERS; you'll 
never stop. 

POINTS! They erase neatly, quickly. They are 
always clean. They slip in and out of their metal 
holder “just as easy.” 

Write us for catalogue and prices. 

THE O. K. MFG. CO. 


James V. Washburne, President 
Oswego, New York, U. S. A. 














The 
HARTER 
HANDISTAND 


is‘making profits for enter- 
prising dealers every day. 
It can make profits for 
you, too. 


THE HARTER 
CORPORATION 


Sturgis, Michigan 





No. 500 Handistand 

















pian ean enedirenemennmaanneininnninea any 
| ! 
| | One Application Only | 
¥ - From One Bottle Only 
| @ | 
| ., This wonderful single-fluid 
| rs: — eradicator removes ink and | 
y other stains from paper, | 
| bi y clothing, rugs, hands, etc. | 
l | 
ss GUARANTEED 

| S 

¢ ie } For Quality, Stability, 
—- rng . } Service | 
| e :  ERADICATOR FQ Ask Your Dealer 
[=== ey Send 50c for trial bot- 
| E ory, tle with which we will send 

QUAL IN VALUE TO 2 SETS . 

OF OLD 2 BOTTLE METHOSS FREE One 15c Eradovial. 7 
| CARDINELL INKOUT MFG. CO., INC. | 
| MONTCLAIR, N. J. | 
ee eS es al 


‘Loose Leaf Rings 


Brass Five 
Nickel Plated Sizes 
Open Easily, No Large 

Close Joint to Tear 

Securely Paper 





4”, 2”, 1", 14", 2” inside diameters 
for loose leaf books, binding reports, blueprints, etc. 


Loose Leaf Metals 


Write for information 
on our line of 


eeeeee 











**Steel-Strong’”’ 
The Quality Line of Coin Handling Supplies. 


me Styles Coin Wrappers 
2 Styles 
Coin Bags 


Bill Straps 
OFT mel acla:t 2 hak 
Coin Bag Seals Seal Presse 
Manual Coin Counters 
Currency Racks — Tellers Moistener 
Handy Wrapper Cabinets 


A, Soldexcluively through eee on 
Write for Catalog eieateiists Case 
The C. L. Downey Co., 943 Clark St., Cincinnati, 0. 















—— 








READEASY 


World’s Greatest Copyholder 
Made in four standard sizes: 


Desk stand .......... $3.00 
aad line guide....... 4. 
DD ssnsccessenes 3.50 
With line guide....... 5. 


Liberal trade discount. All READEASY 
Copyholders shipped ready for imme- 
diate use. No adjustments necessary. 
Not a screw on them. Standards col- 
lapsible. Fixtures of brass and alumi- 
num and are not affected by weather 
conditions. 

New dealers advised to make first order 
on approval. 


Address READEASY 


223 Grand Ave., West Highland Park 
DETROIT U. S. A. 


——— 


AZORA 


Azora air cushions and twirlers, two 
highly practical accessories, are 
making typewriting easier for thou- 
sands of users. Sales, both new and 
replacement, are large. Write for 
prices and discounts. 


AZORA RUBBER CO. 


S4th and 20th Streets, 
CICERO, ILLINOIS 































PAT. DECEMBER 21, 1916 
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A-S-E Transfer Cases 


Roller bearing cases which lock into 
solid stacks—no bolts necessary and 
no loose pieces or fittings. 

Heavy band steel frame—drawer 
completely enclosed — bottoms 
grooved for guides — sides low 
enough for easy access—bolted 
handle—label holder stamped in 
drawer front—dark green baked 
enamel finish. 

These features—together with at- 
tractive prices—make A-S-E Trans- 
fer Cases “Best Sellers.” 


Our dealers and agents proposition 
will interest you. 


ALL-S1EEE-SQUIP COMPANY 


Dept. T- 2, Aurora, Illinois 


hii 
i i i 
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Improved 
Stationers and’ printers , 
use it to build up their ooenmmemens Germans €iun 
olume on business and LEATHER NOVELTIES 
personel cards. It takes spam aentts 
he regular loose cards Jae Bortmnee 
holds them firm, keeps 
them clean Holds 
one as securely is A . 
full came Imported morocco binding—metal parts highly 
nickeled 'S «adlifferent sizes 
We manufactur leather novelties only we do not compete 
with engravers or printers Please mention size in asking 
r pr 
ddress Ie irtment OA 
ao Bechet Binder Co. 


wm 144 Fox Street Aurora, Illinois 
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a 
ne- DRY 
T STENCILS 


are meeting with remarkable success due entirely 
to the quality of material. 

Several years of planning have effected practically 
a perfect product. 

The repeat business which our dealers are expe- 
riencing bears this out. 

We have a few dealer propositions to offer. 


Theta Dry Stencil Corporation 
175 Fifth Ave. New York City 





The only 
brush that 
thoroughly 
cleans all parts 
of TYPEWRIT- 
ERS, OFFICE AP- 
PLIANCES AND DE- 
VICES, Typecleaning end 
made of stiff China Bristles, 


Nd General cleaning end made of 






<_ soft substantial Came! Hair. 
An attractive colored display 
card with each order Big profit to 


dealers. Write for an prices. 


ARTHUR W. HAHN, Dept 
32 Years of Brush Manufactur ng “Fxpertence. 
195-203 Lafayette Street, New Yor 

























“Moderately Priced’ 


These are magic words to the dealer, 


who has to think of his ever-increas- 
turnover 

We carry attractive lines, that are 

moderately priced, of five-year diaries, 


bridge sets, address books, date books, 
trip books, guest books, writing cases, 


iesk sets, etc. 


KIGGINS & TOOKER CO. 





35-41 Park Place NEW YORK 


No. 02232/43 








79 E. 130th Street 


Brass Corners, 
Bronze Corners, 
Leather Corners, Ve- 
lour Back, Moire 
Back, Felt Back 


All sizes in STIFF 
and FLEXIBLE 
pads. Leather cor- 
ner pads made in all 
colors, including 
pastel shades of 
ecrase 


Manufactured by 


SAINBERG & COMPANY, INC. 


New York, N. Y¥, 
Send for illustrated price list. 














DEALERS WANTED 


for a patented typewrit- 
er cushion key, with 
advantages and merits 
no other key possesses. 
You'll get MORE key 
business by selling 


The Master Key 


(No rubber to wear out) 
Write for Samples 
and Prices. 


Speed Key Mfg. Co., Inc. 
28 Columbus Place 
Brooklyn N. Y. 














Get In On ’ 
This Buy 


Here’s your oppor- 
tunity to buy Fold- 
ers at a price—light 
or heavy weight— 
Send for samples 
and prices. 


R. ORTHWINE 
344 W. 34th ST. 
New York 


Folders, Square 
or Tab Cut 
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Moon Globe Trotter Luna 
Times Half Moon 
Tribune Gladiator 

Moonlight 


Memphis 
Multator 


9.3. STAEDTLER, INC. 
53-55 WORTH OS! NEW YORK 


STAEDTLER PENCILS SINCE 1662 
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Speed Up Your Business 


Air mall speeds up busi- 
ness. Gets information 
out days sooner. Gets 
orders back quickly. 
Grasp this latest opportu- 
nity. Sell air mail sup- 
Plies and Hanson Ajir 
Mail Scales. 


Hanson Air 


Mail Scale 


Write for latest informa- 
tion about Hanson Aljlr 
Mail, Postal, Parcel Post 
and Bath Scales. 


Hanson Bros. Scale Co. 
539 N. Ada St., Chicago 

















PRECISION 
PLATENS 


For Typewriters, Multigraphs, Adding Machines 


Recovered with best black Rubber, non-blooming. We 
originated grinding on cylindrical dead centres, insuring 
same accuracy given engineers’ instruments. Delivered 
free in U. S. 30 years’ experience. New catalog and 
price list ready. 
Special Bargains in Complete Platens 
We specialize in making ribbons for the trade. 


BUSHNELL MFG. CO. 


125% W. 3d Street Los Angeles, Cal. 

















THE DEMAND 
Profitably 


In Apex, Summit, and Xtragood, the dealer has 
three qualities of ribbons and carbons to offer 
customers which cover the whole gamut of 
demand. In the supreme test of use, Union 
Ribbons and Carbons are in the front ranks, 
continually creating profitable business for 
Union dealers. Do you wish to meet the 
demand—profitably? Write us. 


UNION RIBBON & CARBON CO. 


Front and Laurel Streets 
PHILADELPHIA, PA. 





The Featherweight Eyeshade 


is constructed to protect the F 





wearer’s eyes from glaring arti- 
ficial or natural lights or bril- 
liant reflections. Durable, hy- 2 
gienic, adjustable, light weight. 


Where it touches the forehead, 








the celluloid is curled, presenting 





a smooth surface. CT 4: Dh all 


The FEATHERWEIGHT EYESHADE CO. 
Merchantville, N. J. 


LEON ISAACS & CO. TURNER & HARRISON 
GLUCINUM PENS SILVER-ALLOY PENS 


The Slickest Pens Ever Made 


SPECIAL IMPRINT 


PENS 
FOR THE TRADE 
LET US QUOTE OUR PRICES 


Established 1876 


The Turner & Harrison Pen Mfg. Co., Inc. 


FALCON PEN WORKS 
Ulustrated catalog on application. PHILADELPHIA, PA. 














Moore Push-less Hangers 


“The Hanger with the Twist’) 


\ %, 






=< 
ys 
ail 


No. 24 3 
Brass Plated Steel Hooks. 
Tool Tempered Steel Nails RCD, 
Made in four sizes No. 25 


Packed 12 or 24 packets to carton 


MOORE PUSH-PIN CO., Philadelphia, Pa. 


























larkil 
> ALL-VISIBLEcS 


Celluloid Envelopes with chemically welded seams. Shop 
Record Protectors, raisable faces. Loose Leaf name-line 
Indexers for credit and other lists. Transparent signals. 
Celluloid Card Cases, etc., for industrial uses. 


There’s a nice profit for Stationers with the 
Markilo All-Visible line. Write for samples 
and proposition. Samples, ete., on request. 


MARKILO CO., 936-C West 63rd Street Chicago, U. 8. A. 
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AW: RABER 
ORIGINAL 
THIN LEAD * MECHANICAL PENCILS 
“THE WORLD'S STANDARD” 

RED PURPLE BLACK 
BLWE YELLOW WHITE 
GREEN BROWN INDELIBLE 

FIRM =— SMOOTH @ UNIFORM 


NEWARK, iv. 











DEALERS — — SALESMEN | 


EXCELLOGRAPHT 


ROTARY STENCIL 


DUPLICATORS = 


$31.50 EQUIPPED. FOLDER FREE 


PITTSBURGH TYPEWRITER & SUPPLY © 
SUITE 524 ,339FIFTH AVE, PITTSBURGH. 
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NO. 202 IVORDUR RULER 
IVORDUR PRODUCTS 
Write for catalog. 


Miller Bros. Pen Co. 
305 Broadway 
N. Y. C. Conn. 


Meriden, 








COLUMBIAN CLASP ENVELOPES 


The most satisfactory 
mailing envelope 


UNITED STATES 
ENVELOPE COMPANY 
The world’s largest manufacturers of envelopes 


— FIELD, MASSACHUSETTS 


With teen nufacturing du ms covering the count 














CORK BULLETIN BOARDS 


Framed or 


Unframed 


Frames 


Are Oak 








Sizes 





Finished 














_® * 


20 VESEY STREET 








Dealers write for catalogue 


SILICATE BOOK SLATE CO. 


NEW YORK CITY 








Jsmmns 4 


You have salesmen call- 


ing on 
yo ut 


‘wait a minute while 
look that UP 


they ! 
sheets 


nutes hunting 
formation 


AICO 
these 
time 


It is profitable b 


to our 


Leading . index 


pets Bs y “FUMBLING 


costly wastes of instantly available. 





An alert stationer can 
f 

k of dozens 0° 

su who answer thin . 

"questions with ways in which his larger 
customers may save 
through hundreds of dollars md 
ge mleus mi- having specially tee 
et for the in- factured AICO index 
There are turn the trick Business 
Services to StOP information should e 


Then 


Send your ideas 


usiness for you estimates. 


for 
. ial order department 


G AIGNER & ¢ 10. oat 
"' J Manufacturers for sweuy 
23 W. Monroe Street, Dept. 
CHICAGO 





» 








BETTCHER CHAIR IRONS 


Safeguard the Reputation of your Chairs 


Because Bettcher Chair 
Irons are correctly de- 
signed and carefully made 
from high quality mate- 
rials they will give long 
and satisfactory service on 
all designs of swivel chairs. 





Let us uote on 
your requirements. 





THE BETTCHER STAMPING AND MFG. CO. 


l W. 6ist Street Cleveland, Ohio 





AMES Advantages” 


Vol. 1 FEBRUARY, 1929 








1928 proved a profitable year to dealers 
handling the Amestyle line of safety mailing 
and filing envelopes “for every need.” 1929 
will be a bigger and better year, due to some 
definite additions to our dealer merchandis 
ing plan for 1929. Write today for samples 
and information 


THE AMES SAFETY ENVELOPE Co. 


55 Sudbury Street Boston, Mass. 











ae 











February, 1929 OFFICE 





Quick Sellers—Big Money Makers 


“Instant” Des 
od Handy Files 
Their pocket pages keep 
papers in order but instantly 


accessible, indexed A to Z, 1 to 
31, or specially classified by 
celluloid covered, removable in- 
dex tabs. 


Idea Books 


with pasteless pocket pages for 
news clippings, striking advts., 
etc. The storehouse for val- P| 
uable ideas, instantly accessible. 


Albums for Every Purpose 
Autograph, Camera, Portrait, 

Postcard, Disc Record, Greeting 

Card, Memory, “Each Day’s 

Doings.’’—Girl’s 5-yr. Diary. 

Scrap Books — 

Double Dummy Bridge Boards 


Write for prices and special discounts 


W.C. Horn, Bro. & Go. Fs5; 200 5th Ave., New York 
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STOCK 


Vue wowote Tr Pe Citance 


Brings Repeat Business 


Clarotype has been a leading seller among 
type cleaners for over seven years and is 
nationally known. It is practical, efficient, 
and economical; is applied instantly and does 
Clarotype is the one cleaner that stenographers wil! 

Liberal dealer discounts. Advertising aids supplied 
r your jobber 


not deteriorate. 
re-order regularly. 
FREE You can order from us 


Recommended by Underwood Typewriter Co., 
L. C. Smith and Corona Typewriters, Ine. 


THE CLAROTYPE CO., Inc. Yiw"'YOR« 











POLK’S 


Reference Book 
and Mailing List 
Catalog 


Gives counts and prices 
on over 8,000 differ- 
ent lines of business. 
No matter what your 
business, in this book 
you will find the nun 
ber of your prospective 
customers listed. 
Valuable information 
is also given as to 
how you can use the 
mails to secure orders 
and inquiries for your 
products or services. P 
Write for Your FREE Copy 
R. L. POLK & CO., Detroit, Mich. 
Largest City Directory Publishers in the World—Maliling List 


Compilers—Business Statistics—Producers o 
Direct Mail Advertising. 


Orders - Inquiries 





- 











FPOtOt Ot Os O+Or+ Ore FP+S+St+St+S+Or+Oy 


Excelsior 
Ink Company 


An Ink for 
Every Purpose 


319 West Ohio Street 
Chicago, Illinois 


+O +> O+ S++ O+S+ S++ S++ 
4$O+ + S++ O+ S++ S++ H+ 


94 O4O4+S4+S4+S+S+S+S+S+O+0+0+0+0+8 


with Liner 
Patented! 


Keep it right in sight! 
Drop it down in your desk. 


New model retail $20, $24 
and up. Take the 
agency for your lo- 
cality. 


Write for literature. 


Kobler & Co. 


Dept. A. 


11 W. 42nd Street 
New York 




















tabs with the 
cutting scale 


It is 80 easy to make indexes the 
“E-F’’ Way. You need not guess 
the length, cut them accurately 








"J along cutting scale. Write or 
ones slip in Ly mt © : 
J iserts, slip insert in ransparen 
4 dex. wioths, 5 
§ meme vabooke, Ree, say! yh tg \ 


A. Mohier, Mfr., Dept. x ., 416 &. Dearborn, Chicago 

















) BEACH’S 
“COMMON SENSE” 
EXPENSE BOOKS 


Weekly for Travelers 
Monthly for Travelers 
Personal Expenses 


Radio Record 














Send for samples 
































Beach Publishing Co., 1351 Book Bldg., Detroit 


ee 


RADIAL DISTRIBUTORS 


Efficient and economical. Will keep corres- 
pondence and papers always on hand and prop- 
erly arranged. The most efficient desk file on 
the market. Made in four sizes. A very profit- 
able item for stationers. 


STANLEY 
BRISTOW 


24 Central Avenue 
West Orange, N. J. 


















—SS— 
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34 Years of Efficiency and 
Going Strong 


ACME Staple Binding Machines 
and Staples have stood the test for 
34 years. They are dependable. 








Designed for office work and 
stapling samples together. There is nothing better for fast- 
ening letters, statements or docu- 
ments of any kind and when you 
recommend “ACME” Staple Bind- 
ers you are proving your knowledge 


of the “BEST.” 


ACME Staple Binding Machines 
are made especially for heavy duty. 
Parts are interchangeable and any 
part needed can be supplied at once 


Send us a copy of your mailing 
list and we will send them ACME 
literature over your name. 

ACME Staple Binders are the Used by insurance companies, 


only binding devices designed, built —— corporations, ete.. 
and distributed from our own or vouchers, documents, ete. 






factory 
WE GUARANTEE OUR PRODUCT 
Write for Special Dealers’ Proposition 
ACME STAPLE CoO. 
1643 Haddon Avenue cain Camden, N. J. en Nest ned ice. 








LORSVSNSNGNENSNSERSNSRSRSLSLG LSS SHS WHS IS MH MH ISVS RSVP SVENERSNSLSRVSE LS LSERS SIE 


PRSRVSNSVSUMSwSsererwessess PUSWSUMIHWSWSWSwSeswessesssssessvessess: 


SO S3H33H33-H33 


66 7? To us “M. B” stands for “MON BUREAU” 


To you “M.B.” stands for “MORE BUSINESS” 


C7 There is no better way of introducing your goods in Europe and 
particularly in France than by advertising in MON BUREAU. 





M. B. has been the pioneer of sound business 

methods in this country for many years past and 

it is now the most widely read business publica- 
MON tion. Every progressive firm is a subscriber of 

BU REAU “M. B.” This is the reason why it is the very best 

a medium for advertising office furniture and 
mas nant appliances. 


Not only is M. B. the most largely read publica- 
tion of its kind, but because of the strong affec- 
tion and great confidence of its readers it is sure 
to bring you handsome and profitable returns. 


The advertising department of M. B. will write 
your ads for you or translate your copy into 
French just as you prefer. Ask for sample copy 
of M. B. and advertising rates today to 








THE apyeettSING MON BUREAU 186, Faubourg St-Martin PARIS Xéme Arrt.(France) 


MANAGER 


RSRSERENENSNENSLSEVENENSNSENSLSMNSLENSNENENSNSENSESEererer 


5 
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Why 


Manufacturers 
of Office Because 
. They minimize breakage. 
Cha lY’s Legs do not loosen in hubs. 
Should Use They do not wabble. 


They are light in weight. 
They are well finished. 
They are cheaply priced. N 

They mean satisfied customers. yade unden gue gwn Patents 





COLLIER-KEYWORTH COMPANY 


CK) GARDNER, MASS. 
= 


Chair Irons | 


























AMES MEANS EXCELLENT SERVICE 





Many Successful 
Typewriter Dealers 


assure satisfaction to their customers by depending exclusively on AMES 
as a source of supply for typewriter parts, tools and rubber platens. By 
concentrating their needs for these supplies in one order, they save valuable 
time and much trouble and expense. 


Branch offices, conveniently located, provide quick service in supplying tools, 
rubber platens, and wide selection of parts. Orders for these goods are 
shipped 24 hours after they are received. By devoting our service to the 
trade, we leave the retail field entirely to our dealers. 


If you buy AMESCO platens, you know we give every order utmost atten- 
tion; why not obtain the same service for typewriter parts and tools? 
Remember that 


Aes Means. Eixcettent Service 


AMES SUPPLY COMPANY, 564-572 W. Randolph Street, Chicago 


Branch Office Great Britain Office 


and Export Dept. 
50 Lispemard &t., New York 


Ltd. 507 Mission &t., Sam Franciace 
90 and 80 Queen Street’ Landen B. ©. 6, Bagians 











TYPEWRITER PARTS — TYPEWRITER TOOLS — RUBBER PLATENS 
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ARE YOU? 


Are you interested in 
trade doings in 


GREAT BRITAIN? 


If so, there is only one 
way of keeping abreast 
of the times and that 
is by the regular 
monthly receipt and 
perusal of the 


BRITISH STATIONER 


-a monthly journal 
for the Stationery and 
Allied Trade whose 
editorial pages are 
unique for news, in- 
struction, originality 
and general interest. 
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The leading 


trade paper 


for the office equipment 
industry in 


Germany 





BB 
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“Biiro-Bedarf-Rundschau” 
(Office Equipment Review) 


Founded and Edited since 1908 
by Friedrich V. Schack 


Issued Weekly 
Circulation in all German 
Speaking Countries 


Subscription Rates 
$4 per year $6 for 2 years 
Specimen copy free 


Biiro-Bedarf-Rundschau 


Berlin-Charlottenburg 5 


Germany 
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Qualitybilt Paper Products combine the best 
of materials with superior workmanship—new 
methods of construction add to their dura- 
bility, therefore they are easier to sell. 





Our exceptionally prompt service with lower 
delivery costs, enable you to do more business 
with much less stock. 





Our centrally located shipping points at Ss 
) : . . | 
St. Paul and Chicago have a large and varied ae 
stock of standard items for immediate ship- Set 
. .3 
ment via parcel post, express or package car iol 
freight. 
\ reduction in your investment of stock car- 
ried, together with substantial savings on ship- 
ping charges will positively insure greater 





profits to you yearly. Try it and see. 


QUALITY PARK ENVELOPE COMPANY 


Makers of Qualitybilt Paper Products 













MIDWAY, 
ST. PAUL, MINN. 


162 NO. FRANKLIN STREET, 
CHICAGO 


Have you a copy of our new price list for 1929? 

















An authority on the subject says--- 


“Science in purchasing is the ability to dif- 
ferentiate between initial and ultimate cost.” 


Science in Carbon Paper and Inked Ribbon making is the ability to pro- 
duce with perfect accuracy a range of qualities to uniformly give the 
exact results desired with all kinds of machines and writing paper. 


“The Line of Lowest Ultimate Cost” meets the requirements of each 
Science. You cannot know what it will do for you until you investigate. 
Without any obligation on your part, we will be glad to send you 
samples for any requirements you describe. 


NEIDICH PROCESS COMPANY 


Manufacturers 


Burlington, N. J., U.S. A. 
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They come to see you! 


Executives who look ahead, buyers who 
consider merit before price, employees who 
take a real interest in their work. 


They come to see for themselves and to 
obtain first hand information about good 
office methods and equipment. 


They come, thousands of good business 
people, to see what you have that they can 
use to advantage. 


It builds business, respect and lasting regard 
to enable them to make their own estimate 
of your service when they are so interested 
that they come to see you-~at the 


NATIONAL BUSINESS SHOW 


San Francisco 
At the Civic Auditorium April 8th to 13th, inc. 


New York 
At the Grand Central Palace October 21st to 26th, inc. 


Chicago 
At The Stevens Hotel November 11th to 16th, inc. 





“It’s the personal contact that counts” 


NATIONAL BUSINESS SHOW COMPANY 


Incorporated 
Frank E. Tupper, President 


Chicago 50 Church St. San Francisco 
Monadnock Building 


417 S. Dearborn St. 
C. H. Hunter, Manager NEW YORK Waldo T. Tupper, Manager 





i ebruary 1929 


OFFICE APPLIANCES 241 


2C3BCO 


|____—/t 
L@SE LEAF PRODUCTS 
cMeet Every Need, 


Se 
— 


BINDERS AND FORMS 
FoR ALL PURPOSES-—- 


Cesco Products cover a wide range—Forms and Binders—for 
most every conceivable purpose. Whether for hand or machine 
kept records, the Cesco Dealer is in a position to fill the needs of 
his customers efficiently. And in addition he has the advantage 
of being able to offer the very latest and most saleable Visible 
Record Equipment on the market. Dealer Cooperation involves 
the highest type of sales aids, window displays and advertising 
literature. 








hain Pg 


























VISIBLE RECORDS AUTOMATIC BOOK 











The new Cesco Visible Record 
Equipment contains distinctive fea- 
tures that insure greater bookkeep- 
ing efficiency — all-Metal Back, 
Fibre Shoe, Double Action Catch, 
providing two opening positions, 
and other improvements which 
have led some of our dealers to 
commend it as the most saleable 
Visible Binder on the market. Over 
fifty stock forms. Send for sep- 
atate catalog devoted exclusively 
to Visible Record Keeping. 


BINDER 


Here is an entirely new thought in 
transfer binders—designed espe- 
cially for filing away completed or 
transferred sheets. Converts sheets 
into neatly bound and securely 
sealed volumes. Unlimited market 
among Department Stores, Public 
Utilities, Banks, Insurance Com- 
panies, etc. Instantly appeals to 
buyers. Send for sample and de- 
scriptive pamphlet. 


EXCLUSIVE AGENCIES AVAILABLE 


To progressive dealers, maintaining a force of specialty salesmen, we have 


a most attractive dealer proposition. 


It will pay to get full details—dis- 


counts, etc. Catalog gladly sent on request. 


THE C. E. SHEPPARD CO. 
271 Van Alst Ave. 


Long Island City 


- New York 
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CALCULATOR 


PAN) an aate 
Operator 
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A neater letter ~ 
14 uicker, better * 


(/~, HE Woodstock Typewriter is the most improved and modern 
“typewriter manufactured today~-it embodies the most scien- 
tifically chosen and carefully approved mechanical perfections. 


The Woodstock is compact, simple, sturdy, easily operated, smooth 
running and absolutely dependable. 


It is a joy of accomplishment to operate a Woodstock; the versatile 
machine built for a long, long life of Good Work ~-Well Done. 


There are hand operated Woodstocks, also the Woodstock Electrite, 
powered by electricity. 


Write for further information. 


WOODSTOCK Lala laadeate iia COMPANY 


35 E. WACKER DRIVE - CHICAGO, ILL. 























WORLD'S STANDARD :: THROUGH SERVICE 
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IN INDUSTRY 


ATCHING turn of wheel with tap 
M of key... recording and making 
possible Industrial Progress in every 
civilized country .. .the Underwood 
Standard Typewriter has done its 
work so well that it has been chosen 
by the majority. § No matter what 
your typewriter needs may be there 
is an Underwood that will satisfac- 
torily meet your requirements. § Ask 
our nearest representative to dem- 
onstrate the Underwood —the 
machine that Speeds the World's 


Business. 


UNDERWOOD 


The Machine You Will Eventually Buy 


*+>NEARLY 4,000,000 NOW IN USE °° 














